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bon papers, ribbons and duplicating suf 
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— plies give you triple strength for competitive selling 
ighest quality, wide variety, and the most attractive 
packaging in the field. You get turther help trom 
Webster's steady national advertising. It creates cus- 
tomers tor you while Webster's quality at d exclu- 








sive features bring them back for more 












/f your customers want... 


TREATED BACK EXCLUSIVE DUPLICATING 
CARBON PAPER FEATURES SUPPLIES 


















WEBSTER'’S SHURFLAT WEBSTER’'S MICROMETRIC CARBON WEBSTER’S LINE 1S COMPLETE 
tops the field. Sell MultiKopy for t PAPER, with the famous numbere: tor both Spirit or Direct Process type 
very finest. OK meets competitio scale, is unique. Webster research and Gelatin or Indirect Process tvpe 
in the lower price range. Both carbons which pioneered the first non-filling Materials are carefully matched, 
stav flat in any climate, regardless of ribbon still leads in exclusive fea lesigned to turn out clean, « rco 
humidity orrapid tempera Throughout the Webster line 

you'll find special features for faster 







Use Webster's sales-making displays, newspaper mats, 
tolders, mailers, blotters and catalogs. A] ell 
ussistance Ot Webster's factorv-trained 1 chandising 






specialists. Write tor full details 
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of commercial stationery. Its comprehensive news 
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articles upon subjects germane to its field have 
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ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 
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indirectly connected with the industry the journal 
represents has any share in its ownership or 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the grownd 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 


A F Kores Carbon & Ribbons Pittsburzh Cut Wire ‘ 18 
Eaton Pape Cor 285 Mf Corp 59 Polychrome Corp 118, 119 
Acco Products, Inc. 320 Ellis worth Mf (x 311 Krueger Metal Products 268 Posting Equipment Cor} 326 
Ace Fastener Corp. 97 Er ring Mfg. Co 317 Kutch, Walter E., C 335 Precision Staple Cory 112 
Acme Products Co. 329 Er Tag & S book Co,..83, 312 I Print-O Matic Co., In« i 
Addo Machine Co., Inc. 107 Esterbrook Pen Co., The 282 : Pax to Protecta Safe Cor] 249 
Adirondack Chair Co. 276 Ex! Williar I r LaSalle Products ¢ +4. - 
Advanco Products Div. ASB...32! F Lawson, F. H., The 12: 
Aigner, G. J., Co. 315 Ferber, 1 H ea Lee, L. O'D 250 Quality Park Envelope | 502 
All-Steel Equipment, Inc. 16% Aang asad c weal 124 Leopold Company, Th: Queen R bbon & Carbon Co.....289 
Allen, R. C, Business . » . Lincoln Desks 26 Quigley Furniture C O74 
Machines, Inc 50, 51 Faultiess Caster Corp 65 Little, A. P., Inc 136 R 
S5-Laminen Products 269 hae 5 ote ; E 7s Ir = I Metal Produ I a ae ad 
ma es 0. 50, ’ lave han tenet sot M gal fyi w! ! 4 
Semin Beating Corp. oe Fores, William A., @ Go. .33 McGraw-Hill Book ‘ Inc J rer eng Menge Ag 192 
Amberg File & Index Co. 11 agg Teas Rr ~ + Monit. 1d + ol. Mee C. 37 - te < rm Chait Ce 192 
Amer. Carbon Paper Mfg. ‘ ee Hand B n le Lo 134 Marble ; B. es ( h The 261 Rx b aoa W dos Rubt Co 92 
— Evat: pe Corp 81, 5, Fritz-Cross Co., Tt 275 Marchant Calculating Rockwel trp Co 157 
American Hair & Felt Co.......287 Fulton Marking Equip. Co 32 ‘ Machine Co on Rose Ribbon & Carbo 
American Map Co., Inc. 330 G Mai k ate Mf r. Co., Ine "91 R — M t M ( 4 
American Photo Laboratories..323 General Fireproofing C The..215 7 a naiemiies Co 155 Roval , mst vo tg ; a 
Ames Supply Co. 313 General Lamps Mfg. Corp 134 i ~_ Prod — + es - ister Co 3 
Angle Steel Stool Co. 77 Glohe-Wernicke (C. The 202 = oe le A ddre a — toyal pewriter (C« I { 
Ard Mfg. Co. Ine. 265 Graff, George B., Co 31 Master-Craft Cor} 100 s 
Arnot & Co. Inc. 263 Grand Rapids Lthr. Furn. Co...2 Master Mfg. Co.. 317 Saf i Cor 0 
Arrow Fastener Corp. 290 ( on Mfg. Ce 25 Master Metal Products In¢ 300 oo Ten We ee ‘LE 
Art Metal Construction Co.....193 Guardsman Safe ( 264 a a ’ 314 Sa an pen oduc . bm $15 
Art Steel Sales Guide System & Supply Co 9 Meilink Steel Safe GC 154 Schwab Safe ¢ emmacniiemane 
Corp. ..... 171, 172, 173, 174 Gunlocke W H Chair Co 21 Me tne Publishin Co $26 rs “~ ny y S 1, ( . 248 
po geo Mg Ml 66 H Metalcraft, Inc. . 118 Security Steel Equip. Corp....20 
Avalon Products Ine. 266 Hall-W: , Metal Office Furniture Co 169 Sell Corpc an ‘ ” OF 
r , ie @ 19] Metalstand Co 170 Seng Company, Th yew 
Halverson Specialty Sales 321 0 Seng mpany, The 252 
B Hamilton Mfg. Cory; 98, 99 Midwest Folding Products 277 Sengbusch Self-Closing 
Har Philir ( Ir 29 + genet Pistel ~ (A th, iazetend Co 809 
Bankers Box Co. 298 Hardboard Fabricators In¢ 328 lle erman, irn. Co 26 Service Prods. Div. Woodal 126 
Barcalo Mfg. Co. 243 Harding, Milo, (C 310 Milwaukee Chair Co 189 Shaw-Walker Co., Th 105 
Barkley, C. L., & Co. 127 Hart Manufacturing Co 325 Milwaukee Metal Furr (x 189 Shelton Tack Co 335 
Barrett Adding Machine Div...135 Ha Corpora The 12 - nnes¢ . a . Mfg. Co. 305 a pherd Cha : Co 205 
Bassick Co. Div. S-W 292 Haskell Mfg. Co. Inc 269 ware « oiger, sm a. Sheppard, ¢ en, Om 296 
Bates Manufacturing Co. 19 Hed Mf. 120 “ona ca Furn ture Co. Ine +d Shipm in-Ward Mfg. (« 303 
Beach Publishing Co. 333 Hekman Industri« 26 Moo e Push Pin C 328 Smead Manufacturing ¢ 1( 104 
Bentson Mfg. Co. 274 Herring-Hall-Marvin Safe Co...241 Morris, Bert M., Co 115 Smith, L. ¢ & C 
Berger Mfg. Div. Republic 219 Heyer Corporatior The 337 Mosler Safe Company eos Typew Ine ) 
Bickett, L. M., Co. 306 High Pt. Bending & Chair Co. 18 ~ irphy ~~" r, In 238 Smo-K Products 275 
Big Joe Mfg. Co. 328 Hoggson & Pett Mfz. Co 33 itschler Bros. Co 262 Sounds Cor] 01 
“4 ; “ . Myrt Desk Comy 180 Southworth Co 324 


Blank Desk Co. 334 Hoosier Desk Ce 26 : é ur 
Borg-Erickson Corp. 126 Hunt, C. Howard, Pen Co 22 N Speed Key Cor 334 
























Box X-71 . 333 ' Nathan. Ch a Si a Speed-O-Print Cory 63 
Bright Chair Co., Inc. 176 7C Ee ee ele ae ' N ‘1 BS oe 121 Springer Industries 242 
Browne-Morse Co. 229 e + a ms ‘ene * ” ee atl Business > peut « Stacor Equipment Cor} 131 
Brush-Punnett Co. 268 a | sys - Or Che 1 ? ~ mang Loose Le & , Stenderd Furniture C: 217 
: : — . + mperia esk Co 20 tdry. Co. . 33 Stanley Mfg. Co 249 
Buckeye Ribbon & Carbon Co...32¢ en Leatl | Ce r Neubauer Mfg. (¢ 276 Stark Salen tne 518 
~ er ‘ 9 ne England Paps , Stationers Loose Leaf Ce 114 
Cc Industrial amp Corp i ‘unch Co 316 Stebeo Products 111 
. Ink Specialties Co., Inc 102 Niemann In¢ 200 Stein Bros. Mfg. Co 111 
C-Thru Ruler Co. 829 I Business Machines Corp...130 Norta Distributing C 334 Stempel Mfg. Co 274 
Calculator Equipment Corp.....312 I Cash Register Parts } Northern States Envelope Co...308 Stewart, R. A., & C« 128 
Cardinal Sales Inc. 252 Invincible Metal Furn. ( 1 oO Storms, H. M., Co 284 
Cardinell Corp. 835 , Oadht ; , 99] Stow & Davis Furniture Co._..231 
Carter’s Ink Co., The 86, 87 : ; d Sales Inc ve Sturgis Posture Cl Co g 
. . . J ‘ Cha ( 156 Ohio Chair ¢ Ine 51 eee . ox l 
Central Can Co. 116 ’ ID i hairz 0 se Swift Business Machin« Ce 73 
Central Desk Mfg. Co 178 ; Ves Bor, cen Ole 3 eee - po Se ; 
Chicago Desk Pad Co. : Som seers a : , desta Ls Vv d Filing Supply ‘ : . T 
Chicago Saddlery Co. a > r: - SiS P Tape I: 132 
Clarotype Co., Inc. 332 ret Chair ¢ 166 P 1 Pp . 109 Taylor Chair Co., The 175 
Clary Multiplier Corp. 61 4 4 D Mic ~ Seana B rod a + Technygraph Co., Th 309 
Clemco Desk Mfg. Co., Ine. 188 ‘ } p a aor ; a4 Thom: Furniture Co 2 
Codo Mfg. Corp. 304 K 4 “ne ole ta “x ro. Tiffany Stand Co 24s 
Cole Steel Equipment Co...137, 138 Kalistror 203 Ne ms a k Ine ; = 1 
Collier-Keyworth Co. 272 Keystone Steel Equip. Co. 152, 15 Pel ‘ Mite ¢ estan, ee . 
Colonial Carbon Co. 3382 Kir Posture Ch Co zit , ; , ro nderw Cort i A 
Colson Corp., The 294 Koh-I-Noor Pe Co. Ine 2 4 i Process ( l . 18 U. S. Typewrit Riblx 
Columbia Ribbon & Carbon Ke Ir 2i4 . “— — _Mf ‘ 2 
> ae 42 Uphol Lthr. G rt 231 
Columbia Steel Equipment Co...191 V 
Commercial Card System Co...317 0011) . 
Commercial Furniture Co. 268 | : ail M turing ¢ 14 
Compco Corp. . 314 im » ‘ wy 4 i Ay T ‘ T | alco I y 214 
Consolidated Business Systems.310 Hi a a E . E R Vv I ¢ E B t R E A Uw Hil | “ae rd I n. & M ( 2 
Convoy, Ine. 332 | anpe ’ 
bd0¢ | 7 
Cook, H. C., Co., The 295 | . . Victor Adding Mact Ms 01 
Copy Right Mfg. Corp. 335 Hill f OF ippliances is maintained for the exclusive Victor Safe & Equipment Co...286 
Corona Typewriter, The 39 } | With { 
_ . ° use f ubscribers an advertise « re | y 
atti Wte Gccn oe d ribers and at ’ ’ It answers by | " Vv ; 
a) oor _— rsha M ( 29 
ae S - C 991 personal letters all inquiries upon matters germane to l| W 7 one M ( i xs 149 
° € ge os oO. 32 Hilt ; : WH «- . . 
Cramer Posture Chair Co...89, 277 | the field, supplies names of manufacturers of any office | HII Webs or Met ¥ . s 
Currier Mfg. Co. 30 ‘ ; Hit | Webst P. S., Oe “ 
Cushman & Denison Mfg. Co...283 irticle wanted, puts man and job together, aids for- tH an M . of, 95, 99, ; 
i| Hil ells Cha Corp { 
. eign dealers in securing U. S. A. lines, and in many WHIT Sere m Metal Prod ( 2 
WWIII estern Mf Co 272 
iia ine HHH other ways performs useful service, all without charge } Wiggins, John B., C 333 
ale ce Furn. Mfrs. 277 WWI ; Wilson Jones Co 45 
Darnell Corp. Ltd. 220 Hi} Subscribers in every land have made, and are making, i Wolber Duplicator & 
Davenport, A. C., Mfg. Co... 326 Hii WH mabe ¢ 1} 
. : *» » " 326 | sand se r 2 , — eae - Hi Supply 0 eal 
Dayton Stencil Works 334 i, good use of this bureau. Manufacturers in this field Hl Weed Office Farn. Institute 216 
nnison Mfg. Co. 85 . . . ‘ , > | Hil Worden Ce The 243 
———- © Cesene ar i have evidence of its proved value. ieee oeetes’ —— eae 
i } I Hart..32 
Diebold, Inc. .... 168 Write, Incorporated 297 
i | 


Ditto, Incorporated 122 
Delin Metal Products Inc. 251 I @ 
Domore Chair Co. Ine. 226 Hil 
Doppelt, Charles, & Co., Ine...291 ill 
Dorset Steel Equipment Co....244 —_— 
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LASSITFICATIONS 





For the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
business office are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 


Accounting Systems Equipment 
I . The 


Adding Machine Parts 
s ' Compat 


Adding Machines 


Adding Machines, Rebuilt & Used 


Addressing Machines 
i ‘ 
+r 


Adhesives 


Arch & Clipboard Files 
Cus X Mfg. ¢ 
I ( N 
H Ir 
ti , ‘ 
Ash Trays & Stands 
Associations, Manufacturers 


Atlases, Geographical 
Autograph Registers 
Bank Supplies 

! 

( 
Bankers Note Case 

G 


Billing Machine 
K 


Binders, Catalog & Periodical 
\ 


’ B ( 

"\ 

Binders, Permanent Storage 

B 

v 

uf 

~ t B ( 
Blackboards 


Blankbooks 


Blueprint & Plan File Cabinets 


I 

‘ ( 

( 

| ( 
Bond Boxe 
Book Cases 

. ( 
Bookkeeping Machines 

‘ 

Books, Busine Management 

Sod , 
Box Letter F f 
Brief & Zing ’ 
Built te Ord Office Furniture 
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without obligation. 


Business Forms 
Aigner, G. J Company 
xline, William, Ime 
ederal Business Products, lb 
leal System Company, The 
Cabinets, Refreshment 
Springer Industries, In« 
Calculating Devices 
msolidated Business Systet 
Shipman-Ward Mfg. C« 
Victor Safe & Equipment ( 
Calculating Machines 
Addo Machine Co Ine 
Aller KR. C Business Mehs 
Barrett Adding Machine Di 
Clary Multiplier Corp 
Marchant Calculating Machine 
Odhner Sales, Inc 
Smitt L ‘ & Corona Twe 
Swift Business Machines Cor 
Victor Adding Machine ¢ 
Caleulating Machines, Used 
Calculator Equipment Cor 
Shipman-Ward Mfg. Company 
Calendar Pads & Stands 
Fox & 


Geo 








Stark ¢ aiendars Im 
Carbon Papers 

See Ribbons & Carbons 
Card tndex Boxes & Trays 

All-Steel Equipment, Inc 

Amberg File & Index (« 

Art Metal Construction ( 





Ke mn Mfg. Co., The 

Be Mfg Div. Republic 
Cole Steel Equipment ‘ 

‘ bia Steel Equipment ( 
( Jamestown Mfg. Corp 
Farte Louis H., Co 
General Fireproofing (« 
Globe-Wernicke Co 

(;uide System & Supply (s 
H t Mfg. Company 
Imperial Methods ¢ 
Invincible Metal Furn. ¢ 
Mayfair Company. The 
Metal Office Furniture Con 
Parker Steel Products, li 


Rockwell Barnes Co 
Shaw-Walker Co 


We Mfg. Company 
Card index Files, Revolving 
Diebold, Ine 


Cards, Business 
Wiggins, John B., & ¢ 
Cash Boxes 


Art Steel Sales Corp 
Central Can Co Inc 

‘ Steel Equipment Co 
General Fireproofing (C« 

( le System & Supply ‘ 


Master Metal Products In 
Mayfair Company, The 


re ess Steel Equipment C« 
Rockwell Barnes Co 
~—- Register Parts 
Cash Register Parts ¢ 


oumes Caster Bearings, Slides 
Bassick Co. Div. S-W 
Colson Corporation, The 
Darnell Corp., Lad 
] tless Caster Cory 
Master Mfg. Co 

Chair trons 
B k Co. Div. S-W 


( ier-Keyworth Compa 
Re Company, The 
Chair Mats 
Geo. E., & C 
Ha oard Fabricators, I 
Service Prod. Div. Woodal 


Chairs, Folding 
Adirondack Chair Co 


Farber, Louis H a 
Lyon Metal Products, Ir 
Royal Metal Mfg. Co 
We Chair Corp 

Chairs, Office 
Aluminum Seating Corp 
Ard Mfg. Co. Im 
Art Metal Construction ¢ 
Barcalo Mfg. Company 
B ht Chair Co 
Cramer Posture Chair ¢ 
Dor e Chair Co 
nS See Co 
} tz-(Cros 
(reneral f+ ‘ The 
Grand Rapids Leather Furn. ¢ 
Gregson Mfg. Co 
G ke. W. H Chair ¢ 
Harter Corp The 
High Pt Sendi & Cha ‘ 
Imperi Lecther Furn, ¢ 

Chair Co 


ver Seating Co 
' m (hair (st 
Marble t L. Chair ¢ 


Metal Office Furniture ¢ 
Miller, Herman, F ture ¢ 


Milwaukee Chair Co 

Milwaukee Metal Furn. ¢ 

urpny Miller Ir 

ann, Ine 

wm Chair (x 

Metal Mfg. ¢ 
Frank, & Sut I 





Walker Co 

erd Chair ¢ 

ey Mfg. Co 
S und Davis Fur ( 
_ regis Posture Chair ¢ 
I Chair Co 
t stery Leather Grouy I 
W Chair Corp 
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Chairs, Posture 
Aluminum Seating Corp 
Angle Steel Stool Co 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Domore Chair Co 
Fritz-Cross Co 
General Fireproofing Co 
Gunlocke, The W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co 
Johnson Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co 
Metalstand Company 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Ohio Chair Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Stow and Davis Furniture Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
Wells Chair Corp 

Chairs, Tablet Arm 
Adirondack Chair Co 
Jasper Chair Co 
Wells Chair Corp 


Checks, Stampel Metal 
Dayton Stencil Works 
Force, William A., & Co 


Cheekwriters and Signers 
Hall-Welter Co 
Safeguard Corp 


Clipboards 
(See Arch & Clipboard Files 
Coin Bags, Trays, Wrappers 
ixiine, William, Ime 
Continuous Forms 
Hano, Philip, Company 
Royal Register Co 
Copyholders 
Acco Products, Inc 
Bankers Box Co 
Copy Right Mfg. Corp 
Hall-Welter Co 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
Fox, Geo. E., & Co 
General Fireproofing Co 
Globe-Wernicke Co 
Hedges Manufacturing Co 
Imperial Methods Co 
Maso Steel Products 
Mayfair Company, The 
Metalstand Co., Ine 
Morris, Bert M Co 
Peerless Steel Equipment Co 
Security Steel Equipment Co 
ll Corp 


Sengbusch Self-Clos. Inkstand Co 


Service Prod. Div. Woodall 
Shaw-Walker Co 
Stempel Mfg. Co 
Valco Company 
Weis Mfg. Co 
Wells Chair Corp 
Costumers 
Ard Mfg. Co. Ine 
Dale Office Furniture Mfrs 
Globe-Wernicke Co 
LaSalle Products Co 
Peerless Steel Equipment Co 
Quigley Furniture Company 
Royal Metal Mfg. Co 
Security Steel Equipment Co 
Valeo Company 
Wells Chair Corp 
Covers, Loose Leaf 
Ellingsworth Mfg. Co 
Cushions & Pads, Chair 
Bickett, L. M Company 
Fox, Geo. E., & Co 
Cuspidors 
Lawson, The F. H., Company 
Dating Stamps 
Rates Mfg. Co 
Force, William A Co 
Fulton Marking Equipment ¢ 
Desk Bumpers 
Fox, Geo. E., & Ce 
Desk Lamps 
Copy Right Mfg. Corp 
Flexo Int'l Corp 
General Lamps Mfg. Corp 
Industrial Lamp Corp 
Mayfair Company, The 
Wells Chair Corp 
Desk Name Plates 
Acme Products (« 
Force, William A Co 
Kutch, Walter E., Ce 
Desk Pads & Tops 
Chicago Desk Pad Co 
Fox, Geo. E & Co 
Wilson Jones Co 
Desk Pen & Ink Sets 
Esterbrook Pen Co 
Morris, Bert M., Co 
Sengbusch Self-Clos. Inkstand ¢ 
Desk Side Files 
Amberg File & Index ( 
Cole Steel Equipment ¢ 
Farber, Louis H., Co 
Kockwell Barnes (Co 
Desk Trays 
See Correspondence Trays 
Desk Work Distributors 
Advanco Products Div ASK 
Fox, Geo. E., & Co 
Globe-Wernicke Ce 


inicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter 


Lyon Metal Products, Inc 
Victor Safe &. Equipment Co 
Wlison Jones Co. 


Desks 
Alma Desk Company 
Arnot & Co. Ine. 
Art Metal Construction Co. 
Avalon Products Inc. 
Bentson Mfg. Co. 
Browne-Morse Co. 
Cardinal Sales, Ine 
Central Desk Mfg. Co 
Clemeo Desk Mfg. Co., The 
Commercial Furniture Co 
Corry-Jamestown Mfg. Corp 
Farber, Louis H., Co. 
Federal Equipment Co 
General Sa ag Co 
Haskell Mfg. Co., Inc 
Hekman Industries 
Hoosier Desk Co. 
Imperial Desk Co. 
Invincible Metal Furn. Co 
Jasper Desk Co. 
Jasper Office Furniture Co 
Leopold Co., 
Lincoln Desks 
Mayfair Company, The 
Metal Office Furniture Co 
Miller, Herman, Furniture Co. 
Myrtle Desk Co. 
Peerless Steel Equipment Co 
Quigley Furniture Co. 
Scerbo, Frank, & Sons, Inc 
Sect-O-Desk Sales Corp 
Security Steel Equipment Co 
Shaw-Walker Co. 
Standard Furniture Co 
Stow and Davis Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corp. 
Worden Company, The 
Diaries 
(See Memo Books) 
Dictating Machines 
Soundscriber Corp 
Dietating Machines, Used 
Shipman-Ward Mfg. Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 
Haskell Mfg. Co., Ine 


Drafting Tables 
Engineering Mfg. Co 
Stacor Equipment Corp 
Duplicating Machines & Supplies 
Addo Machine Co., Ine 
Ames Supply Co. 
Buckeye Hibbon. ‘& Carbon Co 
Codo Mfg. Corp 
Colonial Carbon Co 
Columbia Ribbon & Carbon Mfg. Co., 
Inc 
Dick, A. B., Company 
Ditto, Ine 
Harding. Milo, Co 
Hart Mfg. Co. 
Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co. 
Mittag & Volger, Inc 
Old Town Corp 
Peerless-Imperial Co., Inc 
Polychrome Corp. 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. Co 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Duplicator & Supply Co 
Wright Dupl. Div. Hart 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Halverson Specialty Co 
Envelopes, Plastic 
Aigner, G. J., Company 
Markilo Co 
Envelopes 
Globe-Wernicke Co., The 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones Co 
Eradicators, Ink 
Carter's Ink Co. 
Erasers, Rubber 
Ames Supply Co. 
Koh-I-Noor Pencil Co 
Roberts, Weldon, Rubber Ce 
Expense Books 
Beach Publishing Co 
Melton Publishing Co 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
File Boxes, Fibre Collapsible 
Bankers Box Co 
Diebold, Ine 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
lee, L. O'D 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw-Walker Co 
Victor Safe & Equipment ( 
Filing Cabinets, Metal 
Advanco Prod, Div. ASB 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales (Corp 
tentson Mfg. Co., The 
Berger Mfg. Div. Republik 
Browne-Morse Co 


(Continued on page 6) 








(Continued from page 5) 
Cardipal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Farber, Louis H., Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Remington Rand, Ine 
Rockwell Barnes Co. 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Watson Mfg. Co., Ine 
Weis Mfg. Company 
Western Mfg. Company 

Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Wels Mfg. Co 
Wells Chair Corp 

Filing Supplies 
Acco Products, Inc 
Advanco Prod, Div. ASB 
Algner, G. J., Company 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Farber. Louis H., Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell Barnes Co 
Security Steel Equipment Co 
Sell Corp 
Shaw-Walker Co. 
Smead Mfg. Co., The 
Victor Safe & Equipment (« 
Warshaw Mfe. Co 
Weis Mfg. Co 

Fountain Pens 
Esterbrook Pen Co 

Globes, Geographical 
Cram, The Geo. F., Co 

Gummed Cellulose fone 
Minnesota Mining & Mfg. Co 

Gummed Cloth Rings 
Dennison Mfg. Co 

Gummed Tape & Sealing Machines 
Dennison Mfg. Co 
Minnesota Mining & Mfg. Co 
Tape, Ine 

Honor Rolls 
Kutch, Walter E., Co 

Index Card Signals 
(See Signals, Index Card 


Aigner, G. J., Company 
Amberg File & Index Co 
Barkley. C. L., & Co 
Globe-Wernicke Co 
Graff, Geo. B & Co 
Guide System & Supply Co 
Markilo Co 
Master-Craft Corp 
Shaw-Walker Co 
Sheppard, €. E., Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 

Inks, Adhesives, Ete. 
Carter's Ink Co 
Colonial Carbon Co 
Dennison Mfg. Co 
Fulton Marking Equip. Co 
Ink Specialties Co 

Inkstands 
Cushman and Denison Mfg. Co 
Sengbusch Self-Clos. Inkstand 

Labels 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Filing Supply Co 
Warshaw Mfe. Co 
Weis Mfg. Co 

Ladders. Library, Store & Vauit 
Cotterman, I. D 

Leather Goods 
Chicago Saddlery Co 
Doppelt, Charles & Co 
Stebco Products 
Stein Bros. Mfg. Co 

Letter Trays 
(See Correspondence Trays 

ar - ee 
All-Steel Equipment, Inc 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 

Lithographed Continuous Forms 
Hano, Philip, Co... Inc 

Lockers & Storage Cabinets 
All-Steel Equipment, Ine 
Art Metal Construction Co 
Berger Mfg. Div. Republic 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Steel Equip. Co 
Lyon Metal Products, Inc 
Parker Steel Products, Inc 
Security Steel Equipment Corp 
Shaw-Walker Co. 

Loose Leaf Books & Devices 
Amberg File & Index Co 
Free Hand Binder Co 
Master-Craft Corp 
Neiman Loose Leaf & Bury. Co 
Sheppard, (. E., Co 
Stationers Loose Leaf Co 
Wilson Jones Co 

Loose Leaf Books & Systems 
Aigner, G. J., Company 
Ideal System Co., The 

Loose Leaf Metals 
Sheppard, C. B., Co 
Wilson Jones Co. 


Loose Leaf Sheet Covers, Plastic 
\ ‘ ; } i 


M k » Co 
Neiman Loose Leaf & Bar Co 
W on Jones 


P g he pme ( 
Sheppard. ( } ( 
Weber Br Me W b, 
W { lone ( 


Mail Distributors 
\ P 


q W t ‘ 

\ Safe & I ‘ 
Manifold Books & Business Forms 
H I ‘ I 


Map Tacks 
\i x | ( 


Maps Globes. ete 
4 Map ¢ 


‘ Geor | ‘ 
Marking Devices 
I W \ & { 


Matched Office Suites 


Memorandum Books 

M er-Craft ¢ 

Roch Barne r 

W n Jor r 
Memorandum Devices 

RB | 

Curr Mie ( 

Mor Bert M ( 
Mending Tase 

+ n Mf ( 

4 \ Vl ‘ 

metal Badges, Checks Tokens 

DD n St VW } 
Moisteners 

VMavfair ( 
s f Ink ( 


N ame Plate Lab $ 
Vi 


Numbering Machines 


I ‘ Ww \ { 
Stew R \ & ¢ 
Office Furniture Sectional Units 
4 & ¢ I 
{; VW k i 
R R ‘ ( 
OMee Furn. Warehoree Wholesalers 
k Desk 1 


‘ I 

omer Partitioners & Railings 
Wat Mir ( I 

Office Printing Outfits 
I Vi \ & f 

Ft M | r 


Pads. Figuring 
* 
Paper 
} 
s Pane | 
Paper Clamps 
4 Pr t 
1 kP r 


i ‘ a , r 
Paner Clips 
Cool 


1 ¢ ( I 

‘ i & PD if ( 
l ' ‘ 4 ‘ 

\ Vl ( 

Paper Fastening Machines 

N I ( 

Ar i} 

A Ml 

} ‘ ’ 


\ s } ‘ 
Parcel Post. ;. "Postal Seeles 
R rhe 


Pel + ( 
Paste 

~ I A 
Pen & Ink Sets 

< ) | & I < 
Pencil Sharpeners 

H ( iH I 
Percils Mechanical 

h ( 
Pencils Weed Cased Lead 

iN I-N P ‘ 
Pens 

} kP ( 


Pers, Steel 
} k I ( 
| ( Hlow ( 
Photo M amore 
| 


Pins & ‘Pin Containers 
\ { 
jan 
} { 


“ } 
wrenene Typewriters. Ete 
' S ( 


W Vif { 
Posting rays & Stands 


Pos } t ( 
Presentation Covers 
! ; & I ( 
| wort i ‘ 
Price & Sian Markers 
I W : \ & f 
} mn Mark } ‘ 
s R \ « 
Punches 
\ P | 
R M 
r \“\ 
H . Pp \ ‘ 
N I ( 
VW ( 
Push Pins 
Mow i I 


Ribbons & Carbons 
\ ‘ 


\ - { 





‘ Ink Cort 
i Mfg. ¢ 1 
( mbia Ribbon & ¢ Mig 
Te 
Kores Cart Paper & RK Mfg. Cor 
Lj 1 PF Ine 
Manifold Supplies ¢ 
Mittag & Volger, In 
Old Town Corporat 
P ess-Imperial ¢ I 
P} ps Process ( 
Quee Ribbon & Ca ( 
Regal Typewriter ¢ 
K on Rand, I 
RK Ribbon & Cart Mr ( 
Royal Typewriter ¢ 
s un-Ward Mf ‘ al 
. H. M ( 
od r 
S R uM ( 
\ er, F. 8§ ‘ 
WW I 
Rubber Bands 
R t Weld K ( 


Rubber Stamp & Plate Mfg. Mechs 
\ in Evat ( 


Rubber Type 





W ur \ ( 

s K A. « 

Rulers, Transparent 
C-T 1 Ruler ¢ 

Safes Office 
\ Me Construct ( 
8 Pu nett ¢ 
( Steel Eq ‘ 
DD Ine 
( ul Fire ( 
( Wernicke ¢ 

Hall-M S ‘ 

I wble Metal I ( 
‘ L oD 
i k Stee ‘ 
Ml ° Safe ¢ 
| afe 
RK Ra I 
S b Safe Cor 
Ss} Walker ¢ 
\ Safe & | ( 
York 8 & Lock { 
ale Books 


Sale ( 


Sales Executives Wanted» 
B 


Sand rms 


I H ( 
\ ( 
Scrapbooks 
( VW ke ¢ 
VW Mi ( 
W Jone ( 
Shelving 
‘ Steel Fx ' 
I Box 
Mf RK 
M e ¢ 
‘ ' Mi ‘ 
M Prod I 
Mf ( 


Show & Exhibitions 
B 


Signals Index ‘Card 
H. ¢ ( I 


\ Safe & Ex ( 
Sians, Changeable Letter 
Daver rt \ *& S 
Signs, Office Identification 

iN Walter } ( 

Stide Rules 

I Mi ( 
Smokina Stands, Office 

Sa Prod ( 


M ail Mf ( 
S } Py 
\ Compat 
W ( r ¢ 
Sorting Devires 
\ I & I 
Mfg. ¢ 
Sorting ge Tables 
“ , P ‘ 


Spindie F ites 


Pas. Pads 
| Mi 


( Ink Co 
! W i \ & { 
I Marking } ( 
| P ‘ ( 
s R.A & { 
Stands for Office Machines 
4 _ } me I 
\ 8 ‘ 
{ s I 
‘ s Eouly ( 
1 S Eat ‘ 
I I H ( 
( I proc ( 
iH ( 
| I 
\ Stee I 
Ml ~ Sa ( 
Vl ‘ 
Ml Me Ml i 
< Ste } ( 
s Wa M ( 
' Star ( 
! 
\ Metal J ( 


\ 
Staples & Stapling Machines 
\ er ( 7 


{ } ener ¢ I 


| Mire ¢ 
} | T 
\ ie Ml ( 
s ( 
Ml i 
Stationery Racks 
Hi s 


Stencils, Brass 
) s W 
Stenographer’s Note Books 


Tables, Folding 
\ 


Thumb Tacks 
Graf? ‘} r 


Type, Typewriter 
Ar ~ 


Typeurttes Tables 
Pr 


Typewriters Mirs. of 


Mayfa ( any The 
Royal Me Mfg. « 
Wells Cha Corp 


Storage and Mh ed Cases 
I 


All-Stee ipment 
Amberg File & Index ( 
Art Metal Construction ¢ 
Art Stee Sales (Cor 
Bankers Box ( 

sarkle ( I & ¢ 
Bentson Mf ( 

Berger Mfg D 
Browne-M ( 
arai 4 s Im 


‘ 

Cole 

‘ 

( 

‘ 

Diet I 
I 

( 

( 

‘ 


buick « 
He ng-Hall-Ma n Safe ¢ 





Store Fixtures & Equipment 
AL-S Equipmen Ir 


Strong Boxes, Fire Protected 


Die 
Herrit Ha Marvin 8S 


M Construction ¢ 


W ( ( 


Tags 


Midw I g Prod 
Tabulating & Statistic Machines 

Ir B Mact ( 

Ke K Ir 

Denr n Mf ( 

Eur I & Sale ok « 


Tax Records & Forms 
Molt 


n P g « 


Telephone Accessories 
Rat “ 


Vl B M ( 
Viet Safe & | 


Va Mf ( 


vet Holders 


lees Clocks & Recorders 


Int'l B Ma F ( 

J \ I Mire ( 
Trimming Boards 

\ I’ La 

Ideal & . Supply ¢ 


Truck, Office, Stock, Vault 
Bi loe Mfg ‘ 


‘ 
Shir “ Mfg. ¢ 


Typewriter Cleaning Material 
Ar ( 


‘ ‘ ‘ 

‘ ( I I 
Mit & \ Ir 
Nor I) ( 
Re ! ‘ er { 

Ss} WW Mi ‘ 
Wet t S ‘ 


Typewriter Covers 


SI W Mfe. ¢ 
Typewriter Cushion Bases & Knobs 

\ iH « ‘ 

Ame Ss ‘ 

Fox, Ge k & ( 

Peer I rial ¢ I 

Shipman-Wa Mi ‘ 


Typewriter Cushion Keys 
Ar Co 


Peerle I 1 ¢ I 
s ' “ Mi ( 


eed K ( 
Typewriter Parts & Tools 
Ar Compat 


st} “V VT 


( 
Vypeurteer Pedestal Desk Mechanisms 


Continued bottom page 7 


OFFICE APPLIANCES, September, 1951 


WANTS AND tOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 


charge $2.40, payable with order. Add six words if box address is used. 


SITUATIONS WANTED 





INDUSTRIOUS AND SOBER Young Man with 15 years’ experience office 











pplie connection with long established firm inside and outside 
selling th the thought of taking over store in the future. Full details 
to right part Only interested in Southern California location. Box J-75, 
sre Off Appliances, Chicago, 6. 
SALESMAN WELL ACQUAINTED among stationers, jobbers, school sup 
ply dealer n states west of the Mississippi is open for a new connection 
with manufacturer. Prefers to work out of Kansas City. Interested in 
lowa, N » Missouri, Kansas, Arkansas, Oklahoma and Texas, or 
r section of that area. Will sell for one company or consider handling 
two or three lines as representative. Young man, experienced, capable 
igaressive Address J-76, care Office Appliances, Chicago 6 
WEST COAST SALESMAN plans to return to road work as manufacturers 
sales agent. Eight years experience manufacturing agent capacity, three 
years owner and operator of stationery business, two years manager of 
large neern in California. Equipped to handle practically any line sold 
by stat and office equipment dealers. Territory can be limited to 
t epending upon potential, or include entire western area. Capable 
f doing tstanding sales job. Excellent references. Address J-77, care 
Office Apr inces, Chicago 6 
RETAILER NOW OPERATING own store in small community prefers to 
travel for inufacturer. Will liquidate or otherwise dispose of business 
: itable connection is made Interested primarily in pens, 
pencil yor or other stationery products. Has had some furniture 
experience. W consider any territory in Middle West. Address J-78, care 
Office AY t Chicago 6 





MANUFACTURERS OF OFFICE DUPLICATING Equipment and/or sup 








plies de f honest, enthusiastic, intelligent, and profitable repre 
sentatior the Dallas-Fort Worth, Texas area, write at once in reply 
to this ivertisement. Fifteen years successful sales experience in the 
ffice duy iting field; offset—stencil—and spirit. Box J-79, care Office 
Appliar s, CT igo 6 
AGGRESSIVE MAN (31) DESIRES CONNECTION as outside salesman or 
inside rh ghliy experienced in store operations. College graduate 
t Replies appreciated. Box J-80, care Office Appliances 
Chicago 
TYPEWRITER AND ADDING MACHINE MECHANIC, fifteen years’ ex 
perience vant teady job. Write Box J-51, care Office Appliances, Chi 








EXECUTIVES AVAILABLE 





SALESMAN AND SERVICE MANAGER who has successfully operated 


wn t ind adding machine agency for the past seven years 
lesire t ite in or around Los Angeles, California due to wife 
healt! Twenty-three years’ experience in office machine industry—factory 
traines Remington Rand equipment—also repair all make manual 
adding ichines and typewriters. Capable of assuming full charge—age 41 
Sale and s¢ e record will bear the most rigid examination. Box J-s85 
are Off \ inces, Chicago 6 








EXECUTIVES WANTED 





SALES MANAGER FOR DEALER DIVISION of old established line of 
ose leaf « pment including visible record books, posting board equip 





f é Syste background preferred. Must have covered dealers in 
eastern a Headquarters in New York City. Excellent opportunity for 
apable ith 50 year old company. Send complete resume tox X-72, 
are Office Apr nees, Chicago 6 
FACILITY PLANNING MAN Unusual opportunity in large national 
tee n for outstanding man to plan and develop wider appli 
ition f off equipment, particularly in the area of machines other 
than punct rd Broad knowledge of office machines desirable, including 
eir | t pplication as well as basic engineering principles con 
rned. Excellent personality and top-level contact ability essential. Age 
{ ea ( ege degree plus direct experience in this field preferred 
Permanent | tior Midwest headquarters Some travel. Give full 
parti ding salary requirements. Confidential review assured 
Box X e Office Appliances, Cihcago 6 





WANTED—FACTORY REPRESENTATIVE by nationally-known Mid-West 
ern manufact r of office equipment and supplies. Excellent opportunity, 
ist |} erience selling dealers, be able to conduct sales meetings, 


valuat ket open up new dealerships The position is full time and 
perma ( mplete background and details of experience South 


eastern ft tor pen Address Box 
STORE MANAGER WANTED: We are receiving applications for an ex 


anager who is thoroughly trained in the stationery and 


X-74, care Office Appliances, Chicago 6 





' 


fice equi] business. We are an old California concern in a city of 
approximate 000 population Large annual volume with approx 
ate f yet Applicant must have experience in merchandising, 
ng. expense control, college education, married, and ap 
ximate 0-45 vears of age Earning potential $10,000 annually In 
give full background, social and commercial references 
phot : Box X-75, care Office Appliances, Chicago 6 
Continued from page 6) Imperial Leather Furniture ¢ 
‘ & « ma Tws Monarch Furniture Co 
1 Niemanr n 
Royal Metal Mfg. (« 
Typewriters, Rebuilt & Used Scerbo, Frank, & Sor Ir 
R ‘ Stanley Mfg. (« 
“ ‘ ‘ Thomas Furniture ¢ 
Upholstered Furniture Upholstery Lihr. Group, 1 
\ Mi ( Well Chair Cory 
Upheoistery Materials 
Kalistror 
Gra RK Furniture ¢ M and Duraleather Co 


OFFICE APPLIANCES, September, 1951 


SALESMEN WANTED 
AGGRESSIVE STATIONERY AND OFFICE EQUIPMENT Dealer in fast- 
growing Midwestern city needs young man to train into sales position. 
Firm now doing $750,000 annual volume. Excellent opportunity for the 
right man. Write stating experience and qualifications, to Duke, Inc., 
Printers—Stationers, 132-134 N. Topeka Ave., Wichita, Kansas. 


EXCELLENT OPPORTUNITY for office machine salesmen for cities in 
Oklahoma or West Texas. Will feature leading brand dictating machines 
and other office machines. This is a real opportunity for a hard working 
man with initiative and management ability. Must have successful ex 
perience selling office equipment. Rate of commission and drawing account 
very liberal, and earnings will be substantial. Write immediately in strict 
confidence giving details and references as to experience, ability, and 
character, to The Baker Company, Box 910, Lubbock, Texas. 
EXCEPTIONAL OPPORTUNITY tor experienced stationery and office 
equipment salesman to represent leading firm in protected territory. Must 
be ambitious, aggressive and high calibre able to successfully contact top 
level industrial and commercial accounts with complete line of nationally 
advertised office supplies, furniture and equipment. Extensive co-operation 
and backing. For consideration please give full details about yourself and 
references in first letter, including recent photograph. Interview will be 
arranged. Write Box X-76, care Office Appliances, Chicago 6. 
WANTED: OUTSIDE SALESMAN experienced in office equipment, sup- 
plies and systems for calling on an established territory by the largest office 
supply and equipment dealer in Northern Indiana. Permanent position 
good salary. State age, experience and references. Box X-77, care Office 
Appliances, Chicago 6. 

SALESMAN experienced in stationery and office equipment field capable 
of calling on top industrial and commercial accounts can establish lucrative 
connection with leading distributor of nationally advertised lines, Pro- 
tected territorial arrangement. Top commission and drawing account to 
qualified men. See us when in Chicago for Stationers Show or write Frank 
Charmatz, Consolidated Office Supply Company, 711 South Dearborn 
Street, Chicago 5. 

SALESMAN WANTED, not over 35 years of age, to sell office machines in 
Honolulu, Hawaii. Must have proven record in sales of adding machines, 
typewriters, calculating machines or vari-typers. Excellent earnings pos- 
sible. Alexander Brothers, Limited, P. O. Box 2814, Honolulu, T. H. 
OFFICE FURNITURE AND SUPPLY firm in growing Spokane area has 
excellent opportunity for capable experienced salesman. Guarantee, com- 
mission, profit sharing. When writing give full details and references. 
Box X-78, care Office Appliances, Chicago 6 

OFFICE SUPPLY SALESMAN offered side line opportunity for high 
commissions. Sell nationally advertised office necessity wanted by every 
stenographer and typist and every business office. Multiple sales. T. H. 
Wenstrom, Sales Manager, 53 Park Place, New York 7. 

SALESMAN WANTED: Experienced inside commercial stationery. Good 
opportunity for man with initiative and ability to assist with management 
or to take full charge. Franklin Stationers, Wilmington, Delaware. 
SALESMAN WANTED—Popular priced line. Wood costumers. Prompt 
delivery following territories: New York State, Pennsylvania, District of 
Columbia, Michigan, Illinois, Indiana, Ohio and Texas. Box X-79, care 
Office Appliances, Chicago 6. 

FLUID DUPLICATOR MANUFACTURER has opening for man living in 
Oklahoma City, Okla. This is opportunity for man who can sell duplicating 
machines to build up permanent and profitable business. Box X-80, care 
Office Appliances, Chicago 6 

WANTED SALESMAN CALLING ON JOBBERS of office supplies, banks, 
large business offices, etc., to sell our adjustable adding machine paper 
holders. Write for complete information. Hart Manufacturing Company, 
York, 8. C. 












































MECHANIOS AND REPAIRMEN WANTED 
COMBINATION SERVICE MAN, Typewriters and Adding Machines with 
sales ability. Steady employment on liberal basis. Muncie Typewriter 
Exchange, Muncie, Indiana. 

FRIDEN CALCULATING MACHINE MECHANIC, preferably one who is 
familiar with all models of Fridens, including the latest. Work consists 
of either shop or outside service calls, but could spend most of time in 
shop if preferred. Car advisable but not essential. Opportunity to sell 
also, with compensation accordingly. Please give full information in first 
letter. Location in midwest. All replies treated confidential. Box X-81, 
care Office Appliances, Chicago 6 
TYPEWRITER AND ADDING MACHINE MECHANIC wanted by West 
Coast Royal and Victor Dealer. Must be reliable, capable of taking full 
charge of shop and able to work without supervision. Give complete 
information, references, and salary desired. Box X-82, care Office Ap- 
pliances, Chicago 6. 
MECHANIC WANTED: Burroughs all around service man. Good job 
for a good man. Must be sober, no floater. Business Equipment Co., 160 
W. Larned Street, Detroit 26 
SERVICE MAN WANTED —$100 per week if you can quality for the post- 
tion. Must have car. Burgauer, 109 West Jackson, Muncie, Indiana. 
WANTS AND FOR SALE, Continued on Page & 




















Visible Systems Equipment Visible Systems Equipment, Used 


Aigner, G. J Company Nathan, Charles 8 Ine 
Art Metal Construction Co Waste Baskets 

Commercial Card System Co Art Steel Sales Corp 
Diebold, In Cole Steel Equipment Co. 
Federal Business Products, In Corry-Jamestown Mfg. Corp 


Cilobe-Wernicke Co Fox, George E & Co 
Master-Craft Corp General Fireproofing Co., The 
. ” Globe-Wernicke Co 

omg — Ir Lewonn, F. Bt Co.. The 

sav orme : Mayfair Company, The 
Stationers Loose Leaf Co Security Steel Equipment Co 
Victor Safe & Equipment Co Shaw-Walker Co 
Wilson Jones Co Wells Chair Corp. 


7 








WANTS AND FOR SALE, Continued fre from page 7 


MECHANICS & REPAIRMEN WANTED, Continued 


ELLIOTT-FISHER MECHANIC, that knows EK thoroughly; also Sund 
strand mechanic that knows the A model lop salary paid to qualified 
men. All inquiries confidential. General Office Equipment Company, 62 
Second Street, San Francisco, California 
HIGH GRADE MECHANIC WANTED on cash registers, adding machines 
and typewriters. Permanent. Prefer middle age married man, not inter 
ested in selling. Box X-83, care Office Appliances, Chicago ¢ 




















SALES REPRESENTATIVES AVAILABLE 


SALES AGENCY IN SOUTH CARO! INA handling li f in counting 
machines is in a position to sell an additional office ecialty, mechanica 
preferred. Covers entire state on direct selling. Can work with dealers 
or sub-agents in smaller communities if desired. Good opportunity for 
some manufacturer seeking better South Carolina representation and good 
references. Address J-82, care Office App! es, Chicago ¢ 











acces 








SALESMAN NOW SELLING executive furniture and leather desk 

sories to dealers in eleven middle western states is available for additional! 
line to be sold to same buyers. Makes thorough coverage of commercial 
stationers and office furniture dealer Wel quainted throughout in 
dustry. Best of references. Address J-8 are Office Appliar Chicago ¢ 
COVERING MANITOBA, SASKATC — AN, Alberta and British Colum 
bia, Canada. Would like to hear from firms handling office supplies and 
office equipment. Box J-84, care Offic Appliances, Chicago ¢ 

JOBBER ITEMS WANTED: Smaller ff pply iter ind supplies 


wanted to distribute along with the Print-O-Matic machine ind supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co 
423 So. 5th St., Minneapolis 15, Minr 


YOUNG, EXPERIENCED, OFFICE SUPPLY SALESMAN wants wholesalk 








line, Dakotas and surrounding state Write James Swane, 405 Sherman 
Sioux Falls, 8. D. 

WELL ESTABLISHED Manufacturers Rey entati vith strong sta 
tionery line is interested in adding an established q t ine in metr 
politan New York, northern New Jers« ur New York state Box J-S¢ 
care Office Appliances, 100 East 42d St Ne York 








SALES REPRESENTATIVES WANTED 
MANUFACTURERS’ AGENT, now contacting etall commercial stationer 
business machine dealers, etc., variou pen territorie Supplement pres 
ent lines by representing manufacturer nationa knowr e device. Box 
X-84, care Office Appliances, Chicage 
SALES REPRESENTATION WANTED a t T holstered chairs 











settees, sectional pieces. Genuine whide B fl Medium-priced 
Prompt delivery. Territories open. Nort ust. Washington. D. ¢ South 
west and Middle west. Box X-85, care Off Appliance Chicago 6 

EXCELLENT OPENING for experienc fice furnit esman, to 


represent quality line of fine chairs a: lesk e territory 
open in Minnesota, North Dakota, South Dakota, Nebrask Kansas and 
Missouri. Permanent connection—a_ re Dy init Box X-86, caré 
Office Appliances, Chicago 6 





RESPONSIBLE KNOWN FURNITURE ORGANIZATION expanding op 











erations into the office furniture field nov ffering ak office tables of 
various types and plastic covered side chai: Have tested line in several 
territories. Convinced we are going place nd plan t idd additional 
items. Has several choice territories open for men honestly willing to 
work and help build and grow with 1 Give full parti rs in your 
first letter. Box X-88, care Office Appliance: Chicago ¢ 
MANUFACTURER OF FAST MOVING met tumers and garment rack 
needs representation in Metropolitan N.\ nd Midwest. Should now be 
carrying small line among office furnit equipment i pply dealer 
State full details and reference Rey X-9 re Office Appliance 
Chicago 6 

WANTED —Manufacturer's Representati t ell exclusive, proven dealer 
identification plates to commercial stationer nd office machine dealers 
A vest pocket side line with terrific money making possibilitic Every 
dealer a prospect. Samples and complet« tory forwarded on request 
Box X-89, care Office Appliances, Chica f 

MANUFACTURER'S AGENT, PR ESENTL Y CALLING or mercial sta 
tioners to handle old established line of eaf bind ind forms, in 
cluding posting board equipment, visible re books, et System back 
ground preferred. Various territories ible. Give full information and 
lines now handled. Box X-90, care Office Ar ance Chicago ¢ 


EXCLUSIVE SALES REPRESENTATIVES 
FOR PENNSYLVANIA and NEW YORK. Opportunity for high grade office 











furniture man to represent quality chair ar it k line Send com 
plete information in confidence. Box X-9 Office Ay es, Chicago ¢ 
DISTRIBUTORSHIPS— Nationally promine ff equipment unufacturer 
has a few select distributor franchise ible ft pe vy qualified 
individuals with experience in selling office « ment. Appreciation of the 
importance of customer service is prir requirement. Capital needed de 

pends upon size of market considered. Pr ts are well known and already 
established in all areas; support by nat ‘ vertising, aggressive pro 
motion and. publicity. Write your details ar references on geographical 
location, and we will contact yor Box X-9 Office Appliances 
Chicago 6. 

QUALITY OFFICE SPECIALTY now ava e to men se g direct to the 
offices. Combine with your present lines for increased profit A guaranteed 
product that brings you $2.75 per unit sale. Write giving f particulars t 


Box X-938, care Office Appliances, Chicag 





RETAIL BUSINESS FOR SALE 














TYPEWRITER AND OFFICE EQUIPMENT ted in centra 
Missouri, county seat town. Airbase near! ‘ f being reactivated 
Complete line of machines and equipment atior advertised lines 
Excellent service revenue. Right man s! et returt f investment in 
less than two years. $12,500. Box X-04 Office Appliances, Chicago ¢ 
TYPEWRITER AND OFFICE MACHINE BUSINESS located in heart 
downtown district of large Eastern city a tablished ‘ wentV vear 
$25,000 Stock. Good repair, rental and sa Owner wil : r part and 
help buyer finance. Can cut down stock if desired. Box X eare Office 
Appliances, 100 East 42nd Street, New York N. ¥ 

OFFICE SUPPLY-STATIONERY STORE, WELL } 81 ABI ASHE D, in pre 
perous Central Indiana city 18M pop. $55M er , t $20M based 
on inventory to be taken. Leading franc! Other interest Box X-9¢ 


care Office Appliances, Chicago ¢ 


ESTABLISHED OFFICE FURNITURE AND EQUIPMENT Business. Mid 


West City 250,000 plus population. Exclusive franchise on top lines furni 


ture, safes and systems equipment. Aggressive man with knowledge of 
ystems selling can make big profit Good ation, show room and 
storage space Low overhead Approximate estment wit inventory 


$18,000 to $20,000. Owner will consider selling part interest to right party 
Box X-100, care Office Appliances, Chicago ¢ F 7 ’ 
FOR SALE. TYPEWRITERS—STATIONERY STORE. Fast growing North 








ern Illinois community. Operating at good profit. Owner, wi will retire, 
inable to go out after business. Active man can double volume within 
year Priced to sell Address X-97, care Off Appliances, Cl igo 6 

OFFICE EQUIPMENT AND CASH REGISTER Business in Idaho estab 


ished eleven years for sale. Box X-98, care Offi ‘ Appliances 


Chicago ¢ 








‘FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils 
t Repaired it standard prices—time now averages 5 to days and 
proving We especially feature “CONKLIN SWAN, W ATERMAN 


WAHL, PARKER, WELTY, SHEAFFER, MOORE, et« but can repair 




















other makes. We feature Gold Pen Points and Repairing Mail all 

makes to ONE place for better service. ASK ABOUT NEW WELTY PENS 

$1.50 to $10.00 LIST Welty Pen and Repair ¢ Est. 1904 : So. State 
st (Chicago 

7 Pea i [TT aes i 

WILL SELL CHEAP list of 5 m commercial stationers and off appliance 


lealers Also list of app. 5 m typewriter and ‘ 
Names not duplicated _The Kraus Co., 48-02 43rd St., Woodside, N. Y 





ADDING | MACHINE PARTS, ‘TYPE, ETC. 


I {RGE STOC KS of new and used Adding and (¢ ‘ ulating ~ Machine Parts 
ivailable Quot furnished on specific parts upon request ® 2 
Dehn Jr , 1643 10 ist Ave., Oakland, Calif 











FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











ELLIOT! -FISHE R, Burroughs, Moon Hopkit Adding and Calculating 
Machines, Comptometers Elect romatic Typewrit ind fanfold ichines 
bought and sold. Chicago Office Appliance ( 30 West 2ist St 
Chicago 8 
WANTED TO BUY- Sundstrand bookkeeping hines, Mode { and C 
diive ymplete model number, serial, size carriag ind whether front feed 
r back feed. International Office Appliance I 29 Kast d St 
New York 10, N. ¥ 
BURROI GHS, MOON HOPKINS, Elliott-Fish« Remingtor Accounting 
Machines, and everything in the office machinery ne State ¢ serial 
iber and we will quote highest cash price Internation Office Ap 
pliances, Inc., 29 East 22d St., New York N. ¥ 
ELLIOTT “FISHER machines, calculating machine vdding hines—all 
‘ e equipment, bought and sold =. a. * Compatr 16-908 N 
Water St.. Milwaukee 2 Wis. 
NATIONAL BOOKKEEPING MACHINES, a ; of calculators, comp 
tometers, adding machines Advise serial 1 tvle nu ver for our 
highest price. Office Machines Inc., 619 Pine Street, St. Loui Missouri 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines. Cal 








itors, Comptor Adding Machines, et iny style. Quote complete 
ption and best price American Busine Machines, It Broad 
New York N \ 
BURROUGHS PRODUCTS our specialty, get highest cash prices for 
ilators, bookkeepers, billers, comptomete 4. L. Ste 7 So 
Dearborn, Chicago I] 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma- 
hines, Comptometet ull makes calculats bought and s Dorrell 
Otfice Machines (« Inc.), 983 S. llth Mit neapolis, Mins 
ELLIOTT-FISHER AND SUNDSTRAND machines. Comptometers, Bur- 
ighs, Friden, Marchant, Monroe Calculator Electromat typewriter 
Adding machine ind all office machines bought ld, rented, rebuilt 
leeter-Warsh ¢ s40 N d St.. Milwaukee W 
WANTED TO BUY: Late model Elliott-Fis! bookkeeping and billing 
hines Must he ¢ 250,000 serial number \ nting Ma ne Service 


( 605 W. Wasi gton St., Chicago 6 


BURROUGHS BOOKKEEPING MACHINES 4 Model Bought an 

Sold Give serial number and model in request f quotatior Business 

Equipment Co 60 OW Larned, Detroit st 

ADDRESSOGRAPHS WANTED—CLASS 1900, H w and 70 Also 400) 
d 700 for C or EE plates Business Equipment ¢ 60 OW Larned, 


Detroit 26, Mict 
STRROUGHS -ACCOUNTING MACHINES Bought and Sold. Dearborn 

















! 
Equipment Company, Inc., 301 West Lake St t, Chicago ¢ 
WANTI D- All Types of Bookkeeping Machir Kardexes, National Cast 
Register 2000 and 00 class Pan-Amer S Olive St Los 
\ ele 15, California 
EXCLUSIVE COMPTOMETERS BURROUGHS ¢ ilators—-Bought, Sold 
I It WHOLESALE Gorman Services, 758 Dearborn St... Chicag 
WANTED—All makes calculators and adding hines. St mak 
iodel, serial number and adding capacity Int ational Office Appliances 
I 29-31 East 22d St., New York 10, N. ¥ 
KARDEX, ACME, all makes used visible filing equipment. 1 nds of 
ditioned cabinets panels, books alway ! hand Se service 
nd pri to dealers for purchase or sale (et ir quotati (has s 
Nathar Ine 48 Broadway, New York 12, N. ¥ 
SECRETARIAL DESKS 100 New 60” x 4 Quartered Oal ‘ retarial 
lesks with standard metal “‘Clemco”’ mechanis Right or Left pedestal 
ed center leg enter drawer control g mechanis i bras 
es Immediate delivery Also available itching exe tive desks 
S Rose. In 7 Prospect Ave., Cleveland Ol 
KARDEX CABINETS ery reasonable Large ntity t rchased 
f AAA 1 concer Some cabinets only a few rs old I gh for a 
tallatior Size 26 Drawer 5 x 8 card. Dealer inquirie te Lior 
Desk Company, 6% Third Avenue, New York N. ¥ 
[SIBLE EQt IPM! NT bought, sold and ex ged. We ecialize in 
t Kardex \ ind International \ e |} grapl ibinets " 
other make Write and tell us what \ e Equipt t you need 
ive for Sale Special prices to dealer H ¢ in Office |} iipment 
( Dept. OA, 4 N. stl St St Louis 1, M 
VISIBLE FILING EQUIPMENT 
OLDEST ESTABLISHED dealer specializing Kard \ Post 
t t fe il co-operation t the Cale Ni nd {| 
Writ I confidence that ir twenty year f «perience 
the KI w Tt ¥ you require Cor é ( rd Ss t ( 
( - et, N \ 
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alents: 


Copies of patents can be obtained from the Commis- 
isioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted July 3, 195! 
2,558,813. Combination Manifold Form and Envelope. Hyman Brechner, 


2,558,902. Pencil Lead Sharpening Device. Takeo Itano, Chicago, I!! 

2,558,931. Bookrest. Herbert S. Chase, Flushing, N. Y 

2,558,996. Floatable Plastic Book. Henry U!imann, New York, N. Y 

2.559.082. Copyholder. Sam D. Mathews, Houston, Tex. Illustration 

2,559,088. Trimming Board. Earle C. Pierce, Middlebury, Conn 

2,559,20 Filing Cabinet. Edwin C. Weiskopf, New York, N. Y 

2,559,322. Drawer Guide. Clarence M. Skamser, Superior. Wis. 

2,559,380 Extension Drawer for Filing Cabinets. Car! W. Wikman, Muske 
M he Shaw-Walker C Muskegon, Mich. 

2,559,555 Writing Instrument. Nathan Zepelovitch, Tel Aviv, Israel, a 

} t i A. Bernsteir New York, N. Y 

2,559,556. Loose-Leaf Filing Device. Richard J. Ambler, Montreal, Ontar 


Granted July 10, 1951 
2,559,579. Drawer ery Mechanism. Charlies M. Abrahamson, Aurora 


Equipment Ilustration. 
2,559,776 Combined Letter Sheet and Return Postal Card or Envelope 
k sure Sr rina N 
2,559.81! Stenographic Copyheider. Robert B. Warner and Samuel F 
Ang ynors to F Warner Mfg. C 
2,559,820 Keyboard heem : Means peorge W. Hopkir San Leandr 
f j ; ating Machine C n Illustration 
2,559,884. Eraser. Herbert =h n, Bridgeport, Conr 
2,560,036. Castor Wheel Tire Construction John A. Diehl, Cuyahoga Fa 
T Firestone Tire & Ru r Co.. Akron. Ohic 
2,560 Sea ig Machine Attachment oe Gummed Tape Dispensers. 
“ A w York, N. Y iMustration 
2,560,400 Desi ~haries M. Abrahamson, Aurora, | assignor to A 
t E Illustration 
2,560,428. Follower for Filing Drawers. Henry C. Fosberg, Jamestowr 


W at n Mfa 


Granted July 17, 1951 
2,560,653. Lighting Attachment for Telephones. Marie K. Laporte, A 


Jamestown, N. Y. Illustration. 


2,560,701. Ba king Sheet for Manifold Copies. Erwin Phillips, New York 


, fifths to Albert Abraham, Jr.. Oakwood. N. Y 
2,560,725. Card Sedtelilan Book Leaf. Alice E. Jones, Tulsa, Okla. Iilus- 
tration 

2,560,810. Ball-Pointed Pen. Hy D. M Baldwin, N. Y sssignor ¢ 
en & Pes New York, N. Y 

2,560.81 Bali-Pointed Pen Hy D. Morr Baldwin, N. Y sssignor ¢ 

& Per Co j New York N y 

2,560,832. Multicolor Magazine Pencil. Vojtech Votruba, Ceske Bu vica 

, + Koh-|-N Pe Fa tory ® & cs Her Imuth 








2.561.615 


























2,559,062 2.559.579 
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2.560.725 2,560,910 2,561,438 
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Ceske Budejovica, Czechoslovakia 

2,560,910. Automatic Multiplying Machine. Sture Toorel! and Eri Grip. 
Atvidaberg, Sweden, assignors to Aktiebolaget Facit, Atvidaberg, Sweden, 
Illustration. 

Granted July 24, 1951 

2,561,438. Electrically Driven Pencil Sharpener. Herve R. Duchesneau, 
martford, Conn. Ilustration. 

2,561,453. Friction Devices for Stenographic Typewriter Platens. Harrison 
M. Von Duyke, Wilmington, Del., assignor to New Dictatype Co., Inc., 
Wilmington, Del. 

2,561,505. Metal Fixture for Typewriter Desks. Martin Fox, Chicago, Ill., 
asssignor to The Seng Co., Chicago, Ill. Mlustration. 

2,561,509. Magazine Pencil. Samue! 8. Harris, St. Petersburg, Fla. 

2,561,615. Typewriting Machine Attachment. Bartlett Edwards, San An 
tonio, Tex. Ulustration. 

2,561,646. Setting Device for the Type Levers in Calculating Machines. 
Eugen Benninger, Zurich, Switzerland, assignor to Precisa A.-G. Rechen 
maschinenfabrik, Zurich-Oerlikon, Switzerland 

2,561,790. Date Indicator. Robert Elms, Cricklewood, England 

2,561,824. Multicolor Pencil. W. Schmieglitz, Berlin-Wilmersdorf, Germany. 

2,561,923. Fountain Pen Desk Set. Edward 8B. Harmon, Janesville, Wis., 
assignor to The Parker Pen Co., Janesville, Wis. tlustration. 

2,561,950. Automatic Telephone Dial Light Attachment. Fank J. Shenk, 
Washington, D. C. Illustration. 

2,562,049. Calculating achine. Harry L. Lambert, East Rochester, N. Y., 
assignor, by mesne assignment t The National Cash Register Co. 
Dayton, Ohio. IHlustration. 

2,562,069. Sound- Actuated Lamp indicator for Telephones. Harold M. 
Stein and Carl M. Sherr, Denver, Colo sid Stein assignor to said Sheer. 
Granted July 31, 1951 

2,562,172. Calculating Machine. Fran« Campos, Paris, France, assignor 
to Seciete Civile des Brevets Logabax, Paris, France. Ilustration. 

2,562,219. File Cabinet Drawer Guide. Vernon A. Smith, Winchester, Ky. 
Ilustration. 

2,562,231. Plural Pencil with Slidable Lead Carriers. Walter Bossert, 
Pforzheim, Germany. 

2,562,232. Card Analyzer and Printing Means in a Tabulator. Karl J. 
Braum, Glenbrook, Conn., assignor to Contr Instrument Co., Inc., Brook- 
yn, N.Y, 

2,562,237. Spring Powered Type Bar Actuating Mechanism for Typewriters. 
Maurice Julliard, Par France. Iilustration 

2,562,250. Accumulator Control for Tabulating Machines. William Wocken- 
fuss, Union, N. J., assignor to Control Instrument Co., Inc., Brooklyn, N. Y. 

2,562,251. Card Analyzing Mechanism for Tabulators. William Wockenfuss 
Union, N. J., assignor to Control Instrument Co., Inc., Brooklyn, N. Y. 

2,562,252. Change of Designation Control for Tabulators. William Wock 
enfuss, Union, N. J., assignor to Control Instrument Co., Inc., Brooklyn, N. Y. 

2,562,253. Printing Mechanism for Tabulators. William Wockenfuss, Union, 
N. J., assignor to Control! Instrument Co., In Brooklyn, N. Y. 

2,562,345. Device for Protecting and Reinforcing the Leads and Points of 
Pencils. Robert H. Wendt, Evanston, | 

2,562,499. Method of Making Compound Brief Cases. Samuel! H. Lifton, 
New York, N. Y. IUlustration. 

2,562,518. Brief Case. Hyman Abrams, Weehawken, N. J., assignor to 
Thomases & Co., Jersey City, N. J.. a partnership. 

2,562,676. Laminated Dry Stencil. John L. Morton, Endicott, and Harry O. 
George, Vestal, N. Y., assignors to International Business Machines Corp., 
New York, N. Y. 








Favorable 
Circumstances 


ONSIDERING the factors which 
“a contribute to successful 
achievements in commercial opera- 
tions and in operations in other 
fields is one frequently forgotten 
Yet without that particular factor, 
many outstanding accomplishments 
would not have been achieved. That 
factor being circumstance favor- 
able to the thing in hand. 

In many manifestations favorable 
circumstance is a term almost equi- 
valent to opportunity, extoled in 
impressive phrase by the late John 
J. Ingalls, opening with the chal- 
lenging line “Master of human des- 
tiny am I.” 


Ingalls’ famous lines 
and some 
other ideas upon the subject made 
an “inspiring” page of the journal 
some years ago. 

The above by way of preface to 
comment upon a situation at the 
beginning of the century. 

The revival of industrial activities 
after the blight of depression in 
the 1890’s and the effects of the 
Spanish-American War brought a 
State of affairs at the turn of the 
century affording the favorable 
circumstances which gave birth to 
OFFICE APPLIANCES to advance the 
concept of the thousand and more, 
large and small office utilities as an 
industrial entity named the office 
equipment industry. 

The effect of the idea has been 
recorded in this “Trail” series. In 
practically every country where 
agencies had been established for 
the typewriter and the many office 
utilities which followed in its wake, 


10 


Being a review of some 


PAT iol Mm iilciclamelite. 


in the progress of the 


OFFICE EQUIPMENT 
INDUSTRY 
and its trade journal 


OFFICE APPLIANCES 





OFFICE APPLIANCES, With its indus- 
trial entity idea, the office equip- 
ment industry and a service bureau 
affording contact with every divi- 
sion of that industry, was cordially 
received. Subscribers in every land 
reached co-operated with the pub- 
lishers to develop ways and means 
of international trading satisfac- 
tory to U. S. exporters and overseas 
importers. 


One important result 

of the in- 
terest created was the establish- 
ment of an annual Special Foreign 
Section of the journal consisting 
of articles by dealers abroad in 
which trading customs and busi- 
ness conditions in their respective 
countries were made clear. 

The significance of the journal’s 
foreign service and relations is re- 
vealed in the published statements 
of an outstanding dealer in Hol- 
land, of another in Switzerland and 
another in Poland, crediting Or- 
FICE APPLIANCES with having “de- 
veloped the office equipment indus- 
try” in their respective countries. 

The “favorable circumstance”’ 
which brought OFFICE APPLIANCES 
into being inspired other move- 
ments spotlighting business letters, 
salesmanship, advertising, systems 
and exporting, all subjects in the 
field of office appliance coverage, 
these “other movements” being ex- 
cellent journals with contents 
stimulating in effort to elevate com- 
mercial standards. With some of 
these subjects OFFICE APPLIANCES 
had advantage over the inspiring 


contemporaries by the fact that its 
articles upon the subjects Sales- 
manship, Better Business Letters, 
Advertising and Modern Systems 
were presented with an extensive 
range of important material upon 
the activities of the office equip- 
ment industry. 


In passing years 

changes were 
made in the publications. Two were 
merged and later discontinued. But 
in their time each had a part in 
elevating the standards in the divi- 
sions they were designed to serve. 
Withdrawal of the two publications 
indicated no decrease of interest in 
promoting efficiency in business op- 
erations. New publications, new 
pamphlets and an increasing num- 
ber of “Efficiency Engineers” have 
kept the subject foremost in agen- 
das of a thousand—and more — 
commercial conventions through 
the years. 

OFFICE APPLIANCES’ many articles 
upon these subjects, by outstand- 
ing members of the industry per- 
sonnel and the frequent reference 
to the service bureau created the 
impression upon the management 
of two companies in the industry 
that the journal would undertake 
certain service commissions. One 
high compliment was a call for the 
publishers to sit in the Chicago 
branch of a large manufacturing 
company for one month, study the 
operations, list any changes be- 
lieved advantageous and set up a 
system for all transactions in that 
branch. If the system proved de- 
sirable it would be a model for all 
branches and the sales department 
at headquarters 

The other high compliment being 
invitation to make analysis for im- 
provement in content or design, the 
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letters of general flow in a thriving 
business and those used in its mail 
order campaigns. The publishers 
could only express their apprecia- 
tion of the compliment and refer 
these friends to the several special- 


ists furnishing those particular 
services 
Before chirography 
gave up the 


OFFICE APPLIANCES was in full stride 
and in step with the many forward 
movements of commerce, one of 
them being an urge for improve- 
ment in business correspondence. 
Before chirography gave up the 
contest with the machines there 
was some belief that the diplomacy 
and sentiment of business corre- 
spondence could not be expressed 
in “printed letters” and even upon 
their general acceptance was heard 
occasional criticism suggesting that 
letter writing was a lost art. But 
the establishment of the great mail 
order systems for commerce, for 
certain educational institutions, for 
advertising and for other organized 
effects revealed the art of letter 
writing was just beginning. 


Aside 


The Eytinge articles appeared in 
1913 and were reprinted in a little 
book in 1914 which was to be first 
of a “Pocket Book Series” of articles 
of particular value reprinted from 
the journal. 

A two-page preface to “Writing 
Business Letters Which Get the 
Business,’ referred to misdirected 
energies of youth which led young 
Eytinge to reform school, then to 
Ohio State penitentiary for forgery 
and a few years later involvement 
in a disaster by which he became 
a life termer in Florence, Ariz. 

Prison reform was receiving much 
attention at that time and the 
Arizona State Prison had high 
standing for its system. Of changes 


Many times honored stilted forms 
representing politeness and good 
will were discarded for expressions 
of genuine sentiment in business 
and social correspondence. 


Business letters 

became, and so 
remain, an outstanding subject 
treated in books, pamphlets, in 
commercial publications and in Or- 
FICE APPLIANCES in particular for the 
special reason that for 47 years the 
business of this journal with 42 
countries has been chiefly by mail 
even in the United States. To which 
we venture to add the belief that 
no business in this country with so 
many contacts near and far beyond 
the U. S. boundary lines has had 
more satisfactory relations through- 
out so long a period. 

Disruption of some national rela- 
tions through some of the years had 
had no effect upon good will for old 
friends in Orient and Occident, 
North and South. 

From this correspondence with 
many men of many lands through 
nearly half a century has come 
much of the joy of the day’s work, 


through the 37 years since the ar- 
ticles were printed, OFrrice APPLI- 
ANCES is uninformed. All reference 
to the system here relate to the 
practice of 37 or more years ago. 
One feature of the system was 
“unlimited mail for prisoners,” let- 
ters from and to members of the 
inmate’s family and friends, by 
which, it was explained, prison offi- 
cers could gradually sense the in- 
mate’s attitude toward his situa- 
tion and have something with 
which to start toward their objec- 
tive, “the up-building of a man.” 
As all mail passed through the 
censor nothing inappropriate could 
go out or reach the inmate. Under 
the “unlimited mail for prisoners” 


in a great industry of world wide 
importance, in which George Pat- 
terson, founder of Orrice APPLi- 
ANCES, urging participation in the 
first exhibition of office utilities 
plead, “Let a brotherhood be 
formed. Long may it wave.” Al- 
though many members of the vari- 
ous organizations with rootage in 
the industry have no consciousness 
of “brotherhood,” George Patter- 
son’s successors, aware of his in- 
spiration, hold the thought that it 
has come to pass. To the extent, at 
any rate, of pleasant recollections 
of relations in days gone by and in 
the hope there may come a day 
when the relations may be restored. 


In the journal’s 

coverage of the 
Better Business Letters campaign 
the articles, for two reasons, receiv- 
ing most attention were by Louis 
Victor Eytinge. One reason, the 
argument—“Get in the envelope 
and seal the flap’”—(that is, put 
yourself in your letters); the other 
reason being that, at the time, their 
writer was a “lifer” in the Arizona 
State Prison, Florence, Ariz. (See 
Aside.) 


privilege Mr. Eytinge had estab- 
lished a small mail order business 
with some Indian novelties by 
which he had achieved some pub- 
licity. His better letter articles in 
several publications brought him to 
the attention of several organiza- 
tions interested in that subject and 
led to some appeals to the Governor 
of Arizona for his parole, which, a 
few years later, came to pass. And 
here, for lack of information of his 
career thereafter, we add only our 
hope that his business ventures 
brought him no disappointments 
and that he reached or may yet 
reach journey’s end in comforting 
serenity.—EJ 
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A Contrast 
in Inventories 


Sales Up for 
Stationery 


Whither Fair 
Trade Pricing? 
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The State of the Industry 


Brief interpretations of significant facts and trends 


e INVENTORIES for all industries—manufacturers', wholesalers’ 
and retailers'—are declared to be up something more than 30% 
Since a year ago. Meanwhile, the total dollar sales volume is 
ahead only 10% over 1950. But the situation in our specific office 
equipment, machines and stationery industry presents a dif- 
ferent picture. According to the Research Institute of America, 
office equipment is "oversold", and lack of materials and 
continued high demand will keep the industry on this basis into 
1952. The industry could boost output at least another 20% if 
materials were available; but the fourth quarter share of metals 
is expected to be less than the current portion. Main bottle- 
neck will be the tighter supply of copper, an essential material 
for business machines. Typewriters and adding machines, stock 
items a year ago, are now up to 45-60 day deliveries. Calculators 
can't be delivered for two months, and bookkeeping and tabu- 
lating machines are being quoted for six-month delivery (as 
compared with three months last year this time). Order backlogs 
for most equipment are expected to increase. 





e COMMERCIAL stationery sales by dealer members of NSOEA al- 
though off for June, 1951, as compared with May, 195l, are still 
up aS much as 21% over the similar month of a year ago and range 
as high as 34% for 1951 to-date as compared with 1950. Here are 
the illuminating figures: 


1951 year 
to-date com- 
June 1951 June 1951 pared with 
compared with compared with 1950 year 
June 1950 May 1951 to-date 
Total sales + 22% —6% + 29% 
Office furniture, 
equipment, supplies 
and stationery sales +21% —9% +34 
Printing sales + 10% —13% +16% 


Broken down by regions, the east north central area of Wisconsin, 
Illinois, Michigan, Ohio and Indiana has the best report with 
Sales up 27% for June of 1951 as compared with the same month a 
year ago, off only 1% for June of 1951 alongside May of 1951, 
and up 40% for the entire year as compared with 1950 to-date. 


e A ROUGH TIME is forecast in the enforcement of Fair Trade 
prices based on the premise that the manufacturer doesn't have 
to deal with price cutters, that he's perfectly free to refuse 
to do business with anybody who displeases him. Attorney Gen- 
eral J. Howard McGrath has warned that such a cut-off is a 
restraint of trade. Apparently, manufacturers will have to 
resort to informal methods of discouraging unwanted customers. 
The latter may face delivery slow-downs, repeated postpone- 
ments and "regrets." Otherwise, illegal activities by pro- 
ducers, wholesale distributors or retailers to fix or maintain 
resale prices in restraint of interstate trade and commerce 
may result in prosecution for violation of the Sherman Anti- 
Trust Act. It is unfortunate that the law seemingly works at a 
disadvantage for the majority, who want Fair Trade. In this 
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respect, the Markwell Manufacturing Company, Inc., recently 
made a survey of Markwell dealers and non-Markwell dealers in 
Fair Trade and non-Fair Trade states alike. It was discovered 
that in the combined states surveyed 89.03% of the dealers 
favored Fair Trade, 7.21% were neutral and 3.76% were opposed. 
In Fair Trade states 91.99% were in favor, 4.88% neutral and 
3.13% opposed. The non-Fair Trade state survey showed 62.5% in 
favor, 28.12% neutral and 9.38% against. 


New Regulations e A BROADENED maintenance, ‘repair and operation (MRO) system is 

Apply to MRO Plan an integral part of the Controlled Materials Plan (CMP) with the 
issuance of CMP Regulations 5 and 7. Under the new regulations, 
a business, private or public institution, or repair shop, 
applies an MRO symbol to its order for a specific product. The 
old system of applying a DO-97 rating is scrapped with the revo- 
cation of NPA's Regulation 4. Manufacturers now must make spe- 
cific requests to NPA for the needed steel, copper and aluminum. 
After receiving an allotment number from NPA, the manufacturer 
applies a DO-MRO rating plus his allotment number to orders for 
materials other than the critical metals. For his steel, copper 
and aluminum orders, he applies an MRO rating plus the allot- 
ment number. 


e THE OFFICE of Price Stabilization has amended its general 
Defined by OPS manufacturers' order (CPR 22) to make it clear that the defi- 

nition of manufacturer does not include a person who merely 
rebuilds, reconditions, renovates, renews, or otherwise re- 
stores a used commodity. 


A Manufacturer 





Good Reading This Month 


PAGE e WHAT'S your dollar worth today? He tells how you can prevent damage to your 
15 Fred Merish, business analyst and Store and injuries to your customers and 
financial counsellor, suggests employees. 
that economic values should be considered 
and not book values. Net profit, he main- PAGE e IRVING SETTIEL, authority on 


23 retail advertsiing, this month 

tells how to use a mat service to 

advantage. It's an endless supply of illus- 

PAGE e ZAC SMITH, president of NSOEA and trative material and ideas for newspaper 

17 a successful stationer, himself, advertisements, this condctor of the Ad- 
gives readers of Office Appliances Viser section explains. 


more ideas for management of a stationery 
and office equipment business. It's the PAGE e G. 0. STEVENS, president of a 
24 Chicago firm of commercial sta- 


tains, can only be figured in what you can 
buy with the dollar. 


second in a "must reading" series. 
tioners, has found a new low-cost 
PAGE e CREATIVE selling brings both advertising medium. He utilizes a new per- 
21 Satisfaction and profit, main- sonalized nameplate. Read how he profit- 
tains L. B. Taylor, general sales ably identifies the products sold in his 
manager of Friden Calculating Machine Com- store. 


pany. It's another in a series of special 
articles on selling by outstanding men in 
the office machines field. 


PAGE e HOWto capitalize on national ad- 
27 vertising through display is the 
keynote of an article by George D. 


PAGE e DO YOU know how to run a small Taylor, display specialist. He explains 
22 business on a profitable basis? If how potential sales are lost to dealers be- 
not, let this article by J. K. Las- cause they do not plan their display op- 

ser, small business consultant, help you. erations. 
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model offices.+++++++++.- 


ABOVE: This custom designed execu- 
tive desk by Florence Knoll for Knoll Assoc., Inc., provides an adequate working surface 
area while the drawer space solves individual needs without loss of simplicity or light- 
ness by the use of pedestal drawers suspended beneath the desk top. Combined with 
the desk are Knoll's moulded plastic chairs, designed by Eero Saarinen. A custom 
built table behind the desk completes the arrangement. BELOW: Side chair groupings 
by Galax Furniture Co. give professional or executive offices an appearance of 
clean-cut smartness. Available in several colors, the chairs are upholstered in pliant 
Masland Duran all-plastic. A corner table adds the finishing touch in completing the 
feeling of unity in this model office. (Special office furniture section opens on page | 40) 
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ECONOMIC values vs. book values 


Examine your dollar—it’s decreasing 





by Pred Merish 


business analyst and 
financial counselor 


HILE ACCOUNTING has made 
great strides in the last half 
century in its development as a 
science and as a Skilled profession, 


it has been asserted that financial 
statements prepared according to 
the current methods of accounting 
should more nearly reflect ‘“eco- 
nomic value” rather than money 
values. 

In this war economy, there is much 
sound reasoning for this contention 
because the book figures recorded 
as a result of standard accounting 
do not reflect economic values or 
reveal what one can do with the 
dollars and cents recorded. There- 
fore, the office appliance dealer 
should appraise his figures from the 
standpoint of economic value as 
well as that of the coin of the realm. 


Although money is a medium of 
exchange, it is not an absolute 
measure of economic value. Yet, 
as a mathematical science, accoun- 
tancy uses money as a unit of 
measure and it uses the money of 
this year, of last year, and of 10 or 
more years ago, all in the same 
schedule of expenses and assets 
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purchasing power cuts net profit 


when preparing a profit and loss 
statement or balance sheet. 

For the past 10 years, the value 
of the dollar has almost been cut 
in half. In this war economy, it 
will go down still more, no one 
knows how much or how fast, but 
we venture that if the Government 
spends all the money that it antici- 
pates spending and succeeds in 
raising taxable income to $300 
billions yearly as has been reported, 
then the value of the dollar may 
drop to 35 cents or less unless pro- 
duction for civilian use is increased 
to equalize supply and demand. 
This estimate is based upon the 
decrease in dollar value between 
1939 and 1949, the average Govern- 
ment expenditures during the same 
period and the average national in- 
come in that period. 


In 1939, 

the economic value of 
the dollar was 100.2 cents; in 1949, 
its economic value was 59.1 cents. 
Today, it is around 55 cents and as 
the Government expands its outlays 
for defense and curtails civilian 
production, the law of supply and 
demand will reduce the dollar value 
further. Hence, the dealer, when 
analyzing business statements, 
should consider the economic value 
of his net profit as well as its 
monetary value because what he 
can buy with his money today is 
determined by its economic value, 
not its dollar value. 

In the days before Pearl Harbor, 
when the dollar was worth a dollar, 
when market prices on inventories 
fluctuated only in response to the 
law of supply and demand, when 
operating costs remained reason- 
ably firm over a protracted period, 


1951 


when Government edicts, hign taxes, 
subsidies, hand-outs abroad and 
controls did not distort economic 
routines and provide a synthetic 
prosperity with full employment, 
then it was possible to review a 
business statement from purely the 
standpoint of dollars-and-cents re- 
sults. Although this is still a de- 
sirable procedure, the dealer should 
inject an economic analysis into 
these reviews today, otherwise he 
will not get a well-rounded picture 
of his business position. 


From our field 

experience, we find 
that there is a tendency for many 
dealers to think of the net profit 
on an operating statement as so 
many dollars added to the bankroll 
or to think of these dollars from a 
monetary standpoint entirely, for- 
getting that they have an economic 
value also and that the two valua- 
tions may differ widely in a period 
such as we have with us now. Such 
dealers see a nice profit on the 
current statement, a substantial in- 
crease in dollar value, and elated 
they may make plans for better- 
ment of one kind of another. Or 
they may think that everything is 
running smoothly and relax when 
they should be on guard. The 
dealer who acts thus in a war 
economy often finds in time that 
his plans have gone awry because 
he gets pressed for funds to do the 
things he had intended doing, or 
he hasn’t the finances to meet his 
ordinary obligations. The reason is 
that the profit on an operating 
statement does not represent cash. 
A dealer may show a substantial 
profit, yet have little or nothing in 
the bank because as fast as he 
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booked the profit during the oper- 
ating period he invested it in in- 
ventory, improvements, additional 
fixed assets and accounts receivable 
Or, he reduced a mortgage or other 
long-term obligation. 


When a dealer 

at a time like this 
plows under his profits as fast as 
he earns them to cultivate more 
business, or invest in more equip- 
ment, and he does not watch the 
working capital ratio closely, he 
may find himself short on “seed 
money”. In a war economy there 
is a tendency to cripple working 
capital because, envisioning short- 
ages, the dealer invests heavily in 
inventory, and assuming that money 
will be plentiful, he gives credit 
more freely. The result is an un- 
usually heavy volume on semi-fixed 
assets, too big for the dealer to 
handle financially. During World 
War II, we know dealers who carried 
three times the amount of receiv- 
ables that they carried before Pear! 
Harbor and, although they did more 
business, their bank accounts did 
not fatten comparatively. They 
were freezing their increased profits 
in additional receivables and in- 
ventories. During World War II, 


liquid enough to pay for his current 
bills promptly. In appraising the 
adequacy of working capital, the 
dealer should give thought to the 
economic value of the dollar and 
should plan future operations on 
what he can get for his economic 
dollars in salables and service. If 
we get into an accelerated infla- 
tionary cycle, he may get less for 
his recorded dollars as the months 
pass, hence, he should increase his 
working capital proportionately if 
he wants to acquire goods and serv- 
ice quantitatively the same as 
before 


In planning 

for future operations 
the merchant must take the eco- 
nomic value of the dollar into con- 
sideration as well as its monetary 
value. In making comparative 
studies with prior periods, he must 
adjust his calculations for any 
changes in dollar value to get de- 
pendable perspective. As for in- 
ventory, many dealers assume that 
if they invest heavily in inventory 
they will profit on the increase in 
its market value in an inflationary 
period, but they overlook the fact 
that the profit dollars they earn 
decrease in value at practically the 
same ratio. Even today, if the 


include all expenses, the most fre- 
quent omissions being depreciation, 
bad debts, loss on inventory and 
owner’s compensation. If the net 
profit is inflated, this reduces the 
economic net even more. Moreover, 
with the reduction in dollar value, 
these expenses automatically in- 
crease, hence, their omission during 
this war economy will distort re- 
sults to a greater degree than it did 
during a time of peace. 

In the event that inflation be- 
comes critical, the dealer must 
analyze his operating figures with 
greater stress on the economic value 
of the dollar than on its money 
value as recorded in the books. He 
must include all legitimate expenses 
under overhead; he must see that 
he has “upped” his depreciation 
charge to reflect the reduced value 
of the dollar; he must keep ample 
working capital on hand and plan 
for the future with the economic 
value of the dollar foremost in 
mind. If earnings are stated in 
economic value, they would be sub- 
stantially less than reported ac- 
counting profits today and probably 
for a long time to come 


The Consumer's 
Price Index out 
of Washington lists figures peri- 





there were credit restrictions in 
effect, in this war economy they 
are again with us and the indica- 
tions are that they will be far more 
stringent than in the period be- 
tween 1940 and 1945. 

The banks have already cut down 
on credit and are not inclined to 
lend if the dealer’s statement shows 
that he is carrying too heavy a load 
on receivables and stock. So, he 
should keep his working capital 


economic value 
mains fixed at 
remainder of the 
who records a $10,000 profit on his 
books, has only $5,500 economic 
dollars to add to his hoard. 

Then, too, our 


year, the dealer 


observation over 
many years’ experience as a public 
accountant discloses that the net 
statements is in- 
flated because the dealer does not 


profit on many 


odically and these are publicized. 
They change with the economic 
picture. Use these figures as yard- 
sticks in appraising the amount of 
“real money” you earn and spend 
during this war economy. Do not 
place too much confidence in the 
dollar profit on your operating 
statement without going behind the 
figures to check all elements in the 
light of current economic value 


the dollar re- 
cents for the 





GO AFTER THE STUDENT TRADE, ADVISES HARRY FOOTE OF RENO 


HE TRADE OF THE student is extremely valuable,” 

said Harry Foote, manager of Harry’s Business 
Machines, Inc., 323 West St., Reno, Nev., “for he is 
needing supplies all the time. Everybody knows what a 
great convenence a typewriter is to a student, so we 
post a notice on the billboards of the campus buildings 
of the university and high schools, offering any type 
of machine they desire. As we are taking in old ma- 
chines as part payment on new ones all the time, we 
have practically all makes in stock. If we do not hap- 
pen to have one on hand we take the name of the stu- 
dent and contact him as soon as one of that make 
comes in. 


A special rate is made 

to students—$2.50 for any 
short period such as examinations, up to two weeks 
Our monthly rate is $4.00, or three months for $10.00. 
This covers machines with both pica and elite type. A 
number of the students after using a machine for some 
time, decide they would like to buy it, in which case 
the rental already paid is applied on the purchase 
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price. During the school term we have a representative, 
who is a student, on the campus at all times. He keeps 
an eye open for students needing machines, talks of 
the advantage of having one, recommends our line, 
and makes arrangement for the installation of a ma- 
chine. Naturally, all who use our machines buy their 
Stationery supplies from us. 


“We also go after small firms 
for the rental of comp- 

tometers for special occasions, such as inventories. 
They are easier than students to persuade the eventual 
purchase of one of these machines, as after using one 
for a short time few want to be without one.” 

Originally located in the downtown district, the firm 
several years ago saw the advantage of moving out of 
the congested district into a residential section, nearer 
the university, where there was ample parking space. 
So they took over a double building, which gave ample 
space for the display of all their machines arid sup- 
plies, and enables patrons to shop leisurely and in 
comfort.—WBS 
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IDEAS for management of a stationery 


and office equipment business 


NOTE.—Just before the 1951 
series of regional meetings of the 
National Stationery & Office Equip- 
ment Association began, Zac Smith 
prepared a handbook under the 
title, “Ideas for Management” for 
distribution to dealers at each of 
the meetings. The book was, as 
Mr. Smith wrote in the preface, 
“designed primarily for those who 
are attempting to establish a sta- 
tionery and office equipment firm 
or those who would like to expand 
or improve their present business. 
It treats briefiy with those funda- 
mentals necessary to all business 
and more specifically to our own.” 
Because the material was so well 


received permission was obtained 
to reprint portions of it, the ap- 
pending article being the second of 
a series of three. 


T IS FOOLISH for anyone to 
| spend money for advertising and 
not get full credit for what he 
spends. Therefore, every business, 
even a Stationery store, should have 
some one person who is responsible 
for spending advertising appropria- 
tion wisely. Very often, the man- 
ager or owner may not have the 
time to handle this and should dele- 
gate some person interested in pro- 
motion and advertising to study 
this problem and be responsible, or 
at least act as a counsellor on this 
important phase of selling. 

If you already have a percentage 
of your operating budget allocated, 
again. Determine if you 
enough, or too much. 
This is something which each busi- 
ness has to determine for itself 
based on the volume of business or 
potential business. BUT how to get 
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are spenailng 


the best returns for your advertis- 
ing dollar is a second step in the 
problem. Some firms may spend 1% 
and yet get a better return per dol- 
lar than a firm which spends 3 to 
4% 

What is a good buy in ad- 
vertising for the stationery and of- 
fice equipment firm—which of the 


media: newspaper, trade paper in 


the community, radio, television, or 


direct mail 


Well, to begin with, ours is a busi- 
ness based mainly on serving firms 
and office workers. Have you ever 


chaos would prevail 


thought what 
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Second of a series of three articles 
based on a handbook distributed for 
dealers at NSOEA regional meetings 


in the business life of your com- 
munity if all the stationery stores 
were closed for a month? People 
would be reaching every moment 
for a gem clip or a rubber band 
which wasn’t there, smoothing out 
wrinkled and worn sheets of car- 
bon paper and writing with pencils 
where ink was needed. Of course, 
there are $.10 stores, but they cater 
mostly to individuals—housewives 
and school girls and boys, where the 
stationery store’s business comes 
mostly from people who can pick up 
the telephone and place an order, 





knowing they can get it within a 
few hours or who can make a list 
of needs and hand it to their sta- 
tionery salesman when he calls in 
on his weekly round. 

This fact is IMPORTANT in 
thinking about advertising: 

If you buy radio time and news- 
paper space you are paying money 
to reach an audience which is not 
100% your prospects. There is an 
exception to this, however, and that 
is around the holidays. At that time, 
it might be wise to tie in with your 
magazine and national advertising 
with your established lines, such as 
Parker and Sheaffer pens, Whiting 
stationery, and so forth. Spot an- 
nouncements on the radio, window 
and counter displays and newspa- 
per ads are good buys in the weeks 
preceding Christmas. But for the 
rest of the year trade paper adver- 
tising, going to business men, read 
by business men, and direct mail 
are, it seems to me, your best buys 
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by Jac Smith 


Zac Smith Stationery Company, 
Birmingham, Ala., 

president, 

National Stationery & Office 
Equipment Association 


—especially for office furniture. 
Most stationery salesmen carry 
blotters on their regular rounds, 
and these are good reminders— 
keeping the firm’s name and phone 
number handy at all times. And if 
a salesman is not getting to talk to 
the front office girl instead of the 
buyer of supplies, then a series of 
letters can often pave the way for 
him. Keep his name continually 
and persistently before that man or 
woman. With a street address tele- 
phone directory or using the build- 





ing directory, he can compile a list 
of all the firms in his territory 
which he is not selling and, with 
the help of a direct mail advertising 
agency, plan and execute a cam- 
paign. This can be done not with 
the idea of taking the business 
away from his competitor, but with 
the idea of adding something, be it 
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seryice or commodity, which will 
help that individual in his daily 
working life. 

Calendars are another direct ad- 
vertising media used with success 
by stationery firms. 


We can go on 
and on about the 
subject of advertising, but to sum 
up, there are three steps in spend- 
ing your advertising appropriation 
wisely and not in a hit-or-miss 
fashion: 

1. The owner or manager of the 
business and the person delegated 
to handle the advertising dollar 
should go over the appropriation, 
decide what is to be spent. 

2. Then make a chart of the dif- 
ferent media, showing the percent- 
age of the appropriation to be spent 
during a year’s time on each one 
Give time and study to the advan- 
tages and disadvantages of each, 
with reference to the stationery 
business. 

3. And see that this program is 
carried out. There is a tendency in 
many small firms which are under- 
staffed and kept busy all the time 
to let the firm’s advertising and in- 
direct promotion slide because of 
the small tasks immediately at 
hand. BUT DO NOT LET THIS 
HAPPEN. Unless the program as a 
whole goes through, the money 
spent is wasted because advertising 
must be both consistent and per- 
sistent to bring the best return 


This is a topic 

which could very 
well occupy an entire book, much 
less a few paragraphs. Our indus- 
try is a service industry and we 
should train ourselves to create 
sales of quality merchandise and 
equipment. With quality goods, sell- 
ing is not anywhere near the diffi- 
cult problem that is involved in 
selling inferior merchandise. The 
public has become educated to the 
best trade names, and it has become 
easier and easier to sell this type of 
goods in recent years. People will 
buy quality equipment though it is 
generally more expensive. They 
want “A” grade; it pays; and the 
salesman should work on this the- 
ory. His sales talk is already made 
when he introduces an item and is 
able conscientiously to say, “This 
is the Best.” 

Needless to say, before a salesman 
can make an effective sales talk, he 
must know everything there is to 
know about the product. The cus- 
tomer wants the information, and 
it is up to the salesman to supply 
it. He should be able to answer im- 
mediately any question the cus- 


tomer asks. To fail to, creates doubt 
in the customer’s mind at once. 
Equally important to a thorough 
knowledge of the product is the 
salesman’s ability to show merchan- 
dise properly and advantageously. 
He must never take for granted 
when a customer asks for a certain 
thing by name that he knows all 
about it, but at the same time he 
must recognize at once if the cus- 
tomer does. “Talking down” to a 
customer is one of the cardinal sins 
It will drive business away as 
quickly as any one thing. 

Since selling is one of the three 
“Musts” in the success of any busi- 
ness, whether office equipment or 
office supplies, it is pertinent that 
part of this series be devoted to 
sales classes and meetings which 
this writer has found to be effective 
It is the dealer who does the best 
selling job himself, who has the best 
salesmen. For maximum results in 
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operating 


against 
costs, it is positively imperative that 


profit volume 
management and salesmen alike 
study continuously their products 
and pursue aggressive and creative 
sales tactics. Otherwise, your prog- 
ress will certainly be slow. 

Here are suggestions for your 
sales classes: On certain regular 
periods after working hours, man- 
agement and the sales force should 
meet either weekly, semi-monthly, 
or as often as visibly developed 
weaknesses show the need. And 
they will show; don’t think they 
won’t. For instance, you suddenly 
realize that you are losing to com- 
petition too many orders for filing 
cabinets. Then is the time to con- 
duct a sales class devoted exclu- 
sively to the superior merits of your 
particular file. Results are imme- 
diate. 


These sales classes 

should be con- 
fined at each session to the study of 
a specific subject: Desks, for ex- 
ample, at one meeting, loose leaf 
systems at another, and so forth 
The time duration of a sales class 
may vary. It certainly should not 
last less than one hour; should be 


devoted to presentation of the sub- 
ject, with 15 minutes left for dis- 
cussion by the group, with ques- 
tions. 


Each class should 

be conducted 
by a different salesman preap- 
pointed to give him time to pre- 
pare. Very often, it is well to assign 
a subject to one of the group who 
knows least about the particular 
product up for discussion. He will 
know something about it before his 
class is through. Some of you may 
support the theory and merit of the 
specialty salesman, but it is be- 
lieved that enough of this kind of 
training and every man in your or- 
ganization who calls on a customer 
becomes a specialty salesman in his 
own right—and very often a cre- 
ative salesman as well. There are 
times when a manufacturers’ repre- 
sentative is on hand, and here is an 
opportunity to hold a special meet- 
ing for him. He is bound to have a 
message of value. 


Then, there is 

the matter of the 
sales meeting, not to be confused 
with sales classes. Saturday morn- 
ing, I have found is a good time for 
these when all salesmen can attend. 
The meeting should last about an 
hour, with a question-and-answer 
period at the end. This is the time 
to give your men a pep talk, to dis- 
cuss what your competitors are do- 
ing and how you can meet their 
competition; here is opportunity to 
discuss various policies of the or- 
ganization and to hear opinions of 
your own men; this is the time to 
discuss new accounts and how to 
get them. Maybe you feel you should 
raise prices. All will be interested 
in these matters and related sub- 
jects. There is always the subject 
of credit to be discussed. There are 
a 101 things, which, if brought to 
the attention of the group, can be 
talked over to the mutual good of 
all concerned. There can be only 
one type of result from sales pro- 
cedures of this nature: increased 
sales, increased profits, increased 
compensation for the members of 
your organization who have par- 
ticipated, and especially for you, 
continued maintenance of leader- 
ship. 


A BALANCED INVENTORY 

Keep in mind at all times: 

Next to office furniture and 
equipment, our business is selling 
mainly BUSINESS EFFICIENCY 
AND TIME SAVING. 

We are, indeed, falling short of 
our objective if we fail to recognize 
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this BASIC FACT in handling our 
fundamental need for a balanced 
inventory. Don’t get over-stocked 
and then sell at bargain prices. 
This injures both you and your 
competitor. Watch your stock care- 





fully, making certain you do not 


have too much of one item and 
none of another. In these critical 
times, place a limit on the amount 


of equipment any one person can 
buy at one time. 

We have access to all kinds of 
efficient office systems which tell 
HOW the stock is moving and 
WHEN it is moving. If we do not 
use our own records and methods, 
how can we hope to sell them to 
others? We would be like the insur- 
ance man who carries no insurance, 


like the roofer who had a leak in 
the roof of his house. We would not 
be sufficiently sold on our product 
to make good salesmen. 


Therefore, it is 
evident that the 
well-managed stationery firm has 
need of three departments working 
together in unison: 
1. The buyers should be capable, 
well informed and wise in 
their jobs 
2. The record-keeping depart- 
ment should be adequate, up- 
to-date and efficient. 


~ 


3. The entire selling staff should 
be briefed continually by 
someone who makes a special 


study of market trends, new 


ideas, and new merchandise. 


(Dealers not discounting bills 
and over-stocking in mer- 
chandise or office equipment 


are in bad practice and the 
faults should be corrected.) 
Unless all three departments are 


clicking, your inventory is going to 
be out of balance. And a well-bal- 
anced inventory is a MUST for our 
business. 


OFFICE FURNITURE DEPARTMENT 


This department should be kept 
entirely separate from the station- 
ery department for expenses, and 
so forth, so that a monthly profit 
and loss statement can be made. 

My observation of many dealers 
in some markets prior to the Korea 
disturbance was, that steel desks 
and steel files were being sold at 
prices that could only mean that 
the dealer was contributing free a 
great part of the value of the file 
or desk to the customer. 

If a separate department is main- 
tained even for a small dealer and 
cost of operations are observed, the 
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dealer will then surely discover that 
the file or desk cannot be sold for 
less than the resale price as recom- 
mended by the manufacturer. 

A perpetual visible record inven- 
tory for office furniture should be 
installed by even the smallest 
dealer. This information will tell 
you at once what is in the inven- 
tory. It also serves as a guide to 
minimum and maximum quantities 
for ordering and other useful infor- 
mation. 

Someone in the office (we have a 
young lady) should be delegated to 
make in attractive form, proposals, 
showing pictures of all items enu- 
merated, trade-ins if any, for sales- 
men who have worked up or created 
a layout and suggested installation 
of office equipment for a customer. 

We encourage salesmen to create 
a desire by the customer for our 


office equipment and a nice pro- 
posal submitted is a wonderful help. 

It is also the duty of the person 
designated to make the proposal 
for salesman to have on file all 
manufacturers’ catalogs, pictures 
and price lists. Manufacturers 
spend tremendous sums for litera- 
ture and it is imperative that deal- 
ers keep and retain and use in pro- 
posals, direct mail literature and 
stuffers at the first of month. 

Every office furniture department 
should have a repair department— 
one employee at least, trained for 
installing castors, locks, repairs, 
and so forth. Today, a spraying 
department that will spray old fur- 
niture gray (to match new in- 
Stallation of gray) has been a 
tremendous help in selling many 
new installations of office furniture. 

Sales classes once a week for 
salesmen selling office furniture are 
a must. Salesmen should be trained 
to make layouts and create sales of 
better office equipment. 

Today, there are 14 million office 
workers and they are getting the 
highest wages in history. It is im- 
perative that office workers have 
the best desks, best posture chairs 
and best files in order to increase 
efficiency and preserve health. 

Such a procedure also decreases 
taxes because the Government al- 
lows 10% depreciation over a 10- 
year period on files and desks. 

We have lots of prospects to work 









































on because much obsolete furniture 
is now being used. Each office fur- 
niture dealer should put more em- 
phasis on serving the customers in 
his market rather than complaining 
about his competitors. 





NOMA MAKES PLANS FOR 1952 EXPOSITION 


After “counting noses” at the 1951 Exposition held 
in New York City, the National Office Management 
Association is going ahead with enthusiasm on plans 
for the “All Purpose Business Show of 1952.” This event 


will be held in the Civic Auditorium in San Francisco, 
Calif., during the month of May, 1952, supplementing 
NOMA’s thirty-third international conference. At this 
time it is believed that floor plans and other exhibi- 
tors’ literature will be available in September or Octo- 


ber of this year. 
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for three days. 
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Due to the demand, much more space will be avail- 
able in San Francisco, including deeper and wider 
booths. Many requests have also been received from 
maufacturers of office equipment, machines, furniture 
and supplies in foreign countries who wish to partici- 
pate in the California showing. 

It is reported that by actual count 36,000 NOMA 
members, guests and visitors went through the exhibit 
at New York last May, averaging about 1,000 an hour 
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CHICAGO BECKONS AGAIN TO NATIONAL STATIONERY & OFFICE EQUIPMENT ASSN. 


HIGHLIGHTS of NSOEA 45th assembly 


OTH in the association headquarters and in the 

convention city preparations are proceeding apace 
for the 45th annual convention and trade exhibit of 
the National Stationery & Office Equipment Associa- 
tion. Once again, the Stevens Hotel of Chicago will 
house the convention and the dates are September 
22-27. 

At press time, announcement is made of the addition 
of three highlight speakers to the program, namely: 

Many Fleischmann, administrator of the National 
Production Authority, Washington, D. C. He will 
address the luncheon meeting of Monday, September 
24, at the Grand Ballroom. First-hand knowledge of 
the Washington planning will be presented 

Millard Bennett, president, Business Economist, New 
York City. As a closing speaker at the Tuesday, Sep- 
tember 25, afternoon session, Mr. Bennett will be 
presented as one of the greatest salesmen of all times. 

Harry Buice, recently named assistant to the presi- 
dent of Horder’s, Inc., Chicago. He will speak at the 
manufacturers’ division meeting 

Pre-registrations are pouring into Washington, D. C. 
More convention attendants each year make advance 
arrangements to assure that all of their documents, 
typewritten badge and admittance coupons are ready 
for them without any waiting at the registration desk 

A highlight of entertainment for the women guests 
at the convention has now been assured through the 
securing of the entire main floor of the Schubert 
Theatre for a matinee performance of “South Pacific” 
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on Wednesday afternoon, September 26. 

In addition the ladies will hold their get-acquainted 
breakfast in the Normandie Lounge in the Stevens 
Hotel on Monday morning, September 24, and will have 
a tea on the afternoon of the same day in the Gold 
Room of the Congress Hotel. At this time, Mrs. Tommy 
Bright, director of Bright’s School of Floral Design, 
will present a demonstration of flower arrangements. 

Francois Pope, director of the Antoinette Pope School 
of Fancy Cookery, will be featured at the luncheon of 
Tuesday noon, September 25, at the Terrace Casino of 
the Morrison Hotel. 

The complete schedule of exhibit hours, providing a 
better opportunity to attend an expanded display of 
industry products, has been announced as: 

Saturday, September 22—1 p.m. to 9 P.o. 

Sunday, September 23—1 p.m. to 9 P.M. 

Monday, September 24—2 p.m. to 9 P._m. 

Tuesday, September 25—5 p.m. to 9 P.M. 

Wednesday, September 26—12 Noon to 6 P.M 

The three general sessions of the association to which 
all divisions are invited will be: 

Monday, September 24—9:30 a.m. to 12 NOON 

Tuesday, September 25—2 p.m. to 5 P.M. 

Wednesday, September 26—9:30 a.m. to 12 NOON 

In addition, the luncheon meetings of Monday and 
Tuesday will be for all registered guests 

Unlike any other year, a final day of the convention 
has been set aside for an uninterrupted day of golf. 
It will be possible to tee off from 9 a.m. to 1 pM 


OFFICE APPLIANCES, September, 1951 





CREATIVE SELLING 
brings both satisfaction and profit 





by LZ. &. Taylor 


general sales manager, 
Friden Calculating 
Machine Company 


HERE IS QUITE a difference be- 
tween what is known as specialty 


selling and what is understood as 
CREATIVE SELLING. Specialty 
selling can mean almost anything, 
and does mean many different 
things to different people. CRE- 


ATIVE SELLING is not common. It 
is practised only by the outstand- 


ing producers in the sales field and 
is the fundamental thing that sets 
them apart from the rank and file 
or the “me too” group. 

Office machines are accepted as 


Compensations are other than 
monetary alone if research 


continues in products sold 


(Third in a special series 

of feature articles on selling 
by outstanding men in 

the office machine field.) 


necessary tools and therefore are in 
demand in today’s market. The 
average salesman with a fair-to- 
excellent product can produce a 
very satisfactory volume of busi- 
ness with little or no knowledge of 
creative work. He has only to em- 
ploy elementary sales principles— 
make enough calls, demonstrate his 
product, be in a position to make 
deliveries, not insult the _ intelli- 
gence of too many prospects—and 
the law of averages will take care 
of him. His sales volume curve will 
pretty well follow the general busi- 
ness index curve. 

The curve of the man who does 
creative work will not drop so fast 
nor so low as that of the average, 
and will rise far beyond that of the 
average when the general index is 


up. 


What is CREATIVE SELLING? It 
is revealing to a prospect a need he 
has not recognized for a product. 
Before a salesman can do much 
along that line he must obtain some 
very fundamental knowledge. It is 
not enough to know what his equip- 
ment will do and how it does it. He 
might know his product better than 
the man that conceived it and still 
be able to sell it only to the man 
who knows he needs such equip- 
ment. If he is to do any “reveal- 
ing,” he must know the work or 
problem of the prospect better than 
the prospect knows it himself, and 
be able to show how his product can 
be applied to the problem to effect 
savings. Many times, a change in 
system suggested by the salesman 
will result in savings which are 
credited to the use of his product. 

CREATIVE SELLING has com- 
pensations other than monetary. It 
is stimulating in itself, and gives 
the salesman a satisfaction and in- 
terest in his work that money alone 
cannot furnish. Don’t misunder- 
stand me; we can all use money, 
but beyond a certain point it be- 
comes secondary. If you want the 
utmost satisfaction from your sell- 
ing endeavors, do some real re- 
search in the end use of your 
product. 





STREAMLINED OPERATIONS LEAD TO SALES SUCCESS 


HAT WILL THE STORE of tomorrow’s success- 
cessful dealer look like? Essentially, it will be 

streamlined—not only in appearance—but in all its 
operations. Today’s astute retailer realizes only too 
well that the man with an attractive well-lighted store, 
handling quality merchandise, and giving prompt and 
courteous service, is the man who is going to build up 
a strong, substantial and profitable business, for the 
future with a solid volume from regular customers. 

Just because buyers have been content to make 
their purchases where they could during the past few 
years does not mean they will continue to do so once 
merchandise is in adequate supply. It is, therefore, 
vitally important that you, as a dealer, give earnest 
thought the matter of modernizing and stream- 
lining your store. Now is the time to do it; not when 
competitive selling really begins. 

First items to consider are your display windows for 
they are the true trademark of your store. 

The old, box-style type of window is going out. The 
trend is to streamlined glass fronts which make the 
whole store interior a showroom visible to the passer- 
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by. A number of new types of glass are now on the 
market for this purpose, including one which admits 
no ultra-violet rays to fade garments, and one which 
will not glaze over in the coldest weather. 

The most dynamic new idea in retailing is “ac- 
cessible merchandise.” The idea is to let the customer 
go right up to the merchandise and get his hands 
on it. Old-fashioned high counters and glass cases 
imprison the goods. They may guard against theft, 
but they also prevent sales. Eliminate these as far 
as possible and study all sources of ideas about store 
layout which will help to make your merchandise 
accessible. 

Then, brighten up that dark ceiling and dull wood- 
work. Give your floors that long-awaited facial. Use 
color spotlighting to dramatize your interior displays 
and relate these to the displays in your windows. 

These general suggestions comprise a start in the 
direction of store modernization—but only a start. 
Accordingly, further ideas and suggestions will appear 
in additional articles on this subject in future issues 
of this publication. Watch for them.—GNS 
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HOW to run a small business 


on a profitable basis 


NOTE.—AIll of the ideas in these 
articles (a series of eight which be- 
gan last July) are practical and 
workable because they are based 
on Mr. Lasser’s long years of busi- 
ness experience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts 
The U.S. Department of Commerce 
was so interested in the work Mr. 
Lasser did in his Small Business 
Clinic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,” Mr. Lasser’s latest book 
from which we have selected these 
articles, are all the subjects treated 
in his course, plus much additional 
material. 

If you would like to reduce your 
business risks and organize and 
maintain your business operations 
for greater profits, these articles are 
custom-tailored for you. 


HE AVERAGE store is not a dan- 

gerous place in which either to 
work or to shop. 

But no matter how careful the 
storekeeper may be, there are times 
when the exercise of a little extra 
precaution will prevent damage to 
the store and injury to employees 
and customers. 

Accidents, for the most part, can 
be avoided by using a few precau- 
tions. Here are some suggestions on 
reducing or eliminating hazards 
which may be present in your store: 


Keep the store entrance clean 

Trash, refuse, slippery substances, 
or obstructions should not be per- 
mitted to collect at or around en- 
trances and exits and immediately 
inside of building. 

Snow in front of the entrance 
should be removed as soon as pos- 
sible, or sprinkled with ashes, sand 
sawdust, or wood chips. 

In the event heavy rain forms 
deep puddles in front of the door, 
mop up the water to prevent its 
being tracked into the store, where 
it may make the flooring slick and 
dangerous. 
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Prevent damage to your store and 


injuries to customers, employees. 


(Third of a series of articles) 


Keep the floor in good condition 

Flooring should never be allowed 
to become uneven or splintery (if 
wooden) or overwaxed or too high- 
ly polished (if tile, linoleum, or 
similar substance). 

See that the floor does not be- 
come littered with trash or slippery 
substances. 


Control pests and vermin: 

The structure containing the 
store should be so constructed as to 
exclude rats, vermin, and insects. 

It is vitally important to screen 
all doors, windows, and entrances. 

Traps should be provided for all 
sewer connections and covers for 
cellar drains. 


Keep the stairways well lighted 
and unobstructed: 

Customers are not likely to ven- 
ture down the cellar stairs or onto 
other stairways, but employees are, 
as this may fall within the line and 
scope of their employment. Stair- 
ways should be kept well lighted 
and completely free of mops, 
brooms, boxes, cartons, trash, and 
obstructions of any kind. 


Don’t set up an “obstacle course”: 

Some stores have shown a ten- 
dency to display certain hard-to- 
get items in cartons and boxes 
scattered indiscriminately about 
the floor. This is done probably on 
the theory that the turnover will be 
so fast that it is hardly worth the 
effort to place the items on shelves 
or on gondolas. 

“Obstacle courses” are highly 
irritating to the customer who does 
not relish the idea of diving head 
first into a carton or box, or of run- 
ning the risk of stumbling over it. 


Use common sense in stacking 
shelves and gondolas 
Do not overload shelves and dis- 





by J. &. Lasser 


small business consultant 


play stands or carelessly stack cans 
and glass containers on them. Over- 
loaded shelves may be disrupted 
and upset by customers, with re- 
sulting showers of cans and broken 
glass containers 

It is an excellent idea to check 
Shelves and gondolas for the pres- 
ence of nails, tacks, rough edges, 
and splinters. 


Don’t make a firetrap of your store: 

Excelsior, boxes, rags, paper, in- 
flammable liquids, and _ articles 
which may ignite from spontaneous 
combustion should never be per- 
mitted to accumulate where they 
may cause a fire, especially near 
heating equipment or in a storage 
room. 

If it becomes necessary to dispose 
of trash by burning, such burning 
should be done in an open metal 
container on bare ground 


Have heating equipment inspected: 

The majority of modern heating 
systems are provided with ade- 
quate safety devices, which are ef- 
fective but will not operate indefi- 
nitely without attention 

Frequent inspections are advis- 
able for proper care and mainte- 
nance of all parts of the heating 
system. 

Heating appliances and equip- 
ment should be provided with 
proper insulation, including asbes- 
tos, magnesia covering, metal lath, 
and plaster. 
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by Irving Settel, authority on retail advertising 





12. How to use a mat service to advantage 


HE SMALL TOWN office appliance merchant 

obviously cannot afford to hire a highly paid 
advertising staff to turn out the kind of adver- 
tising he wants. Usually, he will turn to his 
newspaper for assistance. The local newspaper 
similarly does not have the resources to supply 
its advertisers with costly illustrations, copy and 
headlines as do the metropolitan dailies. 


As a result of this need, the advertising mat 
service was born and has grown to its present 
size. Modern advertising mat services are the 
main sources of advertising material for small 
retailers. They afford an endless supply of illus- 
trative matter and ideas for newspaper adver- 
tisements. 


Most of these companies are located in large 
cities where they employ excellent artists, copy 
writers and idea men to produce generalized 
advertisements which can be adapted to the 
individual store. While the cost of the initial 
work is high, the total is broken down among 
the thousands of subscribers who utilize the 
service. A small monthly service fee makes 
available to advertisers and newspapers all over 
the country, a complete and professional staff. 
In this way, almost every business man can 
afford “big city” advertising. 

In the form of inexpensive mats, the service 
company supplies retailers with effective adver- 
tising material. In addition to the mats, a proof 
book is supplied. This shows the illustrations 
as they look in printed form. In addition, the 
books usually contain copy, suggested ads, radio 
material and so forth. 


There are two types 

of mat services for which 
the office appliance retailer will have use. The 
general “newspaper service” supplies the local 
newspapers so that they, in turn, can supply the 
advertiser. The “retailer mat service” caters to 
retailers, selling the material on an exclusive 
franchise basis. Only one office appliance mer- 
chant, for example, can subscribe to certain mat 
companies within a specified area. The price is 
determined by the size of the city, circulation 
of the paper, and so forth. 

Either one of the two mentioned above can 
be extremely useful to the small retailer who 
cannot afford his own advertising department. 
The mat service is very flexible. There are many 
ways the office appliance merchant can utilize 
it effectively. However, the extent of its use 
depends upon the ingenuity of the user. Let us 
examine some of the ways which can be em- 
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ployed for the maximum effectiveness and econ- 
omy. 

1. Make Use of Your Newspaper’s Mat Service. 
Whether or not you subscribe to an exclusive 
service, make frequent visits to your newspaper 
office. Go through the general newspaper serv- 
ice material, choosing what suits your needs. 
This is usually available free of charge to news- 
paper advertisers. 


2. Make Use of Both 
New and Old Service 
Books. Just because a book is out of date does 
not mean that it should be discarded. It is often 
easy to find interesting and usable material in 
last year’s books. This holds especially true in 
fields where styles do not change too rapidly. 


3. Use the Mat Service as an Idea Source as 
Well as for the Mats Themselves. With pad and 
pencil in hand, thumb through as many mat 
services as possible, as often as possible. Make 
notes of headline ideas, body copy and layout 
ideas. Many services contain radio copy which 
can be used with slight changes. Sometimes, 
complete campaigns are published which can be 
used as a guide in planning your own. 


4. Use the Services as Holiday Reminders. 
Most mat services publish the following month's 
calendar with all holidays marked for retailers. 
This can act as a reminder for the planning 
of special events and the possible promoting of 
items. 


5. Use the Books to Get Up “Individualized 
Ads.” You may feel that you do not want to 
use the general type of advertising which is 
offered by mat services. It may not be in tune 
with your town’s buying trends. If you feel this 
way, you do not have to use the complete ads 
as published. Instead, you can make excellent 
use of the proof book. Your artist can use the 
illustrations, the hand lettering and even the 
blocks of the copy. It will save him the trouble 
of drawing similar articles and save you the 
expense. He will merely use the parts he wants 
and make up the ad to suit your store. Remem- 
ber, the service books contain pictures already 
screened on fairly good paper stock. A com- 
plete pasteup can be made and reproduced as a 
line engraving rather than an expensive half- 
tone. 


You can also make use of the mats in part 
by cutting out the illustrations you need. Send 
these to the newspaper with whatever copy you 
want. They will make up a stereotype for you 


(Turn to page 101, please) 
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COMMERCIAL STATIONER 


finds new advertising medium 


Low-cost silent salesmen 


function at ‘point of use’ 


by G. O. Stevens 


president, 
Stevens, Maloney & Company, 
Chicago, Ill. 


HIS YEAR, we are celebrating 

our fiftieth year in the station- 
ery business. In half a century, 
we’ve made a host of business 
friends who look to Stevens, Maloney 
& Company for their business office 
needs. While many of our suppliers 
are well known to the business 
world, we still feel that in our own 
trading radius Stevens, Maloney & 
Company is the important link. We 
want our customers to turn to us 
for service, reorders and new equip- 
ment. Just recently, we found the 
ideal way in which to accomplish 
this purpose. 

Identifying the products we sell 
with a personalized name plate 
serves a two-fold function. It is 
sound advertising for us—it quickly 
tells the consumer where the article 
was bought. In connection with this 
subject of store identification, it is 
our impression that we were among 
the very first dealers in the office 
equipment industry to see and rec- 
ognize the advertising value of 
Autographs. Autographs, inciden- 
tally, is the term used to describe an 
individualized, printed metal name- 
plate that comes to the dealer with 
a special adhesive already on the 
back of the plate. By reactivating 
this adhesive with a solvent furn- 
ished by the manufacturer, the 
plate can be quickly attached to 
metal, glass, wood, and plastic sur- 
faces. 

By means of Autographs, Stevens, 
Maloney & Company has been able 
to economically and permanently 












project its store name into the 
offices of customers because office 
equipment now being delivered to 
the ultimate user carries the 
Stevens, Maloney plate in a con- 
Spicuous position. We believe that 
these Autographs have extraordi- 
nary value in the realm of adver 
tising. Neither the size of the equip- 
ment nor the sales price are the 
determining factors in attaching 
these metal plates. For example, a 
letter tray, small desk file, memo 
pad, or pencil sharpener may be 
the most ideal vehicles for Auto- 
graphs 

Naturally, major office equipment 
seemed at first glance to be the 
logical place for Autographs but 


Hor nev EG) 


on Ss ae STATIONERS 


ALWAYS A REMINDER — Use of the personal- 
ized name plate (top illustration) in the man- 
ner depicted has provided Stevens, Maloney & 
Co., with a constant reminder type of adver- 
tising medium. 


with experience and with the knowl- 
edge that these plates were dignified 
and unobtrusive looking, our 
thoughts turned to securing the 
maximum advertising value for the 
store. As a result, instructions have 
been issued to attach Autographs 
to articles which are in constant 
office use, regardless of cost 

Like other office equipment 
dealers, we spend substantial sums 
of money each year in attracting 
business to our institution. Once 
the sale has been made, we feel 
that it is low-cost advertising in- 
Surance to maintain our identity 
at “the point of use.” That is the 
reason Autographs so strongly ap- 
peal to us. 





A fine gesture to put yourself in the other man’s place. Let it be a voluntary act—one 


of your own unprompted choice. 


It should spring from your sincere desire to learn, to 


understand, and to acquire as far as possible thoughts, feelings and experiences that 
can never come your way except by this prosess of WILLING. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


LEASE keep me in your group of 

regular writers who help build 
BUSINESS BUILDERS,” requests a 
young WAVE officer, and she adds, 
“if possible send me a tear sheet of 
your page occasionally as I miss 
my copy of OFFICE APPLIANCES in 
its regular monthly educational 


ereeting. Naturally, it is delayed 
in following me around on my rap- 
idly changing assignments .. . and 
here is my entry this month for 


your Mr. I Will Pep- 
per-Upper Depart- 
mental. It is only a 
nine-word state- 
ment, but I have 
used it in my daily 
thinking and believe 
others taking a leave 
of armed service ab- 


sence from the office equipment 
field will equally value its worth, 
to wit: 





“EACH DAY IS THE ONLY ONE 
OF ITS KIND.” 











You will readily see 
why this nine-word 
gem of a practical, 
workable, and _ usable 
Mr. I. Will Pepper- 
Upper statement won 
this month’s award. In- 
identally, one-third of 
this month’s corre- 
spondence to BUSI- 
NESS BUILDERS came 
from young men and 
young women of the 
office equipment field 
now serving Uncle Sam. 

And as a timely pic- 
torial salute to them, 
we present to the left 
of this column a 
graphic illustration of 
the related items of our 
industry that likely are 
going through their 
minds. They are sea- 
sonable in fall planning 
and selling in our im- 

portant field of serving 
y 





not only the business 


i oo 
* man and woman, the 
\23 military man and 
' 
woman, but also our 


‘ 
iM 
ig student youth. 
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MODERN EQUIPMENT 






I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and Bor- 
den Co., Box 2153, Spokane 10, Wash. 
Use this same address in sending 
in your thoughts for our Mr. I. Will 
Pepper-Upper and Terse Trailer 
Departments of BUSINESS BUILD- 
ERS Telecast.) 

Ask immediately for Business 
Builder No. 9.1 from a Montana 
stationer, who titled this real stimu- 
lator: “Outlining sales promotion 
efforts for January, February and 
March, 1952, for my business and 
yours.” 

Ask immediately for Business 
Builders No. 9.2 from that vast state 
of Texas. This Texan office outfitter 
calls his Business Builder: “POINTS 
WE HAVE LEARNED ALONG THE 
WAY IN THIS FIELD OF MODERN 
OFFICE PLANNING SERVICE.” 

Ask immediately for Business 
Builder No. 9.3, this dispatched to us 
by a regular contributor from the 
hardy and business-wise New Eng- 
land States. This Massachusetts 





stationer has called his excellent 
treatise: “Some long range plan- 
ning, and some short range action 
as we see it in our own office equip- 
ment business”. And he added the 
comment that he hoped this ex- 
perience-bought thinking would 
prove helpful to his fellow station- 
ers. 

Generous indeed, he was with his 
thoroughness in this report, and 
naturally we will follow his wishes 
in not disclosing his name or ad- 
dress, treating it as instructed— 
confidentially. We mention this be- 
cause we are asked it quite often— 
so it has become a policy of this 
department on all idea exchanges, 
with the exception of those you 
list as permissible to use under 
your signature. 


* * * * . * + 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. .. . This month’s winner at- 
tributes credit-line to The Gil- 
crafter of The Gilbert Paper Com- 
pany of Menasha, Wis.... we know 
you'll enjoy it: 

“THE VALUE OF A GOAL LIES 
IN ITS BEING PUSHED OVER!” 

Incidentally, five or six other en- 
tries this month were given credit 
line to Doc Anklam’s department 
in The Gilcrafter. Next month, we 
will release on our OA television 
some of these, but now the time 
has come to sign off with:— 


32, 32, 3 


Office-efficiently yours! 
RALPH B. ORTEL 








DEMONSTRATE UNDERWOOD SYSTEM 





The Underwood Sundstrand automobile dealers’ accounting machine 
and system was demonstrated to members of the John W. Stokes Co., 
auditing and management firm, during the national meeting recently 
held at the New York Athletic Club in New York City. The demon- 
stration was made by E. H. Widmayer, assisted by Mrs. Y. Grant, 
both of Underwood Corp. Standing (left to right) are: Mr. Widmayer, 
F. X. Gillespie, J. R. Sullivan, P. J. Lally, M. H. Cochran, A. A. Lally, 
C. G. Haden, J. Logan and A. W. Martin. Seated is Mrs. Y. Grant. 
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CENSUS SALES FIGURES— 


office machines, equipment and supplies 


HE U. S. BUREAU of the Census has released their 
retail trade report covering the census of 1948. 
Because it gives an intimate view of the office machine 
business, three tables of statistics are published here- 
with: 
Office, Store Machine and Equipment Dealers 


Number Sales 

Typewriters 2,245 $ 34,720,000 
Office Machines 1,467 15,737,000 
Store Machines & Equipment 438 4,268,000 
Machine rentals and repairs 1,755 14,502,000 
Commercial furniture 635 10,418,000 
Stationery 1,132 12,026,000 
Miscellaneous items 7,189,000 
Sales not broken down 5,851,000 

Total 2,245 $104,711,000 
Stationery Stores 
Typewriters . 976 $ 5,158,000 
Office Machines 657 3,965,000 
Machine rentals & repairs 586 2,092,000 
Stationery, office supplies 3,977 177,655,000 
Commercial furniture 983 27,786,000 
Gifts, novelties 1,180 12,566,000 
Printing 950 17,555,000 
Books . 933 8,891,000 
Newspapers & magazines 554 4,019,000 
Miscellaneous items 23,352,000 
Sales not broken down 9,609,000 

DD ccctesss 3,977 $292,648,000 
Wholesale Establishments—Office Machines 
Manufacturers’ branches 1,438 $645,778,000 
Franchise dealers (independent) 896 104,000,000 
Service establishments (independent 638 11,940,000 


The above figures form an interesting study, and 
considerable information may be obtained thereby. 
But before proceeding further, several matters should 
be clarified. 

First, new and used office machines are grouped 
together, and there is no data available for used 
machines only. Second, these figures do not include 
office machine sales by other stores, such as depart- 


Here’s the national picture in 1948 


by Clarence £. Bush 


Washington, D.C. 


ment stores, jewelry stores, furniture stores, and so 
forth. No data is obtainable on them. Third, these 
figures do not include any export business. 

Combining the above three sets of figures, to obtain 
the total number of dealers in office machines, and the 
total volume of sales, we find the following: 


Office Machine Business (Excluding other items) 


Office Machine dealers 2,245 $ 34,720,000 
Stationers 976 11,215,000 
Service Establishments 638 11,940,000 
Franchise dealers 896 104,000,000 

Total 4,755 $202,233,000 
Manufacturers’ branches 1,438 645,778,000 

Grand total 6,193 $848,011,000 
Average sales—(Total sales divided by number of businesses) 
Office machine dealer $ 44,035 
Stationer 71,169 
Service establishments 18,715 
Franchise dealers 116,071 
Manufacturers’ branch 449,080 


Miscellaneous Data 
Approximately '% of office machine dealer sales is in other items. 
Approximately % of stationery dealer sales is in other items. 
Approximately ‘4 of stationers sell typewriters. 
Approximately ‘2 of office machine dealers sell stationery 
Approximately ‘3 of all office machine sales are made by dealers. 
Franchise dealers do approximately three times as much business as 
non-franchise dealers. 
Franchise dealers do less than 1/6 as much business as manufacturers 


branches 





CUSTOM-BUILT DISPLAY FIXTURE INCREASES 


EVELOPING a custom-built, hardwood display fix- 
ture which classifies ring binders in all price brack- 
ets neatly into permanent positions, has helped to build 
sales substantially in this department at New Mexico 
School Supply Company, Albuquerque, N. M. 
Designed to provide a “permanent place for every 
type,” with ordinarily difficult-to-display ring binders, 
the fixture was a wooden cabinet, 5 feet wide by 5 feet 
high, with a slanting front, extending from shoulder- 
height to below waist-height. Incorporated in the 
Slanted section were 25 large compartments for various 
sizes of ring binders, some of them sub-divided into 
smaller compartments for pocket memo sizes 
Through the rows, broken down into types, quali- 
ties and price lines, were shown ring binders all the 
way from inexpensive canvas-covered three-ring mod- 
els to genuine cowhide types, with 12 rings, for “heavy- 
duty” use. Included in the selection were several with 
unusual ring arrangements to fit forms and statement 
sheets, as well as the city’s largest selection of small 
pocket-size memobooks for the businessman who pre- 
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RING BINDER SALES 


fers the ring binder type to permanently-bound books. 

The price range shown ranged from $.59 up to $15. 

In the front row nearest the traffic aisle are a variety 
of extremely expensive, genuine leather-bound models, 
which New Mexico School Supply Company constantly 
suggests in lieu of briefcases for the wants of particu- 
lar types of travelers. Many businessmen, it has been 
found, who must make constant reference to catalogs 
and advertising literature, are better off carrying a 
handy ring binder. This will withstand much usage 
and due to its genuine leather cover, it can be opened 
instantly to the desired page. By pointing out this fea- 
ture to many customers in the store, it has been found 
possible to “convert” many businessmen from carrying 
old-fashioned catalog books and heavy briefcases to the 
much lighter-weight, leather-bound ring binder. 

From three to six examples of each type of ring 
binder carried in stock are displayed compactly within 
a 5 x 3!4-foot space in the handy display fixture, and 
sales have been increased in every bracket, according 
to the management.—RAC 
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conducted by 


George Ly. Taylor 


OFFICE EQUIPMENT DEALER 


P.O. Box 542, Long Beach, Calif. 


on national advertising through display 


NE OF THE FUNCTIONS which 

your window displays can 
perform perhaps better than any 
other medium is that of building 
sales which have had their incep- 
tion in national advertising. Hun- 
dreds of dollars have been spent by 
national advertisers to promote sales 
all over the United States. Many of 
these potential sales are being lost 
to dealers because they lack plan- 
ning and thought in their display 
operations 


It is surprising 
but many long- 


established firms take it for granted, 
due possibly to overconfidence, that 
everyone knows they are distribu- 
tors for certain nationally-adver- 
tised articles in their particular 
towns. Factually, in all too many 
cases, this is just a supposition. It 
is true that a certain percentage of 
longtime residents in the growing 


community know sources of certain 
products distributed over a period 


of years, but it is equally true that 
many sales closed in the customer’s 
mind through the medium of na- 
tional advertising have been lost to 
a competitor because of the cus- 


tomer’s inability to find the local 
dealer. Many newcomers have to 


Spot a new dealer from whom to 
purchase needed office supplies. 
Have you made plans to secure your 
Share of that business or have you 
taken it for granted that the new- 
comer is going to look you up? The 
customers have been trained over a 
period of years to follow the line of 
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least resistance. Everything has been 
made so easy for them that they do 
not have the least desire to use their 
own effort. It is up to you, Mr. 
Dealer, to keep them informed of 
your business and its products. 

One of the most important me- 
diums through which you can ac- 
complish this is through intelligent 
use of your show windows. Adver- 
tising in the newspaper may reach 
more people per edition, but any- 
thing you may display in your win- 
dow works for you day and night as 
long as you permit it to do so. Your 
show window is the hardest-work- 
ing salesman you have. 

Many merchants, especially those 
who do not employ much help, are 
in the habit (and it is a very bad 
habit) of neglecting their show win- 
dows because of the work involved. 
They have worn themselves out 
with consuming effort that was not 
necessary. A planned display effort 
would not only have made this 
seeming hard work a pleasure, but 
would have assured the extra easy 
profits which they had sacrificed 
because of this neglect. 


We have repeatedly 

emphasized 
in these columns the folly of not 
using the lithographed cards pro- 
vided FREE OF CHARGE by the 
various manufacturers. They should 
be given center position, and the 
merchandise they advertise ar- 
ranged in the unit. Of course, the 
merchant with only one or two 
small windows has to show all the 
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items he can without too badly 
crowding the displays. The answer 
then is the two-wing units upon 
which he can show many, many 
items. The advisability of combina- 
tion mass and unit display for the 
small window is apparent when you 
give it enough thought. 


Many of the leading 

manufac- 

turers of the country have employed 
exceptional artists whose sole job 
it is to place these selling displays 
at your disposal. Not only do they 
plan them, but they reproduce the 
idea and place the posters in your 
store free of charge. WHAT ARE 
YOU DOING WITH THEM? It 
would be the height of folly to al- 
low these displays to enter and leave 
your store without doing their job. 
See that they are scheduled to do 
their job in your windows and then 
for a reasonable length of time in 
your store display. There are hidden 
profits in this sort of store planning. 
Here are some of the methods: 
First of all, a plan should be made 
on paper. This sketch should be 
prepared several months in advance 
and be the product not of one 
man but of a committee appointed 
to do the job. The plan should con- 
sist of printed layouts of the show 
windows, each one being numbered. 
Pads of these layouts should be 
available and each sheet dated for 
the change day it represents. Now, 
the display plan should be discussed 
and space awarded for the features 
that are considered the most VAL- 
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UABLE to the success of the store 
The items and detail of the trim 
should be recorded on the back of 
the particular plan sheet to which 
it pertains. Now, the work is def- 
initely in the hands of the trimmer. 
If the store is just run by husband 


and wife, a quiet discussion should 
lay the plans for very profitable 
display, provided enough thought is 
given to it. In larger organizations, 
the plans are usually drawn by the 
person in charge of advertising, the 
buyers, the store manager and the 


man who is to do the actual trim- 
ming. 

Yes, use the national display 
cards. Plan for their use and reap 
the reward of added profits through 
quick, easy sales from the pulling 
power of the show window 











STATIONERS CORPORATION EMPHASIZES ROCKWELL BARNES MODULAR LINE 


DISPLAY FEATURES 


new Modular office furniture 


NE OF THE MOST outstanding 

recent displays in the down- 
town Los Angeles area was the one 
featured in the accompanying pho- 
tograph. This was a showing of the 
new MODULAR furniture by the 
Rockwell Barnes Company of Chi- 
cago. Stationers Corporation is fea- 
turing this line very strongly be- 
cause of its ultra-modern styling 
and because it is typical of the fur- 
nishings that will be found, as the 
sign indicates, in “The Office of To- 
morrow.” The unit shown in the 
photograph was the last of the 
metal and all future shipments will 
be of wood until such time as the 
metal situation eases up. 

The display at Stationers Corpo- 
ration was the handiwork of Hans 
Andres, who has been display man- 
ager for this progressive firm for 
many years. Simplicity was the key- 
note of this arrangement. It con- 
sisted of a complete unit of Modular 
office furniture including typewriter 
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cabinet, corner cabinet, drawer cab- 
inet, storage cabinet, bookcase, and 
Rock-a-File. These pieces were dis- 
played as they should be used in 
minimum space along the walls. 
The Modular desk completed the ar- 
rangement of the furniture which 
was in gray steel. Rock-a-File Mod- 
ular office furniture is revolutionary 
in design and construction, combin- 
ing efficiency, comfort and beauty. 
Each separate unit is so designed 
and constructed that any combina- 
tion of units desired can be ar- 
ranged together in a harmonious 
and efficient layout. 


Mr. Andres 

accomplished that 
“Ready for Business” touch in this 
display by a careful and considered 
addition of all those accessories that 
are always available in this progres- 
Sive office supply store. It was a 
splendid example of suggestive sell- 
ing in window display and many of 


the smaller items shown in the dis- 
play were promoted by this effort. 

The display was featured on the 
large sign on the background of 
the window spotlighted at night for 
maximum pulling power. Mr. Andres 
is to be congratulated upon the effi- 
ciency with which he has installed 
this modern display of ultra-mod- 
ern furniture. 

We are grateful to Stationers Cor- 
poration and to the Rockwell Barnes 
Company for this contribution to 
our display section. We have two 
other photographs of outstanding 
displays by Hans Andres. They will 
be featured in subsequent issues of 
this display section with a view of 
service to our subscribers. This de- 
partment is always open to requests 
and suggestions from our readers. 
We are anxious to help you with 
your individual problems. Just ad- 
dress photographs and inquires to 
George D. Taylor at Box 542, Long 
Beach, Calif 
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THIS MONTH'S 
ad-window display for dealers 


HE OA AD for September is sug- 

gested by the advertising of 
Browne-Morse Company, Muskegon, 
Mich. It appeared on page 177 of 
the June issue of OFFICE APPLIANCES 
and was selected because of its sim- 
plicity from a display angle. 

It is not too easy to create window 
displays that will emphasize filing 
supplies and their use. In fact, filing 
supplies present a challenge every 
time one wants to display them in 
the window. Browne-Morse, through 
this simple advertisement, has pre- 
sented us with an idea that can be 
used in several different ways. And 


best of all, it is one which can be 
carried out by anyone, talented or 
not. 

The attention is secured by the 


digging tools which, upon first 
glance, seem decidedly out of place 
in a stationer’s show window and yet 
which serve as a magnificent atten- 


tion getter. They fit in ideally with 
the caption which reads, “You don’t 
have to dig for correspondence 


now.” The thought is put over very 
simply in a manner that cannot be 
missed by anyone and the selling 
point is a powerful one in this busy, 
impatient era 


Our artist 
has depicted the pro- 
fessional way of handling the 


props. A cut-out shovel is used for 
one of the readers and is suspended 
from the ceiling as is a pick, bor- 


rowed from the local hardware 
dealer. A borrowed shovel leans 


As suggested by the advertising 


of Browne-Morse Company 


against another of the filing cab- 
inets. The open drawers are fitted 
with folders and the supplies in 
question. Another reader, “Switch 
to Browne-Morse” completes the 
display. 

Another simple arrangement 
would be the use of three filing cab- 
inets—four, three, and two-drawer 
models placed in step arrangement 
in the center of the window with 
the shovel and pick leaning in rela- 
tive position. 


The readers 
can be printed on 
regular sales cards, or you can im- 
provise a shovel out of cardboard 
and provide a suitable wood handle 
for the hanging reader. 

Of course, you must make pro- 
vision to feature very strongly the 
name of the manufacturer and your 
own store name. This is far more 
important than most merchants are 
willing to admit. You must make an 
impression upon the mind of the 
shopping public. One of the surest 
means you can employ, and this will 
bear emphasizing again and again, 
is your store name plainly visible in 
your show window. There are many 
reasons why this is so, if you will 
but stop to think the matter out 
you will recognize many of them. 

Quite often, the store front can 
be plastered with signs advertising 
the fact that this is the John Doakes 
store and yet the prospect, intent 
on what you have on display, does 
not mentally reserve the name of 











DIGGING TOOLS PROVIDE PROPS 
FOR FILING SUPPLIES DISPLAY 


your store for that important day 
when he will make the purchase. 
This is very evident to all of us. 
How many times do we have vague 
inquiries about some store which 
had “such and such in the window 
the other day, it’s along here some- 
where.” A sign with your name dis- 
played prominently IN THE DIS- 
PLAY would have registered in 
that person’s mind as he window 
shopped and would serve as a re- 
minder when he returned to pur- 
chase. 


We are grateful 

to Browne-Morse 
Company for its contribution to our 
display columns through the me- 
dium of a double-purpose advertise- 
ment that is skillfully conceived, 
splendidly carried out, and which 
should be used to good purpose, not 
only in the newspapers of the coun- 
try but also in the show windows 
of our readers. 





One of the outstanding executives of our acquaintance is a man of quick and firm 
decisions, which seem to brook no argument. Yet we know no man who more quickly 
changes his mind if an associate presents facts or figures or sound arguments which 
prove his initial decision to be unsound or unwise. 

In changing his mind he seems not to lose one iota of the respect of those around 
him, in spite of his original apparently uncompromising stand. After watching this 
executive for several years we have concluded that the secret is that, faced with the 
conviction he is wrong, he changes easily and promptly, with no attempt at self-justifica- 
tion, and without his associates feeling that they have to help him save face. While 
they take satisfaction out of bringing the boss around to their way of thinking, instead 
of feeling smug about it they have a deep sense of pride that they work under a man 
so reasonable and so forthright. They are the more ready to follow his leadership 
because they realize that when he does stick to his original decisions it is through firm 
conviction rather than mere pride of decision. 
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Editorial 





Why Jax Tools That 


Are Not a Luxury? 


@@ THE PROPOSAL to levy a new luxury tax 
on pens and pencils would be like taxing car- 
penters’ saws and mechanics’ tools, James V. 
Carmichael, spokesman for the Fountain Pen 
& Mechancial Pencil Manufacturers Association, 
wisely told the Senate finance committee re- 
cently. 

The president of Scripto, Inc., voiced his 
opposition to extension of the 20‘ luxury excise 
tax on fountain pens, ball point pens and 
mechanical pencils in all price ranges. 

This tax, the Senate committee was told, 
would fall heavily on 32,000,000 students in the 
nation’s schools, a levy that would impose “an 
unjust hardship on those least able to afford it.” 

Not only students, Mr. Carmichael pointed 
out, but more than 3,000,000 servicemen and 
women and families would be hit by a tax taking 
its toll of letter writing, which is a vital factor 
in maintaining a high level of morale in the 
nation’s armed forces. 


Here and There 


pointment to the board of directors of 
the Builders Exchange of that city. He 
was named by President Harvey E. Bucholz 
to fill out the unexpired term of the late 
Fred A. Luber, a man for whose abilities 
Mr. Doepke had the highest esteem. 


LUCKY NSOEA ANGLERS 


CAPT STARNS INLET PIER 


Taxing pens and pencils, as a luxury, seems 
a new and unwarranted invasion into the field 
of tools having strictly utilitarian usage. 





Character is one commodity which needs never 
incur an advertising expense to its producer. 
D. Mead 





42nd Annual Special 


Office Furniture Section 


@¢ TODAY’S OFFICE FURNITURE has colors 
that complement and designs that promote 
efficiency of the user. The “chair and a desk” 
combination has been replaced by the suite and 
the draperies on the wall are as utilitarian as 
the ash tray. There’s a genuine sales potential 
for the furniture dealer of our industry who can 
vision harmony of form and function for the 
businessman’s “other home.’ OFFICE APPLIANCES 
this month presents its 42nd Annual Special 
Office Furniture Section with the sincere hope 
that it will bring manufacturer and dealer to- 
gether in visioning the opportunity that is here 
today as well as tomorrow. 





“Mr. Moodie comes to the Demountable 
with a consistent record of success. He 
is a courteous, straightforward gentleman 
and his friends, if collected together, 
would constitute a formidable army. One 
and all they will join Office Appliances 
in wishing him the realization of his hopes.” 





BOB MOODIE STILL MARCHING 
ALONG IN OFFICE MACHINE 
BUSINESS; STARTED AT 13 


Accepting the presidency of the Con- 
quistadores this veteran figure of the 
office machines industry declared: 

“Your president has had rather a hum- 








The fishing was good on the day following 
the NSOEA regional convention at Atlantic 
City, N. J. Displaying their catch of 31 blues 
and two bonita are (left to right) Howard 
Gatewood, WOFI, Washington, D. C.; J. B. 
“Jack” Wagoner, Myrtle Desk Co., Alma Desk 
Co., and High Point Bending & Chair Co., 
Washington, D. C.; Henry Jackson, Fredericks- 
burg Office Supply Co., Fredericksburg, Va. 
and Gerald “Gerry” French, Commercial Furn- 
iture Co., New York City. 





ERWIN W. DOEPKE NAMED 
TO BOARD OF BUILDERS 
EXCHANGE AT MILWAUKEE 

A signal honor has come to Erwin W. 
Doepke of the S. J. Olsen Company, office 
outfitters of Milwaukee, Wis., in his ap- 
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R. B. ‘“Bob’’ Moodie, New Orleans, La., 
was recently elected the first International 
president of the Friden Conquistadores 
Club of the Friden Calculating Machine 
Company, Inc. In his acceptance speech 
on that occasion he recalled an article 
appearing in Office Appliances of April, 
1923 and a reference to that mention is 
in order. 

At that time, Mr. Moodie had just been 
appointed southern sales manager of the 
Demountable Typewriter Company of Fond 
du Lac, Wis., with headquarters at New 
Orleans. Office Appliances told how he 
had been connected with the typewriter 
business since he was 13 years old and 
how he received his start in the selling 
field as a vendor of the Saturday Evening 
Post. 

Then came this complimentary reference: 


dum existence, nothing much happened 
to me until | was three when | was in one 
of the most disastrous railroad accidents 
in railroad history; at seven a survivor, 
with my mother and six-months-old brother, 
of the terrible Galveston disaster; a type- 
writer salesman at 13, branch office man- 
ager at 16. | have sold, lived and traveled 
in practically every state in the Union— 
then lived in New Orleans, America’s 
greatest convention city, for many 
ae... 


25 YEARS OF SERVICE 
WIN CRUISE REWARD 

L. B. Haggard, secretary and purchasing 
agent for the Harry L. Morgan Company, 
Columbus, Ohio, dealing in office furniture 
and supplies, was recently presented with 
a vacation for himself and his wife in 
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recognition of his 25 years of continuous 
service with the firm. Mr. and Mrs. Hag- 
gard were to take a 10-day cruise on the 
Great Lakes, leaving from Cleveland, Avu- 
gust 5 as guests of James T. Morgan, presi- 
dent. Mr. Haggard joined the firm in July, 
1926, as a shipipng clerk.—AK 





VOODOO PROVIDES NEW ALLOY; 
VOYAGER DASHEW USES SWORD 
TO FIND A METAL FOR PLATES 

A souvenir from voodoo practioners in 
Haiti has put Stanley Dashew back in busi- 
ness as president of the Dashew Business 





DISCOVERS NEW ALLOY—A 15-month pleasure 
voyage in the Western Hemisphere has turned 
vp a precious metal for Stanley Dashew 
(bottom picture). On the trip, he was pre- 
sented a sword as a souvenir of a fire dance 
(top picture) in Haiti. The sword revealed the 
formula for a new alloy which he is using to 
manufacture plates for addressing machines. 


Equipment Company, 847 N. La Cienega 
Bivd., Los Angeles 46, Calif. 

Mr. Dashew and his family recently re- 
turned from a tour of the Western Hemi- 
sphere aboard their 76-foot schooner, the 
The purpose of the trip, 
according to him, was “to learn to live 


Constellation 


again,” which will be the title of a book 
to be published this spring. 

The souvenir was a sword which has 
been turned into addressing machine plates 
—DASHaplates. According to Mr. Dashew, 
the sword was given to him after sacred 
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fire dance of the voodoos which he was 
permitted to photograph and observe. 

Mr. Dashew, who gave up a position 
with an addressing machine company to 
make the voyage, had the metal of the 
sword broken down, and from this proc- 
ess was discovered a new alloy from which 
such plates could be made. Formula 16 
was thus introduced and the metal is 
claimed to be as pliant as zinc and two- 
thirds as hard as steel. It is planned to 
sell all the plates first of all to publishers. 
The cost of the new alloy is the same as 
zinc, Mr. Dashew says. 

He left Grand Rapids, Mich., July 16, 
1949, with his wife and two children, Ste- 
phen, then 7, and Lesley, just 3 months old. 

“We had the opportunity,” he points 
out, “to study the economic and business 
opportunities of a dozens or more coun- 
tries in the Western Hemisphere. Believe 
me, when | say that there is not another 
country where a man could develop an 
idea, build the dies, and get into produc- 
tion on an entirely new product in 90 days’ 
time. Truly it’s great to be an American.” 





VISIT TO VENICE PROVES 
ENJOYABLE INTERLUDE IN 
TRIP TO PENCIL FACTORY 

H. U. Bittman, vice-president and gen- 
eral manager of A. W. Faber-Castell 
Pencil Company, Newark, N. J., denies 
that the accompanying photo indicates 
that he is trying to sell Castell drawing 
pencils to the artists and professional men 
in Venice, Italy. He states that this ro- 
mantic journey in a Venetian gondola 
(with Mrs. Bittman and a friend, Mrs. 
Howard Ely) was incidental to his recent 
trip to the A. W. Faber-Castell pencil 
factories in Stein, West Zone, Germany. 

Mr. Bittman also visited other leading 
cities in West Germany, as well as calling 





BITTMAN HOLIDAY IN VENICE 


upon the American firm's representatives 
in Zurich, Milan and Rome. The Bittmans 
flew from New York City to Paris and 
returned via the same air route. 
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2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 

Slugger Swallow was the star of the 
Birdland baseball team. He never failed 
to knock in the winning runs when 
needed. All Birdland sang his praises. 
The slugger signed testimonials, made 
public appearances, had a fan club 
named after him and was given a field 
day every year when Birdland went to 
the ball park to do him homage. The 
Town Council made Slugger Swallow 
Day a national holiday. He lived in 
luxury on a princely income. 


One season after his bat had won the 
pennant for Birdland 20 years straight, 
we were playing the Wildcats for the 
championship of the Fur and Feather 
League. The score zig-zagged back and 
forth for 39 innings, first the Wildcats 
would get ahead, then Slugger would 
knock in a couple of runs to put his 
team ahead, then the Wildcats would 
get ahead again and our swatter would 
knock in some more runs to take the lead. 
That day he hit 14 home runs, 12 triples, 
16 doubles, 10 singles, stole 15 bases, 
knocked 11 pitchers out of the box, and 
at the end of the 39th inning, the score 
was 84 to 83 in favor of the Wildcats. 
Birdland was at bat, with one man on 
base and up came Slugger Swallow. 


“It's all over,” said the fans as they 
began to leave the park. The sports 
writers wired their papers, “Birdland 
beats Wildcats, 85 to 84.” The Wildcat 
backers paid off their bets. That's the 
kind of reputation Slugger Swallow had 
all over the land. When he came to bat 
in a pinch, the winning run was as good 
as home. 


The pitcher wound up, then threw the 
ball. “Watch it sail over the fence,” 
chorused the crowd in happy anticipa- 
tion. The ball, a wild one, shot toward 
Slugger. He tried to duck but wasn't 
fast enough. “Hit by a pitched ball,” 
yelled the umpire, “Take your base.” 


“Why didn’t you get out of the way, 
you dope,” cried the fans! “Why didn't 
you knock it out of the park, stupid!” 
Then they booed their hero of years. The 
next three batters struck out, leaving 
Slugger and his teammate on base. The 
Wildcats won and the fans tore every 
feather off Slugger Swallow's back. 


Every hero becomes a bore at last— 
Emerson. 
Very wisely yours, 
OLLIE THE OWL 
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CLOSING BANQUET PROVES GALA AFFAIR AT NSOEA CONVENTION IN AMBASSADOR HOTEL 


382 ATTEND COMBINED 3RD AND 13TH 
REGIONAL CONVENTION; ROSENDORF, 
WAHRMAN NOMINATED GOVERNORS 

Ambassador Hotel at Atlantic City, N.J., 

is Scene of Successful Session; NSOEA 

Troupers Provide Industry Information 


HE AMBASSADOR HOTEL in Atlantic City, N. J., 
was the site of the combined annual NSOEA Districts 
No. 3 and 13 convention held on Friday and Saturday, 


ON THE OPPOSITE PAGE — 


1. Mr. and Mrs. Frank May, J. L. May Co. 

2. Mrs. Howard S. Sanders and Mrs. Hal Tough 

3. Charles W. Busk, Associated Cellulose Products Corp.; Gov. Robert 

Reichman, Mooney’s, Inc., New York, N. Y.; Stuart Goll, manu- 

facturers’ agent; Bill McDowell, Art Metal Construction Co. 

Scene at the registration desk. 

Ben Wachtel, Parker Pen Co.; Rose Cushman, NSOEA; Joseph C. 

Runnels, Commercial Office Furniture Co., Washington, D. C. 

6. Leon Banov, Art Steel Co.; William G. Hintz, William G. Hintz, 
Inc., Reading, Pa.; I. Lampel, Art Steel Co. 

7. Irving M. Levy, Art Steel Sales Co., New York, N. Y.; Mr. and 
Mrs. Charles E. Reynell, Oxford Filing Supply Co.; Gov. Robert 
Reichman, Mooney’s, Inc., New York, N. Y. 

8. Ray Fritz, Fulton Marking Equipment Co.; David Norman, Norman 
Staty. Co., Bristol, Pa.; Si J. Donnelly, R. A. Stewart & Co. 

9. W. F. Vogel, Sengbusch Self-Closing Inkstand Co.; W. P. Rein- 
hardt, A. Pomerantz & Co., Philadelphia, Pa.; John J. Kerns, 
Stationers Loose Leaf Co.; Stanley M. Woodruff, Weis Mfg. Co. 

10. Harry L. Fellowes, Bankers Box Co., and Paul W. Cheney, South- 
worth Co. 

11. Martin M. Moldow, manufacturers’ agent; Mrs. J. A. Malloy; Paul 
F. Steever, Office Equipment Co., Harrisburg, Pa.; R. Lewis Wat- 
kins, Victor Safe & Equipment Co 

12. Gov.-Elect District No. 13 R. E. Wahrum, R. E. Wahrum, Inc., New 
York, N. Y., and G. F. Griffiths, Noesting Pin Ticket Co., New 
York, N. Y., treasurer District No. 13. 

13. Irving Roth, Roth Bros., Philadelphia, Pa.; R. A. Jonas, Jr., Oxford 
Filing Supply Co.; Ben Grayson and Herb Grayson, both Ace 
Fastener Corp. 

14. Miss Ann McGrow and Miss Julia McGraw, both Ankeney Co., 
Cumberland, Md. 

15. Emil J. Contreras, Joseph Dixon Crucible Co., John Link, Lucas 
Bros., Inc., Baltimore, Md., treasurer District 13; Joe Linehan and 
John Boscher, both Joseph Dixon Crucible Co 

16. William H. Gove, Minnesota Mining & Mfg. Co., Paul E. Bur- 
bank, NSOEA; 3d Regional Gov. Charles W. Lukens and 13th 
Regional Gov. Robert Reichman. 

17. Harold Graves, Wilson Jones Co.; Mr. & Mrs. Charles A. New- 
comet, C. F. Heller Bindery, Reading, Pa. 


"> 
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June 29 and 30. It was the last of a series of successful 
regional conventions staged by the NSOEA throughout 
the country. Governors Charles W. Lukens, Yeo & 
Lukens Company, Philadelphia, Pa., and Robert Reich- 
man, Mooney’s Inc., New York, N. Y., presided. The 
total registration of 382 included 164 manufacturers, 
80 dealers, 121 ladies and 17 miscellaneous guests. 


Most of the addresses of the convention were given 
by members of the NSOEA troupe who were NSOEA 
President Zac Smith, Zac Smith Stationery Company, 
Birmingham, Ala., who spoke on “Ideas for Manage- 
ment”; L. W. Miller, General Fireproofing Company, 


18. Bernie Roberts, Walcott-Taylor Co., Washington, D. C.; B. Mat- 
thews and L. Hendrickson, both Harter Corp.; Mrs. Harry Tehan, 
Jr. 

19. Edward LaGasse, Victor Safe & Equipment Co.; Joe Roberts, 
American Stamp & Staty. Co., Allentown, Pa.; J. F. Emhardt, 
Columbia Steel Equipment Co. 

20. A. W. Gill, A. W. Gill & Co., Trenton, N. J.; lt. Gov.-Elect E. 
Russell Ashley, Ashley-McCormick Co., Bridgeton, N. J. 

21. J. A. Malloy, General Fireproofing Co.; Mr. & Mrs. Paul W. 
Bowman, Office Equipment Co., Harrisburg, Pa. 

22. Art Brigham, National Blank Book Co.; Otis A. Ingalls, R. R. 
Brant Co., Inc., Newark, N. J.; Bill Lindenberger, National Blank 
Book Co.; Frank Samana, Peerless Staty., Nutley, N. J. 

23. Nick Lordi, L. E. Waterman Co.; W. H. Oehmler, All-Steel Equip- 
ment, Inc.; Mr. and Mrs. G. W. Miller, Deemer & Co., Hazelton, 
Pa.; Charles Granath, L. E. Waterman Co. 

24. Dan Smith, Smith Printing Co., Williamsport, Pa.; Richard D. 
Pomerantz, A. Pomerantz & Co., Philadelphia, Pa.; Gov.-Elect 
Samuel S$. Rosendorf, Southern Stamp & Staty. Co., Richmond, 
Va.; J. A. Brown, J. R. Weldin Co., Pittsburgh, Pa. 

25. Royal H. Eckert, Royal H. Eckert, Inc., Allentown, Pa.; R. N. 
Wood, Esterbrook Pen Co. 

26. Mr. & Mrs. Joseph Dunn, William F. Murphy’s Sons Co., Phila- 
delphia, Pa. 

27. Penn-Mar-Va Ex-President Mark Kenna, American Pencil Co., con- 
gratulates President Taylor B. Kellogg, C. Howard Hunt Pen Co. 

28. E. A. Keeling, Art Metal Construction Co.; E. A. Keeling, Jr., 
Arnot & Co., Inc. 

29. Charles W. Lipman, George B. Graff Co., J. S. Libien, Libien 
Press, Inc., New York, N. Y.; Richard Lewisohn, Jr., American 
Pencil Co. 

30. President Zac Smith, Zac Smith Staty. Co., Birmingham, Ala.; 
Gov. Charles W. Lukens, Yeo & Lukens Co., Philadelphia, Pa. 

31. George Wustner, William F. Murphy’s Sons Co., Philadelphia, 
Pa.; Alexander Burkhart, Victor Safe & Equipment Co.; Ralph G. 
Henriques, Bates Mfg. Co.; Joseph W. McCormick, Jr., Stationers 
Guild of America. 

32. Charles V. Sinisgalli, R. P. Andrews Paper Co., Washington, D. C.; 
H. B. Van Dorn, Joseph Dixon Crucible Co. 

33. Earl Koch, Koch Office Supply Co., Baltimore, Md.; Herb J. Walsh, 
Ace Fastener Corp. 
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who gave his talk on “Metal Business Equipment in 
1951”; Harry L. Fellowes, Bankers Box Company, whose 
topic was “Stationers Can Work Together”; William H. 
Gove, Minnesota Mining & Manufacturing Company, 
who told how to “Serve and Sell”, and Paul E. Burbank, 
NSOEA, who gave his talk entitled “This Is It.” 

The program was divided into three sessions, preced- 
ed by registration which started Thursday afternoon 
and by 10 a.m. Friday had reached the 250 mark. 


A large audience filled 

the seats at the “22 Club” 
room on the lower lobby floor of the Ambassador Hotel 
when the first session was called to order at 10:30 a.m. 
Friday morning by Governor Lukens, who extended a 
hearty welcome. He then appointed the nominating 
committee for the Third Regional District. They were: 
Chairman, Joseph E. Runnels, Commercial Office Fur- 
niture Company, Washington, D. C.; William H. Pat- 
terson, Johnstown Office Supply Company, Johnstown, 
Pa., and Charles V. Sinisgalli, R. P. Andrews Paper 
Company, Washington, D. C. 

Governor Reichman also extended a cordial welcome 
and announced that the convention program to follow 
should prove extremely interesting and beneficial to 
all. He took occasion to tell of the campaign to pub- 
licize the convention, in which over 12,000 pieces of 
mail were sent out, and thanked the publicity com- 
mittee and manufacturers who had participated. He 
then appointed the nominating committee for the 


Thirteenth Regional District who were: Chairman, J. S. 
Libien, Libien Press Inc., New York, N. Y.; Murray Cook, 
Cook’s Stationery, Brooklyn, N. Y., and Mortimer H. 
Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New 
York, N. Y., after which he introduced a singing com- 
mercial quartet who warbled praises of NSOEA and 
again sang introducing the next speaker. The quartet 
consisted of Edwin J. Moore, Dennison Manufacturing 
Company; William Lindenberger, George E. Harscheid 
and Arthur Brigham, all of National Blank Book Com- 
pany. 

The next speaker was Zac Smith, Zac Smith Sta- 
tionery Company, Birmingham, Ala., president of the 
National Stationery & Office Equipment Association, 
whose topic was “Ideas for Management.” After thank- 
ing the quartet he gave his listeners a brief outline of 
his recent travels to England where he attended the 
annual stationers’ convention of Great Britain and 
Ireland. He then gave a colorful talk full of good ad- 
vice to dealers on the subject of “Ideas for Manage- 
ment.” 


The next speaker was 
Trouper L. W. Miller, General 
Fireproofing Company, who gave his talk on “Metal 
Business Equipment in 1951” in which he discussed the 
present and future outlook for metal office furniture. 
In discussing government controls and regulations, he 
stressed the importance of procuring DO ratings. 
The last speaker of the morning session was Carl W. 





SCENES FROM COLORFUL “DRAG-OUT” PARTY FOR NSOEA COMBINED REGIONAL MEETING AT ATLANTIC CITY 


1. Richard M. Graff, Esterbrook Pen Co., master of ceremonies; 
George E. Harscheid, Art Brigham and Bill Lindenberg, all National 
Blank Book Co.; Edward Moore, Dennison Mfg. Co. 

2. Penn-Mar-Va bathing beauties: seated—James W. Curran, Eagle 
Pencil Co.; Earl H. Prentzel, Speed Products Co.; kneeling—Fred 
Milner, Joseph Dixon Crucible Co.; Ralph Henriques, Bates Mfg. 
Co.; Harry Tehan, Jr., Cooke & Cobb Co.; W. H. Galten, Cush- 
man & Dennison Mfg. Co.; standing—Martin Moldow, manufac- 
turers’ agent; William F. Vogel, Sengbusch Self-Closing Inkstand 
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Co.; E. F. St. George, Oakville Co.; J. J. Kerns, Stationers L. L. Co. 


3. Square dancers: front—Jinny McCully, Willie Shearman, William 


D. McCully, S. E. & M. Vernon, Inc.; Al Paris, Stationers Guild of 
America; standing—Robert L. Johnson, Warshaw Mfg. Co., Inc.; 
Anne Johnson; James G. Shearman, Acco Products, Inc.; Marilon 
Paris. 


4. Mr. and Mrs. Charles M. Jaffer, Eberhard Faber Pencil Co., first 


prize winners for costumes. 


5. Some of the square dancers. 
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\. B. Dick mimeograph products are for use with all makes of suitable stencil duplicating products. 


A. B. DICK COMPANY, 5700 Touhy Avenue, Chicago 31, Illinois 
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SEEN AT ATLANTIC CITY WITH NSOEA 


1. H. M. Spencer, Spencer Staty. Co., Chester Pa.; George H. Dear- 
dorf, George's Staty. Co., York, Pa.; George W. Miller, Deemer 
& Co., Hazelton, Pa.; Abe Simonoff, Colonial Staty. Co., Newark, 
N. J. 

2. Gov. Charles W. Lukens, Yeo & Lukens Co., Philadelphia, Pa.; 
Gov.-elect Samuel S. Rosendorf, Jr., Southern Stamp & Staty. Co., 
Richmond, Va:; J. A. Malloy and L. W. Miller, both General 
Fireproofing Co. 

3. New Penn-Mar-Va Travelers Club officers: A. W. Williams, sec- 
retary; Rose Cushman, NSOEA, treasurer; Taylor B. Kellogg, 
president, C. Howard Hunt Pen Co.; Harry Tehan, Jr., first vice- 
president, Cooke & Cobb Co.; Richard M. Graff, second vice- 
president, Esterbrook Pen Co. 

4. W. P. Corbett, manufacturers’ representative; John Schofield, The 
Carter’s ink Co.; Mrs. Corbett; Lester Pomerantz, A. Pomerantz 
& Co., Philadelphia, Pa.; J. J. Savage, The Carter’s Ink Co. 

5. J. Cheriff, Cheriff Staty. Co., Inc., New York, N. Y.; Ben Schum- 
ski, Perry Ptg. & Staty. Co., New York, N. Y.; Arthur Lawless; 
Lovis Wachtel, American Pencil Co. 

6. John J. Whalen, H. S. Bradford and Ted Bradford, all American 
Pad & Paper Co.; Mr. and Mrs. Martin F. Escoffier, Clinton Staty. 
& Supply Co., Newark, N. J. 

7. George D. Leonard, Koh-l-Noor Pencil Co., Howard S. Sanders, 
Stati s & Publishers Board of Trade; Harry Tehan, Jr., Cooke 
& Cobb Co., Sam Jason, manufacturers’ representative, Montreal, 
Canada. 

8. Milton Goldhair, Harmill Office Supply Co., New York, N. Y.; E. 
Davidson, Perfect Rubber Seat Cushion Co.; Martin Moldow and 
M. J. Weinstein, both manufacturers’ representatives. 

9. Scene at Stationers Guild of America luncheon. 

10. Ward Taylor and Ben Okin, both Walcott-Taylor Co., Washing- 
ton, D. C. 





Priesing, American Pencil Company, whose subject was 
“Where Do We Go from Here?” in which he discussed 
the need for efficient salesman. Declaring that people 
stop buying for human reasons, he drew attention toa 
chart giving the following reasons: 14% because prices 
are too high, 10% because of inferior merchandise, 13% 
because of slipshod methods, and 63% because they are 
dissatisfied with sales people. 

Stating that poor salesmanship is too widespread, he 
called attention to the fact that improved selling is to- 
day’s great need. Declaring that resourcefulness is one 
of the characteristics necessary to win as salesmen, he 
added the following requirements—stimulation and en- 
thusiasm, faith in both products and company poli- 
cies, sales training and encouragement—all of which 
should improve the quality of selling and therefore in- 
crease sales volume materially. In conclusion, he urged 
dealers to study buying motives and acquire a thorough 
knowledg of their products, to hold more sales meet- 
ings, to make use of manufacturers’ sales aids and the 
co-operation of manufacturers’ representatives. Re- 
minding his listeners that the surface has barely been 
touched in the replacement of equipment in offices, he 
declared “the future is bright” for dealers who brighten 
up their stores both inside and out and stimulate and 
enthuse both inside and outside sales forces. 


At the conclusion 

of the first session luncheon was 
served at 1 p.m. in the spacious Renaissance Room at- 
tended by both ladies and men with Governor Robert 
Reichman presiding. Governor Reichman introduced 
the guest speaker, Dr. Alan Stockdale, National Asso- 
ciation of Manufacturers, whose topic was “Meeting the 
Modern Challenge” in which he expressed grave con- 
cern that the American way of life is threatened. In 
discussing the threat of inflation and how to combat 
it, he suggested that we pay as we go, that business 
men should have Government posts, that Government 
cut down expenses and eliminate wasteful spending, 
control credit and step up production. In conclusion, 
he remarked that fear does not belong to American 
citizens, saying “let us meet the challenge.” 

The second session was called to order at 2:30 p.m. 
in the “22 Club” room with Governor Reichman pre- 
siding. The greater part of this session was devoted to 
manufacturers’ panel discussion on the topic of “What 
Is Ahead?” The panel consisted of Joseph Burger, Art 
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Steel Sales Company, on steel; Charles Reynell, Oxford 
Filing Supply Company, on filing supplies; Harold 
Graves, Wilson Jones Company, on loose leaf and 
bound books; David Price, Eagle Pencil Company, on 
wood-cased pencils, and Charles Parker, Speed Prod- 
ucts Company, on stapling machines. Each gave a brief 
outline of present conditions in their respective fields 
and stated that while the outlook for the future is 
somewhat confusing and difficult to predict, the in- 
genuity and resourcefulness of manufacturers in the 
industry will play an historic part in keeping up pro- 
duction of products and that there will always be 

Turn to page 115, please) 
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ANAMA-BEAVER 


Typewriter Ribbons and Carbon Papers 


There is no guesswork in our laboratories, 
manufacturing departments or finishing rooms. 
Each PANAMA-BEAVER product, being designed 


for a specific purpose, is planned and 





produced by skilled technicians working to 


a careful formula. These are PRECISION 


ribbons and carbons... and that is why 










their national popularity grows. 








Id - i 
nd a = Se 
on 
yd - 
ief 
lds 

- MANIFOLD SUPPLIES COMPANY — 188 Third Avenue. Brooklyn 17, N. Y. 
os Coast to Coast Distribution 


be 
1se CARBON PAPERS - HECTOGRAPH - UNI-MASTERSISUINKED RISSONS.. 


5] OFFICE APPLIANCES, September, 1951 37 














DUPLI-TRAY 





Diebold, Inc., 
Canton 2, Ohio 


The Dupli-Tray is made up of multiple separators 
which pocket duplicator masters without the use of 
compressors, clips and gadgets. This system, according 
to the manufacturer, eliminates smearing, offsetting, 
wrinkling or folding. The clerk reaches for a separator, 
flicks it open at the desired master—and the open “V”’ 
is maintained until the next duplicator master is 
needed. One Dupli-Tray houses 1200 ° 81%x1l-inch 
duplicator masters. 


FLEXOWRITER 





Commercial Controls Corporation, 
Rochester 2, N.Y. 


The all-new Flexowriter—a tape recorder-reproducer 
—is a completely automatic unit which provides an on- 
the-spot method for perforating master tapes for im- 
mediate multiple copy production. According to the 
manufacturer, it automatically reperforates duplicate 
master tapes when required for other Flexowriters and, 
at the same time, multiple copies are automatically 
produced. It automatically shifts the ribbon for color 
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change and it stops automatically to permit fill-ins. A 
secretary merely types the original letter or manuscript 
on the Flexowriter electric keyboard and this makes, in 
one operation, a visual reading copy and a master per- 
forated tape for multiple reproduction. The tape is 
then placed in the tape reader, a button is pressed and 
the quantity of letters are in production. The machine 
is furnished with an all-steel cabinet-type desk meas- 
uring 27 inches high, 38 inches wide and 26 inches deep. 


SQUEEZE-IT CANODE 


Ink Specialties Company, Inc. 
523 N. Halsted St., Chicago 22, Ill. 


Canode Dri-Rite black duplicat- 
BLACK ing ink is now packaged in eight- 
Duplicating ounce Squeeze-It plastic bottle by 
eens which almost every drop of ink can 
be quickly removed. This bottle is 
also available with three other 
Canode products—Rapid Dry red, 
blue and green. The bottle is trans- 
lucent, making a beautiful display 
of colored inks, and also blacks. 


ORI-RITE 





CARBON FEEDMASTER 





Carbon Feedmaster Company, 
Eureka, Ill. 


This device feeds roll carbon paper only one space, 
even though the tabulator is set for double or triple 
spacing and rewinds the carbon paper for re-use. The 
manufacturer says the product is ideal for master writ- 
ing on tabulating machines, stating that its use saves 
80% on carbon paper costs on the average application. 
On actual job tests, use of the device resulted in carbon 
paper savings amounting to as much as $493.00 per 
month per machine, it is claimed. The Feedmaster 
completely divorces the feeding of the carbon from the 
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EXCITING COLOR 
PAGES IN LIFE, 
SAT. EVE. POST, 

THIS WEEK, PARADE, 

NEW YORK NEWS, N. Y. TIMES 

OVER 33,217,000 MESSAGES 








HITS NEW PEAK! 





HARD HITTING 
ADS IN LOOK 
AND COLLIER'S 
OVER 12,415,000 
MESSAGES 
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Smith-Corona gives you extra 


SCHOOL OPENINGS... Christmas 
shopping ... give your portable 
business a big boost during the 
last four months of the year! Over 
50% of annual portable sales are 
made in this period. 


To help you cash in on this extra 
fall business, Smith-Corona is 
reaching your prospects with 
more advertising than ever before. 


support for your busiest season... 


Hard-hitting advertisements re- 
mind, urge and persuade them to 
try the World's Fastest Portable... 
and buy it! 


Don’t miss out on this great 
opportunity! Feature and promote 
Smith-Corona in your newspaper 
ads and in window and counter 
displays. And remember this: Cws- 
tomers Buy In Stores That Tie-In! 





“4 FOR YOU... 
ti AD MATS, P 
: ' vipow SrA ith-Corona 
t- WINDOW DISPLAYS ] 
es 
| MERS 
_ noes PORTABLE TYPEWRITER 
er 
- LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 
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Makers also of famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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feeding of continuous printed forms. Mounted behind 
the carriage of a tabulator, it feeds from a plain car- 
bon roll, controls spacing of the carbon, and rewinds 
the carbon roll. The printing of a line by the tabulator 
permits an impulse to travel from the tabulator plug- 
board to the Feedmaster mechanism, which causes the 
carbon roll to feed one space. While the tabulator is 
ejecting one form and spacing to the first writing line 
of the next form, the carbon does not feed 


SMALL POINT ERASER 





Gits Molding Corporation, 
4600 W. Huron St., Chicago 44, Ill. 


This new semi-automatically propelled ink and pen- 
cil eraser has the eraser stick held in a plastic case 
which is tapered at the opening so as to assist the 
user to remove single letters, dots and lines without 
the use of a shield. The plastic case for the eraser 
stick is in the shape of a pencil and opens at the center, 
permitting the user to insert refills when required. By 
turning the ferrule at the center of the case, the user 
can eject the eraser stick to maintain a convenient 
erasing length. A special abrasive formula is claimed 
to erase ink, pencil and typewriter marks without dam- 
aging the paper itself. The small point eraser retails 
at $.89 each with three refills. The extra container of 
four refills retails at $.15 


TWIN ERASING SHIELD 





Allen & Company, 
11-15 Vandewater St., New York 38, N. Y. 


A circular typewriter eraser has been added in im- 
provement of the Allen-Quik twin erasing shield. This 
eraser is attached, by means of a snap button, to the 
handle of the erasing shield, where it cannot get lost 
and is instantly available for use. In using the shield, 
the typist swivels apart the leaves, inserts the bottom 
Shield in front or behind the carbon, as desired, and 
positions the top shield above it over the area to be 
erased. 
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NEOTERIC-DESIGN SHARPENERS 





Automatic Pencil Sharpener Company, 
324 N. Foothill Rd., Beverly Hills, Calif. 


The line of Apsco deluxe pencil sharpeners has been 
re-styled in Neoteric design for the new Model 51 series. 
The new models are claimed to combine eye-appeal 
with study construction and durable hollow-milled 
cutters. The Neoteric design has been applied to the 
Chicago deluxe model for standard pencils, the Giant 
deluxe with centering turret for all sizes of wood case 
pencils and crayons, and the Premier deluxe with auto- 
matic feed. Bases are diecast of alloy. The shaving 
receptacles are designed for maximum capacity in 
minimum space, have transparent acetate windows and 
lock securely in any of three positions for various 
mountings. 


HYDRAULIC LIFT 


F 


FROZ 









Big Joe Manufacturing Company, 
184 N. Franklin St., Chicago 6, Ill. 


The Big Joe all-purpose lift was designed and en- 
gineered as a low-price unit to solve such back-break- 
ing and dangerous problems as drum and barrel stack- 
ing, lifting and transporting heavy loads. It is adapted 
to plants in this industry without a loading platform 
as this unit has a lift of 52 inches, and a capacity of 
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“We make every 


; WELLS POSTURE-RITE 
char we soll ... with the Tilting Back 


and we soll every No. 1270 
chair we make.” +4 *? Fits oues 


Priced Slightly Higher in Zones 2 and 3 


AVAILABLE FOR EARLY DELIVERY 


MANUFACTURED BY 


ES GENERAL OFFICES 
SELY) = =—o725 S. LA SALLE ST. 
CHICAGO 5S, ILLINOIS 
Y * 
. TELEPHONE 
"| HARRISON 7-1100 





CHAIR CORPORATION 
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750 pounds. Material handling engineers have en- 
dorsed the construction and flexibility of this portable 
unit. 


BOLTAFLEX POINSETTIA 
Bolta Products Sales, Inc., 
Lawrence, Mass. 


Poinsettia, featuring a unique floral pattern, is the 
newest addition to the Boltaflex plastic Textelle line. 
Manufactured through the “Flo-Molded” process, the 
effect is claimed to be three-dimensional, fabric-like. 
This product is declared to be excellent for covering 
furniture, soft beds, platform rockers, occasional 
chairs, hassocks and television chairs. Bolta is market- 
ing Poinsettia in a 54-inch width, in two weights, and 
in green, blue, champagne, gray, rose, red, dark green, 
Olive, cocoa and the new Ruby red 


PORTABLE TAPE PLAYER 





The Pentron Corporation, 
221 E. Cullerton St., Chicago 16, Ill. 


The new portable tape player plays back tape re- 
corded on any standard recorder and is available. with 
or without self-contained amplifier, in either 7'- or 
3%-inch per second speeds. All models feature double 
track operation. Model PB-1 with pre-amplifier plugs 
into any existing amplifier, radio or TV set. This 8x9x11- 
inch model lists at $69.50. Model PB-Al, complete with 
self-contained 5-watt amplifier and 5'4-inch Alnico V 
speaker, is a heavier model and lists at $89.50 


EUCLID CALCULATOR 
E. Luini & Co., 
Via S$. Tomaso 5, Milan, Italy 


The Euclid calculator, manfactured by Bergonzini, 
S/A, Milan, is now available for export through E. Luini 
& Company. A key set type of calculator, the Euclid 
has column capacities of 10, 13 and 8. A machine with 
column capacities of 10, 20 and 11, for use in countries 
with devaluated money, is now being prepared and will 
be on the market shortly. This latter calculator will 
be provided with a means for transferring totals for 
accumulation. Other features of the Euclid include 
adding, subtracting, multiplying, dividing, carriage 
positioning control lever under the operating handle, 
rapid clearance of all dials, a dial for posting visibility 
and its ability to be operated with one hand only. 





Oklahoma City Man Now in Japan 

Kenneth Jeffries, former manager of the printing 
department of Al Cook Desk & Office Supply Company, 
Oklahoma City, Okla., is now with the 45th Division in 
Japan. He is a captain of Intelligence-—EVH 


42 


“PANEL DISPLAY” SELLS RECORD 
VOLUME OF CALENDAR PADS 


APITALIZING on the “impulse sale possibility” and 

reminding Denver businessmen of the convenience 
of desk-type calendar pads, is the purpose of a large 
4 x 3-foot display panel which appears on the wall of 
the office supply department of Kendrick-Bellamy 
Company, Denver, Colo. 

Shown on the big panel, which is so situated that 
every customer shopping in the store must pass within 
a few feet of it, are more than a dozen varieties of 
calendar pads, ranging from those with small numerals 
and large spaces on the pad-sheet for memos and 
reminders, to bank-types, with numbers reproduced 
in figures so large that they may readily be seen by 
anyone nearby. The choice also includes simple tear- 
out types, and perforated leather-bound deluxe gift 
models. 

The chief advantage of this handy reminder dis- 
play, according to H. E. Woodend, display manager, 
is the fact that dozens of calendar pads are sold per 
day to office executives and employees who have had 
trouble ascertaining the date. “A lot of businessmen 
get accustomed to the convenience of a desk-top cal- 
endar pad, but forget to buy a new one when the year 
changes,” Mr. Woodend pointed out. “Perhaps the lack 
of the pad will not be noticed for several days, until 
suddenly, the man concerned needs to know the date, 
and realizes that he has no calendar handy. The next 
time he shops in our store, with this convenient dis- 
play, featuring many prices, sizes and types, out in 
the open, the chances are that he will add the cal- 
endar pad to his purchase, with no prompting or sug- 
gestion from salespeople.”—RAL 





“HAVE YOU FORGOTTEN ANYTHING?” 
SIGN SELLS ADDITIONAL ITEMS 


OSTING A SMALL eye-level sign just inside the 

modern all-glass entrance to the store, a sign which 
reads “Have you Forgotten Anything?” has had a 
surprising effect on sales at Boyd Stationery & Printing 
Company, office supply firm of Panama City, Fla. 

The sign was put in position by Alton Boyd, presi- 
dent of the firm, when he noted the large number of 
customers who returned to the store after apparently 
completing purchases, to pick up an extra item or 
two. Therefore, instead of leaving it up to the cus- 
tomer to suddenly remember a desired item which had 
been forgotten, he printed the sign in one-inch block 
letters, framed it, and located it where every customer 
sees it. 

“We have been surprised at the results,” he smiled. 
“Now, approximately half of the customers who come 
in in a hurry to pick up ink, typewriter ribbons, carbon 
paper, typing paper, and general office supplies, are 
reminded of some item which they might have for- 
gotten, such as eraser or type-cleaning brush. If we 
take the trouble to make this suggestion a verbal one, 
with each salesperson asking the customer to check 
over his thoughts, as to any other items, sales grow 
even larger.” 

“About the only customer who can be depended upon 
not to forget one item or another is the man who comes 
in with a written list,” Mr. Boyd smiled. “Therefore, 
anything the stationer does to remind him of the 
myriad of small items which are in every-day use in 
the office, is much to our advantage.’’—RAL 





IBM School Graduate Assigned to Dallas 


Kenneth T. McKee of Dallas, Tex., who recently grad- 
uated from the electric accounting machine customers’ 
engineering school of the International Business Ma- 
chines Corporation, has been assigned to the Dallas 
branch office of the company.—_JHR 
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No matter how- be sure you gat to the 
(Oluinhé Looth No./7-N SA Convention 


Jet. 22-26, The Stevens, ChICAgO 


> COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 
VD; $ Main Office and Factory: 1029 Herb Hill Road, Glen Cove, L.1., N.Y. « New York Sales & Export: 58-64 West 40th Street 


Branch Offices & Distributors in principal cities + Consult your local Telephone Classified Directory 
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F. M. Torreblanea of Mexico City favored OFFIcrE 
APPLIANCES with a visit July 17. He was in the midst 
of a United States tour which started the middle of 
June and probably will be completed about the second 
week in August. Among companies for whom he sells 
as a manufacturers’ representative are Reyburn Man- 
ufacturing Company, C. Howard Hunt Pen Company, 
Oakville Company, Sanford Ink Company. He flew 
from San Antonio to Philadelphia. After visiting with 
the Reyburn people there, he crossed the Delaware to 
spend some time with the C. Howard Hunt organiza- 
tion. Later, he went on to New York, Waterbury, Conn. 
and elsewhere before starting westward. Mr. Torre- 
blanca travels throughout Mexico and is well acquaint- 
ed with stationers in all parts of the country. His 
earliest pencil experience was acquired in New York. 
He was connected with Eagle Pencil Company where 
he worked into the position of export manager. After 
about 10 years in New York and a lesser period in 
South America, he established himself in Mexico City 
as representative of Eagle, a connection he maintained 
until the company established its own Mexican fac- 
tory. The industrial development of Mexico, he re- 
ports, has widened the opportunities of American 
manufacturers by increasing substantially the mar- 
ket for office equipment and supplies. 


Ben P. Field of Murray Furniture Company dropped 
in for a visit July 25. Mr. Field is well known among 
office furniture dealers throughout the Middle West 
and east to New York and Pennsylvania. He had calls 
to make in Chicago and Milwaukee after which he 
planned to fly across the lake to his home in Grand 
Rapids, Mich. 


Mr. and Mrs. H. A. McSorley of Cincinnati, Ohio, 
favored OFFICE APPLIANCES with a visit July 26. They 
were in Chicago and later planned to go to New York 
for the principal purpose of calling upon manufac- 
turers preparatory to opening a new retail establish- 
ment to be known as Regent Supply Company. It is 
expected that an item concerning the new venture will 
appear in an early issue of this journal. 





Harry Buice Joins Horder Organization 


Harry G. Horder, president of Horder’s, Inc., Chicago, 
recently made this announcement to his organization: 

“Harry W. Buice will join this organization on August 
1 as assistant to the president. 

“Mr. Buice was formerly general manager of the 
Ivan Allen-Marshall Company of Atlanta, Ga. 

“There will be no changes in present organization 
lines.” 

Thus, a man long prominent in the growth of At- 
lanta’s noted firm becomes identified with a Chicago 
concern which has been part and parcel of the city’s 
commercial stationery business. 

Some attending the NSOEA convention in Chicago 
will have an opportunity to hear Mr. Buice, for he has 
been invited to address the manufacturers’ division 
on dealer’s need of co-operation from manufacturer. 





Markwell to Display New Stapling Machine 


Markwell Manufacturing Company, Inc., has an- 
nounced that it will display its new stapling machine 
in a “world premiere” at Booth 107 during the NSOEA 
convention September 22-27. This device will be sold 
under the trademark Markwell “SO” OBRO. 


Aa 


REGULARLY-SCHEDULED PHONE CALLS 
KEEP MACHINE RENTALS UP 


EEPING AN ACCURATE record on business firms 

which have rented adding machines, calculators, 
and comptometers, and re-contacting each at the same 
season the following year, has proven an effective 
means of maintaining rental volume at the Adding 
Machine Sales & Service Company, Baltimore, Md. 

W. P. Wittlesberger, head of the firm, has been ac- 
tively renting, selling, and repairing these three types 
of machines for more than 32 years in the Maryland 
metropolis, and, during that time, has found that “it’s 
useless to count on anyone’s memory.” Through close 
personal observation through the years, Mr. Wittles- 
berger has found that a business firm may rent an 
adding machine or calculator five years in a row and 
then, for no understandable reason, will rent from 
another firm during the next year. Upon telephoning 
past renters under such circumstances, Mr. Wittles- 
berger has invariably found that the firm in question 
“had forgotten the name.” 

Therefore, in addition to running a colorful, well- 
illustrated ad in the yellow pages of the city tele- 
phone directory, Mr. Wittlesberger makes regular use 
of his file record system. 

Under the plan, a separate card is made out for 
each machine, which shows when it was rented, how 
long it was used, and all details concerning the tran- 
saction. This is carefully dated, and placed in a file, 
where it will come up for examination, on the same 
date the following year. 

Once each day, Mr. Wittlesberger goes through the 
file, selects the names of those who have rented equip- 
ment exactly one year ago, and telephones to inquire 
whether they would like to use the same machine 
again for the current year. Almost invariably, the 
answer is in the affirmative, and the businessman is 
pleased that the Baltimore business machine dealer 
took the trouble to telephone him. In this way, the 
same customers are kept renting the same machines 
year after year—with little or no likelihood that they 
will “stray from the folds” through forgetting the 
name, a lack of loyalty, or other reasons.—RAL 





personality 


SEYMOUR L. NATHAN 
—A third generation mem- 
ber of Charles S. Nathan, 
Inc., New York City, he be- 
gan his career with that firm 
after being graduated from 
Columbia Law School in 
1933. Climaxing |5 years of 
progress in various positions 
in the organization, he was 
elected president of Na- 
than's. Men in the office 
furniture association have 
long valued the advice and 
counsel of Seymour L. Na- 
than and, as evidence of their trust in him, elected him 
president of the Office Equipment Dealers of New York 
ind vice-president of the National Office Furniture Asso- 
iation. Business draws heavily of his time and talents, 
but if he has time to pursue a hobby it concerns horses 

the riding kind mostly. 
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or ee “s To visit the Wilson Jones Plant—the largest of its kind. * You 


will be interested in seeing our plant in operation; renewing 


es 
~ r = aa = | old acquaintances; most of all, we should like you to meet 
er { 








our personnel. * Drop a line beforehand or come to our Con- 
a hh aE iat vention Booth and we will arrange to bring you to the plant. 
: LSON JONES CO = 
rm W J Cc 
. GENERAL SALES OFFICES 
es . TY, Mo. 
4 | 1226 23rd Street CHICAGO Sie Locust Street 


CAMBRIDGE, MASS. 3300 Franklin Bivd. SAN FRANCISCO 
NEW YORK 26 Blackstone St. 246 First Street 


MAIN PLANTS, CHICAGO AND ELIZABETH, N.J. 


ELIZABETH, N. J. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bldg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 


Fennel Street, Manchester 4, England 


Manchester, August 1, 1951 

The half-yearly export statistics just released by 
the Office Appliance & Business Equipment Trades 
Association reveal that in the first half of the year the 
revenue from the export of office machinery was not 
only half as much again as in the same period of 1950, 
but was £200,000 more than during the whole of 1949 
then a record—and approaching three times its value 
of total production in 1935. 

The machinery shipments during the period January 
to June amounted to no less than £4,140,747 compared 
with £2,708,029 during the same six months of 1950; 
and £3,935,951 in the whole of 1949. 

Analysis of the latest figure, furthermore, shows 
that all sub-sections are enjoying and participating 
in the general prosperity. The biggest increase in the 
export field was made by the accounting machinery 
manufacturers whose products earned in the half- 
year £1,345,235, as against £560,151 in the similar period 
ot 1950. Typewriters, however, were a good second. 

The next substantial improvement was that of the 
duplicator industry, whose six-monthly export figures 
showed an improvement of 30%. 

Office furniture, both wood and metal, also continued 
to expand in the export field 


Production figures for industry 

are behind those 
available for exports, but for January last 15,000 type- 
writers were delivered during that month compared 
with an average of 10,900 in 1950. Comparisons for 
accounting and other office machinery are only avail- 
able for sterling, but the sterling values continue to 
show expansion. 

> > 

One of the most important announcements for 
some time is that of the amalgamation of the Office 
Appliance Trades Association and the Association of 
British Business Equipment Manufacturers. The name 
of the OATA has been revised to read—as in the first 
paragraph of this article—the Office Appliance & Busi- 
ness Equipment Trades Association. 

The merger has been approved by the members of 
both associations and the new association is repre- 
sentative of the office machinery and appliances and 
office and works equipment industry as a whole 

The amalgamation dates from July 1 


a“ > > 


I hear from J. Stewart, managing director of Moore- 
slip Bindings, Ltd., of a new invention which is calcu- 
lated to have an overseas appeal. Mooreslip Bindings, 
Ltd., I should add, is a new company formed specially 
to market a new binder, but is an associate of Moore’s 
Modern Methods, Ltd. 
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The new device is a patented binding case which 
claims to revolutionize former methods of self-binding 
periodicals, sectional catalogues, sales literature and 
the like. 

The principle of the new device is that narrow bands 
of highly flexible spring steel are passed through the 
wire stitching of the printed matter and are then 
tucked into slots in the front and back covers. No 
punching, therefore, is required and the pages open 
perfectly flat. When filled, the case is indistinguish- 
able in appearance from a case-bound book. 


Considerable orders 

have already been booked in 
the home market for bulk quantities of cases to bind 
monthly journals, sectional catalogues, correspondence 
courses, house journals, news letters and cookery recipe 
books. The Mooreslip case is also being considered by 
a number of business houses for such purposes as 
presentation diaries, stamp albums and photographic 
albums. 

I can thoroughly recommend this device from my 
own experience. Through its associate company, Moore- 
slip Bindings Export, Ltd., (which holds the world 
patent rights) operations are now being extended 
abroad, and inquiries are being received from many 
countries. 

The address of Mooreslip Bindings, Ltd., is 20 Far- 
ringdon St., London, E. C. 4. 

* «© + 

N. W. R. Mawle, managing director of British Type- 
writers, Ltd., and national vice-chairman of the Incor- 
porated Sales Managers Association, in a recent speech 
at Birmingham said: “The time has passed when in- 
dustry can be considered to exist for the purpose 
soley of enriching the shareholder. Today, it is a joint 
enterprise in which management, workers, locality, 
government, trade unionists and consumer play a part. 
Some tension has arisen between the parties mentioned 
and attempts to settle any differences are proving 
futile because they are hit-or-miss methods—strikes, 
compromise, and so forth. What is needed is a struc- 
ture in industry which recognises each of the parties 
as having certain definite rights and provides for those 
rights and responsibilities.” 

Mr. Mawle went on: “We find the government try- 
ing to assist, but continually and unconsciously dis- 
couraging enterprise. New controls are being intro- 
duced and as the government interference increases 
the time will come when the industrialist will not 
be prepared to take the risks involved.” 

7 * *” 

I have been looking through London’s News Letter 

which is published by the London Typewriter Com- 
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Royal supports your efforts 
° / with bigger advertising 
A tte 3 O campaigns... more display 
N) I N, ¥y OU. material...and more complete 
merchandising aids! 





Moral: Larger profits for you from Royals! 
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L World’s No. 1 Portable 


Made by the world’s largest manufacturer of typewriters 
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pany, Ltd., of 25 Aldersgate St., London. E. C. 1. 

A. G. Robey has some pertinent things to say in 
his “From the Managing Director’s Desk” column: 

“The figures published in the press showing large 
expansion in the manufacture and export of office 
machines and equipment are something of which the 
industry is justly proud, even though they have been 
partly brought about by the shortage of dollars. I see 
that Australia hopes to be able to do more business 
with the U. S. A. and, although there are rumors of 
something similar for this country, we may find that 
the U. S. A., where the effects of rearmament are being 
felt, may not have the goods our industry needs, nor 
have them at economic prices.” 

It is obvious that Mr. Robey has put his finger on 
the crux of the present situation. British distributors 
would welcome imports of American office machinery 
for, as Mr. Robey goes on to state: 

“Typewriters and other office machines from Western 
Europe and Scandinavia are getting dearer and 
scarcer; it is hoped, therefore, that imports from 
other countries will be granted if the machines are 
available; otherwise the independent traders, the back- 
bone of our industry, will be at a great disadvantage.” 


Is the equipment available 
in the U. S. A.? It would 
seem that here is an opportunity for liaison between 
the governments of the U. S. A. and Britain. Even 
limited supplies of office equipment from America 
would help. The typewriter is a vital part of a nation’s 
economy these days, in peace and war. 
+ * * 

Business and professional people traveling in the 
“Queen Elizabeth” and “Queen Mary”— those twin 
“Queen” Cunarders—may now combine business with 
pleasure while crossing the Atlantic. Dictaphone Time- 
masters are now available to passengers in the two 
liners, enabling them to dispose of business corre- 
spondence at leisure while enjoying the pleasures and 
relaxation of an ocean voyage. 

+ * * 

The previous reference to the London Typewriter 
Company, Ltd., reminds me that there is a growing call 
for this firm’s “M” electrically-operated pressure clean- 
ing tank. The size is 5 feet long, width 2 feet and 
working height is 3 feet. The tank is designed to clean 
all machines, including the Underwood 26. There is a 
foot-operated pressure tank available, too. 

. * ad 

On view at the offices of the Office Machinery, Ltd., 
3 Vere St., Oxford St., London W. 1., is a Rex recorder 
which is manufactured by Zeuthen and Aagaard, Ltd., 
of Copenhagen. 

This recorder utilises the most up-to-date and effi- 
cient recording medium—a plastic electronic disc. This 
gives 12 minutes continuous recording, can be erased 
instantaneously (magnetically) and used almost in- 
definitely. 


The recorder possesses 
push button controls, dual- 


purpose model for recording and reproducing. There 
is no shaving, rewinding, breaking or tearing. 

This is a recorder which serves as a first-rate 
example of what Denmark is doing in the realm of 
office equipment. 


* > + 


There is little doubt but that in Britain the main 
talk in office equipment circles is “What will be the 
effect of rearmament?” 

Thus far it has not been as severe as anticipated 
but few believe 12 months hence the position will be 
anything like as satisfactory as it is today. 

In South Wales there was opened recently the largest 
sheet steel mill in Europe. This will, of course, help 
supplies but the demands are heavy for all types of 
industries. 
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So far as office equipment of all kinds is concerned 
demand is so great from overseas sources, that 
Britain—in view of the necessity of maintaining ex- 
ports—will be compelled to export even to the detri- 
ment of her own home market. 

There is, in fact, a distinct possibility that second- 
hand typewriters will again be at a premium in 
Britain. 

At the present time typewriters are fairly easy to 
obtain but they are not likely to be so if the present 
state of affairs continues. 

One firm of steel filing cabinet manufacturers have 
had to “close their lists” for new orders, and retailers 
have been informed that there is—at the present rate 
of orders—some two years of delivery to be made. This 
is but one item which will serve to indicate how “tight” 
supplies are likely to become in Britain. 

Indications, too, from the Continent are that the 
position is difficult there, too, although not so bad as 
it is expected to become in the United Kingdom. 


* * x 


The address of the secretariat and registered office 
of the Office Appliance and Business Equipment Trades 
Association is: Messrs. Peat, Marwick, Mitchell and 
Company, 94/98, Petty France, London. S. W. 1. 

Mrs. S. S. Elliott, M. B. E., continues as exhibition 
director. 

7 * * 

I hear that production of office furniture during the 
three months ending January 31 this year amounted 
to £440,000 a month, £27,000 a month more than during 
the February-April period of 1950, the best three 
months listed. In the case of safes, production was 
again higher during the three months amounting to 
£52,000 a month, an improvement of £5,000 a month 
on the average for the rest of the year and for shelving, 
racks and cupboards, and so forth, it was £10,000 above 
the monthly average for the earlier part of 1950. 

neo 


Business Machine Firm Names Weir 
_‘Sir Cecil Weir, former chairman of the recently- 
liquidated Dollar Exports Board, on July 3 was named 
chairman of British Tabulating Machine Company, 
Ltd., manufacturer of business machines. 





UNDERWOOD DISPLAYS JUNGLE TROPHIES 





Miss Helen B. Post, noted explorer, writer and photographer who 
recently returned from a six-month trip in the dense jungles of the 
Matto Grosso in Brazil, displayed a few of her interesting trophies 
in one of Underwood Corp.’s display windows at One Park Ave., 
New York City. Miss Post, who never travels without her Underwood 
portable typewriter, recorded her notes daily while covering hundreds 
of miles with her typewriter in dugout canoes and on horseback. 
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BATES QUALITY 


is an assurance of long life and customer satisfaction 
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All Bates products give lasting satisfac- 
tion and represent the highest standards. 
Backed by 60 years manufacturing experience. 


OFFICE APPLIANCES, September, 1951 49 








H.C. Allen CASH REGISTERS 
tor evely DUSINCSS 





MODEL 100 





MODEL 100 Complete with many standard features. 
Ideal for businesses needing a small capacity, low-price 
machine. 6 columns, totaling capacity 999.99 


MODEL 315 Itemizing receipt-issuing cash register for 
food stores, cafeterias, liquor stores —for all businesses 
handling multiple item sales. Grand Total of entire day’ Ss 
receipts available by touch of single key —Departmental 
keys classify sales. Paid-Out lax Key Item 
Count and many other features 


MODEL 200 A 7-column, hand operated 

Combination which records cash, charge, 
received-on-account and paid-out transactions. Segregates 
sales by clerks, departments, commodities Visible 

dials . . . enforced designation 
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R.C.Allen TYPEWRITER... 


we better LZ] ways 





MODEL 611 





— 


ping is easier because the R. C. Allen has all the features. Smoother acting line space lever 
nstant margin set... new touch... self-centering bail ... and 23 other features. They all 


combine to make a typing machine of smart appearance and new dependability. 


Selling is easier because the R. C. Allen “Standard” is an item of reputation. . . pre-sold 
you through continuous and intensive national advertising of the R. C. Allen name. It always 


pays to sell the best. 


Write today for complete information. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Display Office Equipment at Milan Fair 


(Pictures on page 54) 

A larger show of industrial products in the official 
presence of 26 nations including the URSS (absent 
for 16 years) made the 29th International Fair in 
Milan, Italy, a successful exposition April 12 to April 29. 

The Fair of Milan once more has confirmed the 
steady march of progress and the strong wish of na- 
tions for a free exchange. 

Directors of the exposition provided a more rational 
distribution of exhibits and new masterpieces of archi- 
tecture were created such as the new Machines Pavi- 
lion. 

The many machines and office items shown at the 
Office Pavilion were this year distributed on two floors, 
the machines on the first, together with furniture and 
systems, and the office appliances on the second. 

It was noted that the prices of machines have been 
generally maintained on the same level as of last 
year, with particular reference to the Italian prod- 
ucts. The market of the bookkeeping machines is 
still steady. A certain leveling off of quotations for 
American and European makes is apparent although 
they are between 30 or 40% higher than was true in 
1950. 

Visitors naturally were interested in American office 
equipment, although the items were not too numerous. 

Regarding the punched card machines, those of the 
Bull system (Olivetti-Bull firm) competed with the 
IBM, Remington Rand-Powers and Samas machines. 

Shown with American billing machines of the Bur- 
roughs make were the Rheinmetall devices (German- 
Russian zone). Bookkeeping machines displayed in- 
cluded the Remington Rand, Underwood, Burroughs 
and National of American make while those from 
abroad were the European Continental, Mercedes, 
Astra, Torpedo, Kienzle, Anker (Germany) and Loga- 
bax (France). Italian products were missing. 


American non-listing machines 
of Comptometer and 
Burroughs were shown together with the Sumlock 
(England), Torpedo (Germany), Contes (Denmark), 
Corema (Switzerland) and the Italian makes—Addi- 
calco and Vinci—that had an advantage of about 30% 
on American prices. 

Competing with the American adding machines— 
Burroughs, Sundstrand, Monroe, Remington, Clary, 
Victor and R. C. Allen—were the European Astra, 
Kienzle (Germany), Original Odhner, Addo, Dixi 
(Swedish), Precisa (Switzerland) and Italy’s Olivetti, 
Electro-Summa, Classic, Stiatti, Inzadi, Totali, Comp- 
tograph and Ultra. 

In the calculating listing machines field were dis- 
played the new electric Comptograph and Classic lines 
alongside the Remington calculator and Italian Divi- 
summa and Multisumma of the Olivetti firm. 

America’s Friden, Marchant and Monroe calculating 
machines were shown with Rheinmetall, Mercedes 
Euklid (German-Russian zone), Madas (Switzerland), 
Facit (Swedish), Everest and Numeria (Italy). In the 
automatic calculating machines field the European 
products are technically at the same point as before 
the war. 

In hand-operated lever machines, on display were 
the Brunsviga, Triumphator, Thales (Germany), Esac- 
ta, Helios, Sigma (Italy) and Original Odhner (Swed- 
ish). The Lagomarsino firm showed the new Cura 
pocket calculator (Germany). 

Olivetti presented a new portable typewriter, Lettera 
22, with two models, the L and LL. The electric type- 
writer Olivetti was placed on display together with 
the American-made Royal electric, Remington, Un- 
derwood and International IBM. Other portable type- 
writers shown included the Tippa (Germany) and 
Paillard (Switzerland). Underwood, Remington and 
Smith-Corona standard typewriters were seen along- 
side the Olivetti-Lexicon, Everest, Sima (Paillard-Ital- 
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ian), Invicta (Italy), Ambassador (Switzerland), Sie- 
mag, Torpedo, Rheinmetall, Continental (Germany), 
and Superia (France). 

Addressing machines included the Adrema of Italian 
production with the new ADC-ARA electric sorting 
type models, competing against the Farmu (Italian), 
Address-Milano, Citograph (Sweden) and the American 
Addressograph. New machines included the ticket 
issuing model and Automaticket of the Bell Punch 
Company, London, and the Etika (Switzerland). 


Among the duplicating 

and reproducing machines 
arousing interest were the Rotaprint offset (English) 
compared with the American Multilith, the stencil 
machines Banda, Roneo, Gestetner, Fordigraph (Eng- 
lish), Printae Greif (Swedish), Roto Werke and Geha 
Reggent (Germany). Liquid direct process machines 
were the Banda, Fordigraph, English Roto Werke, 
Ormig (Germany) competing against the Italian Du- 
pleco and Duplicarbo. The American Ozalid reproduc- 
ing machines compared with Cavestri, SIPI and 
Rigoli of Italian manufacture. 

The Adrema Italiana AVA machines combined print- 
ing, duplicating and addressing. The E. Luini firm dis- 
played the Prontadress device. 

American postal mailing machines were shown be- 
side the Italian Audion, Sima, Lirma, the Swiss Hasler, 
the Bandamail envelope sealing machine, the Okafold 
and Rotafold machines from England, the Francotyp 
(Germany) and Postarapid (Italian hand envelope 
machine). 

Microfilm and photo machines included the Film- 
Automat (Germany), Film Record of Remington Rand, 
Fotolux (Italian), Microflex Gecchele (Italian), the 
baby Fotosimple (Cuneo-Italian), the Durst devices 
with Umarapid Increaser (Italian-Bolzano) and the 
photo-telegraphy equipment of Muirhead Company, 
Ltd., England. 

Teleprinter machines included the Olivetti and the 
Lorenz and Siemans from Germany. 

National Cash Register and Clary registers were 
exhibited beside the Italian CER and RIV, the Swedish 
Hugin, Swiss Sweda and German Anker accounting 
and register cash machines. 

Among the dictating machines beside the Dicta- 
phone, Ediphone and Audograph were the American 
wire recorders Webster and Mail-A-Voice, together 
with Dynavox, Sonograph, Astra Sonic, Duo Speed, 
Sound Magnet, Dictomat (France), Lorenz (Germany) 
and Fari (Italian). 

New electric models of Rotoscar Bertello combined 
with.the teleprinter Siemens, competing against Roto- 
file Kardex and the baby model Wheeldex. 

Accounting systems and forms included the Sistema, 
Orga, Orpes, Samo, Osa, Soca, Idea, Hinz and Ruf. 

Graphic sets exhibited included Plannigraph (Orga), 
Kardex and Product-Trol (American). 


As for office furnishings, 
the Italian products were 
practically the only ones noticed—Saffa, Parma, Cas- 
telli, Volonte, Parma, Lips Vago, Gelosa, Kardex Italian, 
Roneo Italian and A. Farina. 

The stationery section included a large number of 
Italian products—Pagotto, Balma Capoduri, Aurora, 
Radi, Giarola, FIM, Longo, Bretezzi, Ghigorno, Fila, 
Lyra, Giuntoli, Confalonieri, Presbitero, Susta, Resisto, 
Montesano, the Italian Electripan F.I., Fanciulli & 
Zena, Cuneo A. & C., FICIS, Silca, Piacentini, Valenti, 
Rozza, Baratelli Panosetti, SICPA, A.P.E., Maestri, Il 
Dono, Legnani, Donati, Condor, Cavalieri, Elmo, A.P.I. 
Firenze, Verga, Zanini, Marcontoni, Martini V., besides 
those from Germany including Pelikan, Siegwerk, 
Clemens Riefler, Staedtler, Nestder, Riepe Werke, Mo- 
byus, Auernhammer, Harms Gebrueder, Kaweco, Lamy 
C., Leitz, Skrebba Werk A.G., Faber and Drachen. 
American lines shown were those of Waterman, W. A. 
Sheaffer, Eversharp, Columbus, Reynolds, Bates, 
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_ & Here’s something really new—the all new 
SILK SPUN Carbon Paper. See how you can 
na. sell its amazing qualities... 
. SEE proof of its ability to make 24 copies at one 










typing, all clear and clean—not even a roller mark. 


CARBON PAPERS SEE its new folder and back imprints which 
add eye-catching appeal. 
nig SEE how its new Dawn-Tone velvety gray back 
- eliminates slippage, adds strength but not weight. 
Be sure to see, also, new M & V Nylon Ribbon. 
of See a complete gradation of writes, from 
ra, extra-light to heavy, on nylon inked the 
a proper way—the M & V way. 
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my MITTAG & VOLGER, INC. 


Park Ridge, New Jersey 
Fine Carbon Papers and Inked Ribbons Since 1881 
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| Pendaflex Fair Trade Prices 
STILL EFFECTIVE 


Some Pendaflex items are still 


heavily oversold here at the factory 
but shipments also are heavy. Deal- 
ers who anticipate their require- 
ments are making installations with 


minimum delay. 





Filing Folders e Filing Guides 





We are advised on good authority that the Su- 
preme Court ruling on Fair Trade contracts 
does not affect our Pendaflex products. The 
reason is that each and every franchised dis- 
tributor of Oxford Pendaflex in the fair trade 
states has signed a price maintenance contract 
with us—and there are no exceptions. We 
therefore are not faced with the problem of 


price enforcement on “non signers.” 


We intend to continue this price protection for 
all these franchised Pendaflex dealers because 
we want to encourage them to spend time and 
effort in changing over more and more filing 
systems to Pendaflex. We know that Fair Trade 
pricing protects the margin of dealers who do 
this promotional work, and Pendaflex gives 
the user such a tremendous value in filing-and- 
finding economy that everyone benefits from 


this program. 


With your cooperation and support, we can 
continue to build Pendaflex sales volume on a 


sound and profitable basis for all concerned. 





FILING SUPPLY COMPANY, INC. 


Garden City, N. Y. 


St. Lovis 2, Mo. 





Fiberboard Files « Index Cards « Red Fiber Envelopes 
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Sharpener and Koh-I-Noor. Others were the Biro and 
Perry (England). 

Control clocks and time recording devices were the 
Italian Boselli, Bellotti, Solari, Ora-Elettrica, Bortolo 
Solzi, Cronotecnica, Elettromeccanica Bigatti, together 
with the Benzing (Germany), Magneta Time, and 
Jsgus Perfect (England). 

Communications regarding the fair and exhibiting 
firms should be addressed to Ufficio Studio Costi, Via 
Serbelloni 8, Milan, Italy —USC 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A. 

Stott and Underwood, of Sydney, are making a spe- 
cial Jubilee exhibition of office appliances in conjunc- 
tion with the Australian Jubilee celebrations. Items 
featured include accounting machines, adding ma- 
chines, continuous writing machines, typewriters, 
offset printing machines, duplicators, production 
control machines, addressing machines, calculators 
and mail openers. The American Vari-Typer is being 
demonstrated, and the exhibition is being held at 201 
Castlereagh St., Sydney, over a period of three days. 

* * + 

Application 138,733 has been made by John C. W. 
Bridge & Company, Newcastle, New South Wales, for 
an Australian patent for a tilting action for chairs. 
Details are: “A tilting action for chairs and the like, 
consisting of a housing or casing structure formed for 
affixture to a chair spindle, base or the like, and con- 
taining a housing space at the front; a cartridge or 
casing in said housing space; a compression buffer or 
block of rubber or other compressible material fitted 
in said cartridge; a fulcrum plate extending across 
the front of said block within said cartridge; a tilting 
bar or bracket extending lengthwise of said cartridge 
above and contacting said block, and at its forward 
edge bearing upon said fulcrum plate and adapted 
to move about said edge in tilting operation; and 
connection from said tilting bar to the chair seat.” 

The Western Australian Government Statistician 
reports that during the six months ended December 
31, 1950, imports into that state included: 3,419 hun- 
dredweights (of 112 lb.) of writing and typewriting 
paper valued at £22,516 (2,610 hundredweights, £14,985, 
from overseas); paper stationery valued at £164,793 
(£10,799 from overseas); and other stationery valued 
at £81,370 (£32,943 from overseas). 

. * * 

The federal treasurer (Sir Arthur Fadden) an- 
nounces that capital issues regulations have been 
amended to reduce from £25,000 to £10,000 the amount 
of capital which can be issued by a company within 
two years without the treasurer’s consent. Under the 
new regulations a company cannot borrow, either by 
way of mortgage, unsecured loan or deposit, more 
than £5,000 in 12 months, and any sums so borrowed 
will reduce the maximum amount of capital which 
can be raised. 

In Sydney, during the month of March, sales of 
domestic and office furniture were up 28.1% as com- 
pared with sales in March, 1950. 

+ * 7 

Ernest Hearn, president of the Western Australian 
Chamber of Manufacturers and past chairman of the 
Furniture Manufacturers Association, says that prices 
of all office furniture must rise. He instances recent 
increases in costs of timber (up 8s. 9d. per 100 super 
feet), black and galvanized iron (up £4 5s. a ton), 
glass, freight rates, handling charges and labor. “It 
is obvious,” he adds, “that manufacturers cannot ab- 
sorb the whole of the cost increases.” 

But the Chamber of Commerce says: “At no time 
in our history have we faced so bright a commercial 
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prospect as at present, and it is difficult to find any 
reason why this boom should subside or why Australia 
should not go on to much greater expansion in the 
future.” It adds a note of warning, however, saying: 
“The present high prices of stocks will require more 
capital to be used in business. More than ever before, 
judicious buying is essential.” 


” * * 


Retailers of office appliances here say that, gen- 
erally, trade is really good. However, cash is becom- 
ing much tighter, and greater use of credit systems 
of payment is being made each month. Manufacturers 
still complain at shortages of necessary raw materials, 
especially steel and timber. Paper shortages, too, are 
a constant worry, particularly as the Boyer (Tas- 
mania) paper mill is working at less than half ca- 
pacity owing to shortage of electric power. It is 
interesting to note, however, that dollar credits are 
continually mounting up, giving promise that before 
very long it may again be possible to import office 
appliances from the United States in something like 
variety and quantity. Importers here would certainly 
welcome the opportunity of free and open trade with 
the United States. 

” * . 

Although there are many people in Australia who 
would welcome the opportunity to purchase American 
portable typewriters, it is impossible to buy such ma- 
chines nowadays owing to the government ban imposed 
on imports due to the shortage of dollar funds. Man- 
aging Director A. J. Case of Stott and Hoare, office 
equipment importers, says: “The Federal Government 
does not consider portable typewriters to be essential 
goods worth spending dollars on. There hasn’t been 
an American portable typewriter imported into Aus- 
tralia since 1942. And, owing to the dollar shortage, 
even the big American machines are still in very short 
supply. Underwoods in particular are unobtainable 
here, but this shortage may soon be relieved as the 
American company is building a factory in England to 
supply the British Empire. 

“English typewriters, both large and portable, are 
also in short supply, as the majority of them are being 
sold to European countries. Australian agents for Brit- 
ish typewriters just cannot supply their customers. 
Main imports today are European, mostly Swiss and 
Italian. Last year we received 85 Italian portables and 
they quickly sold out. We have 50 more arriving short- 
ly, together with 50 from Switzerland. As typewriter 
agents are only allowed to buy machines up to a certain 
monetary value, they generally import the greatest 
number of machines they can for the amount allowed 

in short, the cheaper machines are most favored. 

“The Australian Government has lifted its former 
restrictions on Swiss francs, but typewriters which were 
plentiful during the franc restrictions are now in short 
supply as most of the steel used in making them is 
going into the production of munitions. The latest 
and most demanded big typewriter now being sold in 
the British Empire is a huge Swiss machine worth £115 
(about $255). But an American electrically-operated 
model, when marketed here, will cost about £185 
(about $411). At present, it is understood, there are 
six of these in Australia, but dealers are not selling 
them until they can be certain of other supplies from 
the American factory in England, and that will not be 
open for manufacture for at least another year.” 

- ~ ~ 

W. E. Smith, Ltd., manufacturers of office and other 
stationery, report a net of profit of £23,056 for the past 
year, compared with the £20,088 of the previous 12 
months. Ordinary dividend was at the rate of 8% and 
the addition of £12,556 to reserves makes these now 
£88,380. 

* > * 

The Victorian Government Statist reports that dur- 

ing the six months ended December 31, 1950, imports 
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WOFI Meets in Canada at Seigniory Club 

It was “hands across the border” in the industry, 
mutual accord between Canadian and American mem- 
bers, as the Wood Office Furniture Institute held a 
general meeting at the Seigniory Club, Province of 
Quebec, Canada, on July 5 and 6. 

Present at the opening meeting were M. H. Raggio 
and F. D. Valleau, Clemco Desk Manufacturing Co., 
Inc.; G. B. Bosse, Imperial Desk Co.; L. G. Bohnert, 
Indiana Desk Co. and New Indiana Chair Co.; Leo A. 
Salb, Jasper Chair Co.; Raphael Blessinger, Jasper Desk 
Co.; R. E. Sturm, Jasper Office Furniture Co.; A. F. 


AUGUST F. KRIEG 





Krieg and John Eckert, Jasper Seating Co.; Sterling 
Lord, The Leopold Co.; W. T. Powell, Myrtle Desk Co.; 
M. Bernath, Art Woodwork, Ltd.; P. R. Hilborn and 
R. C. Hilborn, Preston Furniture Co., Ltd.; James Pres- 
ton, Preston-Noelting Co., Ltd., and M. B. Seldon, the 
Office Specialty Manufacturing Co., Ltd. The Com- 
mercial Furniture Co. and High Point Bending & Chair 
Co., were represented by proxy. 

August F. Krieg, Jasper Seating Co., president; Ster- 
ling Lord, The Leopold Co., vice-president; John J. 
Reinecke, secretary, and Howard Gatewood, spear- 
headed the meeting sessions 

P. R. Hilborn introduced H. H. Popham of H. H. 
Popham & Co., Ltd., Ottawa, Canada, who gave an 
interesting talk on the dealers’ viewpoint. He explained 
that he had consulted dealers in the United States for 
their comments and criticisms in order to make his re- 
marks of interest to members in both countries. 

Sterling Lord, acting as chairman of the meeting, 
read the Institute’s Code of Ethics and it was agreed 
that the secretary should have this reproduced in an 
artistic form for mounting on the wall in each of the 
members’ offices. 

P. R. Hilborn and R. C. Hilborn gave an interesting 
description of their pension plan and discussed its 
operation. They distributed copies of a booklet ex- 
plaining the system. 

J. L. Stearns, assistant director of the Timber En- 
gineering Co. laboratory, discussed the research pro- 
gram and the progress which has been made on the 
various projects. 

Raphael Blessinger, a member of the advertising and 
promotional committee, delivered the committee’s re- 
port which covered a description of the various projects 
and the progress on each of them. The report empha- 
sized that at a time like this it is important to work 
aggressively not only as individuals, but especially as 
a@ group: by improving the product, reducing the costs, 
extending research work, improving merchandising 
methods and discussions by the membership. 
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Howard Gatewood discussed some problems in con- 
nection with the scheduling of the annual salesmen’s 
meeting and it was agreed to hold this session at the 
Stevens Hotel, Chicago, from 2:30 p.m. to 4:30 P.M. on 
Friday, September 20. The general meeting will be held 
on September 19 and the morning of September 20. 

The secretary reported on his discussions and nego- 
tiations with Government officials in an attempt to get 
better co-operation and a better understanding be- 
tween Government procurement officers and the officé 
furniture industry. In this respect a committee to work 
with the secretary was named by President A. F. Krieg 

W. T. Powell, J. A. Wallace and Gilbert B. Bosse. 

Copies of desk standards were distributed, these 
bearing the title, “American Standard Dimensions of 
Desks and Tables for General Office Use.” It was agreed 
that it is a desirable standard in this field 

A meeting of the Canadian members of the Wood 
Office Furniture Institute was held on the morning of 
July 5. P. R. Hilborn acted as chairman and Howard 
Gatewood served as secretary. The matter of proposed 
standard finishes was discussed. Institute services were 
reviewed and the Canadian members, who are co- 
operating to the fullest extent, were urged to make use 
of them. 





Dallas Wives of Texas Travelers Club 
Hold “Tacky Party” at Deutsch Home 


(REPORTED BY ART CARROW) 

Planning over a period of six months culminated in 
an enjoyable “Tacky Party” staged by the Dallas wives 
of the Texas Travelers Club on the night of June 30. 
Husbands and wives were invited to the rambling and 
spacious new ranch type home of Traveler Fred 
Deutsch on N. Haven Rd., about 12 miles north of 
Dallas. 

The home sits on the highest knoll of a beautiful 
10-acre tract of rolling, wooded terrain. Sloping ter- 
races end at an artificial lake already stocked with 
fish. 

A winding strollers’ lane curves around the lake to 
a modern white barn, so complete in every respect 
that it would be fitting for a Kentucky Colonel. 

Thirty-four remained for all of the festivities, at- 
tending in dress for the occasion. Many could not be 
present because of traveling itineraries. 

Each of the ladies prepared a box lunch for two and 
this was enjoyed at the picnic tables. 

It has been a long while since I have seen so many 
travelers actually “let their hair down” to make a 
party a success. 

After the eating, awards were made to the best-cos- 
tumed couples. First prize went to Gene (Hesse En- 
velope) and Mozelle Collins. Second prize was awarded 
to George (American Pencil) and Nita Mundelein, 
while third honors were won by W. S. “Tommy” (Mit- 
tag & Volger) and Joy Thompson. 

Attending the party were Ward (Old Time Broker) 
and Lola Mae Silliman; Ed (White & Wyckoff) and 
Irene Jungbluth; Earl (with a few lines) and Edrie 
Otta; George (Carter’s Ink) and Dorinda Tarrant; 
Fred (the wonderful host) and Clara Deutsch; Jack 
(of many lines) and his Juanita Kern; Larry (still 
trying to get a few more products) and Wilma Roark; 
Art (Swingline) and Connie Carrow; Henry (who got 
mixed up in the mixes at the end) and Rheta Deutsch; 
Gene (Hesse Envelope) and Mozelle Collins; Jack (our 
excellent secretary) and Iris Fleming; Wolt A. (clip 
board manufacturer) and Dorothy Stempel; “Tommy” 
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Sith Le Scale Tudicator 


e The “MAGIC SCALE INDICATOR," based on standard 
typewriter vertical spacer of 66 spaces to a letter-size sheet 
and 78 spaces for legal size, serves as a GUIDE by 
simply pencilmarking scale at desired starting line, 
last line or other position. These marks are “S385: 
automatically transferred to CLEANEDGE = 
EXTENSION of carbon paper—PERMANENT 
SIGNALS FOR BETTER BALANCED 
LETTERS. 
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LETTERS 
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THE PERFECT 
CARBON PAPER FOR 
PERFECT 

LETTERS 





CLEANEDGE PERFORATED INDENTATIONS serve as warning 
signals when ‘‘Magic Scale Indicator'’ is not desired. 
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(Mittag & Volger) and Joy Thompson; George (Ameri- 
can Pencil) and Nita Mundelein; Al (LePage’s) and 
Pearl Blakey; Wolt C. (plant manager) and Lynn 
Stempel, and O. I. “Ike” (Jack C. Kern, Jr.) Harris 
and Betty Wren. 
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GOING TACKY CAN BE FUN IN TEXAS— 

1. Front—Joy Thompson, Nita Mundelein, “Tommy” Thompson and 
Lynn Stempel; rear—Ward Silliman, Jack Kern, Henry Deutsch and 
Pearl Blakley. 

2. Front—Ed Jungbluth, Edrie Otta, George Tarrant and Dorinda Tar- 
rant; rear—Jack Kern, Lola Mae Silliman, Fred Deutsch and Clara 
Deutsch. 

3. Time out to eat. George Mundelein, Nita Mundelein, Iris Fleming, 
Art Garrow, Connie Carrow, Gene Collins, Betty Wren, Henry 
Deutsch. 

4. Front—Al Blakley, George Mundelein, Betty Wren and Irene Jung- 
bluth; rear—Wolt Stempel, Larry Roark, O. |. “Ike” Harris and 
Earl Otta. 





NOMA Plans Fall Conference in Syracuse 


“Better Offices Through Better Office Management”’ 
will be the theme of Area 5 Fall Conference of the 
National Office Management Association in the Hotel 
Syracuse, Syracuse, N. Y., on October 6 
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Fountain Pen, Pencil Group Elects Officers 


Eighty-seven representatives of the Fountain Pen & 
Mechanical Pencil Manufacturers Association, Inc., 
attended the annual meeting held at the Hotel Statler, 
New York City, June 21. 

Report of the nominating committee was presented 
by Frank D. Waterman, Jr., chairman. The following 
were nominated and elected to serve for a one-year 
term: 

President—Wilbur K. Olson, W. A. Sheaffer Pen 
Company. 

Vice-president—Robert N. Wood, Esterbrook Pen 
Company. 

Treasurer—Clinton E. Marshall, Marshall & Meier, 
Inc. 

Secretary—W. Clark S. Mays, Jr., Mays Manufactur- 
ing Company. 

Chairman of the executive committee—Louis M. 
Brown, Eberhard Faber Pencil Company. 


Executive committee—J. R. Frank, American Im- 
proved Products, Inc.; Robert J. Burnham, Robert J. 
Burnham, Inc.; Bertram A. Strauss, Columbia Pencil 
Company; A. H. Berwald, Eagle Pencil Company; 
Charles P. Schoen, Essex Corporation; George E. Bar- 
tol, Jr..C. Howard Hunt Pen Company; Julius M. Kahn, 
David Kahn, Inc.; Vincent F. Haggerty, Paramount 
Pen Company; Ivan D. Tefft, the Parker Pen Com- 
pany; Frank D. Waterman, Jr., L. E. Waterman Com- 
pany; Charles K. Lovejoy, Scripto, Inc., and Thomas 
Johnson, Welsh Manufacturing Company. 

A speaker was G. Irving Baily, chief of the mis- 
cellaneous durable section, consumer durable goods 
division, NPA. 

Mr. Baily said that all manufacturers would be re- 
quired to file for fourth quarter allotments for steel. 

John Breckenridge of the association’s Washington 
law firm of Pope, Ballard and Loose, discussed the 
governmental regulatory activities with regard to zinc, 
aluminum and other metals. 

He also discussed the problem of import competition 
and the presentation of the association’s views to the 
Senate committee pertaining to the Reciprocal Trade 
Agreement Act. He pointed out that more than 90% 
of the tariffs on imported commodities have been cut, 
whereas the 1930 tariffs on the industry’s competitive 
products are still in force. 





GLTC Golfers Tour Butterfield Links 


The swank Butterfield Country Club near Hinsdale 
was the scene of tke season’s second golf outing for the 
Great Lakes Travelers Club. Fifty-nine Chicago deal- 
ers, manufacturers and manufacturers’ representatives 
toured the undulating fairways and tried the razor- 
sharp greens on Friday, July 20. Eleven others were in 
attendance at the dinner. 

Al Cote, Reyburn Manufacturing Company, was 
chairman of the day and Neil Short, Columbian Art 
Works, Inc., aided as co-chairman. Their assistants 
were Norbert Burgess, Sanford Ink Company; Wayne 
Mitchell, Hodgman Rubber Company, and Don Sharpe, 
Reyburn Manufacturing Company. The latter acted as 
“keeper of the long green” in the absence of Old Faith- 
ful, Ray J. Eichenlaub, Service Steel Products Company. 

For dinner, the golfers had their choice of either 
lobster tail or a thick beef tenderloin. Ken Henderson, 
The Carter’s Ink Co., president of GLTC, opened the 
program and introduced his fellow officers and other 
notables. The latter included Ed Hooper, president of 
the Stationers Club of Chicago; Rus Ragan, American 
Pad & Paper Company, vice-president of the field divi- 
sion of NSOEA; Clarence Reynolds, now proprietor of 
his own commercial stationery store at Lansing, II. 
and Governor of the Sixth District NSOEA, and 
George Schumacher of Siekert & Baum Stationery 
Company, Milwaukee, Wis. 

An array of prizes went to the golfers with the divi- 


OFFICE APPLIANCES, September, 1951 


& 
iC., 


ted 
ing 
Dar 


en 
en 
ler, 
ur- 
M 


m- 
7 | 
icil 
ny; 
ar- 
hn, 
unt 
ym- 
ym- 
nas 


nis- 
ods 


re- 
eel 

‘ton 
the 
inc, 


tion 
the 
‘ade 
0 % 
cut, 
tive 


dale 
the 
eal- 
ives 
zor- 
e in 


was 
Art 
ants 
1yne 
irpe, 
d as 
ith- 
any 
ther 
"son, 
the 
ther 
it of 
‘ican 
divi- 
yr of 
Ill 
and 
nery 


divi- 


1951 


ONLY Clary OFFERS YOU THIS 


MONEY-MAKING (i LINE! 








(TH DESIGN: YEARS AHEAD OF OTHER MAKES 2) PROMOTION: REACHES MILLIONS MONTHLY 


New in design from the desk up, the revolutionary all- Clary Adding Machines and Cash Registers are backed by 
electric Clary Adding Machines and Cash Registers are powertul advertising which reaches millions of readers 
actually years ahead of ordinary machines... engineered every month in the pages of Saturday Evening Post and 
on an entirely new principle that makes them up to 48% Collier’s. The continuous Clary promotion program also 
faster than other machines. With Clary you have two provides a unique manpower development plan and many 
basic lines of machines—double profit opportunity. Sleek other sales helps such as direct mail material, new sales 
styling — plus amazing performance and many exclusive development incentives, and local advertising on a gener- 
features— make the Clary easiest to sell. ous cooperative basis. 
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Clay} i 
only Clary sells as fast 
as easily 
with as much profit 
and security 





























3! FRANCHISE: BIGGEST MONEY-MAKER OF ALL: Cla ani eepmeimainae oe 
a San Gabriel, California “: 

Clarv’s revo mary Profit-Sharing Franchise has in- ° ‘ 
duced more dealers to switch to the Clary family — and . Please send me immediately full information about the many ° 
stay with it—than to any other make! Here’s why: In addi- . advantages of a Clary franchise. “ 
tion to a n¢ trade discount plus a cash discount and : iis x : 
plus sales ses — Clary actually shares with you its ‘ : 
profits on \ ! er-quota sales. And because the easy-to- e = Store = . . ° 
sell Clary is the most quickly accepted machine in his- o- Ais 2 4 i y 
ry. vou're s » make more money! ° . 

. . ° City. { ) State. . 

“os mail thos coupon today —__—__——_ eee eeeveveeeeveeeeeeeeeeeeeeeeeeeees ae 
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sion of the spoils being determined as much by luck 
of the draw as by expert putting. Ed Conniff, Hodgman 
Rubber Company, was the winner of the blind bogey. 
Bob Warner, Rockwell-Barnes Company, shot an 82 
to become low gross winner. 

Success of the golf tournament was reported at the 
club’s business meeting on the following Friday and 


AFTER THE BALL (GOLF)—Seated at the head table for the GLTC 
dinner following golf at Butterfield Country Club were: TOP—Wayne 
Mitchell, Hodgman Rubber Co.; Don Sharpe, Reyburn Mfg. Co.; Rus 
Ragan, American Pad & Paper Co.; George Schumacher, Seikert & 
Baum, Milwaukee, Wis. LOWER LEFT—Ed Hooper, Stuart-Hooper Co., 
Chicago; Clarence Reynolds, Reynolds Office Supply & Equipment Co., 
Lansing, Ill. LOWER RIGHT—AI Cote, Reyburn Mfg. Co.; Ken Hen- 
derson, The Carter's Ink Co. Camera gremlins erased Neil Short, 
outing co-chairman, from the picture. 


the astute handling of finances was reflected in the 
$.05 surplus. 

At this session Carl L. Kaufman, retiring from Speed 
Products Company, Inc., to live in Florida, expressed 
his appreciation anew for the “day” tendered him by 
GLTC the preceding month—‘a day that will live long 
in my memories.” He invited members of the club to 
visit him in the land of sunshine. 

Ray Eichenlaub told of having visited Zac Smith, 
president of NSOEA, at his store in Birmingham, Ala.., 
and read comments by Zac regarding his recent Euro- 
pean tour. 





Golden State Travelers Go Fishing 
in Enjoyable Two-Day Yacht Cruise 


Cruising the waters surrounding San Clemente Is- 
land, 60 miles off the Southern California Coast, mem- 
bers of the Golden State Travelers Club had an en- 
joyable two-day fishing trip in July. 


The S. S. Vellron, a former Vanderbilt yacht, was 
chartered to quarter 35 travelers, dealers and guests. 
They had sufficient room on the palatial 95-foot boat. 
Meals were good and reasonably priced. A fine steak 
dinner was served the first night out and beer, coffee 
and sandwiches were always available 


The boat anchored overnight on the lee side of San 
Clemente Island and everyone retired early to the 24 
bunks and three staterooms for a restful night’s sleep 
—that is, with the exception of the poker players. 


The boat’s skipper complimented Roe Powell, the 
fishing trip chairman, on gathering together such a 
complete group of serious anglers. Everyone fished and 
everyone had a big catch. 

Ralph Alexander, O. L. Lattin and Walter Waldvogel 
trolled without results for albacore while passing 
through Catalina Island waters. The skipper was most 
agreeable to all requests, such as slow speed trolling. 
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“Lucky” Len Askew missed the boat, hitched a ride 
on another fishing craft, and was put aboard later. 

A guest won the first day’s pool and Reg Holliday, 
Scripto, Inc., took the second day’s pool with a fine 
white sea bass. The Lockwood Sales Corporation do- 
nated five Pelouze fishing scales as extra prizes in 
the daily pools. 

From all reports the trip will be a popular annual 
affair. There were 12 guests present and the following 
travelers and dealers: 

Jack C. Dwight, Canoga Park Stationers (formerly 
American Pencil Co. representative); Lonnie Creacy, 
Stationers Corp.; Wilson Turner, Sr., Los Angeles 
Stamp & Stationery Co.; Ralph Alexander, Alexander 
Stationery Co.; Lou Walter, Hollywood Office Appliance 
& Furniture Co.; Paul Schmits and Joe Schumacher, 
Los Angeles News Co.; Stan Hall, Parron-Hall Corp., 
San Diego; Jim Cook, Cook’s, Salem, Ore. (a retired 
dealer, believe it, or not); Walt Gockle and Paul Sne- 
deker, Brown Shop, Pasadena; C. Napier, Pasadena 
Stationery Co.; O. L. Lattin, Lattin’s Stationers; Roe 
Powell, Universal Paper Goods Co.; Lennie Askew, 
Charles R. Barry Co.; Harry Fuller, The Globe-Wer- 
nicke Co.; Walter Waldvogel, National Blank Book 
Company; Reg Holliday, Scripto, Inc.; Paul Lockwood, 
Lockwood Sales Corp.; Bill Jenkins and Gerry Biggins, 
Jenkins Index Card Co.; Jack Ellis, F. S. Webster Co., 
and Pete Masterson, Acco Products, Inc. 


A-SAILING, A-FISHING WE GO— 

1. Fishing proceeds off San Clemente Island. 

2. Jim Cook and a lucky guest. 

3. The charming waitress, the chef and Paul Lockwood in the yacht's 
galley. 

4. A flying fish caught by Jack Ellis. 

5. The skipper and Roe Powell chart the trip around fishing spots. 

6. Stan Hall and Jack Dwight rest on the trip hqme. 
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Plan ‘52 NOMDA Convention June 16-18 


Enthusiastic Texans headed by D. L. Keeney, ZJr., 
of Keeney Office Equipment Company, Dallas, are 
making plans for the 1952 NOMDA convention and, 
according to Mr. Keeney, it will be held at the Baker 


Hotel in Dallas June 16, 


17 and 18. This is about 


10 days earlier than the 1951 convention dates. 

The new NOMDA board of directors is now complete. 
In addition to the past presidents of NOMDA who 
are automatically members of the board, it includes: 


E. J. Knecht, Cleveland, Ohio 
David T. Ligon, Glendale, Calif. 
Jack Macon, Atlanta, Ga. 
James Martin, Seattle, Wash 
Larry C. Mauck, Jr., Richmond, 


Va. 
Ed J. McHale, Cincinnati, Ohio 
C. W. McLane, Elko, Nev. 
Israel Meizner, New York, N.Y. 
Charles S. Meyers, Miami, Fla 
Gordon E. Miller, Los Angeles, 
Calif. 
Harvey C. Miner, Kankakee, Il. 
Edward Pfitzenmaier, Ardmore, 


Robert Randazzo, Kansas City, 
o 


Irving Ritchie, New York, N.Y. 
Lynn Roper, Seattle, Wash. 
Ted Schafer, New York, N.Y 
—- J. Sheehan, Providence, 
W. R. Shilling, Pittsburgh, Pa 
David C. Silvers, New York, N.Y. 
Samuel Stein, New York, N.Y 
Harold E. Steinke, Upper Darby, 


Pa. 
Kenneth L. Stevenson, Sacra- 
mento, Calif. 
John Stifter, Detroit, Mich 
Gene Taylor, Bloomington, Ill 
Jack Teeter, Hammond, Ind. 
M. Teschion, St. Paul, Minn. 
George Valentine, Tampa, Fla 
Irwin Vincent, Topeka, Kans 
N. H. Von Soosten, St. Louis, 


Mo. 
J. O. Waedekin, Milwaukee, Wis 
Wilbur E. Walker, Wichita, Kans. 
Leon I. Walling, Dearborn, 
Mich. 


Larry Walter, Chicago, Ill. 

James P. Ward, Chicago, Ill. 

Herbert E. Wheeler, Stockton, 
Calif. 





Lamont H. Wood, Sr., Kansas 
City, Mo 

M. Woodliff, Waco, Tex. 

C. Elmer Anderson, Pasadena, 
Calif 

Ralph Archinal, Alameda, Calif. 

Elmer Beutler, Chicago, Il 

Anne O. Bogdanffy, Baldwin, 
L.I., N.Y 

Russell D. Brewington, Hous- 
ton, Tex 

Bruce B. Brown, Chicago, Il. 

Jack K. Burnim, Boston, Mass 

Clarence E. Bush, Washington, 


Sid Cambias, New Orleans, La. 
Myron E. Chaffee, Kansas City, 


Mo 
Charles R. Chappell, Pittsburgh, 
Pa 


William T. Corney, Toronto, 
Canada 
Earl T. DeGroot, Kalamazoo, 


Mich 

Ivan M. Fifield, Waterloo, Iowa 

S. D. Fisher, San Diego, Calif. 

Nicholas H. Fucci, Englewood, 
N.J 

Al J. Garrigan, Springfield, Ohio 

J. 8. Gladney, Philadelphia, Pa 

E. A. Glassman, Rochester, N.Y 

E. D. Glossman, Los Angeles, 
Calif. 

Gerard Harrington, Baltimore, 
Md 

Alfred Honour, Denver, Colo. 

Paul C. Houser, Sioux Falls, 8.D 

Miller J. Huggins, Anderson, 
Ind. a 

J. W. Johnson, Stillwater, Okla 

W. A. A. Johnston, Knoxville, 
Tenn 

Travis Jones, East Point, Ga 

D. L. Keeney, Jr., Dallas, Tex 








Friden Plans South American Meetings 











GLTC Host to Pre-Convention Luncheon 


Once again the Great Lakes Travelers Club of 
Chicago will be host to the pre-convention lunch- 
eon which has become traditional with NSOEA 
activities. The Boulevard Room of the Stevens 
Hotel will be the scene of this popular gathering 
at 12:30 o’clock on Friday noon, September 21. 

Because the convention opens on Saturday this 
year, the luncheon will provide an opportunity 
for more visitors than usual to attend. Any con- 
ventioneer arriving in Chicago on Friday will be 
welcomed. 

Those who can do so are asked to make reserva- 
tions with the luncheon chairman, Walter Len- 
nartson of OFFICE APPLIANCES. Roscoe Benge, Codo 
Manufacturing Company, is co-chairman. 














Publish New GLTC Roster 


Members of the Great Lakes Travelers Club, Inc., at 
Chicago, manufacturers’ representatives serving the 
Sixth District of the National Stationery & Office 
Equipment Association, have received copies of a new 
club roster. 


Features of this attractive booklet include a history 
of the organization, listing of committees and officers, 
past presidents and the members as of July 1. Com- 
plete details as to company affiliation and addresses 
are found in the roster prepared under the direction of 
Robert Reynell and Robert S. Kane, both of Oxford Fil- 
ing Supply, Inc. 








Latest sales techniques and newly-developed ma- 
chine methods and applications will be told South 
American distributors for the Friden Calculating Ma- 
chine Company, Inc., of San Leandro, Calif., at two 
meetings to be held in August and September. 

Stanley M. Friden, export sales manager, and Arthur 
Steinhart, foreign sales representative, will conduct the 
meetings. First meeting will be held at Sao Paulo, 
Brazil, August 27-30, and will be attended by all dealers 
south of Fortaleza. Second will take place at Caracas, 
September 4-6, for dealers north of Fortaleza to Mexico 
City. 

In between these factory-supervised sales meetings, 
Friden and Steinhart will make personal calls on sev- 
eral Friden offices in South America. Mr. Steinhart has 
just recently returned to the United States following 
more than a year of travel 









coffee and... a7 5 


Room 501 
1951 National Stationers and 
Office Equipment Convention 


September 22 to September 26 


Stevens Hotel ¢ Chicago, Illinois 


G. J. AAGNER COMPANY 


422 South Clinton Street + Chicago 7, Illinois 














AN INVITATION — The G. J. Aigner Company uses this novel mehod 
of inviting NSOEA convention visitors to dunk a doughnut with 
firm personnel in Room 501 at the Stevens Hote! September 22-26. 


McDONALD PRODUCTS HOLDS ANNUAL SALES MEET 








In order to “keep the record straight” we're 
reprinting the picture taken during the 21st anni- 
versary sales meeting of the McDonald Products 
Corp., held June 5-8 in Buffalo, N. Y. The words 
“Seated” and “Standing” were inadvertently 
transposed in the caption. Here’s the proper 
arrangement, left to right: SEATED: W. L. Davis, 
B. McDonald, G. A. Goold, E. F. McDonald, F. C. 
Thomas, A. F. Forster and J. V. Vevirit. STAND- 
ING: H. M. Heydorn, E. W. Welh, G. J. Goold, 
D. C. Neuhaus, G. W. Steel, R. Szwajkowski, 
H. N. Oppegard, C. W. McGilvery and E. G. 
Trumbull. 
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with SELF-DEMONSTRATING Items 


Your customers can’t resist the eye appeal of this 4-color Caster Demonstrator. 
And they can’t a selling themselves Faultless Casters and Glides, once the 
samples are picked up by the handy plugs. 





ons ANP rime 






Result; Faster turn-over and profits on an active stock of “best sellers.” Only 

time-tested items have been selected for this Counter Display Deal. Every Caster 

; features the Faultless Double Ball Bearing Swivel, with nr ee rows of hardened 
MEET US AT balls rolling around separate raceways. A Ruberex, soft tread wheel is sectioned 


to show its sturdy hard core construction. 
SPACE #303 You pay only regular prices for the merchandise—the Display is FREE. 

National Stationers The enameled display will last for years, is a credit to any store. But, due to 

‘ present circumstances, the supply is limited. To be sure of showing at least one 

Convention of these modern merchandisers in your store, it’s important that you order today. 

SEPT. 22 TO 27 incl. 
STEVENS HOTEL 
CHICAGO 


i. FAULTLESS CASTER CORPORATION 












dates to 


September 2!. Great Lakes Travelers Club NSOEA pre-convention 
luncheon, Stevens Hotel, Chicaa 

September 22-27. National Stationery & Office Equipment Associa- 
tion's 45th annual convention, Stevens Hotel, Chicago, Ill. Pau 


Burbank, general manager, 740 ntinenta Washinaton 
Ae HE od 


October 22-27. National Business Show, Grand Central Palace, 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., 
New York 18, N. Y. 





Art Gatlin Unhurt in Plane Crash 


Art Gatlin, owner of the Paragould Typewriter & 
Adding Machine Company, Paragould, Ark., escaped 
injury on June 5 when an Aeroneon monoplane he was 
piloting on his solo flight became entangled with tele- 
phone wires during a landing. The plane fell into a 
road and was damaged considerably 
















UPPER LEFT: Desk and table of the English 
Sherwood Group are combined with modern, 
custom-built upholstered pieces. Guild pattern 
draperies are stone gray and teal blue, the 
wall and rug stone gray, and the ceiling 
gunmetal. Sofa and two easy chairs are 
geranium red while the occasional chairs are 
gray. Desk and table are hand glazed wal- 
nut. LOWER RIGHT: Hickory brown walls are 
brightened with draperies of primrose yellow 
with a pattern of stone gray driftwood. Ceil- 
ing is gunmetal and the carpet billiard green. 
The free form desk is in two tones of walnut. 
Tweed fabric with an interwoven gold thread 
covers the swivel chair and sectional sofa, 
while the side arm chairs are yellow leather. 


emo 






Name Monarch Marking System Officials 


Robert C. Kohnle, president of the Monarch Marking 
System Company, Dayton, Ohio, since 1941, has been 
elected chairman of the board of directors. His brother, 
Edward L., secretary-treasurer for 31 years, has been 
named to succeed him as president, and also will take 
over the duties of general manager, succeeding Lowell 
P. Rieger, who resigned. 

Mr. Rieger continues as a board member and first 
vice-president. Clyde C. Miller was named vice-presi- 
dent and director of sales; Robert E. Derby, vice-presi- 
dent and manager of the Pacific Coast factory, and 
Harry J. Fravert, secretary and treasurer.—AK 





Polychrome Appoints R. Gene Brown 


R. Gene Brown, formerly manager of production and 
distribution, has been appointed a vice-president of 
Polychrome Corporation, Yonkers, N. Y. Mr. Brown 
has been with the company for almost two years and 
has been responsible for co-ordinating sales and pro- 
duction. He is in charge of all sales and promotion 
activities and product distribution. 

Edward P. Pina, assistant sales manager, is leaving 
Polychrome Corporation to become sales manager of 
Ohio Legal Blank Company, Cleveland, Ohio. 





POMERANTZ OFFERS 
GUILD GALLERIES 


Acquiring three floors of the adjoining build- 
ing, A. Pomerantz & Co., Philadelphia, Pa., 
has inaugurated new Guild furniture galleries. 
Each unit is complete in all phases: wall and 
window treatment, carpeting, fine office fur- 
niture and accessories. The color co-ordination 
is strikingly modern, and, at the same time, 
entirely workable. 
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WIZARD 


PULL OUT DRAWER STORAGE CASE 














See our curren 


for prices and 








on all the fan 


Transfer Storage Cases 


IN POPULAR SIZES—A SIZE FOR EVERY NEED 






Many of your customers will require neat, strong, F a 
storage cases in which their records will be readily 

accessible, clean and orderly. The Wizard meets = 

all these specifications—-and more. j 








The outside shell is made from extra strong cor- 
rugated fibre board and fully reinforced at all stress — 
points. Four flaps turned in along the front edges 
strengthen the shell and hold it in alignment. The 
drawers are metal stitched and four-ply thick at 


each end. 













Wizard Storage Cases can be speedily 





assembled into rigid, steady stacks 






Steel supports m ide espec! illy for 





Equipped with sturdy metal handles, Wizard cases 







are easily assembled without the use of tools. No Wizard cases make them ready for 
gummed tapes are needed--special fasteners lock heavy duty and easy to lock into 
the back securely. firm units. 






Customers who have used Wizard cases before will 
be back for more and new customers will quickly 
recognize the superiority of these cases. Be ready 
to give them prompt delivery. A Good 
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WHA AND 


Show the Super Wizard to your 
customers who want the best Letter, 
Cap, Invoice or Check size storage 
case obtainable. They'll appreciate 
the many plus features that make 
this case so outstanding. 





Designed for durability, all points 
where stress and strain might occur 
have been specially reinforced. The 
shell of the Super Wizard is made 
of 275 lb. test corrugated board, 
double lined and supported with 
steel. The front of the drawer is 
completely enclosed with steel. Sides 
are double thick along the top and 
metal stitched. 





Super Wizard cases can be easily and safely stacked in ; , 
ee Handsome appearance is achieved 
any desired height or width. A positive locking device e 
: ae : by the gray enamel finish of the 
joins units securely. No swaying or shifting. When : , 
; steel drawer front which is matched 
stacked on steel base units, the lower storage case is b h . . led 
e at tive 1 e Ta r- 
protected from floor dirt and scuffing. ye eracts stipp Say ou 


face of the outside shell. 







Your Customers Will Like These 
IMPORTANT FEATURES 


Made from heavy, 275 lb. test corrugated fibre board .. . 













Steel reinforced at front edges . . . Special reinforcement 








at back . . . Drawers operate freely . . . Attractive gray 
enameled steel front . . . Stippled gray finish on fibre 
board . . . Easy to set up-no tools needed . . . No i 
gummed tapes . . . Large label holder . . . Wide drop 


pull - installed at factory . . . Can be solidly stacked 























An adequate inventory of Weis Victory 
Transfer Storage Cases will help you win 
victories with your sales curve. New cus- 
tomers, as well as regular customers will 
choose the Victory because of its reputa- 


tion for durability and many other practical 





advantages. 





Foremost among the features that appeal 





to users is the exclusive reinforcing apron ~ 


STRONG CORRUGATED FIBRE BOARD that fits snugly into the Wiesocy a give 
Heavily Constructed Fully Reinforced dded . 
added support in the vi aces Ww 
SLIDES EASILY Pp e vital places where 
Tops and Bottoms are Smooth — Easily ordinary cases fail. The illustration below 


Stacked and Removed 


ONE-PIECE ATTACHED COVER 
Extends Clear Across—No Obstructing Flaps easily placed in the case during assembly, 


shows how this all-important insert is 


ONLY ONE FASTENER 


Located on the Side Out of the Way for 

Stacking. Made of strong corre 
NO GUMMED I API ne | gated fibre board, the 

Metal Stitched at Factor Lant Come Apart apron prevents bottom 


SETS UP Ql JIICKLY and ends of the case from 
No Tools No Tay N 4 Just Fold It 


bulging Customers will 
prefer the Victory f@ 
ALL POPULAR SIZES 

A Size for Every N Satist All ¢ tomers 


this strengthening line® 





The Weis Manufacturing Company 
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Monroe, Michigan 
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CLOSE CHECK ON REPAIR FREQUENCY 
INDICATES SALES POTENTIALS 


ERHAPS THE MOST accurate and fruitful source 

of new business machine prospects may be the 
service organization’s own files, according to Durrett 
Typewriter Exchange, Atlanta, Ga. 


E. L. Durrett, head of the firm, operates a thoroughly 
modern, versatile office machine supply firm, which 
includes repairs, rentals, sales, and general services on 
typewriters, adding machines, calculators and dupli- 
cating equipment. 

Ever since opening up near Atlanta’s large downtown 
office building and “medical center” district, Mr. Dur- 
rett has made it routine practice to keep a complete 
“ease history” on every office machine which is han- 
dled by the firm, whether it is utilized by a large hos- 
pital, clinic, or a small individual office. 


Cards are filled out, 
classified alphabetically, as well 


as by cross-reference, and neatly segregated into gen- 
eral heading groups for permanent reference. While 
it may be true that a single office machine may be 


repaired only twice over a 10-year period, Mr. Durrett 
nevertheless feels that the original entry, because it 


familiarizes the management to some extent with the 
machine, is well worth-while. 

Whenever any office machine is brought into the 
shop for repairs, a quick search of the records is invari- 
ably made to determine whether Durrett Typewriter 


Exchange has furnished repairs in the past for it or 
not. The serial number, name of the customer who 
brought it in, and, in many cases, merely a quick 
glance at the machine, furnishes sufficient information 
to ferret out the proper card and to make reference to 
it. If the machine has already been serviced, another 
repair entry is made, with complete details, including 
the day the machine was brought in. 


Once a year, the voluminous files which have been 
built up in this way are gone over, and each card 
checked thoroughly, to indicate the frequency of 
repairs. This check, which requires several days to 


complete, has two or three immediate advantages for 
the firm, according to the Georgia dealer. First, the 
mere fact that a machine has been repaired several 
times over recent years, will often indicate that there 
is a serious need for a replacement in the office in 
which it is used, either a new or-rebuilt machine. Next, 
a sudden stoppage of repair work which has been 
coming in regularly, may indicate that the customer 
has purchased a new machine elsewhere, or has moved 
away—in which case, of course, the files need a “bring- 
ing up to date.” Third, a check of the files gives the 
Durrett store a logical reason to telephone the office 
machine owner, and to perhaps, through conversation, 
uncover the need for similar equipment in additional 


office machines 


Those cards which show 
that a typewriter, an adding 


machine, or a duplicating machine has been in and 


out of the shop frequently enough to become “a me- 
chanic’s pet,” are particularly valuable, the Atlanta 
firm has found. That is chiefly because taking a sam- 
ple of the card along, and indicating the total repairs 
which have been charged against the machine in a 
year or two year’s time, is often adequate to show the 
owner that he is actually losing money through con- 


tinulng to usé 
Many as tw 


balky, undependable equipment. As 
dozen worth-while prospects for new 


machines can be pulled from the files on almost any 
such period, and from this number, a large percent- 
age are sold new or used replacement machines. “In 
such instances, the mere fact that we sell the office 
supply customer a new office machine of any sort is 
actually doing him a favor,” it was pointed out. “It’s 
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a favor which can be readily appreciated and is imme- 
diately self-evident. Thus, while it may require a few 
additional moments to keep file information on every 
repair we handle, there is probably no more advan- 
tageous operation which the office machine dealer 
can carry out.”—RAL 





“REFRIGERATED WINDOW” PROMOTES 
PACKAGE AIR-CONDITIONER SALES 


NTEREST IN its line of package air-conditioners for 

home and office was considerably accelerated during 
July at Denver, Colo., when the W. H. Kistler Company, 
office equipment firm, staged a novel “refrigerated 
window display.” 


Introducing a popular line of package air-condi- 
tioners sized in %-ton, 34-ton and one-ton brackets, 
Kistler’s has been extremely successful in selling pro- 
fessional men on business use of air-conditioners, and 
likewise is “tapping the domestic market” through 
intensive newspaper and window display promotion. 


To graphically demonstrate to Denverites, many of 
whom are unfamiliar with mechanically-refrigerated 
air-conditioning in the high Rocky Mountain plateau 
city, Kistler’s “refrigerated an entire window.” This 
was done by enclosing an 8x5 foot display window to 
the right of the entrance, with an air-tight paneling, 
to form a “box.” In the upper right-hand corner, 
mounted in the wall, was a typical 34 ton package air- 
conditioning unit, in constant operation, with red 
ribbons tied on the louvred grille at the front demon- 
strating the flow of air. In the center, a box was 
draped with display materials, and on top of this, a 
large dial thermometer, of alarm-clock size, was placed, 
with the dial pointing to the cool temperature main- 
tained inside the window. This averaged between 70 
and 72 degrees, despite the fact that Denver was 
suffering an unseasonable hot summer. 


Many homeowners 

and businessmen alike, were 
“stopped” by the display, and peered closely at the 
thermometer, to grasp the difference in temperature, 
it was indicated by the management. This led to many 
walk-in prospects, who inquired as to the price of the 
air-conditioner, and developed a long list of prospects to 
be followed up by Kistler’s outside specialty salescrew. 
“Despite the fact that Denver traditionally is one of 
the coolest cities in the country, there is a definite 
need for mechanical air-conditioning during the sum- 
mer months,” it was stated. “Actually, in many in- 
stances, we have found that a combination of package 
air-conditioning unit and a humidifier which adds 
humidity to the arid air, will result in more healthful 
working conditions, better work output on the part 
of employees, and certainly better morale.”—RAL 





Issue New Northwest Travelers Roster 


Bound in blue and silver cover, appropriate colors 
for this twenty-fifth anniversary year of the organiza- 
tion, a new roster has been issued for the Northwest 
Travelers Club. A map on the cover designates the 
territory as North Dakota, South Dakota, Minnesota, 
Iowa and Wisconsin. 


A new feature is a list of all manufacturers and dis- 
tributors represented by the Northwest Travelers. 


Present officers, past presidents and members are 
listed in the handy booklet. Travelers are reminded 
that luncheons are held the last Saturday of non-sum- 
mer months at the Commerce Club, 328 S. Third St., 
Minneapolis. 

C. H. Berry is president of the organization. Other 
officers are Warren L. Carlson, Melvin Sowell, L. C. 
“Larry” Goodhand, Merrill Hasty and Jack Guntrum. 
Mr. Hasty is corresponding secretary. 
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A NEW HOME FOR 
BURT AND DELL 





Inviting in the display of fine executive 
furniture are these views inside Burt and 
Deli’s new location at 53 Mulberry St., Hart- 
ford, Conn. At the upper right is one picture 
of the store interior taken from just inside 
the front door. Included is a part of the 
window display and, beyond the partition, 
the sales office. The other two pictures (cen- 
ter and lower left) show two separate areas 
of the second floor Stow-Davis furniture 
gallery. There, customers can better visualize 
how their own offices might appear 








Steel furniture fits in the sales pattern of 
Burt and Dell, as well as wood. Although 
not shown in the picture, the first floor area 
beyond the partition (upper right) is exclu 
sively steel. As Art Metal agents, the Hart- 
ford firm tells its clients about proper ar- 
rangement of general office areas so that 
they are both functional and good looking. 
In its own working area, Burt and Dell feels 
that it has accomplished the kind of office 
that it is attempting to sell, both from ar- 
rangement and appearance standpoint. The 
Mosler Safe line is another of the store’s ex- 
clusive agencies. Burt and Dell is proud of 
the fact that in planning the interior of this 
store, and as one of the 40 executive furni- 
ture dealers from coast to coast, it was com- 
plimented by Executive Furniture Guild Co 
ordinator George Reinoehl for having carried 
out in excellent fashion the type of furniture 
gallery that the Guild has been teaching its 
members. 
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L. C. Smith & Corona Appoints Two 


The appointment of two home office field represen- 
tatives—Roger Sherman, Jr., and Richard F. De- 
Manche, has been announced by J. B. McCormick, 
vice-president of L. C. Smith & Corona Typewriters, 
Inc. 

Mr. Sherman has had five years of selling experience 
in the office machine and equipment field and, at the 
time of his promotion, was salesman in charge of the 
Smith-Corona district office in Manchester, N. H. He 
will make his headquarters in Boston, Mass., and -will 
assist portable typewriter and adding machine dealers 
in the Boston and Portland, Me., areas. 

Richard F. DeManche entered the employ of Smith- 





RICHARD F. DeMANCHE 


ROGER SHERMAN, JR. 


Corona in June, 1942. He will make his headquarters 
in Hartford, Conn., and will assist dealers in the Hart- 
ford, Providence, and Worcester areas 





Warren L. Segersten Promoted by Cummins 

Warren L. Segersten has been promoted to factory 
sales manager of the Cummins Business Machines Di- 
vision of Cummins-Chicago Corporation, according to 
a recent statement of Mitchell A. Kapland, vice- 
president. 


W. L. SEGERSTEN 





Mr. Segersten will be responsible for all sales activi- 
ties of branch offices and distributors throughout the 
world, including company sales policies and sales pro- 
graming on Cummins perforators, signers, endorsers 
and fraud prevention systems 

Mr. Segersten has been with Cummins-Chicago Cor- 
poration for seven years, most recently as assistant 
sales manager. He was office manager for 10 years 
with the Diamond-T Motor Car Company of Chicago 
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Taylor Chair Elects New Vice-President 

Joseph F. Taylor, president of the Taylor Chair Com- 
pany, Bedford, Ohio, has announced the election of 
Moselle Taylor Meals as vice-president of the company. 






MOSELLE TAYLOR MEALS 





r 


Mrs. Meals, in addition to the duties regularly per- 
taining to the office of vice-president, will be directly 
responsible for company policies relating to marketing 
and merchandising. 

A student of interior decoration, especially skilled 
in visioning the future trends in chair styling, Mrs. 
Meals is expected to add much to future design of 
Taylor chairs, declares President Taylor. 





A.B. Dick Company Appoints Aikens 


A. B. Dick Company recently announced the ap- 
pointment of L. M. Aikens as district sales manager 
covering the New York metropolitan area. 


L. M. AIKENS 





Mr. Aikens has been with A. B. Dick since 1941 ex- 
cept for a military leave during World War II. He was 
first employed as a salesman in the former Milwau- 
kee branch. He has served also as a salesman in the 
former Cleveland branch, and, until his present ap- 
pointment, as district sales manager in Ohio and west- 





New Frankel Denver Plant Nears Completion 


The new plant of the Frankel Manufacturing Com- 
pany in Denver, containing more than 40,000 square 
feet of space, is now nearing completion for the ex- 
clusive manufacture of stencil paper and duplicating 
supplies. 

Special machines are being installed by the Frankel 
firm, established in 1906. 

In addition to this new plant in Denver, Frankel 
maintains branches in Los Angeles, Chicago and 
Detroit. 
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LC LAMPS FOR HOME AND OFFICE 





DIRECTOR e.uvorescent desk Lames 


America’s first decorator-styled desk lamp at reasonable prices. 
Genuine Telechron clock movements. Bonderized baked enamel 
finishes, with bright gold finish pedestal plate and pen tray. Oper- 
ates on 110/120 volt, 60 cycle A.C. current; instant starting switch. 
Uses T8, 15-watt fluorescent tubes. Felt covered base, 6 feet of 
rubber cord. Height, 10"; width, 20°. Weight, 74% Ibs., in individual 
cartons. Complete lamp approved by Underwriters’ Laboratories. 
MODEL 101—Single tube without clock, grey or brown. Retail, less tube . . $13.95 

—In brushed brass finish. Retail, less tube... . . . es 
MODEL 102— Double tube without clock, grey or brown. Retail, less tubes .. $17.95 
MODEL 201—Single tube with clock, grey or brown. Retail, less tube . . . $18.95 

—In brushed brass finish. Retail, less tube . . » > 2 ois 
MODEL 101 MODEL 202— Double tube with clock, grey or brown. Retail, less tubes . . $22.95 





STANDARD ri.vorescent Desk LAMPS 


High quality and low price have made this lamp a favorite for 
home or office. Finished in Bonderized baked enamels. Operates 
on 110/120 volt, 60 cycle A.C. current; instant starting switch. Uses 
T8, 15-watt fluorescent tubes. Felt covered base; 6 feet of rubber 
cord. Height, 1144"; width, 20". Weight, 8 lbs., packed in individual 
cartons. Fully approved by Underwriters’ Laboratories. 


MC 


MODEL 4900— Single tube in grey or brown. Retail, less tube $8.95 
MODEL 4902— Double tube in grey or brown. Retail, less tubes $14.95 





MODEL 4900 


COSMOPOLITAN rivorescent BED Lamp 


Extremely functional, as well as beautiful. Permits two persons to 
read in comfort. Finished in Bonderized baked enamel with gold 
finish trim. Operates on 110/120 volt, 60 cycle A.C. current. Uses 
T8, 15-watt fluorescent tube. Length, 20’; weight, 44% lbs. Packed 
in individual cartons. Underwriters’ Laboratories approved. 








MODEL 50-8—In ivor® or brown. Retail, including tube $8.95 


MODEL 50-8 


Order direct from the factory 


INDUSTRIAL LAMP CORPORATION, ELKHART, INDIANA 


TOP DEALER DISCOUNTS 
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M. S. Walsh Firm Erects New Building 


M. 8S. Walsh Company, distributors of mimeograph 
and lithograph equipment and supplies, is constructing 
a new building at 2721 Pine St., St. Louis, Mo., accord- 
ing to M. 8S. Walsh, president. The new one-story office 
and service building will contain 7,500 square feet of 
floor area and will cost about $58,500. The firm dis- 
tributes in three counties in Illinois and nine counties 
in Missouri.—EWF 





Worth S. Pettit, Sr., Buys Department 


Borderland Printing Company of Weslaco, Tex., has 
sold its stationery and office supply department to 
Worth S. Pettit, Sr.. who managed the department for 
the past six years. The name of the department has 
been changed to Pettit Office Supply —EEG 





Everybody’s Office Outfitters, Inc., 
Redecorates Store at Dayton, Ohio 


Everybody’s Office Outfitters, Inc., Dayton, Ohio, one 
of the nation’s old established stationers, is presenting 
to its customers a completely redecorated store refur- 
bished in many particulars 

Along with the redecorating, new light fixtures were 
installed throughout together with new display fea- 
tures. 

Everybody’s Office Outfitters, Inc., is Dayton’s oldest 
firm in this industry, established 67 years ago by 
Charles W. Bieser. Since his recent death the store is 
under the management of his son, Horace F. Bieser, 
as president and treasurer. He has been actively en- 
gaged in this business for 26 years. 

The firm has always carried top lines of merchandise 
in ample stocking of its store. It has made many large 
installations throughout the city and the Valley by 
maintaining an outside selling organization that covers 
Dayton proper and the surrounding territory. Various 
lines of steel and wood furniture are maintained. 

The fountain pen department enjoys an excellent 
reputation and has factory-trained men to do the 
major part of the repair work right at the store. A 
well-stocked gift department shows greeting cards, 
leather goods and items for the home and office. 

In departmentalizing for better service to its cus- 
tomers, Everybody’s maintains sections for commercial 
stationery, fountain pens, gifts, steel furniture and 
wood furniture. The finer executive furniture is dis- 
played in the balcony of the store 


a 





Burroughs Names Grand Rapids Manager 

Burl F. Poe has been appointed manager of Bur- 
roughs Adding Machine Company’s branch in Grand 
Rapids, Mich., Willis E. Morgan, general sales man- 
ager, announced recently. He succeeds J. P. Booz, who 
becomes manager of the company’s north central re- 
gion. 


BURL F. POE 





Mr. Poe joined the Buroughs organization as a junior 
salesman in the Knoxville, Tenn., branch in 1941, after 
several years of accounting experience with local busi- 
ness concerns 

He served with the U. S. Army from 1943 to 1946, 
and, on discharge, returned to the Knoxville branch 
as a senior salesman, serving there in that capacity 
until 1949. In that year he was transferred to the 
home office sales promotional division, where he has 
specialized in the application of Burroughs machines 
and equipment to governmental accounting work. 





Indianapolis Firm Names Sales Manager 


James V. Becher has been named sales manager of 
the dictating equipment department of the Indianap- 
olis Typewriter Company, Indianapolis, Ind., an- 
nounced Paul Cockrill, owner. Mr. Becher’s appoint- 
ment was made to handle an exclusive franchise 
granted by the Gray Manufacturing Company, Hart- 
ford, Conn., makers of the Gray Audograph. Mr. 
Becher returned from Missouri to organize sales and 
service of the Gray Audograph, under the franchise 
for Indianapolis and southern Indiana granted to In- 
dianapolis Typewriter.—AK 








EVERYBODY'S OFFICE OUTFITTERS, INC.—STEEL FURNITURE DEPARTMENT (UPPER LEFT), 
EXECUTIVE WOOD FURNITURE (UPPER RIGHT), COMMERCIAL STATIONERY (LOWER VIEW) 
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HANDSOME "% 





AND HANDY! 
PRINT-O-STAMP saves hours and dollars in ad- PRINT-O-STAMP, the newest type of mimeo process 
dressing gummed labels in quantity. Makes im- hand stamp, is making sales and profit history! 
prints, special headings, check endorsements, in- It works fast, the ink dries fast, won’t smear, it’s 
structions, memos, etc. PRINT-O-STAMP can waterproof . . . quick, easy, inexpensive. Just 
make any kind of stamp at amazing low cost to type stencil, snap on, and it’s ready to print 
your customers . . . at sensational profit to you! on anything! 


: ee me Beautifully Packaged in Self-Selling Carton . 


Gpeetal 
INTRODUCTORY OFFER! 


A complete PRINT-O- 
STAMP kit, inked and Distributed exclusively by the 
ready for use, with all Manufacturers of the famous 
encemerion . . . stencils, PRINT-O-MATIC AUTOMATIC CARD-SIZE DUPLICATOR 
= 4 |4 3 ink, brush, stylus, writing 
—— plate . . . included FREE 
in an attractive, colorful, 
self-selling counter dis- 
play with order for first 
12 PRINT-O-STAMPS 


...8ells on sight wherever 






oe nm 


GET FACTS on library of pre- 


cut PRINT-O-STAMP stencils displayed.- People stop, 

pm § created to fit look, try it, buy it. Call 
almost any need. Low retail price, k Te 
high mark-up . . . another source your Jobber, or write 
of PROFIT for you! direct, NOW! 
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Open Ennis, American Carbon Paper Branch 


The Ennis Tag & Salesbook Company and the Ameri- 
can Carbon Paper Manufacturing Company of Ennis, 
Tex., have opened a new branch sales office and ware- 
house at 1925 Blake St., in Denver, Colo., according to 
an announcement by S. D. Denny, general sales man- 
ager. 

The new branch will be under the management of 
Murray Cole, former manager for the Ennis companies 
at their Albuquerque, N. M., branch, and will serve 
Colorado, Utah, Wyoming, Idaho and. Montana 

Mr. Denny stated that a complete line of commercial 
stationery merchandise, filing supplies, salesbooks, res- 
taurant checks, tags, carbon papers and inked ribbons 
will be stocked in Denver, supplementing the coverage 
of the trade territories afforded by the plants in Ennis 
and in Chatham, Va., and the warehouses at Ennis, 
Chatham, Houston, Tex., New Orleans, La., Birming- 
ham, Ala., Albuquerque, and Los Angeles, Calif., where 
there is also another sales office —CAP 





New Store Opens in Fergus Falls, Minn. 

The new store of the Fergus Specialties Co., Fergus 
Falls, Minn., was opened amid a profusion of floral 
decorations expressing the good wishes of local and 
distant friends. Approximately 375 people attended the 
grand opening on July 5. 

A full window is ideal for displays of furniture, 
machines or miscellaneous supply items, enabling the 
passerby to look back 65 feet without interference of 
shadows. 

Shelving on one side accommodates filing supplies, 
loose leaf and miscellaneous supplies while on the op- 
posite side is a display of desk chairs and accessories. 
The color scheme is off-white ceiling and two parallel 
walls of gray and maroon. The center has island 
tables and counters for open display 

Personnel of the firm assisting in the grand opening 
included Lyle McManus and Walter Beckos, both local 
men with a host of business acquaintances; and Miss 
Rose Ann and Richard Herising 
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Jonathan W. Poast Promoted by Diebold, Inc. 

Jonathan W. Poast of St. Louis, Mo., was recently 
appointed central regional dealer supervisor of Die- 
bold, Inc. W. K. Wilson, sales manager of the systems 
division, announced the appointment. 


JONATHAN W. POAST 





Mr. Poast, a former member of Diebold’s sales or- 
ganization in both Toledo and St. Louis branch offices, 
is well qualified for his new position by virtue of his 
selling experience in Diebold products, plus more than 
1l years’ service in dealer business and operations 
while sales manager of the B. F. Wade & Sons Com- 
pany, Toledo. 

Mr. Poast’s new assignment calls for assistance to 
and supervision of Diebold dealers in the states of 
Nebraska, Iowa, Missouri, Kansas, Illinois and Indiana. 





Vero Beach, Fla., Firm Opens 

Owned by Breeze Provost of Cocoa, Fla., the Provost 
Office Equipment Company was recently opened for 
business at Vero Beach, Fla. A complete line of office 
supplies is carried and the firm features Smith-Corona 
typewriters and Victor adding machines. The office 
will be managed by John Pierce.—JL 





INTERIOR VIEWS OF FERGUS 
SPECIALTIES CO. NEW STORE 
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SEE US AT THE 
STATIONER’S CONVENTION 
BOOTHS NO. 334-5 


You can always throw a ringer when you 
pitch with GUSSCO “Filing and Finding” Sup- 
plies. Day after day, year after year, deal- 
ers run up sales scores which not only keep 
their cash registers ringing but make filing 
and finding easier, quicker and surer for 


their customers 


Equip all your salesmen with a Guide-O- 
folder Demonstration Kit. Ask them to use 
catalogs, price lists, etc., so 
their customers can actually see how easy 
it is to file and find. Ask them to be espe- 
cially alert for opportunities to suggest ap- 
plications in their customer’s offices. 


it for all their 


Ringers keep the cash register ringing—keep 
with GUSSCO. 


throwing them 


Transfile 


Fibre Board Transfer Files. Stacked by the hundreds or 
TRANSFILE Files are the low cost way to 
keep all records at the finger tips. Each is a complete 
filing unit in itself. Shipped flat, they fold together easily 


as single units 


and quickly without screws, bolts or tools. 























Gute. folir 


Pat. Pending 


THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


Guide-O-folders increase the speed and ac- 
curacy of filing and finding. All weight of 
the folders and contents is suspended on 
the steel side frames, eliminating all the 
pulling and tugging usually encountered 
by file clerks in filing and finding. The 
adjustable metal tabs make them readily 


adaptable to every filing system. 


3 Styles—13 Sizes 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


NEW YORK 13, N. Y. 


WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Comfort Printing Holds Open House 


Approximately 1,500 friends, customers and suppliers, 
together with families of employees, attended the 
Fiesta of Color Open House held by Comfort Printing 
& Stationery Company, 200 S. Seventh St., St. Louis, 
Mo., on June 27. 

The Fiesta of Color was tied in with two important 
changes recently made by the company—the expansion 
of retail facilities at the Seventh St. address as a result 








OPEN HOUSE—Officials of Comfort Ptg. & Staty. Co. greet visitors 
during Fiesta of Color Open House. Left to right: James L. Sloss, Jr., 
secretary; Hartley B. Comfort, president; James A. Collum, executive 
vice-president, and James W. Miller, manager of office furniture de- 
partment. The girls acted as registration hostesses. 


of the closing down in May of their branch store, 
Comfort Corner, Ninth & Locust Sts., and the com- 
plete redecoration in a modern and colorful theme of 
the building. 

Visitors were taken on a tour through the main 
departments, including the composing room, press 
room and bindery in the printing department, the 
office stationery and office furniture departments, as 
well as Comfort Specialty Company, branch of Com- 
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fort Printing & Stationery Company, which maintains 
headquarters at the Seventh St. address. 

A buffet luncheon was served throughout the Open 
House in the general offices on the second floor. 

Perhaps the main attraction of the afternoon was 
the offset-lithography press section of the printing 
department where four-color reproductions, intended 
as gifts for visitors, were being printed as they watched. 
A complete set of four prints, suitable for framing, 
will be mailed to each person who registered at the 
Open House. 

Hari Van Hoefen, St. Louis architect, designer and 
color expert, worked with James W. Miller, interior 
decorator and manager of Comfort’s office furniture 
department, in choice and arrangement of color 
throughout the building. 

Eleven colors, several being variations of basic shades 
used, were selected for the first floor alone, where 
office furniture and stationery are featured, the most 
prominent being a light mulberry which fills the spa- 
cious area with a warm rose light offset by the coolness 
of Indian turquoise and Caribbean blue. Touches of 
bone white, Puritan gray, dubonnet and lime yellow, 
with one dramatic splash of Swedish red, complete the 
unusual and restful arrangement. Matching draperies 
in cool patterns were chosen for office, display rooms 
and the conference room. 

Colors and arrangement were planned in line with 
modern feeling that color plays a dramatic part in 
building up efficiency and morale of plant and office 
workers, while at the same time pleasing customers 
and visitors to the building. 





Two Associated in New Tampa Firm 


Two long-time friends became actively associated 
in a business in Tampa, Fla., a little over one year ago. 
However, a lot of water went over the dam before the 
two finally launched their own business known as 
Johnnie Pittman, Stationer, of 522 Zack St. 

Up to the first of February, 1949, the two were the 
warmest kind of personal friends. On this date, they 
launched the business in which they have become 
partners as well as friends. They are profiting by the 
many years of experience each has had in the office 
supply business.—JL 





OFFICE COMFORT AT COMFORT— 
Part of the office furniture dis- 
play on the first floor of Comfort 
Ptg. & Staty. Co. At the left and 
beyond the camera range lies the 
newly-remodeled office stationery 
department. The great pillar at 
the left, in Swedish red, provides 
dramatic contrast to the soft mul- 
berry and aqua round pillars, the 
cool drapes and walls in lime 
yellow and contrasting pastels. 
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ONGHORN ina riszons 


longhorn carbons and ribbons give your customers 
lop service...top performance ...and they give 
you top profits! 


















LONGHORN PLASTI-CARBON—takes more abuse 
than any other type carbon. Produces sharp, clean 
copies, won't slip, won’t smudge or “tree.” Lies flat, 

won't curl in any weather. Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON—long- 


' a 
we wearing, non-smudging. Fast and clean to handle. 
~ — ~- teail! ’ eas , . 
re \ Won't curl, sharp writing—second in quality only 
he +h ' to Longhorn Plasti-Carbon. 


LONGHORN RIBBON — users call it the “per- 
fect ribbon”"—and it’s the perfect quality com- 
panion to Longhorn carbon. Non-filling, 
sheer yet tough. Types clean and 
sharp to please the most meticu- 
lous person. 


AMERICAN CARBON PAPER MFG. CO. senile 


Factories at Ennis, Texas e Chatham, Va. = 


Branches in: Houston, Dallas, Birmingham, the complete AMCO 
New Orleans, Albuquerque, Carben and Ribbon line. 





Denver, Los Angeles 
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Clarke & Courts Opens New Store 

Clarke & Courts, Texas’ oldest stationers, observed 
the grand opening of their new store at 113-115 Harri- 
son St., Harlingen, Tex., on May 30 and drew the 
praises of hundreds of visitors at the spacious new 
location. 

Twelve years of business for Clarke & Courts in Har- 
lingen were marked when George Maxey, who has 


* - , oes : i 
ae 





NEW HARLINGEN, TEX., STORE—Views of the Clarke & Courts new 
store at Harlingen, Tex. Top—view of stationery department. Center 
—office furniture section. Office of George Maxey, H. C. Holloman. 


been manager since the first store was opened in 1939, 
officially opened the new store. Mr. Maxey has been 
with the company for 24 years, moving to Harlingen 
in 1930 and traveling the territory until the first store 
was opened. 

The first floor of the two-story, 50x 150-foot con- 
crete-frame building is occupied by the firm. The 
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second floor consists of 15 suites of offices leased to law 
and accounting firms. The building was designed by 
Cocke, Bowman & York, Harlingen architects. 

In designing the new building, the emphasis was 
placed upon display. Display cases are each set at an 
angle from the wall, making the stock in all cases vis- 
ibe from the front entrance. The space between each 
angled case and the wall is used for storage of stock. 

The store, which was designed by the Prassel Fur- 
niture & Fixture Company of San Antonio under the 
supervision of Mr. Maxey, is one of the most modern 
types of stationery and office equipment concerns. 
Half of the store space is given to stationery, office 
supplies and equipment and the other half to furniture 
display. 

The building is completely air-conditioned and, in 
order to keep the direct sunlight out of the front of 
the building, a permanent steel awning has been 
erected in front of the second floor. This is a departure 
from the conventional type awnings. 

The Harlingen store is one of six branches of the 
90-year-old firm. Other stores are at Beaumont, Tex., 
Ray Womack, manager; Dallas, Tex., Arthur Hopkins, 
manager; Galveston, Tex., Mrs. F. B. Sanders, man- 
azer; Houston, Tex., N. V. Moreland, store manager: 
and Lafayette, La., Clem Quoyeser, manager 

(Reported by Art Carrow of Texas Travelers Club.) 





Smead Announces New Window Contest 

Early entry interest indicates that the second annual 
window display contest of the Smead Manufacturing 
Company will attract even more participants than the 
first one staged a year ago. 





Snead | 
ANNOUNCES | 





ITS SECOND ANNUAL 


WwiInDOow 
DISPLAY 
CONTEST 
TO ALL OLALERS 150022 
IN PRIZES 

















In addition to the five top winners and 35 honorable 
mention selections, an extra feature of this year’s 
contest is the awarding of a special prize of $100 for 
the window judged to be the best from: 

1. Cities up to 50,000. 

2. Cities from 50,000 to 100,000 

3. Cities from 100,000 to 500,000 

4. Cities above 500,000. 

The total money awarded in prizes has been raised 
to $1,500 with a top prize of $250. All told there will be 
45 prize winners in this competition which started 
June 1, 1951, and will close on June 1, 1952. 





Jackson Firm Appointed by Smith-Corona 

Capitol Printing & Stationery Company, Inc., 116 N. 
Congress St., Jackson 27, Miss., announces that it has 
been appointed authorized dealer for Smith-Corona 
typewriters, adding machines and cash registers in the 
counties of Hinds, Rankin, Simpson, Scott, Copiah and 
Madison. 

To take care of this additional department, the firm 
has opened a typewriter and office furniture store at 
213 S. Lamar St. 
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Get more volume ..get more repeat orders 
Me) 2 eo) i ed te 






ENNIS GUEST CHECKS 


37 different styles, 
stock ond printed- 











A complete line eats... . 
of popular, fast- print, bend er beerd 
| \ niin stubbed and 
moving items in plain, single ond 
a wide variety of duplicate styles. 


sizes, styles and 





quality. 





Stock or printed-te- 
order all weights 
and colors. Single or 
gongs, with or with- 
out fasteners ot- 
toched. 


+ / ENNIS SHIPPING TAGS 
~~ = i, 





While lrday for Calabog 
TAG & SALESBOOK CO. 


Manufacturers of Paper Products 
FACTORIES AT ENNIS, TEXAS . CHATHAM, VA. 


Branches in Houston, Dallas, Birmingham, New 
Orleans, Alboquerque, los Angeles, Denver 
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L. J. “Ted’’ Conger Retires from Lyon 

One of the industry’s prominent figures over a 
long period of years, L. J. “Ted” Conger is retiring from 
his: responsible duties with the Lyon Metal Products, 
Inc., Aurora, Il. 

The decision, enforced for health reasons at the 
age of 65, leaves “Ted,” as he is known to his friends 
and associates, free to enjoy the comforts of the home 
he built in Batavia, Ill., at 128 N. Mallory Ave., next 
door to the residence of his eldest daughter, Mrs. R 
V. Thorsen. Mr. and Mrs. Conger are the proud grand- 
parents of five grandchildren and feel they are for- 
tunate in having their families living near to them 
at Batavia and Sugar Grove, Ill 


L. J. CONGER 





Even in retirement, Mr. Conger plans to devote some 
time to writing and possibly to the establishment of 
a business consulting service with special reference 
to market analysis and distribution methods. 

Born in Groton, N. Y., Mr. Conger was educated in 
the East and there rose to prominence as an executive. 
From 1908 to 1912 he was general manager of the 
Groton Bridge Company and from 1912 to 1922 sales 
manager of the Corona Typewriter Company. He suc- 
ceeded his father, Senator Benn Conger, as president 
of Corona and served in that capacity until 1927 when, 
with the consolidation with L. C. Smith, he became 
vice-president in charge of dealer operations. He re- 
signed in 1933 to join Lyon Metal 

With Lyon, he was manager of the steel furniture 
division until 1942, when, for several months, he was 
associated with the War Production Board in Wash- 
ington, D. C., as deputy chief of the furniture branch. 
When he returned to Aurora he was appointed co- 
ordinator of the Lyon post-war program, engaged in 
a thorough survey and redesign of all pre-war Lyon 
products and investigations of possible new products. 
From 1945 until his retirement, he served as assistant 
to the general sales manager, specializing in market 
analysis, sales analysis, field sales personnel and sales 
training as well as the many special assignments per- 
tinent to the expansion which the company enjoyed 
in the post-war years. 

Upon his retirement, an announcement from Lyon 
Metal Products, Inc., declared, “Ted was a real trouper 
of the sales department in all that the name implies. 
In the best tradition of show business, L. J. Conger 
made the Lyon sales department a better place to work 
—because he readily shared his rich background of 
experience and contagious optimism with those with 
whom he came in daily contact.” 





Remington Rand Awards Shavers 

H. A. Hicks, vice-president and general sales man- 
ager of the dealer sales division for Remington Rand 
Inc., reports that Contour Shavers were presented to 
three men following a “crystal ball” promotion during 
the NOMDA convention in Detroit. These instruments 
were presented to T. H. Wuerthner, Capitol Typewriter 
Company, Lansing, Mich.; Ed McHale, Peter Paul 
Service, Cincinnati, Ohio, and Harold Van Zant, H. C. 
.Van Zant Typewriter Company, Dayton, Ohio. 
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In Other Lands 


(Continued from page 56) 
of writing and typewriting papers into that state from 
overseas were valued at £193,779 in comparison with 
the £97,029 for the six months to Dec. 31, 1949. 

~ - * 

The Tasmanian Government Statistician states that 
during the financial year July 1, 1949, to June 30, 1950, 
imports into that state included: Ink (writing, stencil- 
ing, and so forth), £3,906 (£290 worth from overseas 
and the remainder interstate) and stationery, and so 
forth, £234,649 (£13,894 from overseas). 

* * - 

The Federal Cabinet has decided to issue licenses for 
the importation of limited quantities of Japanese con- 
sumer goods, says the Minister for Trade and Customs. 
He adds that there is now a sound financial reason for 
increasing the scope of imports from Japan. “Since 
the war ended the issue of import licenses for Japanese 
goods has been confined to raw materials and semi- 
manufactured goods of an essential nature,” he says, 
“but Japan is a traditionally important market for 
Australian exports and any action restricting her ex- 
ports to Australia similarly affects her imports.” 

7 ” * 

Local manufacturers of office appliances are still 
seriously concerned at continual wage increases (latest 
is one of 12s, 6d, weekly) and it has been shown that 
whereas during the war years the average weekly 
wage rates of adult males rose by 4.1% per annum, 
since 1945 the rate of increase has been stepped up 
to 10.6%, and in 1949-50 the weekly wage rates were 
no less than 83.5% above the pre-war level 





Blikman & Sartorius Opens New Offices 


OFFICE APPLIANCES has received an attractive folder 
which pictures and describes the spacious new office 
building opened in Rotterdam by Blikman & Sartorius 
N. V., 17 Rokin, Amsterdam C, The Netherlands. This 
office equipment firm is proud of the new quarters and 
the progress made despite the ravages of the war years. 





Joseph Dixon Crucible Appoints Salesmen 

The Joseph Dixon Crucible Company recently an- 
nounced several appointments of new sales represen- 
tative. 

Fred W. Milner has been chosen for the Philadelphia 
and southern Jersey territories. In Philadelphia since 
1947 when he was appointed assistant to M. H. Jack- 
son, Mr. Milner previously represented Dixon in a 
southern territory. 

Another new appointment is that of Clement H. 
Mather as sales representative for eastern Pennsyl- 
vania and an adjacent section of New Jersey. Prior 
to this appointment Mr. Mather covered a limited part 
of his present territory. In view of his progress since 
joining the Joseph Dixon Crucible Company two years 
ago, he will now have the opportunity to expand his 
abilities in a larger field. 

A newcomer to the sales ranks is Raymond F. Heron, 
Jr., who will be the sales representative for Dixon's 
pencil products in sales territories in Maryland and 
Virginia and the district of Columbia 





Mark 25 Years of Comptometer Service 


Two Comptometer district managers, W. B. Craw- 
ford, of Vancouver, British Columbia, and .C. B. Moore 
of Peoria, Ill., have rounded out 25 years of continuous 
service, thus becoming members of the Felt & Tarrant 
Quarter Century Club. 

Ben Sattler, Comptometer service manager in New 
Haven, has also completed 25 years of service. These 
men will receive engraved gold watches at the com- 
pany’s annual Quarter Century Club Dinner, which is 
held in December. 
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We'll. be es 
looking for You at the 
N.S.0.E. A. CONVENTION 


You'll find us at Booths 3 and 4 
with an interesting display of 

Dennison 
Goods 


Sure...the big 
red apple and a 
hearty welcome 





S)pwwisow 
FRAMINGHAM, MASSACHUSETTS 
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A straight line 


There’s a Carter Carbon for every customer 


Carter’s Midnight—America’s best-known carbon. 


Sharp, clean and durable. Complete freedom from curling. 


Carter's Silver-Craft—a premium-quality carbon offering 
exceptional performance. Non-curling. Richly packaged 
cellop! ane wrapped. 


Carter’s Special Occasion —fine quality, wax- 
back, clean-edge carbon. Tailor-made for business 
correspondence and manuscript typing. Cello- 


phane w rapped, 


Carter's Planet—another popularly priced, 
smooth-performing carbon. Supplied in pull-out 
sizes for easy removal from typed letters or 
forms. Non-curling. 


Carter’s Buccaneer——an increas- 
ingly popular wax-back typewriter 
carbon. Combination finish simpli- 
fies stock vet covers every ofhce 


typing need. Non-curling. 


Carter's Money-Saver 
Carbon an economy- 
priced carbon for inter- 
office memorandums 
and other routine 


typing. 
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to bigger sales... 


Carter’s Carbons are designed and packaged to 
do a real selling job for you 


\WHEN YOU STANDARDIZE on Carter's Car- Look to Carter’s for continued leadership in 
bons you know you're offering your customers product quality, packaging, and merchandising 
brands they will recognize as the tops in quality planning. 
and va 

And you can count on Carter's for the first-rate 
performance that brings customers back again and 


again. Sold only through dealers, Carter’s is with 





vou straight down the line. 


_ 


- Se 





AARNE 7 es. 


In a new package: “Golden Arrow” Carter's 
Supre {) Carbon ... extra-fine extra-long- 
oplied in regular sized boxes of LOO 


| ' 
| puial price range. 


THE CARTER’S INK COMPANY 


CAMBRIDGE 42 e BOSTON, MASSACHUSETTS 
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For More Sales and More Profits! 









MODEL 40 


$4,450 


Plus Fed. tax 
& supplies) 








MODEL 25 


$9 450 


(Plus Fed. tax 
& supplies) 





Stock the Complete Master Line 
A complete line of spirit process addressers with extra 
value in every item. 
Model 40 Automatic tape advancement, adjustable mar- 
gin guide, adjustable fluid control. 
Model 25 Low-priced, simple and efficient. 
Medel 40-H Moderately priced, foot-operated machine 
for high production of the largest mailing lists. 
Lab-l-Master A new sytem for addressing shipping la- 
bels and tags. 
Nationally advertised every month 
In the September issue of DUN’S REVIEW @ NATION’S 
BUSINESS @ OFFICE @ OFFICE MANAGEMENT 
NO STENCILS ¢ NO PLATES e NO RIBBONS e NO INK 
e It pays to be a Master Addresser dealer. 


Write today for full details 


flldi@e thd reebe C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 











Stannard Appointed Underwood 


Branch Manager 

B. M. Stannard has been appointed manager of the 
Binghamton, N. Y., branch office of Underwood Cor- 
poration, according to an announcement by W. F. 
Arnold, vice-president and general sales manager. 


B. M. STANNARD 





Mr. Stannard’s headquarters are at 122 Chenango 
St., where he will direct the sales and service activities 
of the typewriter, adding machine, accounting ma- 
chine and supply divisions in the Binghamton area. 





Parker Pen Company Appoints Mack 


The Parker Pen Company has announced the ap- 
pointment of John G. Mack as division manager of 
the firm’s Janesville, Wis., sales division comprising 
11 states in the midwest area. Mr. Mack, formerly 
manager of the firm’s service division, succeeds David 
H. Gullett, who in 1950 was appointed general sales 
manager. 

Mr. Mack’s appointment came in a surprise ceremony 
at the conclusion of a mid-year sales meeting held in 
Chicago. 

Mr. Mack came to the pen company’s headquarters 
at Janesville in 1947, advancing from a sales territory 
in Idaho to become assistant to the vice-president in 
charge of sales. Prior to employment with Parker, he 
served as an instructor in the U.S. Navy. 

John W. Dawdy, formerly assistant manager of the 
pen company’s service division, will undertake Mr. 
Mack’s former responsibilities as manager 





Artistic Desk Pad Takes New Location 

On and after September 1, Artistic Desk Pad & Nov- 
elty Company expected to be located in its new build- 
ing at 721-731 E. 133rd St., New York 54, N. Y. 

The new building comprises an area of more than 
50,000 square feet, is modern in eevry respect, fully 
sprinklered, air-conditioned throughout factory and 
offices. Considerable new equipment is being installed 
in order that the company can efficiently handle 
orders for the line of linoleum and desk blotter pads, 
wood desk trays and boxes, wood costumers, masonite 
chair mats and office specialties. 





Stringe Returns to Commercial Funiture 


It will be of genuine interest to hundreds of Al 
Stringe’s friends in the office furniture industry to 
know that he is back on the job again as vice-president 
in charge of sales at Commercial Furniture Company. 
In 1946, Mr. Stringe was forced into retirement because 
of ill health and lived out West during the years that 
followed. He had been associated with Commercial 
Furniture Company 33 years when he temporarily left 
the company in 1946. 
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| | GENUINE 
|< | MOLDED FOAM RUBBER = 
‘= 1! CUSHIONS of PROPER DENSITY oe at 





and cushion to GRIP the 
and z ' 
lied The same foam rubber cushions that are — —- 


ndle used on Cramer Chairs. 








ads BE? - - . , 
nite | | 4 Inferior cushions are either too hard to give 


Cramer Cushions are 
now available in 14 


| comfort...or too soft, collapsing all the way sizes and five colors 





— to the chair.....or made of scrap or inferior wine ...qrey..-Biwe 


‘ reen... brown 
| | material, or with covers that will not breathe. aa . 
The Proper Density of Cramer Cushions 
7 » | means that the sitter does not hit bottom. 
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_. The OLD TOWN Spirit 
Duplicator, an amazingly 
versatile machine that goes 
through paper work like @ 
rabbit thru a carrot patch. 
No ink, no stencils, no 
gelatine, no type, no mats 
_ , « just write, type or draw 
on a master sheet, clip to 
machine drum and presto! 
the “presses” start rolling. 
Up to 600 clear, clean 
copies instantly. As different 
from old-fashioned dupli- 
cating methods as night 
from day. Costs little more 
than a typewriter and any- 


one can operate it! 


CARBON PAPERS - RIBBONS 


S nh 
: anufacturers of - 
int : ~ Manufacturer DUPLICATING MACHINES 


As Essential to your 
Business as 4 Typewriter 


[gu Town | 


Brooklyn 17, New York 


of typewriter ribbons, carbon 


Manufacturers 
icating supplies since 1916 | 


| papers and dup! 
i'm interested in hearing « A 
more obovt your pirit” duplicator | 


| NAME 


| ADDRESS 


| 
al 
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Nisbett Opens New Store at Cheyenne 


REPORTED BY ED L. ROBINSON) 


Defying iperstition, Morton Nisbett opened a new 
tore. the Balcony Book Shop, at Cheyenne, Wyo., on 
Friday, Ju A large crowd awaited the opening 
f the < when the writer left 200 had already 

This n is made because of the need of more 

om a Nisbett Stationery Company for the dis- 
nlay of ofl equipment items. The new store has 
more than 1,000 square feet of floor space and a bal- 
ony ry 





Of Successful 
Operation 


in the 


STAPLING MACHINE 


Business....under the 


SAME NAME 








SCENES AT BALCONY BOOK SHOP GRAND OPENING — Mr. and Mrs. 
Morton Nisbett wners, and Jim Ferris, manager and buyer, await 


opening day crowd (top); card racks and stationery display (center); 


Jim Ferris poses with background of writing papers (bottom). DEALERS EVERYWHERE are saying: GB 
At the ri one enters, are greeting cards in a “WE LiKE TO SELL MARKWELL \ 


displa e of 65 feet. To the left are scrap- 


ok albu nd party goods. Writing papers, which Fasten-ating PRODUCTS!" 












ve bee! large volume item with the old store, will 
rried j od variety. 
The entirs ny has been given over to books and 
re one rowse at will. A clever idea is the 
lildre here youngsters may read at small PLEASE WRITE FOR 
bles and irs while their mothers are browsing in DEALER DISCOUNTS AND CATALOGUE 


ie adul f the book nook 
Morton N Mrs. Nisbett and Manager Jim Fer- 
were h 1 as each visitor entered he was reg- 
iest book. Each lady was presented 
i and other gift items. 


Ne bviteral 





Favors furnished by Sanford Ink Company 
r. J. Smith & Company, Ltd., White & Wyckoff, Parker 200 HUDS ON STREET 
Pen Com, y, Rustcraft Greeting Card Company NEW YORK 13, N. Y. 
Denni M if uring Company, and W. A. Sheaf- 
Pen ( 
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SHAPES & STYLES 


THAT 


REALLY COUNT! 


A The long and short of best erasing 
lies in the style-and-shape va- 
riety you please customers with 
when you sell them Weldon Rob- 
erts Erasers—the world’s quality 

standard. Weldon Roberts has exactly right styles, 

sizes, shapes and textures for every kind of erasing! 





When you sell Weldon Roberts Erasers you're sell- 
ing all the little things that make eraser profits a 
big thing in your business—time-and-temper sav- 
ings, convenience, confidence, “feel,” eye-appeal, 
neatness of work. 


DISPLAY THESE SHAPES & STYLES— 
AND WATCH YOUR ERASER SALES GROW! 


121 ELLIPTIC. Soft gray eraser in 
handy elliptical shape for pencil or 
ink erasures on all types of work 
Feature it for volume sales to 
office workers, typists, draftsmen, 
artists. 













930 ENSEMBLE. A 
combination eraser 
that does. most 
everything. Handy, 
bias-beveled shape. 
Soft, pink pencil 
rubber joined to 
soft, gray ink 
eraser. For ink, pen- 
cil and crayon eras- 
ing. All of your cus- 
tomers can use it. 


smooth pink pencil eraser (CG © F 
in immensely popular { pate Se y 
“stubby” double-beveled rors ee 
shape. A big selling num- 

ber for general office, \ 

drafting, art and school \ 


use. 


340 CORAL PINK. A soft, be val ,,of8, ) 


Better get our Illustrated Price List NOW! 
WELDON ROBERTS RUBBER CO. 
Newark 7 a 5 


America’s Foremost Eraser Specialists 


Woldon Roetls Enaneanr 


Cor C4 > 4 Nistakes ist Any Lang wa: e 
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Dealer Displays 19th Century Machines 

The Leon Typewriter & Adding Machine Company of 
Washington, D. C., has been responsible for slowing up 
hundreds of shoppers in the neighborhood of Sixth 
and D Sts., N. W., as the result of a novel and attrac- 
tive window display. 

In keeping with the Sesqui-Centennial theme cur- 
rently in vogue in Washington, Leon’s has restored 
dozens of old typewriters and adding machines and 


STABLES | ALL Man 


os 


Xi 


OFFICE MACHINES OF ANOTHER ERA DISPLAYED 
PROFITABLY BY LEON’S AT WASHINGTON, D. C. 





arranged them for display side by side with their mod- 
ern, streamlined counterparts. Adding effect are the 
printed cards on each machine touching briefly on the 
age, originator and history. Store sales have been 
stimulated as a result of the interested persons coming 
inside the store for additional information on the 
display. 

Included in the exhibition are an Edison A. B. Dick 
Mimeograph (1887), an early Comptometer with 
wooden case and bone key tops (1885), a suitcase size 
Millionaire calculator (1889) , and Emerson, Wellington, 
Blickensderfer, Bennett, McCool, Caligraph, Hammond, 
Fox and many other typewriters having an average 
age of about 60 years. 

These machines represent a collection of trade-ins 
and purchases by Leon Weinraub, the owner, since the 
inception of his business some 12 years ago. 

Mr. Weinraub says, “The public response to this dis- 
play has far exceeded my expectations and I propose 
to leave it intact as long as it attracts this much at- 
tention.” 

In this particular case, it appears that a little in- 
genuity and effort are paying off 
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When your customers demand extra quick delivery on continuous 
Register Forms, try Royal! Royal's compact, flexible organization is 
geared for fast action. Royal's complete selection of standard and special 
standard Register Forms assures deliveries in weeks, not months 

Next time you need Register Forms in a rush, try Royal. Find out to your 
own profit what hundreds of dealers already know — that Royal quality 
is matched by Royal's ability to cut: usual delivery time in half. 

And remember Royal protects its authorized dealers! Royal does not 
sell and will not sell direct. Your business is safe when you place it with 


oyal. Try Royal just once! You'll be a loyal, Royal rooter from then on! 


~ 


paral) py , 





REGISTER COMPANY 





10 Green Street 
Jamaica Plain (Boston) 30, Mass. 









is | - Ff -s & FF F&F Ff Ff. of. O.LU.LUme.LUm®.LU@T a aon 
" = -- = - 
‘ “u 5 
: SEND NOW FOR LATEST “’Royal’’ CATALOG! ' 
i It's FREE! Complete selection of standard and special standard i 
5 Register Forms for all types of business. Guaranteed delivery 
j dates will amaze you. Fill out and mail this handy coupon 3 
: riqht now! 4 
t FIRM a ——___— ; 
: ADDRES —— : 
5 
CITY ZONE a apie r 
5 
5 ATTENTION ; TITLE — Py 
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PUSH-BUTTON MULTIPLICATION 
makes the job go 


EASIER-SURKEK-FASTER 


EASIER — because Marchant saves at least one 

step in every multiplication. 

SURER— because Marchant is the only American-made 

calculator with dials for verifying the keyboard entry. 

FASTER — because Marchant requires fewer 

operator steps in multiplication, and its 

mechanism performs at speeds ranging up 

to twice those of any other calculator. 

Since more than half of all calculator work is multipli- 

cation, the obvious choice among calculators is the one 

that multiplies easier, surer, faster. Ask the Marchant Man 
in your phone book to prove this statement on your own work. 


mA 





Mail this Coupon with your business letterhead to get our free 
GUIDE TO MODERN FIGURING METHODS a 
ILLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS [_] 


MARCHANT CALCULATING MACHINE COMPANY 


OAKLAND &, CALIFORNIA P-5 
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W.1!. Thompson Promoted by Diebold 

w. K. Wilson, sales manager of the systems division 
of Diebold, Inc., recently announced that W. I. Thomp- 
son of Newark, N. J., has been appointed assistant sales 


manager of company’s systems division, effective 
July 1 

Mr. Thomps a member of Diebold systems sales 
rganization since 1946, served as salesman in the 


W. I. THOMPSON 





firm’s New York City branch office and was later ap- 
pointed branch manager of Diebold’s office at Newark. 
his efforts won him membership in 
the 100% Club for three consecutive years. 

As assistant sales manager of the systems division, 
Mr. Thompson will supervise the activities of Diebold’s 
Atlanta, Cal Charlotte, Cincinnati, Dallas, Hous- 
ton, Kansas City, Miami, Nashville, New Orleans and 
St. Louis branch offices. 


a. . ‘ 
While a salesmal 





Pomerantz Promotes Cool Air 

A huge blow-up of an imaginary Arctic newspaper 
The Daily I tells Philadelphians that even an 
Eskimo can find comfort in their notoriously hot and 
humid city. The Eskimo is an authentic model bor- 
rowed for the duration of the display from the Uni- 
versity of Pennsylvania Museum, and his two com- 
panions—an Arctic owl and a baby seal—come from 
th Natural Science. 


he Academy 
Ce o 





HERE'S A POMERANTZ TIP TO THE ESKIMO 


The purpose of the display is, of course, to attract 
ittention to Welch Airflight Circulators and the 
Vornadofans which A. Pomerantz and Company pro- 
mote very strenuously during June, July and August. 
The novel idea has stimulated much interest with re- 
sulting sales. Being on the sunny side of busy center 
Chestnut St., the cooling effect created by the 
Polar friends and an icicle-encrusted newspaper give 
few enjoyal noments to passersby and prospec- 
custome! 
OFFICE APPLIANCES, 
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Stock up and display these time and 
money saving desk companions. 


The results will surprise you. 
SEND FOR SAMPLES TODAY 


Imperial [Methods (6 


FOREST PARK, ILLINOIS 











their 
similarity 
is only skin 
deep! 
















We don’t suggest a “Bite Test’... 
but we do urge the FILE TEST! 
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SEL- File Guides are 
‘Better Because... 


e The SEL-Tab is formed of *TENITE PLASTIC in 
one piece. A superior guide for less cost. 

e The SEL-Tab’s 45 degree angle allows perfect 
reading at any eye-level without distortion. 

@ The SEL-Tab’s smooth finish and contour elim- 
inates cuts, scratches and broken finger nails. 

e The SEL-Tab’s plastic material is not subject 
to flash burn as are celluloid materials—also 
no offensive odor. 

e All the ruggedness of metal without weight 
and bulk. 

@ The SEL-Tab’s extended back allows lower 
anchoring thus eliminating annoying break- 
offs. 

e@ The SEL-Tab’s construction makes possible 
any special length of tab at very little addi- 
tional cost over standard sizes. 

e@ The SEL-Tab inserts are easier to remove and 
replace, yet due to spring action, will never 
fall out while in use. 





Inserts Available in 5 Colors and White 
Sel-Tab Jr. for Card Guides 


*Tennessee Eastman Corp Trade name 


CLM CORPORATION 





500 SOUTH CLINTON STREET CHICAGO 7? til 
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Domore Head Backs Young Presidents’ Idea 


An appeal for “at least 25 young men in Indiang 
willing to join the biggest fight in the history of the 
world” was brought back to the state by H. Ben Wil- 
liams, Jr., president of Domore Chair Company, from 
the recent founders’ convention of the Young Presi. 
dents’ Organization at Virginia Beach, Va. 

To be eligible for membership, the men must be 
presidents of industrial concerns with a yearly mini- 
mum gross sales of a million dollars, or of a service 
organization that has annual billings of at least two 
millions per year. They also must have been named¢ 
president before the age of 39, and not be over age 
43 now. 

The Young Presidents’ Organization has as its goal 
the following objects: “(1) To preserve the supreme 
status of the individual citizen; (2) Recognize that his 
labors, and only his labors, can create personal and 
national security, and a higher standard of living: 
(3) Acknowledge that he will not labor and produce 
to the fullest necessary extent unless protected in his 
personal rights, liberties and incentives.” 

What the young presidents of this unique organiza- 
tion are battling against are listed as: “The corpora- 
tion president who seeks to impose on his workers} 
substandard conditions of labor; the labor leaders whoj 
seek to exert the power of economic life and death over! 
industry and the nation at large; the industrialists 
who seek through monopoly to take undue profits) 
and the type of government which needlessly follows) 
a path of extravagance and ignores sound fiscal con. 
siderations, and then pays the bill through confisca- 
tory taxation or deliberate inflation of its currency.” 

Y.P.O0. membership extends to 29 states and one 
province of Canada. Average age of all members i 
3414 years. In the aggregate they employ more than 
100,000 people, and their annual business is in excess 
of a billion dollars. 

H. Ben Williams, Jr., was born in Faribault, Minn. 
during the year 1915, and is a graduate of University 
of Minnesota Law School. He started training in the 
Domore Chair Company, incorporated in 1933 by hi 
father, by working during his summer vacations from 
the university. After graduation, he was given a jot 
in the order department and from there progresseé 
through production and sales to general manager. Ht 
was elected president of the corporation on Octobe 
10, 1950. 

The Young Presidents’ Organization is headed by 
Ray Hickok, 33, president of the Hickok Manufactur- 
ing Company, maker of belts and men’s jewelry 
Rochester, N. Y . 





Marchant Increases Sales to Government 


Sales of Marchant calculators to Government aget 
cies in the first half of 1951 were in excess of the larges 
full-year’s Government agency purchases during Worl 
War II, according to Edgar B. Jessup, president @ 
Marchant Calculating Machine Company, who has jus 
returned from a two-months’ nationwide tour of t# 
company’s sales and service offices. Mr. Jessup wa 4 
acompanied by Leslie T. Carr, national sales manage 

“These Government purchases, coupled with great} a 
increased requirements of private industry for calcul 
tors, and other labor saving office equipment, to cop 
with the mushrooming volume of defense work and tht 





scarcity of trained office workers, have built a demant 

for calculators in excess of the industry's producti? 7 

capacity,” said Mr. Jessup. V 
“The current unprecedented demand by private \ 


dustry for calculators also reflects the increasing tem 
of the rearmament program. All indications point 
a continuing heavy demand for calculators. Ei 
new district sales and service offices have been ope 
to serve areas where the industrial and commerce 
growth has been particularly heavy,” he added IN 
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WORLD'S FINEST STAPLING EQUIPMENT 


thai 
CCS! CELINER'S colorful, gleaming beauty, and the sales- 
catching appeal of its package, make this the stand- 
| out profit maker wherever fine Staplers are sold! It's no 
Ann trick at all to convince customers that here is, indeed, 
TS1Y the ONE BEST and most useful Stapling Machine ever 
1 the built .. for the ACELINER staples, pins, tacks and hand- 
7 his fastens. Better still, it will perform these four essential 
fron functions day after day, year in and year out, with unfail- 
1 jot ing mechanical precision. 
ESSEC Fitting companions to this hard working beauty are 
. Ht ACELINER stronger Staples and the ACE Staple Remover. 
tobe Dealers invariably wrap up both with every Stapler sale. 
If you don't have a complete stock of ACELINERS in all 
colors Black, Brown, and Red... better tell us to start 
a shipment on the way to you soon. Include a goodly Here you see evidence of the versatile ACELINER'S efficient 
supply of the other fine ACE Staplers as well as ACE design ond construction. Head is swung back from the base, 
velry Staples and Staple Removers. Ask for some display mate- staple magazine is opened, the staple tension spring rod is 
rial and literature too! pulled ovt as far as it will go, in position for reloading a 
fresh clip of Ace Staples 
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maw) ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 


IN CANADA # ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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Now available in a complete new line... 


LB, kd /j Office 


Chairs 


Six all-metal, upholstered models—the right seat for every need 











COSCO “Finger-Lift” Jr. Executive and General 
eli iT e Chairs: No other office chairs on the market offer ALI 
of the SIX adjustments for comfort and correct posture found on 
these models These odjustments, all easily made without tools, 
permit seat to be adjusted for height, slope and depth; and 
dllow back to be adjusted for height and angle, or pitch. the 
ixnth adjustment is for tension of spring action tilling seat ond 
sack Wear forever plastic ormrestsa on Model 17-A match 
upholstery colors Seat revolves quietly and chair moves treely 
on soll rubber casters. All moving parts are lifetime lubricated 


lo retail from about $43.95 


Model 
17-A 


Jer. Executive 


Chats 


Model 
17-T 
General 
Office Chair 





. —_ 
Compare them for comfort! quality! styling! VALUE! 
! Oo 
All-metal Cosco Office Chairs—six models—are de- backed vinyl plastic—in green, brown, maroon, or gray. 
signed to serve every seating need; raise employe ® Series 16 Secretarial Chairs have up to five adjustments 
8 —. “i ange del 

efficiency; and improve the appearance of every and Series 17 Jr. Executive and General Office Chairs 5 
office. Note all these features of design, construction have heaes adjustments—all made without tools -which 

d VALUE: permit the user to actually “‘fit’’ the chair to his own arial 
_ rg physique, his own work habits and his own ideas of with 
@ All models have sturdy tubular steel frame and base or comfort. Both Series 16 and 17 feature Cosco’s exclusive ensio 

' “Finger-Lift’” mechanism which positively locks chairs ‘ 


legs, finished in gray, brown, or green baked-on enamel. 
at any height. 


@ All models have large, all-steel, saddle-shaped seats for é : , 
S P Stock and feature this handsome, new and comp/ete line 


reater comfort—cushioned with foam rubber latex. : a te : 
. of Cosco Office Chairs . . . backed by strong national 
@ On all models, seat and Tufflex-padded backs are up- advertising and an aggressive merchandising program 
holstered in perforated Du Pont “Fabrilite’’—a cloth- for dealers. Send for prices and new catalog. 


HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
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SERIES 16: Adjustable in height for type- 
writer, calculating machine, filing cabinet 
or switchboard. Two models—fixed or 





JS 
- <2 


SERIES 17: Six easy adjustments without 
tools enable every man to “fit” these 
chairs to his own needs. Two models—with 





SERIES 20: Handsome hospitality for 
every reception room, private office or 
conference room. Two models—with or 


without armrests. 


spring-tension back. or without armrests. 


LUSCW Form-Fit Side Chairs (at right): The last word 


in comfortable seating for reception lobby, conference 
























room, private office or library. Roomy, restful seat 
slopes, and padded, contour-type back has revolutionary 
two-way curvature for maximum comfort. Legs are 
extended at rear to prevent back from touching wall, 
and have rubber-cushioned, steel gliders. Attractive, 
oversize armrests on Model 20-A are of plastic in colors 
to match upholstery. To retail from about $23.95. 


LO5C6a “Finger-Lift” Secretarial Chairs (below): 
Seat may be set and positively locked at any height be- 
tween 16” and 20” by means of exclusive “Finger-Lift’’ 
mechanism. Seat also may be adjusted for depth by F 
sliding back in or out. Curved, padded backrest adjusts per? 
up and down, and tilts to “follow” the back in any 
position. Model 16-S has new, adjustable, spring-tension 
back—a total of five adjustments, all made without tools. 
Seat revolves quietly and chair moves freely on soft- 
rubber casters. All moving parts are lifetime-lubricated. 
To retail from about $29.95. 


First Showing 







Model of the new, complete line of 


16-F 


‘Ss er 


: ON 


a. mm =LO5L0 OFFICE CHAIRS 

* ension fixed back ‘ 

| N.S.0.E.A. Convention 

= Room 547 - Hotel Stevens 
Chicago, Illinois 

A SEPTEMBER 22-26 
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RUST COMPANY 


e Sold Only By 


Exclusive 


, Master-Craft Dealers 











Kopt-Spot is a unique method 
of making two or more clear, 
sharp copies of business 
forms. Master-Craft dealers 
are making more profits by 
selling tax bills, note notices, 
payroll checks, trust tickets, 
requisitions and many other 
multiple-copy forms. Only 














Kopi-Spot is permanent, 
clean to handle and has 
uniform copying qualities. \ 


Master-Craft Franchise Is Worth Asking For... 


Master-Craft's emblem of loose-leaf 
quality on every package, on dealers’ 
store windows and counters represents a 
combination of — (1) The highest qual- 
ity staple merchandise, (2) Profitable 
fast-selling loose-leaf specialties, and (3) 
Exclusive territory rights with 100% 
protection on repeat business. 

During this difficult period our first 


responsibility is to our present estab- 
lished dealers. We help repay their 
loyalty to us by serving them first. The 


acceptance of new dealers depends upon 
our ability to increase production beyond 
the needs of present dealers. Ask now, 
about the Master-Craft Seven Point Extra- 
Profit Franchise. It may now be avail 
able in your city. Jt’s worth asking for 










—_ A. ee ee oo 


a 





MASTER-CRAFT CORPORATION = 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGA! *” 
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The Ad-Viser 


Continued from page 23 


and set the copy around it. Here too, is a saving and 
a flexibility of use 
Other Sources of Advertising Material 

In addition to the mat services, there are many other 
sources of advertising and inspirational material. It 
is possible, for example, for the office appliance re- 
tailer to obtain an inexhaustible supply from the 
manufacturers of the items sold in the store. Upon 
request, many of these organizations will supply re- 
tailers with mats, proofs, direct mail material, radio 
copy and so forth. These are usually furnished free 
of charge or at a small fee to cover cost of making. 
Check with any manufacturer’s salesman or write di- 
rectly to the manufacturer. He will be happy to send 
all advertising material available since it advertises 
his own items 

Accumulate all the mats, service books and manu- 
facturer’s material you can obtain and keep a per- 
petual file. This will provide you with an excellent 
source for all future advertising in newspaper, radio 
and direct mail 








unusual advertisement which success- 
fully accomplishes a difficult job of announcing a third 


Here is an 


name change! While most stores might be reluctant 
to admit to so much fickleness, Swan’s of Liberty- 
ville, Ill., courageously shouts out the fact, and does 
so with a very human approach. 











Extra! Special! Gigantic! 
Super Colossal! Announcement! 


aitimatum about don't get me s bianhety blank thing for Father's 
m Day. but down inane, heli be tickled punk if you remember hur 
ard and « little gift Remember happiness = perfume tha: 

oe cime without spilling » few drope on 





WE ARE 
. ™ 
vget it 

tans WEDDINGS 
r— ( the Uhings we ve really tned te apectahae in is weddings be 
ave fay = the most umportant day m anybody s fam 








GRADUATION rt: aadn 

vs cer sien em SUMMER PARTIES 

FATHER'S DAY EXTRA NOTE 
cadence we 








In an effort to get 
exaggeration, 
which is refreshingly different. The very “homey” copy 


attention, the headline stresses 
“tongue-in-cheek” approach 


using a 


ipproach is readable and unusually effective. Major 
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Model 6-6-0 
Full keyboord 
adds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD .. . the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 


offers your customers a choice of full key or 10 key 


keyboards. 
PROFIT-MAKING OPPORTUNITY 


AGT OW Sarma orcertmee 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in ovr 33rd year. 


FOR MORE INFORMATION ON THIS 





es a ee Tr I Se i er i Cr Ti ss 

{ VICTOR ADDING MACHINE CO., Chicago 18, il. Dept. O.A.- 9-51 

| i am interested in the new Victor Champion line of adding machines. 
Please send details to: 

| a 

j Address : 

| a a State : 

, Territory where | am now selling: 








FROM THE ORIGINATORS OF 
HOMOGENIZED DUPLICATING 
INKS, AN EXCELLENT NEW 







PLASTIC 
SQUEEZE (T 


PACKAGE. 


ALL THE COPY 
ALL THE TIME 
WITH DRI-RITE 
INK IN PLASTIC. 


DRI-RITE INK IS 
GUARANTEED AS 
LISTED BELOW: 


NO SLIP SHEET- 
ING ON ANY 
MIMEO BOND 
STOCK. 


FOR OPEN OR 
CLOSED CYLIN- 
DERS. 

WILL NOT DE- 
STROY STENCILS, 
CLOG THE PAD, 
OR HARDEN 

IN THE DRUM. 


DRI-RITE BLACK 
INK IS AVAIL- 
ABLE IN EITHER 
THE PLASTIC, 8 
OUNCE BOTTLE 
OR THE REGU- 
LAR POUND 

SIZE CAN. 


THE SQUEEZE-IT 
BOTTLE IS 
AVAILABLE WITH 
FOUR CANODE 
PRODUCTS, 
RAPID DRY RED, 
BLUE AND 
GREEN, AND 
DRI-RITE BLACK. 


DRI-RITE 
BLACK 


FOR MORE COM- 
PLETE INFORMA- 
TION ON DRi- 
RITE BLACK, 


Duplicating | 
INK a 


WRITE TO 


INK SPECIALTIES 
CO. INC. 


523 N. Halsted St., 
Chicago 22, Ill. 


Manufactured By 
‘K SPECIALTIES CO. '*! 


IN CANADA, i 


WRITE 


CARBON PAPER 
SERVICE 
BUREAU, 

94 ADELAIDE ST. 
WEST, 
TORONTO, 
CANADA 
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subheadings are used to break up the page and make 
readable large areas of copy. 

Small spot illustrations or cartoons might have en- 
hanced the advertisement. These generally add in- 
terest and make reading easier when a message is 
long. Nevertheless, Swan’s has succeeded in turning® 
out a fine piece of promotional material with tre-§ 
mendous good-will value and eventual pulling power.® 





Appreciating the advantages of a co-ordinated ad-} 
vertising program, the Ivan Allen-Marshall Company,% 
Atlanta, Ga., integrates its newspaper promotion with} 
direct mail, store and window display. 

A monthly publication entitled “Business” is sent tol 
the company’s mailing list and has been very success- | 
ful. This is a lithographed, two-color folder, with an¥ 
interesting format. 





To Se Comfortable / 
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The success of the mailing piece can be atttributed 
to a number of factors. For example, the advertising 
manager has made good use of white space, with strik 
ing simplicity of layout. 

Photographs are carefully retouched to bring out 
essential features of the furniture. The silhouet 
technique adds emphasis. The copy is brief, yet com 
plete. 

Use of spot cartoons and illustrations on the insid 
add great interest. The order form invites inquiries i 
a provocative manner. Particularly good, is the han 
dling of the second color, green. The layout uses greé 
for border decoration in a “bleed” arrangement on 
outside. On the inside, however, the green is used 
enhance the chairs. 

It is not difficult to see why this excellent mailin 
piece “brings in the business.” 





Elected to Controllers Institute 


Theodore H. Street, controller of the Wilson Joné 
Company, has been elected to membership in the Con 
trollers Institute. 
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SALE BY STATIONERY STORES EVERYWHERE 
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eaviP your Office With shi, wneser® 


“IT GROWS AS NEEDED” 





*ILLUSTRATED 
THE ALPHABET- 
ICAL WAY. READS 
- LIKE A BOOK 
Viz 

% LEFT TO RIGHT. 










SMEAD’S = 
TELL-I-VISION SYSTEMS 


FILES CORRESPONDENCE 5 WAYS 
1. ALPHABETICALLY 


NUMERICALLY 
GEOGRAPHICALLY 
CHRONOLOGICALLY 
OR BY SUBJECT 


Let us discuss your filing problems with you. 


THE Smead MANUFACTURING CO.,INC.-HASTINGS, MINNESOTA |» 
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_ 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK AND U. S. NEWS 












N fast-paced business today, time the office except machines — each worn, out-dated offices, make sure 
I is the critical factor—but this “time-engineered’ forthe needsof you use Shaw-Walker equipment 
young executive ticks right along every job and worker. throughout. It will help you make 
with the clock every working minute. If you are setting up a new busi- the most of every minute, every work- 

His ‘“time-engineered’’ Shaw- ness or merely wish to modernize ing day! 

Walker desk helps him to pack his 
work into a smooth-flowing eight- 
hour day . : » 
Built inches /ower than standard nitnimawe Oe " —" wi re 


, . very jot 
desks, it places all work under his ert i cn 
eyes, within finger-tip reach. And it is Job-enginesred drawer spact 


executive, administrative “In,” “Out,” and “Hold” letter 


time-engineered’ 27 ways, inside and clerical trays inside—confidential, 

° ° Lo ‘ 2» . > 

and out, to speed thinking, plan- Concealed, removable SZ juick, no desk-top clutter. 
ning, organizing — eliminate wasted wastebacnee—caves Gme, Heer Scientific personal file with 


space and litter speed guide, dividers—saves 


motions, wasted minutes. barrels” of time 


ade Center drawer with extra 
More than fifty years of Shaw- compartments—space for 
Walker experience and ““know-how’”’ everything you need at your 


‘ finger tips 
have made this one of the greatest 





idvances in office engineering. 
And there are Shaw-Walker desks The beokiet, “Time and Office Work,” is pac ked with ideas for stretching office 
; é ° time. Organize now for greater sales effort and lower operating cost 
chairs, files, cabinets, systems, in- re KLET A wealth of information on “‘time-engineered ‘office systems and equip 
. ment. 36 pages! Many color illustrations! Just off the press! Write to 
aexe qa suppues “Vy y . . " 
1exes and ipphie ev erything for B00. day, on business letterhead to: Shaw-Walker, Muskegon 33, Michigan 
Buss a 
ao Largest Exclusive Makers of Office Furniture 


khyscraper™ 

and Filing Equipment in the World 
HAW- Al KE Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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WINS HANDS DOWN! 
O10 Town - 


SUPER-KLEEN 


Spirit Carbon 


Super-Kleen turns ‘‘thumbs down’ on carbon copy hands! 


Write today for Dealer 
Franchise Information 


This truly amazing spirit carbon, with the sealed in ink, 


doesn't rub off on fingers and clothes. 


Make this test. Pick up a sheet of Super-Kleen. Rub your 





hands across the smooth, clean surface. RESULT: Your 
hands will not show the faintest trace of ink. Even the 


edges are sealed. 


Insert Super-Kleen in typewriter and start typing. The 
pressure of the keys breaks through the moisture-proof, 


protective covering and the brilliant Old Town carbon ink 


gives you hundreds of high-quality copies on your OLD 
TOWN SPIRIT DUPLICATOR in a matter of minutes. 


O10 Town 


Manufacturers of DUPLICATING MACHINES 
CARBON PAPERS - RIBBONS 





750 PACIFIC STREET @¢ BROOKLYN 17, NEW YORK 


“Fargeatly, Mated 


BECAUSE THEY’RE MADE FOR EACH OTHER 


O10 Town Old Town 
nit” 


uper Khoo * 


pur 
Spirit Carbon == Duplicator 


Together they reproduce hundreds of brilliant, high- 
bee quality copies in a matter of mere minutes. , 


Se 
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FAIR TRADE MEANS F-A-I-R TRADE! 


OU OBSTFELD, president of Markwell Manufactur- 
L ing Company, Inc., points out that F-A-I-R Trade 
prices include 
' 1. Highest quality products of reliable manufacturers 

2. The guarantee of reputable manufacturers. 

3. Service by reliable dealers. 

4. Convenience and necessity of charge accounts 
ocratic economy of our country is built 

the honesty of the American buying public. Without 
the principle charge accounts our economy would 
crumple, and we would soon be at the mercy of a 
despot.) 

5. Latest type improved products. 

6. Prompt delivery from fresh stock to your resi- 
dence, office or warehouse .. . rather than “come and 
get it (or a substitute) when we can pick it up.” 

7. The trademark of reputable manufacturers, indi- 
eating that no efforts or money have been spared in 
research, engineering, labor or raw materials to make 
their products the best. (A trademark protects the 
onsuming public and gives the manufacturer and 


tradesman the exclusive use of the good will* created 


The sound aqem 


by producing quality goods.) 

*Good will ‘as defined by the Supreme Court of the 
United States) is the inclination of the customer to 
return to the place where he is served well. 


8. F-A-I-R wages paid by the manufacturer to labor 

9. A stable and prosperous economy 

10. Protection to the consumer and independent 
retailers against the vicious goal] of the retail monopo- 


LS 


ll. The reputable manufacturers’ guarantee that the 
rrices are fair to the consumer 
12. A fair profit for the dealer and manufacturer 


The cost 

Fair Trade 
1939 

F-A-I-R TRADED PRODUCTS MUST, by law, BE IN 
FREE AND OPEN COMPETITION 

In another dramatic pricing presentation, which he 
Battle of the Century,”’ Mr. Obstfeld sees 
s finish round by round: 


Round 1 
PRICE CUTS 
Round 2 
PROFIT CUTS 
Round 3 
QUALITY CUTS 
Round 4 
SALES CUTS 


Round 5 
WAGE CUTS 


ving went up 75.6% in 1950 over 1939 
rices went up only 10.5% in 1950 over 


terms the 


Round 6 
EMPLOYMENT CUTS 
Round 7 
9999 


r-H-I-N-K I-T O-V-E-R! 





Sheppard Envelope Observes 30th Year 

The Sheppard Envelope Company, Worcester 4, Mass.., 
ecently celebrated its thirtieth anniversary, a proud 
loment for N. Myra Glazier (Mrs. Frank J. Kenney) 
resident and one of the founders 

Sheppard Envelope Company was incorporated on 


lary 6, in 1921 “for the manufacture and sale of 
lity envelopes to the trade.” 

An intrigui and elaborate commemorative folder 

’ produced for the occasion. The anniversary ban- 

C Was a lorful occasion at which Dr. T. Charles 

wee entertained with “Thirty Years of Music” and C 

rman Shaffer, as president, delivered the greetings 

the Env e Manufacturers Association of America 
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Demonstrate the EXTRA 
VALUE features—show the 
precision results. RONEO 
quality and the low RONEO 
price are on your sales 
force. 


RONFS 









Roneo sells 
for almost 


of most 
comparable 
machines 








PRINTING PRESS PRECISION 


RONEO multi-color press precision means 
savings. Reduces paper loss to a minimum 
and reproduction quality is worth raving 
about. For 2-color duplicating, RONEO 
cannot be matched. Colors strike in per- 
fectly. Demonstrate RONEO precision color 
work and watch sales rise. 


@ TOP-END STENCIL RELEASE 
@ LEAK-PROOF CYLINDER 

@ ECONOMY OPERATION 

@ 20 SEC. COLOR CHANGE 
@ STREAMLINED DESIGN 


CALL 
Cl 5-6940 





145 W. 57th ST. © NEW YORK 19, N. Y. 
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ON COMPLEX i 
BUSINESS FORMS 


y i Including 


\ | #8 
i PART 


< 
TAR an INTERLEAVED 


SETS 


/ 








», 





If you need complicated carbon-interleaved forms of any 
size or combination of sizes to speed up distribution of infor- 
mation, cut down clerical errors, reduce your record-keeping 
costs . . . call on Federal! We design and print forms to 
solve your every business problem 


Federal forms ore precision-printed on the fastest, most 
modern machines available. Federal service is prompt. Fed- 
eral prices are attractive. Ask us to quote on your next job 


Some Federal Specialties: Multiple carbon forms . 
carbon - interleaved state- 
ments voucher and pay- 
roll checks forms requir- 
ing spot carbon or die-cut 
carbon... business machine 


forms! 





FEDERAL 


BUSINESS Prowucrs. we. 90 GOLD ST. , NEW YORK 38 * CO 7-8850 






PRINTERS OF BUSINESS FORMS SINCE 1926 
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SERVE AND SELL 


BY WILLIAM H. GOVE, 
SALES DEVELOPMENT MANAGER, 
MINNESOTA MINING & MANUFACTURING CO., ST. PAUL, MINN, 


S* MEN REA 
ction formula 


SERVE 


passing on of ideas t 


ustomers how ft run @ bef? wt 


reduce we office costs n 
W : ery even though the introductions 
of that ide i produc? regcagh nage ’ ncern our particu ar line = 
ser : 
SHOW ; 
selling saa that tell the best story about your line in the 


shortest length of time 


SUGGEST 


A prepared proposal 


planned proposa 


w ee y ) ,arbled 


A planned proposal 





Rem Rand Creates Vocational Sales Department 

Creation of a new vocational sales department, to be 
known as “Methods Department, Retail and Whole 
sale Industries” is announced by T. J. Norton, vice- 
president and assistant director, general sales & serv- 
ice, Remington Rand Inc. 

This new department represents an expansion of the 
vocational sales coverage on retail stores, chain stores 
mail order companies and cooperatives, which has 
been under the supervision of Harold S. Scarth. His 
responsibilities have been expanded to include super- 
vision of sales activities to independent wholesalers of 
food, drugs, hardware, plumbing supplies, automotive 
parts, electrical products, publications and _ similat 
lines 
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It is ! 
». | Tailored to fit sy | 
World Travellers... a, 


....who must go light on weight but heavy on 
work. People who want a really portable port- 
able prefer the “Rocket,” the world’s lightest 
typewriter.* 
On ships, planes and trains more than half-a- 
million “Rockets” have typed more letters in 
more languages than any other typewriter. 
nas fe Only Hermes can offer your customers key- 
boards in over seventy foreign languages! 


*weighs only 8 Ibs. 11 ozs. 


.»- and for Your 


"BACK TO SCHOOL” TRADE... 








. sell the tools of modern education —the 
Hermes feather-weight “Rocket” and the full- 
featured “2000.” Both are buys for pupils, pro- 
fessors and parents. 

Only the “2000” has both lightning margin 


and automatic tabulator—in any class, the . a 
> poss y ~~ 





Hermes “2000” wins top honors! 


ent 
o be 
ole- 
rice- 
U4 


Ww ‘ Ss 


: “a Please send me information on the Hermes plus profit line. ‘e 
v z NAME 
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. 
~- 
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aillard Products Inc., Dept. O-9 265 Madison Ave., New York 16 
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LIQUID DUPLICATOR 


Model No. L-47 
Complete with automatic paper feed 
and cover ONLY $244.50 plus tax, 
F.O.B. Chicago. ‘‘Copy-rite” all 
steel cabinet as shown $49.50. 
Other “‘Copy-rite”’ models from 


$139.50 to $399.50 plus tax. 






— 
> 










DEALER 

** with Copy -rite, there’s no 
sales problem and no service 
problem! They're easy to sell, 
and they stay ‘sold’!” 


OFFICE GIRL 

“Our Copy-rite’s so easy to 
operate, we use it for prac- 
tically everything . . . we get 
the job done faster and get 


better « oples as u ell.” 


OFFICE MANAGER Copy-rite Liquid Duplicators have ALL the features you 


t 


",.. we looked at em all! In ae 3 
our opinion, Copy-rite offers need to meet and beat competition. Write us for full facts 


the most dollar for dollar on these profitable, fast moving Duplicators and the com- 


value on the market!” 
plete line of Rite-copy supplies. 


You are cordially invited to visit with us at the National 
Stationers’ Association Convention, September 22-26, in 


Booths 34A and 35, Stevens Hotel, Chicago. 


WOLBE i DUPLICATOR & SUPPLY CO., 203 Cortlond St, Chicag: 
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Open New Rem-Rand Display Center 
At 315 Fourth Ave., New York City 


The recent mal opening of Remington Rand Inc 
dealer display center at 315 Fourth Ave., New York 
10, New York, signifies the culmination of a three-year 
yeriod of resear development and survey conducted 


by the dealer sales division 





REM-RAND DEALER DISPLAY CENTER—TOP 
CENTER 


“Sit-down” display unit. 
An eight-foot counter display and demonstration unit built 
BOTTOM: A _ general 
sales-provoking method of showing various 


to standard display counter specifications 
display provides oa 
office products 


This stu Remington Rand dealer sales specialists 
merch had as its objective the improved 
er displ: sales of office equipment products 

i Supplie lo this end the dealer display center has 

en dedicat i sales clinic to which stationers, 

Mce supp ealers, department stores and office 
equipment deals an bring their own display and 
erchand blems for study and solution 

A special } ( for the press was held on Friday, 
ine 8, betwe +:30 and 6:30 p.m. On hand to act 
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Tufide-and Only Tufide 
Outlasts, —— a” 
Leather Ss to 


~ =e mo 
td ° @ee =, 
@ =e 


ity UNCONDITIONALLY GUARANTEED 
’ 5 YEARS! 


TUFIDE is the toughest business case made 
say 650,000 satisfied users. 





Tests prove 
that TUFIDE outlasts leather 5 to 1 
TUFIDE is the hottest seller in years say 
leading dealers. You'll say the same when 





you stock and feature America’s largest 

selling, most durable line of business and 

TUFIDE looks like leather 
. feels like leather . . . yet outwears leather aie, 

Reason enough why TUFIDE--and 

TUFIDE alone—-is UNCON DITIONAL- 

LY GUARANTEED 5 FULL YEARS! 


POWERFUL PROMOTION 
HELPS YOU SELL! 


hard-hitting national adver- 


school cases. 


Consistent, 
tising pre-sells your customers on 
TUFIDE. Plenty of merchandising helps, 
too. To top it all... TUFIDE offers you 
protected profits. 





.% / e Write Today for 
eo, / Prices and Details 


Stetco Products é ( 


(Established 1918) —, 


1401-17 West Jackson Boulevard Chicago 7, Illinois ae 


See the Tufide line on display at the National Stationers Convention 
Room 554—Stevens Hotel, Chicago, Sept. 22 thru 26. 
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Recommended 


Retail Price 


You will sell two staplers 
_ for every one you sold 25 
before by stocking the = . 
Universal Office Stapler 
because—its simplified Sold Through 
design gives top notch Dealers Only 


performance at lowest 
possible cost. 


Check These Features 


- All steel excepting cap 


‘ Smooth, unfailing operation 


* Holds up to 100 staples 
* Penetrates up to 30 sheets of paper 


Write for Complete Details & Discounts 


Weight 4% oz 
Length 5 

Reach 3% 

Telephone Black Finish 


PRECISION STAPLE CORP. 


3 WAVERLY PLACE, NEW YORK 3, N. Y. 
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as hosts were H. A. Hicks, vice-president and general 
sales manager of the dealer sales division, Jim Hack- 
ney, Allan Murray, Sam Smith, Harry Haig, Bill Browne 
and others of the dealer sales division staff. 

The dealer display center is a manufacturer’s show- 
room set up with multiple lines to help dealers with 
their display and sales problems. This new dealer 
service includes display cases which have been espe- 
cially developed and designed for demonstration and 
sales use in retail sales outlets. An outstanding display 
are two cases which are the result of a study conducted 
by Remington Rand in conjunction with C. D. Baird, of 
Milwaukee, foremost retail display case consultant. 

The display cases are a “sit-down” unit and an 
eight-foot counter display and demonstration unit 
built to standard display counter specifications. De- 
signed as display-demonstration cases for portable 
typewriters, the units are so constructed as to be 
easily used with other display units showing such 
products as fountain pens and other stationery items. 

At a recent New York show, these particular display 
cases held the center of interest. The enthusiasm and 
wholehearted support of the retail dealers in respect to 
the design, utility and adaptability of the cases has 
made them one of the attractions in the Remington 
Rand dealer display center. 

Efficient, sales provoking methods of displaying of- 
fice equipment, products and supplies are also demon- 
strated within the various office product sections of 
the dealer display center. In addition, there is a com- 
plete set-up in a special conference room of a screen 
and a selection of sales training and merchandising 
sound films ready for viewing by interested dealers. 

The manner in which the products are displayed has 
been determined from the three-year research pro- 
gram run by the dealer sales division. Visiting dealers 
can acquire a great deal of fact and information about 
sales boosting display and merchandising through 
study of the dealer display center and consultation 
with the Remington Rand dealer sales specialists. 

In the display center such Remington Rand product 
lines as portable typewriters, TOPflight adding ma- 
chines, typewriter supplies, Line-A-Time copyholders, 
duplicating supplies and a full line of Victor Safe & 
Equipment products are attractively displayed. 

The Victor Safe & Equipment products displayed in- 
clude: visible record equipment, card forms, indexing 
products, filing systems and supplies, cabinets, and 
safes and treasure chests. In addition to the position- 
ing of the products, dealers will find a full line of 
point-of-purchase, direct mail, sales promotion and 
advertising material which is effective and easily 
adopted for individual dealer’s needs. The dealer sales 
division will make this material available to dealers 
who request it 

The display center will be open to dealers during all 
business hours and is located on the thirteenth floor 
of the Remington Rand offices, at 315 Fourth Ave. 





New York Firm Offers New Service 

The Pearl Typewriter Corporation, 1191 Broadway, 
New York, N. Y., offers a new service to the trade. De- 
signed as an economical measure they are equipped 
to imprint characters on blank typewriter keyboard 
buttons by means of engraving. This method is claimed 
by the company to give the same results as factory 
methods. Buttons are supplied by their customers and 
the service is said to be prompt, efficient and economi- 
cal 

The blank buttons are removed from used machines 
purchased from the Board of Education each year by 
dealers who recondition the machines for resale. 

Although the business was only recently established 
a number of representative dealers have already 
availed themselves of the service 

The firm also specializes in special keyboard and 
replacement of all types of foreign keyboard charac- 


ters 
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(booth 346) 
NSOEA convention. 


today on your business stationery for samples and 


\ \ UY ele 
NT\ YOU SELI 
“AUTOGRAPHS” are your permanent “point of 
use" salesmen. Prominently mounted on all equip- 
ment you sell and service, “AUTOGRAPHS” 
immediately project Your store name into your 
customers’ offices. “AUTOGRAPHS” will sell new 
equipment and resell the old . . . perpetually and 
profitably. "AUTOGRAPHS" are individually 
designed for you . . . brilliantly lithographed in 
red and black on chrome metal. Adhesive backed 
for easy mounting, too. Order 100 or more in 
either of the two sizes illustrated. 






descriptive literature. 
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Wect us tu 
CHICAGO... 








MEN OF OUR PERSONNEL 
WILL AGAIN BE AT OUR 
HEADQUARTERS SUITE 
IN THE 


HOTEL 
STEVENS 


TO GREET YOU 
PERSONALLY 


We welcome you to this 45th 
Annual Stationers’ Convention. 


We hope that you will make it 
a point to come in and see us... 


STATIONERS LOOSE LEAF CO. 





FAULTLESg 











FS th 


ANNUAL CONVENTION 
OF THE 


NSOEA 


* 


DAN A. MAC DOUGALL Mid West Division 
JOHN J. KERNS Eastern Division 
GEO. C. POHNKE New England Division 
WALTER J. WACHS South Eastern Division 
ROY T. BANSEMER Great Lakes Division 
BOB WAGNER Western Division 
1. J. FETTIG Production Department 
HENRY ORTH Sales 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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NSOEA Districts No. 3 and 13 Grea wames IN INDUSTRY 
Seatinued trom gnae 38 


something to sell in America, our country. A question 
and answer forum followed 

The next speaker was Lester A. Ferguson, Office of 
Price Stabilization, Washington, D. C., who spoke of 


Ceiling Price Regulations and Their Effect on the 
Industry In an interesting talk he gave a brief word 
picture of the workings of OPS, regulations made and 








»* . . : 
the people who make them. After pointing out that 
trade associations are the most important reservoir of 
information to the OPS, he spent some time in answer- DESK TOP EQUIPMENT 
ing the numerous questions asked from the floor. 
. At 4 30 p.m. the ladies tea ag A was held in the Quality, efficiency and years of depend- MORRISEY — the con. 
Harlequin Ri n 6 ad oor r.9 at 5:30 P.M. able service have placed the Bert M. writing implement that 
he “Fri shij our” was held in the mezzanine Morris Company foremost in the field holds @ ful onthe 
ouneve . writ without 
of better Desk Top Equipment. Many Absolutely will not 
. . fhoox Your choice of 
; . fam rs have their emblems im- mag GB EL 
At 9:00 P.M. Friday evening sania nage able Aerend-tn” potas 
ee We eee ; ri : ext fine, fine 
a “Drag-Out” party was medium. broad. stub. 
held in tt Renaissance Room with Penn-Mar-Va onek a - 
Travelers and Stationers 12:30 Club as hosts. The room TUTE FOR QUALITY. All 


Morris writing sets are 
equipped with iridum 
tipped points and each 
point is tested and ap- 
proved at factory for 
writeability 


was tastefully arranged with tables clustered around 
the spacious dance floor, giving a festive atmosphere as 
guests took their seats to the tune of good music by 


Joseph Stern and his orchestra. A variety of costumes 
were to be seen on every hand including jeans, check- 
ered shirts and large straw hats, and a variety of 


; as well. On the stage at one end of the 
room the festivities were opened by Master-of-Cere- 
monies Richard M. Graff, Esterbrook Pen Company, 


novel costum 








who announced that the cast of each act consisted of 

members of the clubs. Outstanding were the male 

quartets which furnished some real harmony, hilari- 

met funny was the old-fashioned bathing beauty con- STURDINESS - EFFICIENCY 
test and real talent was displayed by the square danc- SMARTNESS 

rs who, after obliging with several encores, proceded These are combined 

to “drag out” partners from amongst the audience in the superior design of 
intil the fi was full. After the judging of the bath- all Desk Top Equipment 
ing beauty ntest and the grand parade of those MARRS SO 
yearing original and comic costumes, the balance of The Bert M. Morris Co. 
the eveni1 vas spent in dancing and sociability. The The setting shown — pen 
entertainment committee responsible for a splendid set, memo pad, letter tray, 

; ash tray, bookends and 
evening included Chairman Richard M. Graff, Ester- BERT M. MORRIS CO. phone nest ase @ tah ap- 
brook Pen Company; William D. McCully, S. E. & M Desk Top Package Deals pointment to any desk—the 
Vernon, Ir James W. Curran, Eagle Pencil Company; No. 100 and No. 200 stamp of an exacting, effi- 
Stanley W. Woodruff, Weis Mfg. Company; H. Mercan- | ” pig ee a ee a 
lante, Eversharp Inc.; Fred Steinhilber, Geyer Publi- wi aamatidie aera dock Lose wnaen Shen Obs aeatel 

ations, and Harry Tehan, Jr., the Cooke & Cobb with these items. one higher priced—compar- 
Company able fountain pen set. 

The closi ession was held at 10:00 a.m. Saturday 

norning with Governor Robert Reichman presiding EEE — | 
The first speaker was Paul E. Burbank, NSOEA, who “ conn ee = 
gave his talk entitled “This Is It” and reported on rw" set with “thread-in”’ point 
Government regulations. At the conclusion of his talk a ee oar to ae en ‘Wut +f) fom # 
he answered numerous questions from the floor FOR 

He was followed by Trouper Harry L. Fellowes, Bank- 
ers Box Company, who gave his talk on “Stationers Can i U/ / J, U 
Work Together 

j ) BOOK ENDS at last 

The last eaker was Trouper William H. Gove, Min- : _ hy SG GS 4G 

nesota Mini & Manufacturing Company, who gave niture } 
talk entitle Serve and Sell.” STUB BROAD MEDIUM FINE EXTRA FINE 





The next order of business 
was the report of the 








minatin nittees of both districts. In response to 
Governor Lukens call for the Third District report, = 
Chairman Joseph C. Runnels placed in nomination 
Governor, Samuel S. Rosendorf, Jr., Southern Stamp & MEMO PADS rilable in LETTER TRAY strong two ASH TRAY—Areal He-Man 
Stationery ( pany, Richmond, Va.; lieutenant gov- two types. With jrouters 86 SSE Ce promt. fous Ge Ga Ga oF Ge 
rnor, E. Russell Ashley, Ashley-McCormick Company paper is used. or standarg = and DOU, See ls lCUl 
Bridgeton, N. J., and treasurer, John Link, Lucas etter size 
Brothers. B nore, Md. All were approved 

Gover1 I hman then called for the report of the Oo 
Thirteenth District nominating committee and Chair 3 — RT M, R R 4 > Cc e 
nan J. § Libien Press Inc., New York, N. Y 

uced ir tion: Governor, Richard E. Wahrman, Dept. OA-1, 8651 West Third Street — Los Angeles 48, California 
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No. 10 
SERIES 


OFFICE 


AND BOND 








amy PS 


AT THE N.S.A. CONVENTION 
VISIT OUR DISPLAY 





BOOTH NO. 557 HOTEL STEVENS 





NE, On on e-em Gee Se, hen ee 
SIZE: 1142 x 6 x 2%" 


Fits the shallow desk drawer 
Heavy Gouge stee!, hommered silver finish. 
One piece seamless construction. All the 
feotures and refinements which mode the 
23 Series such a soles success. 








4 STYLES 
SR I ccdainidscinichisavcttonnsnsinecccenttbvisecsocetovsssuersienevoesiens key lock, no tray 
| er ee Fe 
is Pr iesescncscscsoscensccceessvescessoverevesseossscessees combination lock, no tray 
PRB, PIMP MR scccsvesercceverecoveesescovcecenssevesoed combination lock, with steel tray 


23 SERIES @ CASH AND UTILITY BOXES 
SIZE: 112 x 6 x 4%” 


i asi cccipathiditvahesedineiiosdveseresevessinqeneevesrcesuvinenbiaiie key lock, no tray 
he TE vuukey lock, with steel tray 
No. 923-CL savivesenontaceneseuseesesesevocsesss EN Nae, OO Way 
SE TUE csecdidibunisetesoemntnedsaennsersveaneced combination lock, with steel tray 


The 10 Series and the 23 Series give you the demand items in this type 
of steel box. Stock them and display them to get the fullest profit return 


from this department of your business. *@Y” 


WRITE FOR ILLUSTRATED CATALOG 


CAN COMPANY 


2415 WEST 19TH ST. 
CHICAGO 





For Export: Frazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address ''FRAZER'' New York 
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R. E. Wahrman Inc., New York, N. Y., and for treasurer, 
G. F. Griffith, Jr., Noesting Pin Ticket Company, Inc. 
Both were approved. 

After all the new officers were introduced, the meet- 
ing was adjourned. 

In the afternoon at 2:30 p.m. the ladies enjoyed their 
wheel chair ride on the boardwalk while others went 
swimming and indulged in other forms of amusement 
or relaxation for the balance of the afternoon. 

Preceded by cocktails in the Rotunda, the annual 
banquet was held at 7:30 p.m. in the beautiful Renais- 
sance Room on the mezzanine floor with an attendance 
of more than 360 members, their wives and guests from 
both districts. At the conclusion of dinner, guests and 
officers of both local and national associations were 
introduced. Brief addresses were given by President 
Zac Smith and Paul E. Burbank after which certificates 
of merits on behalf of the NSOEA were awarded by 
Paul E. Burbank to Governor Robert Reichman and 
Governor Charles W. Lukens in appreciation of their 
outstanding services. Governor Reichman was pre- 
sented with a gift from the Thirteenth District in ap- 
preciation of his services during his term of office. 

Gifts were presented to Mrs. Harry Tehan, Jr., chair- 
man, and Mrs. Earle Koch, assistant chairman of the 
ladies’ entertainment committee, in recognition of their 
splendid work. Some excellent singing was heard and 
the balance of the evening was spent in dancing and 
sociability. 





Penn-Mar-Va Elects Taylor B. Kellogg 


The twenty-second annual meeting of the Penn- 
Mar-Va Travelers Club was held on Thursday after- 
noon, June 28, 1951, in the Ambassador Hotel, Atlantic 
City, N. J., with President Mark J. Kenna, American 
Pencil Company, presiding. 

NSOEA President Zac Smith, Zac Smith Stationery 
Company, Birmingham, Ala., expressed his pleasure at 
being with the group. He told briefly of attending the 
Stationers convention in England recently and of his 
travels. 

The governors of both the Third and Thirteenth 
Regional Districts were then introduced. Charles W. 
Lukens, Yeo & Lukens Company, Philadelphia, Pa., 
Third District governor, gave his listeners an outline 
of the program prepared for the NSOEA combined 
convention to take place on Friday and Saturday. 
Robert Reichman, Mooney’s Inc., New York, N. Y., 
Thirteenth District governor, declared his apprecia- 
tion of being privileged to attend the group’s annual 
meeting. He then read a poem he had composed in 
which he adequately expressed his sentiments. 

President Kenna then called for committee reports 
and first to respond was Rose Cushman, NSOEA, who 
gave the treasurer’s report. The membership commit- 
tee report was given by Edward F. St. George, Oakville 
Company, who announced that 20 new members have 
joined the club during the past year making a total 
membership of 204. He was followed by William F. 
Vogel, Sengbusch Self Filling Inkstand Company, who 
reported progress for the education committee. 

Raymond A. Williams, manufacturers’ representative, 
gave the hotel committee report and the auditing 
committee accounting was given by Arthur C. Shear- 
man, Boorum & Pease Company. William D. McCully, 
S. E. & M. Vernon, Inc., chairman of the roster com- 
mittee, thanked members of his committee and those 
who had contributed toward the production of the 
club’s handsome new roster. Stanley M. Woodruff, 
Weis Manufacturing Company, called for a rising vote 
of thanks for Mr. McCully and his committee for doing 
a splendid job of producing one of the finest rosters 
the club has ever had. 

Ben Wachtel, Parker Pen Company, reported on 
publicity and received the compliments of President 
Kenna for doing a splendid job of editing the Penn- 
Mar-Va Travelers, the club’s bulletin. 

Richard M. Graff, Esterbrook Pen Company, chair- 
man of the entertainment committee, reviewed affairs 
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important data. 


oe | 
Grvue 


MODEL 442. A Steel file in beautiful gray Hammer- 
loid finish, with 20 letter-size folders, alphabetical, 
monthly and blank. Equipped with key and strong 
snap lock that stays closed. Piano type hinge. Heavy 
duty handle. Size 10 x 124% x 544”. Individually car- 


toned: packed 6 to shipping carton. 


board and covered with 
leatherette. Choice of 5 


colors maroon, black, 


Complete with _ filing 
system similar to Model 
442 above. Size 10\%x 


12346”. 





Write for prices and discounts on these files, also catalog 
on complete line. 


AMBERG FILE & INDEX CO. 


Filing Specialties since 1868 


1608 Duane Blvd., Kankakee, III. 








MODEL 420. A handy, 
reasonably priced file. 
Lightweight but strong, 


made of special binders’ 


blue, brown and green. 





THEY SELL FAST... EVERYBODY NEEDS ONE! 


There’s nothing quite as satisfying to the owner as an Amfile, with a 
place for every important paper and receipt—access to all figures and facts 


when making up business statements, income tax returns—checking dates and 


There’s nothing quite as satisfying to the dealer as Amfile values—which 


mean a popular priced, quality product at a good margin of profit. 





MODEL 445. The last word in personal files. Its basic 
design, size and contents are similar to Model 442, but 
in addition, there is a secret compartment with lock in- 
side the cover for such valuable papers as insurance 
policies, bonds and stocks, wills. Finished in a new 
shade called “craftsman copper” and equipped with 
bronze hardware. Individually cartoned. Packed 6 to 
shipping carton. 


RECORD 
CASES. Brand 
new! Made of 
steel finished in 
“craftsman cop- 
per.” Number 
dividers, with 
patented  cush- 
ion corner con- 
struction, hold 
50 records up- 
right—7” or 10”. 
Case has double- 
clasp lock, piano 
hinges and met- 
al carrying han- 


dle. 





No. 1070 steel case for 10” records 


No. 770 steel case for 7” records 
No. 700 leatherette case for 7” records 








OFFICE APPLIANCES, September, 1951 


117 














YONKERS 2,N.Y 
BROO 


RTON AVI 
YONKERS 
SS POLYCO 


POLYCH ROME 
CORPORATION 


) 2 ASHBI 
rELEPHON! 
/CABLE ADDR! 








— . 4 f } Y 
] 4 »4 £ ro ar ; 1 . ; >? than re 1 ee 
A 1 dies y Aalst in re: A r ~UIU Lad’ P AiCli Cau il 
if nreofer } no lhilled hv n Yi . y ; . kir 
li you preter |[ I jullied Dy meaningless Superlatives, SKI{ 
+h i YY Tate Ves 
Mhi lottor erancarr nroatoc y sith » Foy bre, * Ajreact 1 + 
} ie SSeS LO LLC I ~WULILCL ile » b i fw. i v Aha LULU ° . Ait ULLeU 
+h YY tro? r Y) rrie wr ‘< > +r > noenenne a 
tne private Dusinessman wn | es n inadepenaence ol 
‘in “c hoaingo } . un | . na cr nah), 
c —— Ll Lilw Wil VUp na reé sponslt 4 








118 OFFICE APPLIANCES, 


‘Dupli ating Supplies 


< VUimeograph Dpirit CVeset 


; 





September 





1951 





51 





guarantees all three processes without bias, equipment- or 
supply-wise, in favor of any one process. To this end, a 
complete spirit line was added early this year. 


Culminating these efforts, we are now introducing a line of 
offset duplicating supplies to be companion with our stencil and 
spirit lines, and are completing our part of the program for 
distributors. Distributors may now avail themselves of the 
opportunity to specialize in one field -- may be professional 
representatives of all forms of office duplicating and, at the 
Same time, know that their efforts will be rewarded with 
comfortable compensation. 


We felt that you would appreciate this frank statement of our 
past accomplishments and future aims. From now on, working 
as a team, factory and distributor, far seeing men may 
creditably establish themselves in the eyes of industry as 
duplicating specialists. 


Please feel free to contact the undersigned here at the factory or, 
if you are attending the National Stationery and Office Equipment 
Association’s Meeting at the Stevens Hotel, Chicago, September 
22-26, please look me up at our booth, and we will discuss our 
program further at that time. 


Remember, some territories are already covered and others 
are materializing rapidly. So, if you think you can do the job 
with us, act immediately. 


With every good wish for your success. 


“ad 


B:knz R.“Gene Brown 
Vice President 


wD 
a 


COPY SHOULD BE SEEN AND NOT BLURRED 
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THE 
“DANDY” 
BOX FILE 


“TIP TOP” 
WOOD TRAY 


“BIG BEN” 
BOX FILE 





DANDY AGATE 
CARD TRAY 


hedges MANUFACTURING COMPANY 


2931 WENTWORTH AVE. 
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CHICAGO 16, ILLINOIS 


held during the past year, all of which were successful. 

A proposed amendment to article five, paragraph 
two, of the club’s by-laws was introduced by William 
D. McCully, S. E. & M. Vernon, Inc., to the effect that 
all members attending Penn-Mar-Va NSOEA Third 
Regional district convention entertainments only, be 
assessed up to, but not to exceed the sum of $10.00, 
instead of the usual $5.00, because of increased costs, 
After considerable discussion the proposal was ap- 
proved and will become effective after passage at the 
next meeting. 

John J. Kerns, Stationers Loose Leaf Company, pro- 
posed William H. Cravens (retired) formerly of the 
Walcott-Taylor Company, Washington, D. C., for hon- 
orary life membership. He was unanimously elected. 
All former honorary members were re-elected for the 
coming year. They are: Charles W. Lukens, Yeo & 
Lukens Company, Philadelphia, governor of NSOEA, 
Third Regional District, Rose Cushman, NSOEA, and 
Albert B. Abrams, Modern Stationer. 

Election of officers for the coming year was then 
held. They are: president, Taylor B. Kellogg, C. How- 
ard Hunt Pen Company; first vice-president, Harry 
Tehan, Jr., The Cooke & Cobb Company, and second 
vice-president, Richard M. Graff, Esterbrook Pen Com- 
pany. Both Treasurer Rose Cushman and Secretary 
Al W. Williams were unanimously re-elected to fill 
their respective offices. 





Announce New Burroughs Service Managers 


Charles A. Baker, general service manager of Bur- 
roughs Adding Machine Company, has announced the 
appointment of the following service managers: 

Ray J. Jonas at the Philadelphia branch, succeeding 
H. J. Baker who becomes branch service manager in 
Binghamton, N. J. 

Clarence S. Atack at the Richmond, Va., branch. 

James H. Heck at the Cleveland, Ohio, branch, suc- 
ceeding C. S. Atack, who has been appointed to serve 
in Richmond, Va. 

Frank R. Stuart at the New Orleans, La., branch, 
succeeding R. C. Richter, who joins the home office 
export service division in Detroit, Mich. 

Adrian C. Kammeraad at the Albany, N. Y., branch. 

Herbert J. Baker at the Binghamton, N. Y., branch, 
succeeding L. B. Austin, who becomes branch service 
manager in Washington, D. C. 

At Washington, D. C.; Mr. Austin succeeds F. R. 
Stuart, who becomes service manager at New Orleans, 

Oscar F. Meyer at the Baltimore, Md., branch. 


be ee Votes ‘ 


Burroughs Adding Machine Company, Detroit, Mich During the first 
months of 1951, Burroughs’ business volume was at a highs 








n the ympany's history. Tota eve i f the parent ompany 


J its subsidiary operating in the United States was $54,015,510 ompared 


- 
with $39,978,187 during the same period 750 Net profits during fhe 
first half # 195 were $4,175,639, or $.84 ps share t stock compared 
with $2,338,895. or $.47 per share during the same period of 1950. Despite 
» higher business volume, however, profits during the first half of 1% 
were somewhat wer than in the preceding w totaled 
$5,681,021, or $1.13 per share. This decrease profits wa jue to higher 
sts of wages and materials and a marked rise in feder taxes 
r which the npany provided $6,805,519 d 3 the first half of 1951, 63° 
e than the net profits during the period 
Eversharp, Inc., 1800 W. Roscoe St., Chicago, IIi.—Net for the first 
juarter ended May 3 1951, were $4,290.504 oa rease of IC ver the 
$3,900,000 rep the same period last year, it was ar i July Ut by 
Knox Ide, pre Net profit, after tax nounted to $444,259, com 
peared with $330,225 for the first quarter of i950 Suk t t sudit and 
enc adiusTme ? sna computed By Tne new Tax rat earn ngs are 
alent “ ts per share on $941,689 shares of stock out 
jing after payment of the regular d 2 hare 
the preferred stock. On the same num s the co 
responding period 4 year ago, earnings we 33 ommo 
hare at the lower tax rate then in effect. On July 10, 19 ors de 
ared a quarterly dividend of 35 cent rr tock 
payable August 951, to stockholders of re i July 20 the same date 
tors als jeciared the reguiar quart vidend of 25 cents per share 
the preferred stock, payable Oc 
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The Industry’s Finest Audience — attendance is by invitation 
to obtain a gualified audience. FOR EXAMPLE — independent surveys 


made last year proved that — 


© 81% were actual users and buyers of office equipment and supplies — 
© 88% were over 25 years of age — and 
© 89% found the National Business Show helpful! 


The World’s Largest Market — buyers in New York's metro- 
politan area account directly for 18% of entire industry's output PLUS — 


Policy making executive offices in New York — world center of business 
and finance — standardize on equipment for their national organizations 
... New York sets the pace and the buying pattern! 


NATIONAL BUSINESS SHOW 
33 West 42nd Street, New York 18, N. Y. « PEnnsylvania 6-6760 $31 
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merican industry depends on 


At Lockheed Aircraft 


Corporation; 
Burbank, California: 


Nothing is bought, made, as- 
sembled, sold, packed, ship- 
ped or billed without the use 
of Ditto. 
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DITTO 


Ditto One-Writing systems help American indus- 
try meet the challenge of today’s complex condi- 
tions. They expedite output, improve material 
control, reduce production losses and material 
shortages—help in many, many other ways. 


Production... Purchasing... Payroll... Order-Billing 


In your own organization, Ditto’s One-Writing 
plan can save countless re-typings and checkings 
in your order-billing, production, purchasing and 
payroll routines— totally eliminate the costly, bo- 
thersome errors such re-writings invite. An expert 
Ditto systems engineer will gladly survey your 
business, reduce these generalities to specific re- 
commendations tailored to your own procedures. 
No obligation. Please write: 


DITTO, INCORPORATED, 667 S. Oakley Blvd. + Chicago 12, Ill, 
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News Notes from NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA 


A piece of news which came as a complete surprise 
to me, and I presume it will be to most of you, was 
that of Harry Buice, general manager of Ivan Allen- 
Marshall Company, Atlanta, Ga., going with Horder’s, 
Inc. Chicago, as assistant to the president, Harry 
Horder. We will all miss you, Harry, but know that the 
move must have been to your best interests or you 
wouldn’t have made it. I verified this with Ivan Allen, 
Jr. and he tells me that there have been several 
changes due to Harry’s leaving. However, these will 
have to wait until next month as the information could 
not be obtained in time to meet this deadline. 

7 > * 

Mack Stricklin, of W. J. Stricklin Company, Florence, 
S.C., is back in the Air Force. At present he is stationed 
at Fort Worth, Tex., in the Eighth Air Force headquar- 
ters, holding the rank of Major. Mack served a good 
portion of time the last “unpleasantness” as pilot 
for the top “brass” such as General Marshall. His 
family left on July 25 to be with him until such time 
as he is transferred 

> > os 

Felix Brockman, Legerton’s, Charleston, S. C., de- 
cided things were not running according to “Hoyle” 
recently so he had his “Doc” check his oil, and so 
forth. The Doc decided a general “overhaul” was nec- 


essary so after the alterations were completed—two 
operations, no less—Felix tells me everything is “Jake.” 
* sd * 


Nobody told me this, even though it happened around 
the turn of the year. Florence Office Supply Company, 
with Tommy Taylor at the helm, moved to much larger 
and more modern quarters at 212 W. Evans St. The 
new store is very attractive and as the location is more 


in the center of things the drop-in has increased very 
much 

* * 
Two of the largest expansions in this district in 


n those of Allen Cammack, Burlington, 
N.C., and Green Printing Company, Lexington, N. C. 
Allen was lucky enough to get hold of a new store a 
few doors away from his location. The downstairs sec- 
has been completely redecorated 

’ One unusual feature is that no 


many a moon ar‘ 


tion, or street flo 


and is the “last 


fixture or table rests flat on the floor. All have legs 
f six inches o1 The furniture display section up- 
stairs is unusual, too, in that it is a series of individual 
rooms, easily adapted to displaying a complete office 


[the latest furniture and equipment. The entire front 
s Set off by big picture windows which make the entire 
re a display window 
The “Green Boys,” Berg and Zeb, must have hocked 
the family’s jewels and everything else they could lay 


their hands on because when they moved next door 
their new store they didn’t just get their feet wet 
hey jumped in up to their necks. New store, new 


fixtures, new pl shop and an up-to-the-minute 


furniture departn that will take a back seat from 
body—and I mean nobody. They are mighty proud 
i their new plant, as well they should be, and us pore 
ravelers are just as happy for them 
. * > 
When it come spreading out,” Jim Weeks, J. M. 


Weeks, Wilmingt N. C., did a very nice job, too. He 


OK On the store next door and made himself a first- 
ate [urniture display and storage section. Painted up 
he old store, al d came out with a much improved 
it. Nice goir Jim 
While I’m subject of larger and improved 
lores, we can’t rlook the Calhoun Office Supply 
Company Spartanburg, N. C. They have done over 
Heir store in the latest pastels and lighting and the 
‘Sst is very pleasing indeed. Those boys have always 
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Superiority of design, qual- 
ity and value has built an 
outstanding preference for 
these Lawson products. The 
demand is greater now than 
ever. That’s why delivery is : 
sometimes a bit slow . . . but we are sharing our 
production as fairly as possible. Remember, the 
Lawson name means better customers, more profit. 





* An ornamental and 
highly serviceable sandurn, 
trimmed with stainless steel 
for beauty and permanence. 
No. 6000. 





* NEW! A wonderfully smart, 
new-style receptacle. Stainless 
steel door and trim. Hard 
white or green enamel. Vermin ; 
and odor proof. Stainless steel * A real executive type 


bond at bottom, curled under, office woste-bpsket. Has 
No. 1001. smooth rubber cushion 


around entire top. Finished 
in natural wood grain Wal- 
nut, Mahogany or Oak. 
Also in Olive Green and 
Office Grey. No. 2900. 








Nemco 
Waste-basket 
Utility Receptacle No. 2 

No. 110 


THE F. H. LAWSON CO. 
850 Evans Street 
Cincinnati 4, Ohio 





135 YEARS 
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“NEW IDEA inSTAPy 


ISA 


MONEY MAKIN¢ 
|DEA FOR Yoy 


DUD -FAST Pocket Stapler 


the stapler with a BIG future! 





its 








Beautifully styled to fountain pen size. 
Take it with you—use it at your desk. 


Highly praised by business, 
professional, and traveling 
men as just the personal 
stapler they have al- 
ways wanted. 


It opens a vast new 
stapler market for you. 


$995 


INCLUDING 
1000 STAPLES 





4 — 
—~ 


OUNTER 
OS PE REFILLS BRING 


tal REPEAT SALES 


The extra staples 









ore packed in tiny 
boxes of 1000, at 
25¢ each. There 
ore 24 boxes to 
each counter dis 

oy pock 


Visit 
Booth 311 
and 


LOOK AT THESE OUTSTANDING FEATURES 


Fountain pen size—weighs only |'/2 ozs.—Fastens 2 sheets. 






Sparkling chrome finish with colorful plastic barrel. 


Precision made—Unconditionally Guaranteed—Top Quality. 


Write today for information on prices and dealer aids. 


FASTENER corporation 


858 FLETCHER STREET, CHICAGO 14, ILLINOIS 
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kept a “neat” house so the “freshening up” is just & 
line with their natural leaning. 
. *” - 

The “new additions” department ain’t doing so we 
this month. Only one “case” turned up. Even this om 
happened back in March. The Robbins family, slight) 
connected with the Carolina Office Equipment Com. 
pany, Rocky Mount, N. C., has increased from two § 
three. Norma and Alstin finally came up with a gig 
name of Norma Dozier and nick-named “Dee.” 
have two boys, aged three and five, so “Dee” roung 
out the family very nicely. ' 

. +. ” 

Comes now two disturbing bits of news. Ed Naw 
Autopoint’s district sales manager, writes me that the} 
home in Winston Salem, N. C., burned to the groung 
while he and his wife were on vacation at Myrt 
Beach. The loss was around $25,000. I’ve never had @ 
experience like that, but I have an idea that it woul 
be a whale of a shock. Ed didn’t tell me whether ¢& 
not it was insured, but I sure hope so. 


. * * 


Dave Thompson, Halsey-Griffith Company, W. Palp 
Beach, Fla., writes me that young Jim Waugh is in th 
hospital at Lantana, Fla., and will be confined ther 
for approximately six months. He went to take a 
exam for active status with the Navy (he holds ap 
Ensign commission in the reserve) and they founds 
small spot on his lung. His case is very slight but noy 
is the time to cure it. However, as all of us know, si 
months in a sick bed is plenty rough so all of yous 
guys send Jim cards, letters and anything else you cap 
think of that will make those six months go by with 
a minimum of lonesomeness and boredom. His address 
James L. Waugh, Jr., Room 438, Southeast Florida 
Sanatorium, Lantana, Fla. 

o o * 

Say, there!! If you have: moved, eloped, got married 
sold out, been sold out, been robbed, won a prize, los 
your dog, been in a fight, made a faux pas, captureda 
Red, had your house burn down, been fired, transferred 
or promoted—IT’S NEWS. Turn it in, so I can printit 


» * * 


“Huncan Dines Again”: I thought for a while that 
I would get away from steak, prices being what the 
are, when up comes George Drane with a new plac 
in Miami, Fla. George goes on to say that he took 
a crowd out one night and they liked it so much thai 
they took him the next night. Two steaks in as many 
days speaks mighty highly and after looking over ther 
menu I’m inclined to agree with George, so here goe 
The place is Leonard’s La Pena, 7699 Bird Rd., directly 
across from Tropical Park. Leonard’s feature is th 
“Tote ’N’ Hole” consisting of the following: A shrimp 
cocktail, a 10-inch Idaho baked potato filled with 
chives, cheese, butter, spiced and browned to a tum 
flanking a full pound filet or sirloin from prime westem 
beef, a side dish of appetizers, garlic buttered bread 
plus hot, home-made apple pie with aged cheddat 
cheese and coffee. Ten waitresses will serve YOU 
alone. (This I GOTTA see.) The Miss Filet dinne 
is $3.25 and Mr. Sirloin is $3.95. Sounds like might 
fine chompin, George. Will certainly give it a try. 





Enlarge Marchant Office at Roanoke 


The enlargement of the Marchant Calculating Ma 
chine Company office at Roanoke, Va., to the statu 
of a district headquarters and the promotion of P. B 
Deverell to the position of agency manager was al 
nounced recently by Edgar B. Jessup, president of tht 
company. Service will continue under the directio 
of James R. Rollings, Jr. 

Mr. Deverell, who has been with Marchant sine 
1937, previously served as local agent at Wilmingtol 
N. C. Mr. Rollings, a serviceman since 1941, has bee 
with Marchant in the Roanoke territory for maj 
years when it was part of the Richmond and Green 
boro districts. 
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Harter Model 65 
Executive Posture Chair 


Use 


vith 


‘ied 
lost 


a BIG OFFICE CHAIR BEAUTY 


tit 


he -+- POSTURE CHAIR 
ha WORKING COMFORT 





Here’s the size and luxury to please your most exacting and important 
customer. Yet, it’s a true posture chair with all adjustments to fit every 
individual. It’s the Harter 65 and it’s a quality chair with deep foam 
rubber seat and back cushions. Rich upholsteries, flawlessly tailored fit it for 


net 


the finest office. Of course it has Harter all steel construction — 





which means it’s made so carefully it will continue pleasing your 
customer for a whole business lifetime. 


The. Harter Model 66 has the same posture chair action as the 65 but 

has the less massive design needed for many installations. That's the beauty 
of the complete Harter line; it equips the dealer to sell every office. 
Harter Corporation, 1009 Prairie Avenue, Sturgis, Michigan. 


W ARTE R 


ns stee@e@Gis, eaters ee 
STEEL CHAIRS - POSTURE CHAIRS 
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*Guaranteed accurate within Yo of 
1% at every point on the dial, 








Dial shows both weight 
and postage at a glance. 
(Above, about %{ actual size) 
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. light 
practical 
compact 


...BORG 


This Better Parcel Post Scale 
Saves Time and Postage 


Borg has streamlined the parcel post scale to minimum size and 
maximum efficiency. Only 8”’x10", and 2” high (fits in a drawer). 
Weighs only 5 lbs. (pick it up with two fingers). You can take the 
scale to the work. > avoid moving heavy pac ‘kages. Gives exact* 
weight every time (to 50 lbs.)—no overstamping to be “sure.” Fast 
dial speeds weighing, always returns to zero. 

Shows both weight and postage in one “window” — no confusion, 
If bulky parcel covers dial, handy lock retains weight for later 
reading. Guaranteed for life under a Service Warranty. Hand- 
somely finished in Office Gray. Ideal for both small offices (so 
compact) . ... and for large shippers (so quick and convenient). 


Retails at $12.50 (Denver west, 50¢ higher). At your stationer—or 
write for name of nearest dealer. Borg-Erickson Corp., Chicago 11. 





NO OTHER SCALE /S MADE LIKE A | 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 


You fellows not going west will have a pleasant sur- 
prise in Moorhead, Minn. Don Moore is back and is 
employed by Paul Ridley. Welcome back to the Red 
River Country, Don 


> ~ > 


It’s sure a pleasure to see a fresh buyer. Joe Roller 


yomes back to his office after being at Lake Bemidji, 
all refreshed and ready to buy what is new and need- 
ed. He was at the lake catching nothing but pike and 


returns—since they’re not biting. Not saying he’s go- 
ing to stay 


f + x 


“Charlie” C. D. Mills has left Devils Lake, N. D., for 


Loveland, Col a lovely place—to be a buccaneer or 
qa “‘buccareau” or a cattle rancher. Obert C. Teigen has 
purchased the store and is going to lay the law down 


yn office supplies and equipment in Devil’s Lake. “He’s” 
attorney Si 

Mike Stevenson and Larry Schons of Pierson’s Sta- 

tionery Store have changed the name to the Central 


Office Supply Company. Some place and just as fine 
a store. The address is 14 E. Central Ave., Minot, N. D. 
* * > 


Wilbur Preske is a traveling man—he has traveled 
ver to work with Rus Richtmans of Fargo, N. D. Wil- 


bur was formerly with Gaffaney Office Specialties. Sta- 
tionery salesmen are badly wanted in Fargo and Moor- 
head. Most dealers would like a man or two. 

7 = * 

Do you know Robert Taylor is a stationer? Yes sir, 
he’s manager of the Crookston Times at Crookston, 
Minn. He has fine new store and very cleverly ar- 
ranged so as 1 elcome the passerby. Nice going, Bob. 

+ a 

I had the pl ire of entertaining Mr. and Mrs. 
William Gray and their daughters, Joan, Alice, and 
Katherine. They were on a business-pleasure trip from 
Regina, Saskatchewan; to Toronto and east via the 
Twin Cities. While at Lake Minnetonka, they had a 

ittage 21 feet from the water’s edge. A party of 18 
helped them celebrate the Fourth of July. 

Mr. Gray has been a manager at one of the Willson 
Stationery branches in Regina and is now being trans- 
ferred to a larger store in Calgary, Alberta. Congrat- 
lations, Bill, you will enjoy Calgary and your new 
taff. They are swell people and these Lake Minne- 

nka sunbur! lways go away in winter! 

Another new traveling man, Jr. Jim Gaffaney, is now 
alling on the trade. I know you will enjoy meeting 
those same people who called on you when you were 

juyer and i le salesman. Enjoy yourself, Jim and 

all you! ( be big ones! 

Ben Westal of Interstate Stationery Company, Willis- 

n, is now k ed in the oil center of North Dakota. 
You may see him heading for Shattuck Military school 
where his son, Skipper, is enjoying a summer session. 
He will probably return to take on wife in a game of 
golf at the Detroit Lakes Golf Course 

oe 

Services f James J. Wiltrout, 60, of 2330 Stinson 
Bivd.. Minneapolis, were held recently. Mr. Wiltrout 
was a stationery and school supply salesman for 36 
years and a m«¢ er of Masonic Cataract Lodge No. 2 

Last rites f John Owen Davis, 85, were held re- 
cently. Mr. Dav founded the stationery and office 
supply firm, Miller-Davis Company, Minneapolis, in 
1901. He was former president of Northwest Stationers 


association, a Mason and a life member of Zurrah 
temple of the Shrin« 
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Pressboard File Folders 


at 








U.S. REG. PAT. NO. 2,248,355 D128118 


Barkley pressboard file folders are designed for the 
strain and stress of the busiest filing department. 
These folders are made of durable high quality 25 
point pressboard with a one inch strong cloth gusset 
“W" shaped at the bottom to permit ready expan- 
sion. The Crystal Clear BARKLEY PLASTIC TAB in 
*colors — distinguished by its smooth contour surfaces 
and angled for perfect reading, provides the utmost 
efficiency in the file. 

Letter Size—No. F955-8—2” Wide Tab 5 position 


No. F953-8—3” Wide Tab 3 position 
10” Guide Height—Made in legal size also. 


*Amber color furnished unless otherwise specified. 


Write for Illustrated Literature 
Established 1921 


L. L. BARRLEY & CU. 
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AROUND 


—_ THE 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 
and 


rice List 






v 






PSA AN OI 


EGLO MANDAN A er 


80 DUANE ST. NEW YORK 7,N.Y. 
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News Notes From NSOEA District No. 8 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


George B. Garnett, president of the George D. Bar- 
nard Company, St. Louis, Mo., joined the Midwest 
Travelers Club of Greater St. Louis for luncheon on 
June 20 and entertained those present with an informa] 
discussion of the early years of the industry in St. 
Louis. His interesting data on the long history of his 
firm was a treat for the Travelers 


* * * 

































The Mitchells enjoyed a pleasant evening late in June 
when visited by Mr. and Mrs. Roscoe Benge, who 
stopped over in St. Louis and Belleville, Ill., en route 
from their home in Chicago to the farm home of Mrs, 
Benge’s parents, which is located near Joplin, Mo, 
Following a short visit there, they planned to continue 
back toward Chicago by way of Kansas City and other 
points, where Mr. Benge was to visit customers of his 
factory, the Codo Manufacturing Company. While in 
Belleville, Ill., they were entertained at dinner at the 
Elks Club by Binks and Ida Weingaertner of the Egyp- 
tian Stationery Company. 

*” a” > 

Most of us are acquainted with the successful efforts 
of many of the present heads of firms in our region 
directed toward the establishment and building of this 
industry. The list includes such men as Robert D, 
Latsch and the late J. E. Latsch of Lincoln, Nebr. 
Arthur Schooley and George E. Baird of Kansas City, 
Mo., Francis K. Adams and the late William J. Kennedy, 
C. M. Skinner and Clarence R. Comfort of St. Louis. 
But some may not realize the rise of some of the 
younger set, leaders such as “Art” Reed, Sidney Ander- 
son, Vincent Collura and. Mary Jo Latsch of Latsch 
Brothers; Jay Wilcox, president of the Schooley Print- 
ing & Stationery Company; Paul S. Baird of George E. 
Baird & Son; Messrs. Powell and Stephen Adams, Jr., 
L. Walter Ruedy, Chester Parrot, Walter Weihe and 
Harold Duffy of S. G. Adams Company; Hartley L. 
Comfort and James A. Collum of the Comfort Printing 
& Stationery Company, St. Louis; and Earl Duke, Jr. 
and Homer B. Lay of Duke Printing & Stationery Com- 
pany, Wichita, Kans. 

There are several others who could be called to mind, 
particularly some who have branched out from their 
former role of employees into businesses of their own, 
men such as Leonard Wilcox and Bill Bond of Roberts 
Printing & Stationery Company, Hutchinson, Kans.; 
Ralph Bauman and Earl Scott, Bauman Office Equip- 
ment Company, Wichita, Kans., and Louis Blair of 
Blair Office Supply Company, St. Louis 

There is ample material on the subject to make a 
fair-sized book. However, we can mention only a few 
of the younger, successful men at this time 

. a * 

Now reaching into the Seventh Region, we cannot 
overlook Arthur J. Walker of Farnham’s in Minne- 
apolis, who has surrounded himself with young men 
of outstanding ability to help him carry on the tradi- 
tions of that business and our industry. One would 
have to look far and wide to find the equal of this 
group, which includes Clarence Benson, manager of the 
stationery department; Phil Ackerman, director of 
product information; Del Deming, purchasing agent; 
N. W. Knoblauch, who as vice-president of the firm 
heads the school supply and equipment department 
which, under his direction, has grown to one of the 
largest departments of this firm, and the No. 1 top 
retail office furniture salesman-manager of the indus 
try, George E. Seidel. 

There is in St. Paul, Minn., one of the younger mes 
who under the tutelage of his father is quickly becom 
ing a recognized business leader of his community. Wi 
refer to Bob Jerue, son of the well-known Sterley 
Jerue of McClain & Hedman Company. 

And certainly no one can overlook the marvelow 
progress made this past couple of years by the Millers 
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O DOING ONE THING... BETTER 


WA REVor N 


@ CONTINUING RESEARCH toward both product 
development and improvement has built the Rose REPUTATION 


for quality and value. 


e ORIGINATORS of the world-famous Rose 
*“STA-CLEAN” Duplicating Carbons and Master Units with the 
protective metallic coating and Gold Sealed Edges which pre- 


vents the soiling of hands and clothing. 


This product has won for them recognized leadership in the 
highly specialized field of SPIRIT DUPLICATION. 


* A COMPLETE Line of Duplicating Carbons and 
Master Units. 


*now available in BLUE, RED, GREEN, and BLACK as well as PURPLE. 


PAT. APPLIED FOR 
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4 ~ISE RIBBON & CARBON 
x 2B, MANUFACTURING CO.., INC. 
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GENERAL OFFICES AND FACTORY - - - - HARRISON, N. J. 
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PUTTING YOUR 
FINGER ON FACTS! . 






The faster you get the facts, the 
better prepared you are to make wise We 
decisions. 


Across the nation, organizations are 
getting accounting and statistical facts 
when they want them and in the form 
they want them . . . because they use 


IBM Electronic Business Machines. ver 
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( IBM 


INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 
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Davis Compa nder 


mpal the able management of the 
young Bob Davies, treasurer and general manager; Ed 
Hansen, secret nd manager of the retail store, and 
Harry Wester, office furniture manager 

This past yea as seen the rise in Des Moines, Iowa, 


yf the Ahe hing Company, established by two 
yer} ing Jim Ahearn and Bill Pershing, for- 
merly of the Z Company. Also in Des Moines is the 


organization Koch Brothers, Inc., which has been 
jirected in re years by that “Little Giant,” Blaine 
J. Bristoll, t! who once served as president of 


NSA 
s a7 ~ 

St. Louis ed a surprise visit from Eighth Re- 
gion’s govel Fred Pfaff of Omaha, on July 17 when 
he had lu visited with several local dealers to 
liscuss plans 1e 1952 regional meeting to be held 
1 St. Loul 

An er g this time was Rus Ragan of the 
American Pad & Paper Company, who is a leader in 
he Great La ivelers Club. Following this lunch- 
eon, both of 1 e gentlemen, in company with Izzy 
Voda of Walla Pencil Company, called on your cor- 
espondent whi 1e was hospitalized for a week of 
estS ana exXal t10nSs 


Herbert Held Blackwell Wielandy Company, St 
lis, report Carl Schutz of the Eagle Pencil 
nfined to the hospital in Kansas 

siege of pneumonia. Later in- 

wa was rapidly recovering. Recent 
Mr. H included Tom Seward and “Chuck” 
ducts Company, Maurice Mann 
ford iny, Dick Fuller of Smead Manu- 
ring Col nd Herb Johnson of Wilson Jones 


Company 


held a large sales meeting of its 
the midsummer in celebration of 
in business 


Mrs. George Dyson, wife of the former district man- 
el Mitt & Volger Company, has been hospital- 
e ! from a severe heart attack 

Am<é n I Pencil Company reports the addition 
iv force of Bev Charrington, formerly 
Buschart B ers Printing Company in St. Louis 


‘ 


1f the local Stationers Associa- 


Nati lesale Stationers Association will 
in} ention the week of March 2, 1952, 

Hotel N Yorker in New York City 
Pete Masterson, now covering the 
Products, Inc., reports both his 
ery good and he asks to be re- 
friends of the Eighth Region 

Notes from Dave Neuhaus: 

Vincent Collura assistant in the office furniture 
epartmen F. A. “Art” Reed, Latsch Brothers, Inc.., 
Né family spent the first two weeks 
' attending the national con- 
Chamber of Commerce at Miami, 


Vincent ly elected president of the Junior 
be! at Lincoln, an office once held 
Art” Ree I latest honor to be bestowed on 


tsch’s, in addition to the many 
received, indicates what a high 
is. We wish you much, much 
tment, Vincent 





Eaton’s New York Address to Change 
O1 ) er 1 the New York City show 
] he Eaton Paper Corporation of 
be removed to larger quarters at 
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lait 
EQUIPMENT 


SEE IT ALL 
FOR YOURSELF 


-BOOTH 308 


e Faster Selling 
Better Looking 
e All Wanted Features 


© New Improvements 
e Lower Costs 
e Higher Profits 







2F3445 
Sectional 
Planmaster 
Filing Cabinet— 
“All-Purpose 
Design” 


‘ 


# EB 60368 
Stee! Base 
Drafting Tables 
Wood T 

Made in 3 sizes 


Write today for 
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illustrated catalog sheets 


‘*-¥ STACOR 


EQUIPMENT COMPANY 
1883 Atlantic Avenue 
Brooklyn 33, N.Y. 





NOW..a bigger demand , 
1] 


than ever for 


TRU-TEST 
“BANTAM” 
rolls 


These handy consumer size 
rolls of famous Tru-Test 
Gummed Tape are catching on 
with consumers 

everywhere . . . producing 
new and extra sales for 
alert retailers because . . 


1. Mailings 
eo “Service 


G 








Men” 


sands of home 


;5 thou ad 
Countless «are mailing 


ties 
ont familt ailing a 
packages to the boys 1 ¢ p 


afe 
rerseas. For $ 
_ over nothing takes the 


mailing  Tru-Test Gummed 
Tape. This is a 

big, increasing 
Tru- Test ‘Bantam 












arket. | 
displaying 
Rolls. 











2. Serves Dozens 


of home uses 


True-Tes¢ T i 
around the Snes ag . — 
ee Packages, od 
4Ng or labeling 
By roniag atticles, for an - 
rage cartons against pn 


or when Packing for Moving 











3. For small offices 


Handy Tru-Test is a 
7 faces, Solves tat. 
small offices. © sited 
occasional sacking Of _ g 
roblem which only gum 
soe can properly handle. 


















EEE 
TRU-TEST 








Tru-Test ‘Bantam’ rolls come 
in 1” to 3” widths .. . 
packed 12 rolls to the 
display carton, plain or in 
colors, Retail for 25¢ a roll. 
Consult your 
wholesaler or 


write direct to 





TAPE, INC., GREEN BAY 


132 




















Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


Don Stanfield of Wyoming Typewriter & Equipment 
at Cheyenne tells me he is now a “Heel.” In Cheyenne, 
this is quite a distinction because a committee selects 
members on the basis of work done over a period of 
years in promotion of the annual Frontier Days cele- 
bration. 

. - * 

Paul Skinner, Columbia Ribbon & Carbon Company, 
was seen in Cheyenne working after a few days of 
fishing along the way. His family accompanied him, 

* * ” 

George Nelson, Weldon Roberts Rubber Company, 
when glimpsed at Ogden, was complaining about the 
Utah heat and bewailing the fact that he was not back 
in California. 

* * + 

Tall fish stories are here again. Willard Pingree of 
Weber Office Supply Company, Ogden, just back from 
a fishing trip up around Ashton, Ida., relates a good 
wrestling story about a 25%2-pound salmon that he 
dragged on the bank and finally tugged home. Pic- 
tures prove the feat, he says. Me? I’ve never seen ’em. 

*” ~ ” 

Harry Simpson, Utah Idaho School Supply, and the 
writer tried our luck up on the Weber River in Utah 
and came back with a few fish. The largest was only 
16 inches and weighed 2% pounds. Not bad, though. 


* . + 


A. W. Stevenson, Steve’s Office Supply, Ogden, was 
seen with his younger son sneaking away from the heat 
and work to enjoy a few hours of fishing and relaxa- 
tion. “Steve” says it has become a regular occurrence 
this summer 

* * + 

Harvey Howarth of Weber Office Supply, Ogden, re- 
ports that he is well on his way to recovery after an 
operation on an infected ear. 

* » + 


Adrian Pembroke, Sr., of Pembroke’s at Salt Lake 
City, has again been taken to the hospital but late 
reports are that he is feeling considerably improved. 
Adrian Pembroke, Jr., of the same firm tells me that 
Mrs. Pembroke is now home after two serious opera- 
tions. 

+ a * 

Another Pembroke casualty was Lynn H. Clayton, 
who says his doctor had him in the hospital for a few 
days but could not find anything wrong. 

* ” . 

Clyde Powell, Midwest Office Supply Company, Salt 
Lake City, recently celebrated a birthday but he was 
not talking. Says he is still 29... 

* * * 

Jim Haycock of Allsteel Equipment Company, Salt 
Lake City, just returned from a fine vacation and 
bearing a healthy tan. 

~ « - 

A travelers club picnic has been scheduled in Den- 
ver for August 26. 

* * & 

Joe Simmer, Wilson Jones Company, has been seen 
around Salt Lake City and Ogden. Joe says he is on 
his vacation but apparently was working hard. 

* * + 

James C. Bangs, Bang’s Stationers, Inc., Pocatello, 
Ida., has been in Twin Falls attending the state Ameri- 
can Legion convention. I heard he was to run for 
state commander. 

* * . 

Roger Monson and Jack Pembroke of Pembroke’, 
Salt Lake City, tell conflicting stories about the week 
they spent at Las Vegas. 


* * * 


Keith Casper, sales manager of Midwest Office Sup- 
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FINAL-LIN 


and 


Writemaster 


Carbon 


Let’s look at it from your viewpoint! 
First thing a customer is likely to say is, 
“I want a carbon that can make five (or some 


other number) clean copies.” 


WRITEMASTER and FINAL-LINE 





FINAL-LINE corrects the most serious error in typewriting 


typing too far down on the page”. Three punch holes 
at the top and bottom of an uncoated extension edge tell 
the typist where to start—warn her where to stop. This 
saves needless retyping, allows a girl to get out of the 
office o1 
Little details Big details work together to make 
WRITEMASTER and FINAL-LINE the best carbon 
buy in America. Are you selling them? 




















Carbon have end labels which not only state 
the weight and finish, but also the specific man- 
ifold information. 

Little detail? Yes, but important—be- 
cause it takes the guesswork out of buying and 
selling. 


BIG IMPORTANT details are these: 


WRITEMASTER is made from the finest carbonizing tissue 
to give cleaner, sharper impressions. Every word stands out 
as crisp and clear as the original copy. WRITEMASTER 
wears longer. The extension edge makes it clean to handle, 


avoids finger-smudging. 





PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway ¢ Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


"A Great Name WH CATOONS ” rivvons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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desk lamp—* 
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ply, Salt Lake City, says the contest spirit is still hold- 
ing up and they have several lined up for the fall. 
»* + * 


is Bennet Brice Restaurant, 615 17th 
travelers gather there every Friday 
It’s the new meeting place. 


A popular pla 
st.. Denver. The 


noon for lunches 


» > > 
Writing these notes, I need the help of the travelers 
to send me their news items. To-date, only two have 
responded. It r baby, too, this column. 





Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


An office equipment exposition was held recently in 
Portland, Ore ‘onnection with the National] Office 
Management Association’s conference with delegates 


from all parts of the nation. Many nationally-known 
office applianc: 1 supply firms were represented in 
the maze of machines for business highlighted at the 


Portland during the summer days 
f office managers took place. 


Multnomah Hotel 


in which the cor 


- *~ 
The “Inflati alk of Thomas M. Pelly, president 
of Lomman & Hanford Company at Seattle, and of 


his Chamber of Commerce, has hit the jackpot, winning 
widespread comment and commendation. Crux of his 
1929 we spent less than four billion 
1 functions of our federal govern- 
year we will probably spend 18 
money. A large increase is due 
ut hidden in it is a bigger increase 
A flood of letters to the Chamber 
equested copies of the full talk. 


* - 


message was 
dollars 
ment. In this 

or 20 times as much 
to the Korean v 
for non-wal 

of Commerc: 


; , ; 
0 Ope ica 


Richard Bulkan the Friden Calculating Machine 


Company, Inc., Tacoma, was recently elected to mem- 
bership in the Tacoma Chamber of Commerce. 
* * * 


John H. Stahle, who has been manager for the Inter- 
national Business Machines in Richmond, Calif., since 
1945, has been omoted to be manager of both sales 
and service corporation in the entire Seattle 
area. He has qualified six times for the membership in 
the IBM 100% Club, which is the sales honor society 
of the organiza 


* ~ 


The National Office 


been duly formed and 


Equipment Company, Inc., has 

incorporated at Seattle, with 
apitalization $12,000 by Jack L. Fallick, Stanley 
Fleischman, « 


* - 


Thomas M. Pelly has been recently appointed to the 


important st egislative committee on highway 
idies, to work with the Senate and House fact-finding 
mmittee on hig] iys, streets and bridges. 
lhe Guild Book Shop, Inc., Seattle, has recently en- 
rged its scope through an amendment of its incor- 


oration papers filed to make the time of its existence 


erpetua nning expansion with increase of 
)} S50) OO} 
Extensive and improvements are being 


arired out this summer at the Seattle offices of Rem- 
ington Rand In pread over the second floor of the 
spacious 1910 Fourth Ave. building in that city. 





Peters Retires from Comptometer Post 
F. X. Peters has retired after serving 31 consecutive 
years as district inager of the Youngstown Comp- 
tometer office. Su ling Mr. Peters. who reached the 
the Felt & Tarrant pension trust, 
Sy who comes from the company’s 
Philadelphia Mr. Applegate will have charge of 
he Youngstov Mice and Comptometer schools op- 
ted at and Erie, Pa 


Ratt nenn 
llrement age 


ls George Apple 
+¥ 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


ERaprett— 


GRAYTONE 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 


We are looking forward to seeing you 
at the N.S.0.E.A. convention 
September 22-26, Booth 314. 


AL 


MANUFACTURERS 


Factory, Rochester 8, N. Y. 








ITTLE 


INC ‘ 


1888 1951 


“QUALITY EXCLUSIVELY SINCE 1888’’ 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


Three dealers have become new members of NSOEA~ 
Texas Office Furniture of Dallas, Carl Dupriest Offig 
Supply Company of Amarillo and Haygood Office Sup. 
ply Company of Lubbock. Jack Fleming secured th 
first firm and the latter two were signed by the write 

* a - 

R. E. Miller, who operated the Miller Printing Com. 

pany in Temple, Tex., died of a heart attack on June 4 


+ * * 


Eldon Cloud has taken over the management of th 
store of Southwestern Stationery & Bank Supply 
Amarillo, assisting R. B. Parkinson. Mr. Cloud was fe 
merly store manager of Southwestern’s store at Jo 
lin, Mo. 


. + * 


Bill Slack is operating the Slack Stationery & Pri 
ing Company at Corpus Christi, having purchased 
stock and printing equipment of the Austin Prin 
& Stationery firm at Austin. 


* * o 


Lloyd Griffith is playing checkers again, having jy 
made another move. This time he is with Elliott Off 
Supply at Amarillo. 


* + * 


The only way you can expect a column is by havi 
plenty of news rolling in to me. What I am receivij 
from some of the travelers you could put under 
postage stamp. What I want is a postcard filled w 
news. I had many promises at the New Orleans me 
ing, but they are still promises. 

* . 7 

James Moser, son of Ralph Moser of Carpenter Pap 
Company at Omaha, Nebr., was married on June 5 
Virginia Albertson, an Omaha girl, and has report 
for duty to the Houston branch of the firm. He 
working in the fine paper department. 


7 + ~ 

Mike Barrett Printing & Office Supply is a new fir 

that has opened up at Brownfield, Tex. 
e * - 

I finally found out that George Smith and his b 
are honeymooning at his fruit ranch in the Northwe 
but he is expected back in the territory soon. 

7 * . 

A. A. Blaylock has sold his business in Uvalde, 
(Blaylock Typewriter Company) to Frank Kirvan 4 
the firm name has been changed to Uvalde Off 
Supply. 

Wayland College at Plainview, Tex., is installing 
new bookstore with Gerald Horton as manager 
Paul Thomas as buyer. 

Clarence (Joe) Parker has completed 32 years \ 
Wilson Stationery & Printing of Houston, starting 
the shipping department, and taking an outside sale 
man’s position after two years. He is a grandfathe 
for the third time. 

* * * 

Mr. and Mrs. E. Clifton Wilson are spending % 
month of July in Colorado. 

a oo * 

George Baker, who operates the Fort Stockt 
Pioneer, has just completed a new home for his off 
supply business next to his newspaper plant. 

- + 

Jack Grant, The Carter’s Ink Company, has be 
confined to his home with the mumps, contracting % 
malady immediately after his daughter Gail wé 
through the same illness. 


* * x 


Dewey Connell, Carlsbad Typewriter Company 
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COLE’S new INVENTION 


Dial Locks al 
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Government 
Offices 








Used for 
Top Secret Work 
in Many Plants 


Your records are as safe in Cole's ‘DOUBLE SAFEGUARD” 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade ‘‘A"’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 
last a lifetime. 
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FOUR DRAWER FILES 
No Wide High Deep pe 


1004Y .. Letter Size..14%° 51%” 28%° $106.90 
8004Y..Legal Size..17%" 51% 28%" 118.75 
Grained Walnut, Mahogany or Knotty Pine finish, $15.00 additional 





TWO DRAWER FILES 
No. Wide High Deep Bey od 


1002Y..Letter Size..14%° 30%" 28%" $ 79.50 
8002Y .. Legal Size..17%" 30%" 28%” 84.75 


Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 
Prices slightly higher in Texas, Colorado, and West of the Rockies. 


STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, New York 
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WR RECORDS EASILY—No more 
ing and fuming. With Pronto files you 
Mecords just as easily as in your regu- 


Ss *ACE—Constructed so that they os 
units and stack as high as the — 


Suggested Uses 


| Inside Dimensions 
| 

| 
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tl 


Width Height Length 
{letter Size 12% 
tletter Size 12% 
tlega!l or Cap 

Invoices 

*2 Rows 8x5 Forms | 

*Invoices or 2 Rows 8x5 

Freight Bills 

Checks 

Drafts or Checks 

Drafts or Checks 

5x8 Forms 

Deposit Slips (2 Rows) 

Deposit Slips | 

Tabulating Cards 

*3x5 Cards (3 Rows) 

*4x6 Cards (2 Rows) 

*3x5 Cards (2 Rows) 

Vouchers (Upright) a 
tledger Sheets ; ! 
tledger Sheets ! 
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*These numbers have removable divider partit 


Prices slightly higher in Texas, Colorado, an 
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285 MADISON AVENUE, NEW YORK 








Carlsbad, N. M., has just added a complete office sup- 

y department 
ply P - > . 

Jack Donahue, an old-time Texas Traveler for The 
Carter’s Ink Company, and Mrs. Donahue spent their 
yacation in Dallas with their daughter and son-in-law, 
Mr. and Mrs. E. J. Kokko. 
: * > > 

Vv. O. McGaughy has just completed a routine visit 
to all of the Carpenter Paper Company branches. 

- . . 

Payne Office Supply, Lovington, N. M., has sold out 
the business Reeves & Carr and will operate under 
the new name 

> 7 > 

Charles Steigler, Westex Office Supply, Lovelland, 
Tex.. is planni on moving his entire business to 
Pampa, Tex 

» > . 
Baker-Rogers Office Supply, Amarillo, 
hospital for an indefinite period due 


+i 


A. Rogers 
is confined t 
to a spinal 

* > > 

G. B. (Babe) Hallmark of Kerr Paper Company, 
Amarillo, and who works out of Lubbock, has had the 
assistance of Bob Wells in covering his territory while 
he is taking é treatments for an arthritis con- 
dition 

> > > 

The pickin nust have been good in Wichita Falls 
recently, because Dave Reed of Stationers Distributing 
Company, John Lamond of Heyer Duplicator Company, 
Forrest Jones of Dennison Paper Company, Joe James 
of Carpenter Paper Company and Art Carrow were all 
calling on the dealers on the same day 

> * > 

Wray H. Nelson of Nelson Office Supply, Odessa, Tex.., 
has just returned from a three weeks’ trip to Cali- 
fornia with Mrs. Nelson and now is making plans for a 
year’s continuous trip in a specially-equipped trailer 

is turning the business over to his two boys, Norris 

i Kay, to operate while he is away. 

* 7 - 

C. W. (Bill) Chancellar, Sr., West Texas Office Supply 
Company, Midland, Tex., left on June 15 with Mrs. 
Chancellar three months’ vacation in Europe 
They expect eturn by October 1 

. . a 

A newcome! the home of Mr. and Mrs. Howard 
Dear of Standard Stationers, Jackson, Miss., is a daugh- 
ter, Laura Neal, born recently. 

7 ” > 

Ross Hester has left his father’s business, that of 
the Hester Office Supply at Lubbock, on a leave of 
absence to go into the home construction business with 
two uncles. Tl 1 operate under the name of Amer- 
ican Builder 

. * . 

George C. Deutsch, son of Fred Deutsch, has re- 
turned to Dal make his permanent home and will 
travel with his father covering Texas, Oklahoma, 
Arkansas a1 Louisiana 

> > > 

The Gens Furniture Company has been formed 
at Temple, Te? 1 will make furniture for the Gov- 
ernment unde ntract. It is located in the old Ameri- 
can Desk C building and is headed by A. P. 
Brashear, Sr 


Missing Wachines seit 


Wadena Of mpany, !I5 Bryant Ave., S.E.. Wadena, Minn.— 


ny, 1305 Jay St Sacramento, Calif 
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A Filing Team Hard to Beat 


HANG-A-FILE 


*( REG © 4 Pat orf) 


FOLDERS ana FRAME 


MOST POPULAR “HI-WAY” 
OF FILING IN AMERICA 


Featuring X-RAY FOLDERS 
with FRAMES « FAST DELIVERY 


Our new Hang-A-File Metal Frames are made to 
fit all file drawer cabinets with the minimum effort 
and time. These Hang-A-File metal frames keep 
Hang-A-File Folders upright they're easily seen 
. . « quickly removed and rapidly replaced. 


Hang-A-File Folders are available in LETTER, 
LEGAL, INVOICE and X-RAY sizes with Hang-A- 
File metal frames to accommodate each type of 


folder. 


Hang-A-File Folders ‘‘top'’ everything in filing. 


ne 
y 


ve created new sales volume with satisfying 


fr. r j 
protits tor dealers everywhere. 


See the Hang-A-File Exhibit—Booth 45—NSOEA 
Convention 


Louis H. Farber Co. 


31 E. CONGRESS ST., CHICAGO 5, ILL. 
TELEPHONE WeEbster 9-3217 





























LNUT panel doors set at an angle add charm 
to this modern executive office of the Grand Rapids 
Furniture Museum, Grand Rapids, Mich. Designed bj 
hl of the Executive Furniture Guild, the 

fice was furnished by the Stow & Davis Furniture Company. 
PICTURED on the front cover of this issue is the office of 
Virginia Bonner ecretary-treasurer f the Jerry L 


Smuck Company Detroit, oftice turniture dealer. 


~ . / * 











Desks and chairs were made by Knoll Associates] 
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Emphasis on Style 


Appeals to Executives 





apply system to furniture sales 


HOSE ENGAGED in business are 

generally curious about what 
their competitors have to offer and 
when an analysis is made the result 
can be pure chagrin for not at least 
equalling the efforts observed. Or, 
it can be satisfaction in any per- 
sonal progress or advancement 
This analysis generally applies to 
the physical aspect rather than to 
the products involved. It is gener- 
ally assumed that all retailers are 
thoroughly sold on the lines they 
have for sale, but are constantly on 
the alert for better methods to cre 
ate and increase sales 

Since October of 1924, system sell- 
ing has been my forte. Engaged in 
the promotion and sale of account 
ing and loose leaf systems, proper 
recommendations could not be ad- 
vanced without research, and this 
involved the asking of questions. So 
in planning and in decorating the 
modern office furniture store the 
best approach is to ask questions 
and apply them to yourself 









CLOSE-UP OF THE WINDOW DISPLAY—A model of- 
fice is furnished with Corry-Jamestown Steel Age 
desks, file and table and Royal Metal chairs 


142 


Analyze and enumerate the vari- 
ous lines you handle. How much of 
your floor area do you want to allot 
to them? How best can you create 
a greater appeal to customer re- 
action? Are you shooting for the 
odd-piece trade or the complete of- 
fice sale? Are the items carried 
conventional, modern or period de- 
Sign, or are they a combination of 
all of them? What have you liked 
about displays you have seen and 
those that did not have appeal? 
How would you improve them? 


The importance 
of this analysis 
cannot be stressed too much. The 
inherent pride that is evident in 
every business owner’s mind should 
naturally spur him on to do a bet- 
ter all-around job than any he has 
seen and this also creates the con- 
fidence in his selling organization 
that will reflect a better selling job. 
If good sound basic thinking is 
built around the queries that pass 
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NIGHT VIEW OF THE JERRY L. SMUCK ENTRANCE- 
Well lighted windows invite late passersby to 
linger in front of the well-thought-out displays of 
furniture and imported Hawaiian specialties. 


by JERRY L. SMUCK 


president, 
The Jerry L. Smuck Company, 
Detroit, Mich. 


through your mind, then proper 
planning, along with decorating, 
will blend into the fine decision 
made for the modern office furni- 
ture store 

Help yourself to sales by helping 
the customer plan his office: 

Have you ever decided to buy a 
tie and had the salesman place 
such an assortment before you it 
seemed impossible to make 4 
choice? In turn, have you ever pur- 
chased a suit and were shown one 
or two ties that seemed to blend 
perfectly and often purchased 
both? This same principle can ap- 
ply in helping your customer. 

Those who use the Dodge Report- 
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ABOVE: Floor display features a Jerry Smuck desk design by Zeese with chairs 
by the Milwaukee Chair Co. A modern lamp with a ceramic base completes the 
effectiveness of the unit. BELOW: The office of J. Strahl, vice-president in charge 
of sales, combines blonde walnut grained Corry-Jamestown furniture with 
Cramer chairs 


ing Service on new building proj- 
ects will generally find space has 
the office and ex- 
ecutive personnel and the physical 
features have been projected. But 
ttle, if any, thought has been given 
at least in the rly stages) to the 
hemes and type of 
lesired. Again, the 
asking questions 

How many office 
employees, the type of work in 
which they are engaged, what about 
top personnel and then, of course, 
the type of business in which the 


been allotted for 


layout. color 
FRA . + 
Office furnitu 
importance 
Cannot be denis 
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customer is engaged? The adver- 
tising company will think in terms 
entirely foreign to the manufac- 
turing plant. If detailed floor lay- 
outs are available, get them. If not, 
make your own layout and then 
submit a plan to your customer 
that includes the lines you repre- 
sent. 

Some office equipment companies 
have an interior decorator or styl- 
ist on their staff and submit fin- 
ished sketches in color showing 
proper decor as to walls, draperies 
or floors, arranged to blend not 
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I] steps 
to success 


In its successful promotion 
and sale of office furniture, 
the Jerry L. Smuck Company, 
Detroit, Mich., uses 11 steps: 

1. Attractive windows. 
Complete displays. 
Model office displays. 
Model company offices. 
Dodge Reports. 


Aap wn 


Follow-up letters on 
Dodge Reports. 
Photographs. 

8. Stereo third dimensional 


7 


color photographs. 
9. Interior stylist. 
10. Sketches in color. 
11. Proposal folders. 











only with the customer’s thinking 
but again to the best advantage for 
the equipment suggested. We use 
this plan and it results in complete 
sales rather than an occasional 
piece and we can cite one example 
where it was desirous to move some 
high-priced chairs. The _ entire 
theme was built around these 
pieces and resulted in selling them 
along with all the other furniture 
necessary for a complete installa- 
tion. We helped ourselves by help- 
ing our customer and appreciation 
was expressed by the customer for 
the assistance given. 


Preparation and follow-through 
on large installations: 

Those who have had the experi- 
ence of making large installations 
realize the importance of prepara- 
tory work. It is not without intent 
that the necessity and importance 
of asking questions is mentioned. 
To cite an example—an old build- 
ing was purchased in a downtown 
area and was entirely rebuilt. The 
salesman had formerly sold an oc- 
casional desk to the company in- 
volved. They had expanded to such 
an extent it was advisable for them 
to own their building. Preparatory 
plans included working with the 
architect along with the principals 
of the company. Space was dis- 
cussed for the various departments 
so that proper furniture sizes could 
be suggested. Color schemes for the 
various departments and the execu- 
tive offices were also considered 
along with storage space for trans- 
fer records, lounge rooms for em- 
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ployees, visitors’ lobby and recep- 
tion requirements. 

The manner of our own display 
and the use of third-dimensional 
stereo photographs in color of other 
installation helped close the sale 
Such a sale cannot be effected with- 
out proper preparation and follow- 
through and, what was most im- 
portant, was the confidence the 
customer had after seeing our store 
display. All must, and do, tie-in to 
close the sale on large installations 

Selling furniture for the office in 
the home: 

How many times have the possi- 
bilities of such sales been over- 
looked? You can experience a high 
percentage of sales to home users, 
especially in leather chairs, daven- 
ports, occasional tables and lamps 
How can this be accomplished. The 
answer is, definitely, by floor dis- 


: o 


ANOTHER IMPRESSIVE FLOOR DISPLAY—In addition to the 
outstanding ceramic base lamp an unusual Hawaiian bust 
on top of the bookcase catches the customer's eye. 
complete display helps the prospective buyer visualize how 
such an arrangement would look in his own office. 


play. An attractive and inviting 
display creates the desire to pos- 
Help your customer visualize 
a setting in the library, den or 
whatever setting he has in mind. 
Again, questions should be asked as 
to the type of room, other furnish- 


Sess 


ings, draperies, carpeting, and so 
forth Make a recommendation 
that will fulfill requirements. 


So often, too, the desk in proper 
finish and design will lend a dec- 


orative function. Proper planning 
and thinking in this respect has 
many times intensified the desire 


to refurnish the office where more 
hours are spent than in the home, 
creating a more restful and pleas- 
ant atmosphere along with increas- 
ing efficiency due to the relaxation 
experienced in a comfortable set- 
ting 

Many executives are becoming in- 





Such a 


creasingly interested, especially now 
with the retirement plans in effect, 
to equip a room that will allow 
them to pursue their business at 
home in an atmosphere they have 
lived in so long. A two-fold pur- 
pose is so often accomplished by 
using office furniture in the home 
and floor display plays an impor- 
tant part in the promotion of these 
Sales. 

Sell more by emphasis on style: 

It is evident that style is the most 
important factor in the sale of the 
majority of products offered. Seem- 
ingly, no matter what company it 
may be or what product is involved, 
styling or packaging is of para- 
mount importance. If this were not 
true, why would all companies have 
designers constantly working on 
plans to create new product inter- 
est. This cannot be overstressed in 





FEATURES STEEL FURNITURE—in this Corry-Jamestown Steel 
Age display combined with Cramer Posture Seating seven 
different window backgrounds are possible by merely turning 
the louvres, pictured at left. 
shown for the customer’s convenience. 


Different models of desks are 





Ave., Detroit 21, Mich.., 


ment from many of the 
industry was that the 


APPLIANCES with the finished 


furniture and equipment 


Smuck, who joined 


and decided to become a deale 
Other nationally-known lines 


posture chairs, Milwaukee 





ing article, was recently host to the Detroit Sta- 
tioners Association members. It had just com- 
pleted the renovation of the main store and com-_ to extend to 


Detroit 
irm should acquaint OFFICE 
efforts 
trade journal see the commendable job that is be- 
ing done in the arrangement and display of office 


The company was founded in 
Master-Craft 
Kalamazoo, Mich., in 1929 as that firm’s sales agent, 


Si 
A 


Corry-Jamestown Steel-Age desks and files, Cramer 
wood 


Detroit firm builds with twin theme of eye-appeal, comfort 


HE JERRY L. SMUCK Company, 20094 Livernois, 
subject of the accompany- 


With an 


members of the 


ment 
this 


and let 


poses along with demonstrating functional prac- 
ticability 
1946 by Jerry L To stimulate store traffic, the Smuck firm has 


Corporation of 


for its products 
represented are 


chairs, Nieman 


furniture, Royal Metal and other related lines 
established accounting 
leaf business, efforts have been directed toward the 
furniture department with a sincere determination 
customers a 
appeal and comfort in the selection and arrange- 
of the business home. 

The company offices are so designed and arranged 
that every department can be used for display pur- 


added a hand-carved Monkey Pod wood import line 
from Hawaii, being national exclusive representa- 
tives for these items. 
1atural grain of this wood defies man’s reproduc- 
tion and, therefore, the finish is only a clear lacquer 
to offer protection in its use 


firm and loose 


service stressing eye- 


The distinctive beauty in the 
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and sale of office 


the promotion 


furniture. The trend today in the 
modern office is to make it more 
livable—in effect, a business home 
It is difficult for a customer to 


properly visualize the end product 
if confronted with a mass display 
involving conventional, period and 
modern stylings. With the lines 
available, it is possible for a dealer 
to be flexible in his recommenda- 


tions 


One example 

nvolved an instal- 
six different makes 
were suggested 


lation whereby 
of steel equipment 
One company decided not to sub- 
mit steel and offered a modern 
line in Softone oak. The idea was 
so radical from those which had 
been submitted by other companies 


that it was accentuated. All had 
submitted samples. The result was 
that the customer bought the 


dealer had the 
this particular 


Softone oak and the 


field to himself in 


case 
If the manufacturer is constantly 
on the lookout for new designs, 
then the dealer, too, should con- 
sider that he definitely over- 
looking increased sales by not 
stressing the emphasis on style 
And this, too important in the 
design or arrangement of your 


it may be con- 
departure from 


store, even though 


sidered a radical 


standards generally followed. 
Model office displays appeal to 
erecutives 
The well-appointed and efficient 


appearance of an office can always 
capture the admiration and inter- 


est of those direct the activi- 
ties of an anization. So what 
better sales presentation could be 
levised than to allot the space nec- 


essary to visually 


tunity to the 


offer this oppor- 
executive? 


The plan used 
our organization 
displays on 
still does not 
We have in 
three complete and 
offices, allowing 
lifferent styles in a 
One is arranged 
square leg and/or 
furniture. We 
walnut-paneled of- 
opper-bronzed wall 
strict conserva- 
paneling and yet not 
letract. A stained glass window 
has been set in and lighting fix- 
This setting 
Chippendale or 
complete with all 


allows four mplete 
ur floor, but this 
convey the full idea 


ur annex store 


omplete manne! 
for conventi 
island-base designed 
then have 
fice with 


t liohtl« ru +) 
0 sligh iy Vary ri¢ 


tures are of pper 
used solely 
period 


furniture 
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of the accessories. A walnut door 
leads to the ultra-modern setting 

-one wall entirely mirrored, the 
opposite wall concave panels and 
end walls varied, one with a tropi- 
cal mural and the other striped 
horizontally in three shades of 
black. 

This may sound like a Hollywood 
nightmare but I would like to relate 
an experience. A company was in 
the process of completing a new 
building and the president came to 
look at our display. He had not 
too much comment at the time, 
but he came back several days later 
with other members of his com- 
pany. Periodically, he would visit 
our display and ask permission to 
relax in what was termed “our 
modern office.” 

After several visits he ordered 
every piece we had on display in 
the room and requested we work 
with his architect, as he wished to 
duplicate this office we have de- 
signed. A similar experience in re- 
iation to our walnut-paneled office 
has occurred several times and al- 
ways has involved top executives. 
It has definitely been proven that 
model office displays do not always 
appeal to executives but result in 
complete sales with a minimum 
amount of selling effort. Our own 
company offices have all been fur- 
nished and designed to augment 
our entire furniture display and 
also reflect the efficient, functional 
value for practical use. 


Enticing business through invit- 
ing furniture windows. 


Perhaps many of us can remem- 
ber the days when we were kids— 
how we would gaze so longingly 
through the store window for the 


possession of a particular item dis- 
played. How many of us have the 
former boys (now businessmen) 
looking through our windows with 
possessive eyes? Has the experience 
of youth taught us the necessity 
as men to do the job with which 
we are confronted? 

Those who function in business 
through the lease of quarters are 
aware that the better locations de- 
mand premium rentals. And the 
premium can be offset to some de- 
gree by proper window use. Accen- 
tuation is of prime importance. A 
desk or a chair can mean little, but 
the complete setup can again vis- 
ually portray and create the desire 
one had as a boy. It can be ar- 
ranged so that one can see and feel 
the atmsophere of efficiency and 
comfort if transplanted in that 
office. It can be inviting to the 
degree that resistance is forgotten 
and an inquiry is made. 


Important 

is the desire to cre- 
ate interest in a particular item, 
whether it be furniture, posture 
chairs, loose leaf or filing equip- 
ment. Display well, work out your 
plan, modify it until you feel it 
has all the requisites to again have 
the boy—now a grown man—glue 
his nose to your window and an 
interior so arranged that the invi- 
tation to enter and inquire is a 
natural inclination. So do not con- 
fuse. The plan entices business, but 
your display invites. 

A proper and well-planned win- 
dow is a constant and permanent 
invitation, not only to those you 
know, but to all who see, to enter 
and allow you the pleasure of serv- 
ing them. 








KING’S ENAMELING PLANT 


King Posture Chair Co. recently installed a new modern infra-red 
bake enameling plant and conveyor system. Radiant Ray infra-red 
elements are mounted on portable units to allow greater flexibility 
in production line operation. Specially designed caster mounted racks, 
seen at left, handle up to 90 chair bases or parts, thus speeding up 
the flow of components to other sections of the plant for assembly. 
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Don’t Let Title 
Deceive You 


by CLARK J. SAWYER 
L. E. Muran Company, 










































Boston, Mass. 
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AN L. E. MURAN CO. INSTALLATION FOR THE HARVARD) 


TRUST CO., ARLINGTON, MASS., MENOTOMY BRANCH 


vorthwhile for the large installa- 


tion, but the average salesman will 
HEN AN OFFICE moderniza find many cases in which he is the 
tion job, the directo! room urtist, or would like to be, in order 
bank lobby or shelving in tio} to convey graphically his thoughts 
has been surveyed, studi and to the prospect 
planned, the problem of pr Let’s leave the artists a moment 
tion often seems difficult Hers for the models. I am sure no one 
the salesman leaves his field ill be disappointed if I refer to 
of office furniture and equipment the model kit made available and 
for that of the artist or architect in general use, thanks to the Wood 
An obvious solution is re al Office Furniture Institute. This in- 
artist or architect to prepare a valuable aid is readily understand- 
professional sketch or pla Ol ible by people unfamiliar with 
better still be an artist ‘self blueprints—tthe girls from the outer 
The professional sketcl t ffice who are sure to be consulted 


DIRECTORS’ ROOM INSTALLATION BY L. E. MURAN CO. 


BANK, DEDHAM, MASS. 


J 
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It allows for on-the-spot relocation 
of furniture to test an alternate 
arrangement as 
other obvious appealing features 

There is one drawback. The cost 
may make it impracticable for 
many companies to supply one for 


well as 


each salesman and, therefore, the 
kit may be in demand for several 
jobs at once. Some installations 


require time in the decision stage 
making it difficult to tie up the kit 


for any period. This can be elim- 
inated if the photographic repro- 
duction can be made of the final 
approved layout—or several alter- 
nate plans—before it is torn apart 
for other work 
If you still are 
searching for a 


job, you should be reading 
If you possess both 
fl for pho- 


for every 
the next article 


the model kit and a flair 


tography, you can also move on. 

If you still are searching for 4 
practical method of presenting 
your planning ideas drawing 
done by you is the answer. There 
are several types of drawings, in- 
cluding the two-dimensional floor 
plan, and the prospective or iso- 


The first is much 
for the untrained 


metric projection 
more practical 
designer, at least at first 


To begin, the room size and floor 
plan of the available space is ob- 
tained in the survey stage, unless 
you are fortunate and can locate 4 
blueprint of the same. Your own 
dimensions can then be transferred 
to a large sheet of tracing paper 
and elaborated upon slightly as W 


construction detail by referring W 
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any house or building plan—the 
model home in the paper or mag- 
azine, for example 

If you have a blueprint, trace it. 
Your proposed layout when drawn 
in the same scale shows all of the 
pieces in relation to the whole plan 
All that is lacking, is detail on the 


+ individual units. Here again, you can 


trace Most catalog pictures will 
} show through tracing paper well 
f enough to let vou catch at least 


the outline. Det 


ean be done free-hand from refer- 


ence to the picture. These pictures 
can be fitted around the floor plan 
and keyed to it by letters or figures. 
The number of each unit planned 
can be shown under the picture 
with unit or total prices. Lettering 
is easy with a few guide lines. 
You now have a very passable 
selling tool and a picture “is worth 
10,000 words.”” You have even more 
than a tool. You have solidified 
each detail of the plan in your own 
mind together with your logic be- 
hind it. You can visibly demon- 


strate to your prospect that you 
have given his problem liberally of 
your time and thought. You have 
a ready-made contract for his ap- 
proval. When he says “yes,” you 
can supply his purchasing agent 
with a copy and all he needs to do 
is to specify “furniture to the plan.” 
A copy to the crew making the in- 
stallation will assure placement of 
the pieces as desired, and your own 
copy has helped you write the order 
as well as serving as evidence of a 
job well done. 





Business World Wants 
to Replace Equipment 





an invitation to furni ture bales 


Tl THIS WRITING, the Ameri- 
A can scene is beset by as com- 
plete a set of paradoxes as has 
ver confronte large nation. In 
own bailiwick of in- 
celebrating its 
elaring extremes 


the writer’s 
justrial Detroit 
250th annivers 
ire apparent 
many industrial 
oncerns begging for efficient man- 
1 to do the job 
are begging for 
unpower and per- 
nnel gainfully occupied. Layoffs 
result in person- 
ere are too many 
efficient hands 
y scales—to off- 
the switch of 


There are 


wer and personne 


at premiun 
seniority 
employment 
Yet, throu seemingly un- 
voidable tumult as our great 
1 program based 
and war 
with a desire 
production and 
whether a 
is operatil profitably or not 
and plan- 
c pressure. That 
condition un- 


1 «1 * Te. ? . 
Woria-wlde ieiense 


prepareaness, ¢ ipiea 
Pood ilving tlandaras 


imor 


ertainties ructures, availa- 
0 of goo ivilian vs. military 
mands I forth 


In these times, 
dealer in office 
items is lack- 
is not fol- 
wing a merc] ising plan which 
times make bvious. You could 
truthfully that our set economic 
such that the 
t attractive to 
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vure and Kinaread 


ng in perspective if he 
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replace and renew “fixed assets” 
up to certain control points allowed 
by government regulations. 

Fixed assets in our business are: 
desks, chairs and filing equipment. 

Few are the thinking business- 
men who are not receptive to the 
suggestion that now is the time to 
trade off outmoded, outworn and 
obsolete furniture items which 
qualify in the above categories. 

On this basis, the potential is 
unlimited for furniture sales. In- 
deed, it is limited only by the abil- 
ity of the manufacturers to deliver 
and the dealer to exhibit and sell. 

The challenge of ever-improving 
design, coupled with functional 
practicality, has been well met by 
our furniture manufacturers in 
steel and wood. 

A word about trade-ins: 

The business market today de- 
mands used equipment as much as 
it does the new. 

In the main, used furniture is 
being applied to shop foremen’s 
offices, shipping departments, and 
so forth, where beauty is secondary. 

(ie. A consulting desk surface 
for mechanics to work out some de- 
tail on a new die—a surface where 
machinery pieces are scuffed about 
and banged would hardly call for a 
new inlaid linoleum top stream- 
lined desk, but this spot is in line 
for an old roll-top desk of grand- 
father’s day, one from which the 
super structure has been removed 
and the top resurfaced with one- 
eighth’s inch masonite sheet.) 

Here again, today’s factors have 
created an almost unlimited poten- 
tial for used furniture which the 
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by MILTON BURNS 


Burns Offisupply, 
Detroit, Mich. 


dealer with initiative can find with- 
in a half-mile radius of his store 
over and over again. 

Now, on trade-ins: What allow- 
ance? What resale value? Gener- 
ally, that used piece of equipment 
which you are looking at has been 
depreciated to zero on the com- 
pany’s asset record. This factor, 
plus market demand, establishes 
basis for trade-in value. A mini- 
mum of arithmetic is involved here. 
However you will achieve some suc- 
cess—and good friends—by selling 
your customer on this plan: 

Allow no trade-in value on the 
used equipment. Instead, take it 
into your stock on consignment. 

You have then accomplished the 
following: 

—Made space for the new instal- 
lation, which is your prime profit. 

—The equipment now part of 
your stock, you will have the time 
to find the better prospect for the 
used articles, thus obtaining a bet- 
ter price, deducting your cartage 
costs and secondary profit before 
returning the proceeds to the cus- 
tomer. 

To accomplish the above there is 
only one requisite. You must es- 
tablish a customer’s confidence in 
you. The success of the entire plan 
is in one package—made when you 
originally displayed and sold the 
new installation. 
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JAMESTOWN, N.Y. 
U.S:Al = 


“‘WATSON=>~ 


* Representing WATSON wilt be 


Don Braley, president 
Ralph Bender, vice president 
Fred Chindgren, sales manager 











WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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SINCE 1887 


ROL-DEX cross file 


: | Easy Rolling 
2 Ball Bearings y 


A typical ROL-DEX installation in a utility company. 


LESS OPERATING COST 
PER FILING INCH... 
with ROL DEX® by Watson! 


established 1887 


Speed record keeping as much as 40% to 45%! 

Low overhead cost! ROL-DEX by Watson has lifetime sealed ball 
bearings 

No noise! Increases office efficiency! ROL-DEX by Watson needs no 
motor; runs smoothly, quietly. 


No walking, stooping, squatting. 
Records roll to seated operator. 


See the ROL-DEX display 
at the National Stationers’ Convention 
Chicago, Sept. 22 to 27. 





Write for information on ROL-DEX fo: 


UPRIGHT FILES 
—2, 3, 4 and 5 drawer 


units. 


COUNTER HEIGHT 

FILES—continuous lino- 
leum tops and finished 
counter fronts, stock and 


special, 


HORIZONTAL FILING 

EQUIPMENT—for floor 
cases, omnibuses, safe in 
teriors, vaults and book. 


cases. 


TABULATING FILES 

—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 


ulating machine cards. 


HIGH LINE FILES 
—stock units for roller 
shelf and document files 


in three standard heights. 


INTERIOR METAL CASE 
WORK—for banks hos- 
pitals, court houses, mu- 
seums and public build- 


ings. 


CUSTOM BUILT INSECT 
SCREENS—steel, bronze 
and aluminum framed 
screens for windows, 


doors and porches. 


ROL-DEX AND TRANS. 
DEX\—active record filing 
equipment “that rolls rec- 


ords to aseated operator.” 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 
nets, electronic equip- 


ment, and special built 


ROL-DEX DIVISION 


to order items. 


7 WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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THE ALMA KEY POINTS THE WAY 
A DESK FOR 


Alma 





Landanrdiger 
— ne series 











1658-74F 74 x 38 


1663-F 60 4 ‘ 

x3 Executive Conference Top 
1658-F 58 x 30 As shown or with right, left o 
1651-F 50 x 30 


back overhang only. 


a 





1660-C 60 x 4 
1658-C $8 «x 30 
Equipped with Eosy Lift tyor | 
writer fixture which gives thre: | 
un ee ee 

chines 




















Here are unsurpassed Sales Opportunities! 
Alma’s balanced line of matching office furn- 
iture . . . three distinctive series with secre- 


tarial and typewriter desks ALWAYS AVAIL- “{Specity Lop Table) | 

‘ ‘ : 1672-1 (illustroted) 72 « BM *. 
ABLE as companion pieces to flat top designs. 640-1 (wo drowershiae 5 36 
Each series affords a full selection of match- 1642-7 lone drewer! 42 2 30 162015 


1636-T lene drawer) 36 «x 24 16 x 20 


>i 
<A | 
Hi ° tes 2 


h ’ 
3 | | =a 
47 = 

ee : 


; 
t 
are | om] 


ing accessories. Sell Alma and you offer 
your buyers styles for any taste, efficient, 
functional designs, excellent craftsmanship 


and all at Alma’s Wise Economy prices. Sv 
Available in Oak and Walnut as well as Red su Se 


typewriter fixture. Sketch shows 


other popular finishes. Ask for literature oe a 

= 1642- s © | 
on the complete Alma line—Stock Alma to- === Gragend Type. 
day for bigger profits tomorrow! | t ~— 


+ - S — | 


(Specify Pedestal Table) 
1674-T (ine drawer) 74 = 38 
1666-T (ne drower) 66 « 38 
1658-T (one drawer) $8 =x 30 


You We cote tO tse Us eee 1650-1 lene drower) $0 x 30 '42-STW 
at the National Stationers Convention — SS ee 
Chicago, Ill., Sept. 22-26, Stevens Hotel [_| a 






Space 504-A, 505-A, 507-A iN NES 






BETTER DESKS ARE MADE OF WOOD 


150 OFFICE APPLIANCES, September, 1951 








> 


O BETTER BUSINESS! 
EVERY BUSINESS NEED 


Alma 


1100 series = 


60 x 34 ) 


50 x 30 ene 
50x30 


Also 956 * 


1172.7 72034 
- (also made 60 « 34 


7 = $030, 42530 and 36x26) 


912 Costumer 


Alma 
Vebonavy 


900 series 


960.1 


60.32 


Also mode in sizes 50x XK 


$0726 





ALMA DESK COM 
T NORTH cA 


HIGH. POIN 


igs 
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KEYSTONE STEEL EQUIPMENT CoO., INC. 


STEEL FILE 


CABINETS 
Made of High Grade Furniture Steel 


NON-SUSPENSION FULL-SUSPENSION 


type type 





* Fealuring * 
x Gealuring x 
e CROSS RAIL CONSTRUCTION 
e REINFORCED DRAWERS 
@ FINGER-TIP CONTROL (compressor type) e 16 GAUGE STEEL TRACKS & CHANNELS 
e 4 ROLLERS TO EACH DRAWER e FINGER-TIP CONTROL (compressor type) 


ALL CABINETS FINISHED IN 


OLIVE GREEN OR MODERN GRAY 
BAKED ENAMEL e REINFORCED DRAWERS 


e 10 ROLLERS TO EACH DRAWER 


e CROSS RAIL CONSTRUCTION 





INDIVIDUALLY PACKED IN STURDY 
CUSHIONED CARTONS SET UP 


CATALOG & PRICE LIST 


ON REQUEST 


3 NY, INC. 
KEYSTONE tiicueand stecet PHILADELPHIA 47, PA. 
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SONOS 





01 


C.| KEYSTONE STEEL EQUIPMENT COMPANY, INC. 


STEEL CABINETS 


(STORAGE) 
Made of High Grade Furniture Steel 





SHIPPED SET-UP 





COUNTER HIGH 





STORAGE CABINET 


x Features * 








CHOICE 
: e SHELVES ADJUSTABLE 
. ON 2” CENTERS 
| OF 
e CABINETS SHIPPED 
NISH SET UP 
rare e SANITARY CLOSED 
BASES 
OLIVE GREEN 
- e CHROME PLATE 
/ 


HANDLES PLUS KEYS 


e WARDROBES AND 
COMBINATIONS 
EQUIPPED WITH HAT 
RACK AND 
ANCHORED COAT 
RODS. 


MODERN GRAY 
BAKED ENAMEL 





COMBINATION 





LITERATURE AND PRICE LIST 
AVAILABLE ON REQUEST 








| ANY, INC. 
DEERE TONE 37 eEt Qu ENT COMPA ANS 
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the ‘Fire-e-est’”’ display since 
Mrs. O’Leary’s cow 
kicked over the lantern! 











ypStTinnG Fl 


Join the Meilink Brigade 
at BOOTH 122 


N.5.0.E. A. Convention 


STEVENS HOTEL 
CHICAGO SEPT. 22-27 





MEILINK STEEL SAFE CO. « Toledo 6, Ohio 
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S/O TA Duran 


CAFETERIA 








RECEPTION 


Only MASLAND makes DURAN. 
This tag is your protection. 
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ALWAYS UP TO EXPECTATIONS! 


(merica’s outstanding Line of QUALITY 
Chairs at the NSOEA Convention, Room 
505 Hotel Stevens, Chicago, Sept. 22-27. 





these same BETTER Built Chairs in 
your Display Room for faster turn- 
over... the VALUE is apparent. 
this line of QUALITY Chairs... for 
profitable operation and satisfied 
customers, 


They're made RIGHT .. . Priced RIGHT. 
“The RIGHT CHAIR at the RIGHT PRICE” 


‘Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Saiecs Mgr. 

Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
Route 7. Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madisen Ave. 
Dallas, Texas Chicage. Ul. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) 
327 Sunset Drive, North 2925 Revere Ave. 

St. Petershure. Flerids Oakland, Calif. 









a“ ie 
Office FURMIT UF 
wirevure 


Jack S. Doran, (Northwest) 
538 E. 9lst St., 
Seattle 5. Wash. 
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Kack a Fut INNO|DLUI 


Wood Furnitu re 


For the modern office setting a new concept of attrac- 
tive appecrance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components—desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 
executive, stenographer or clerk, are readily 


For complete details, write today for catalog and price list. 
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arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel interior construction. 














No. 700 line chairs by Harter Co. add 
comfort and charm to modern decor of 
this private office of Remington Rand Ine, 


zn 


¢ 
ek 











S. G. Adams Co. of St. Louis, Mo., se- 
lected Harter No. 1830 chairs for this 
general office in the county courthouse. 












Agency, Dallas, Tex., Harter No. 63 and 
No. C-I1500A chairs were installed by 
The Dorsey Co., a leading Dallas dealer. 
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In the general office of Martin News 
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Executive and secretarial Steel Age desks by Corry-James- 
| town Mfg. Corp. are effectively combined in the offices of 
| the Merchantile Discount Corp. Better Office Supply, Chicago, 
lll., handled the installation. 





., Se 
r this 
louse, 
HU 
Mews In the advertising office of S. C. Johnson & Son, Inc., regular 
} and desks and chairs were manufactured by S. Karpen and Bros. 
d by Special tables are by Northwestern-Weiss Mfg. Corp. Original 
voles desks were designed by Frank Lloyd Wright, famous architect 


who also designed the Johnson Wax building. 
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Wiltshire Modern Softone desks by the 
Imperial Desk Co. add sparkle to this 
office at radio station KGER, Long 
Beach, Calif. Aaron Schultz Co., alse 
of Long Beach, handled the installation, 


= 25, 
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Eriksen's, Inc., Toledo, Ohio, specified 
Imperial's Wiltshire Modern Walnut desk 
for the private office of Arthur E. 
Schroeder of Logan, Schroeder & Swart: 
baugh, a prominent law firm of Toledo. 





Imperial's Wiltshire Modern Walnut is | 
again used effectively, this time for | 
the First Federal Savings & Loan Assn. 
of Lubbock, Tex. Thomas Bros., also J 
of Lubbock, was the dealer involved. 
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Streamliner steel gray desks in the large flat top executive 
model and secretarial models with square-edged tops and island 
bases are used in the new terminal offices of the Suburban 
Motor Freight, Inc., Columbus, Ohio. Jerry Smith of the 
Diehl Office Equipment Co., Columbus, planned the installation. 





One of the general offices of the Ohio National Life Insurance 
Co., Cincinnati, Ohio, in which Streamliner steel desks are 
featured. Robert H. Robertson, vice-president and treasurer 
of Globe Office Equipment & Supplies, Inc., handled the com- 


plete office installation. 
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American Typewriter & Supply of Mar. 
shalltown, lowa, made this impressive in- 
stallation for Boss Freight Lines, also of 
Marshalltown. Executive and clerical 
posture chairs made by the W. H. Gun- 
locke Chair Co. are used throughout in 
conjunction with steel desks and tables, 


“ec 
 § 






Gunlocke Bank of England chairs are 
used to advantage at the Providence 
Gas Co., Providence, R. |. Bené & Co., 


factured by the Imperial Desk Co. 


Tt eat Reserve Bank in Portland, Ore., Gun- 
ae = lock's No. 2237 chairs combine beauty 


4 


"i % land, handled the impressive installation. 
rPo-« 


a 
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Inc., who handled the installation, also | 
furnished the interviewer desks manu- | 


In the directors’ room of the Federal | 


yw / and comfort. Smith Brothers of Port | 
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| Shaw-Walker ‘“'time-engineered" executive desk, matching 
| pieces and Correct Seating chairs make the office of the 

president an impressively pleasant place for conferences at 

the National Bank & Trust Co., South Bend, Ind. J. L. Tucker 

of Business Systems, Inc., made the installation. 
are 
nce 
0., 
ilso 
nu- 
C0. 
til 
eral 
or: This complete installation of Shaw-Walker Work-Organizing 
a: desks paid for itself in one year, says W. C. Engel, of Engel 
on Realty Co., Birmingham, Ala. Office planning was done by 
7 James A. Head & Co. 
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The City Room of the ‘Washington 
Post," Washington, D. C., is equipped 
with Airline and Mainliner desks and 
aluminum office chairs by Art Metal 
Construction Co. Charies G. Stott & Co, 
Washington, handled the _ installation, 
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Sixteen persons now work in comfort and 
ease at the Cleveland Electric Illumina. | 
ting Company where |2 persons formerly | 
were crowded for lack of space. Burrows | 
of Cleveland, Ohio, was the dealer who! 
Te furnished the "El Units’ by Art Metal. | 


natal 
MM nL 


boa 








A view of the Art Metal-equipped en 
gineering department of the Otis Eleve 
tor Co., New York, N. Y. This modert| 
layout breaks the department into smal | 
groups segregated by product classifice | 
tion. This arrangement permits maximum} 
privacy and gives each person immed 
ate access to daily working material 
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The Office Equipment Co. of Louisville, Ky., installed Louis- 
ville's newest hospital, "Mother of Peace,"’ with chairs made 
by the Jasper Chair Co. The No. 9 tablet-arm chair is used 
to advantage in the lecture room. 





Consideration of fatigue, comfort and practicality was a basic 
part of the Commercial Investment Trust's recent search for 
new office furniture. Chairs and desks by Remington Rand 
Inc. were chosen. Adjustment possibilities in the chairs allow 
them to be fitted to each individual taste. 
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No. 1760 
SECRETARIAL CHAIR 





that satisfies your customer TTT) 
t 
\ 
Regardless of the style of business chair your customer might be 
looking for, you'll always have a model to show him from the big f } 
JOHNSON CHAIR LINE. And whatever number you show him, = fi 
you can be sure that he'll be mighty satisfied with it (> 
be) ~S Ww 
For quality of workmanship and materials, for perfect styling, tor 
/ 
year ‘round dependability—you just can’t make a better recom é % 


mendation than a JOHNSON CHAIR. It’s been a favorite for No. 1720KK 
SECRETARIAL CHAIR 


more than 83 years. 


JOHNSON CHAIRS can be an important part of your sales pro 
gram. They're easy to sel! and they're profitable. It’s a line ry 1 


you'll be proud to sell and one that satisfies your customer. 


Write for full details now 





YOU CAN SEE THEM ALL AT OUR DISPLAY SS 
N.S.0.E.A. CONVENTION SD | 2 
BOOTH 501A 
STEVENS HOTEL SEPTEMBER 22 4 As) 
No. 1710W 











SECRETARIAL CHAIR 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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VW TheBest 


Somebody’s product must be the best in every 















field. In office equipment, nothing so clearly 
shows how completely superioris A*S*E equip- 
ment as a point by point comparison with all 
others made. In beauty, strength of construc- 
tion, and efficiency of function, A*S-E equip- 
ment stands at the top in any fair appraisal. 
There never has been and never will be any com- 
promise with the standards that keep A*S-E 
the top quality equipment in all the world. 


SEE OUR DISPLAY AT THE 

NATIONAL STATIONERY AND OFFICE EQUIPMENT ASSOCIATION'S 
45TH ANNUAL CONVENTION AND EXHIBIT 

Sept. 22 through 27, 1951 


DISPLAY BOOTHS ON FIFTH FLOOR 
Rooms 512-A and 513-A » Stevens Hotel, Chica 


é 












The famous A-S-E Line of Desks 
and Tables is unexcelled for con- 
vertibility and flexibility. 








A-S-E Files are made in a size or 
style for every need —all the finest 
in their class. 


ALL-STEEL EQUIPMENT INC. 
2 AAAS ES IR 


600 CLEVELAND AVENUE AURORA, ILLINOIS 
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7. MEMO 


y, 
A 
A# Diebold Dealers: 


You are cordially invited to use all of the 
facilities of the Diebold Dealer's Club during 
your forthcoming visit at the N.S.0.E.A. 
convention at Chicago, Sept. 22-27, 1951. 


Agneeed Ken. 


Executive Vice President 














THE PREMIER LIN 
—E OF 
OFFICE RECORD SYSTEMS AND PROTECTION 
EQUIPMENT 


Yuvwew®esallmf] 


ROTARY 
» VERTICAL AND VISIBLE FILING EQUIPMENT « 


STEE 
L STORAGE FILES * SAFES © CHESTS + VAULT DOO 
rs 


Vac aur beith tos wn the yhiltaw hall 








rstaeeeereee —» |ICDOIC 


mC 0 OR Pee Toe 
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Business Equip Jae a 


METAL OFFICE FURNITURE COMPANY GRAND RAPIDS, MICHIGAN 












No. 100 


CASTERS for easy 
quiet rolling. 
TOP 16x18" 


HEIGHT  ? i 





Dome glides. 
TOP 
HEIGHT 





No. 101 TOP 16x18” 
1-LEAF, either side. LEAF SIZE 16’'x9”’ 
Easy rolling casters. HEIGHT i 


No. 103 
TYPEWRITER TABLE 
Dome glides or 
smooth-rolling 
casters. 
16x30” 

27” 





TOP . 
HEIGHT 


170 


No. 104 
TELEPHONE STAND 






















16x18" 
—— 









Hi-Lo PEDAL TOUCH 


TYPEWRITER STAND 


Amazing new device makes raising, loweri 







really easy! Touch right pedal to raise—f 






smooth, swift rolling. Touch left pedal to d 
















and lock into firm typing position. Construe 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious, piano-hinged 
side leaves steady, absolutely level 16''x 36 
working space. Four handsome finishes: walnut, 
maple, gray, green. 


Other style METALSTANDS for every office use. 


als Write today for illustrated circular showing com- 
~~. 


7. 





plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %-. | 


7516 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANI ¥ 


195! 
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Vig bles! 


“\Zz-a6Gs! canp-ruine SYSTEMS 
ZG; CARD-FILING SYSTEMS 
complete with pockets 
—ready for instant use 






AZ) 





AT ei 
c  — 4 -_ 

lA < { 72 } wry 

: CEL SABE COREY YORUBA 


Top Sales Item! 











@eeceseeeeeeeeeeeeeeese © 








a uataral.. 


cause (£9 


drop ! 
struc 


|—-set 






e F 240 singles (5x8) 240 pockets 
e e F 480 doubles (5x8) 480 pockets 


16” deep for easier operation 





inged 


* * Full “eye-range” visibility 
ein  & An easy portable, workable, visible system 
* Ata remarkably low price. 





















































eC ust THE FUTURA “VIZ-ABLES” 

Tem] a DRAWER FOR CARD DIMENSIONS SHIP 
— NO DESCRIPTION SECTIONS | CARD SIZE CAPACITY H. w. D. wT, o}) (SE Re! 

F240) © Single Cabinet Futura ‘“Viz-ables” 6 5x8 240 ea. side x 1/158 7 =z 
nts Complete 240 pockets 480 front & back | 9” | 10%” | 16” | 30 Ibs. “4 

M80| © © Double Cabinet Futura “Wis-ables | 12 sxe 480 ea. side 

Complete 480 pockets 960 front & back oe 20” 16” | 55 ibs. 

yj V8 | Sanitary Base for F240 : = i te! . 15” | 10%" ]_ 16" 7 tes. 

DVB | Sanitary Base for F480 ~ fae 15” 20” 16” | 10 tbs] 




















Available in Grey on Green— Locks Extra 
NIAD BRS es rr ae new york 63 n. y., U.S. a. 















Seelbonist 


e STYLE 


e QUALITY 
oe 4 
- 


4 
Somer * 



























oO 
f ABN STEEL SALES COANE 





Wb 


SUPRE-SECURITY FILING EQUIPMENT 
Siclmasts ‘“‘Safer-At-Home’”’ filing equipment with 
safer-compartment strategically integrated in 3rd 
drawer — to provide greater safety for those ‘‘valy 
able’’ and important documents. 


Top value — full suspension — top performance — 
Sielmast's superior filing cabinet construction—te 
give you top efficiency in filing your business corre 
spondence. Original design by Futura—precision made 
to exacting specifications by Sfr/mcas#t . Tested and 
proved...used by many thousands of satisfied buyers, 











units also available in 
2 and 3 drawer sections, 
as illustrated. 


rbvatlable in Grey or Green 











































































OUTSIDE DIMENSIONS | susp, wr, 
ITEM NO. DESCRIPTION HEIGHT WIDTH DEPTH F.0.8. WY. 
SAFe4 4 Section Safety File (Letter Size) 52” | 14%,” | 26,” 140 Ibs. 
Inside Safety Section Dimensions | 10%,” | 12 ” | 25 ” 
SAFe4C | 4 Section Safety File (Legal Size) | 52 ~ | 173%,” | 264%,” | 146 Ibs. 
Inside Safety Section Dimensions | 10%,” | 15 ”~ | 25 ” 
he [| SAFe3 | 3 Section Safety File (Letter Size) | 40 "| 14%” | 26/,”| 10M. IR 
Inside Safety Section Dimensions | 10%,” | 12 "| 25 ” $ 
- ~ — on 
SAFe3C | 3 Section Safety File (Legal Size) | 40 ~ | 173,” | 26%,” | 116 tbs. pi 
Inside Safety Section Dimensions | 10%," | 15 “| 25 ” As: 
SAFe2 2 Section Safety File (Letter Size) | 30,” | 143%,” | 261,” 85 Ibs. tte 
-P Inside Safety Section Dimensions | 103," | 12 ~| 25 ” " 
” . =— 
ss MEET AND “mitt US SAFe2C | 2 Section Safety File (Legal Size) | 30,” | 173%,” | 26%y”| 92 ibs 
' 103,” . ~ 
x . d Office nside Safety Section Dimensions | 10%, 15 25 
ftssn Convention IF PLUNGER LOCKS FOR CABINET DRAWERS DESIRED—ADD LETTER “L” AFTER CATALOG : 
g HoreL © CHICAGO * SEPT. 22-26 LITERATURE AVAILABLE 
— FLOOR | 
ROOM 534— 5th thuatlatle in Reasonable Quantities... Prompt Shifement 








art steel sales corp. new york 63 n. y., u. Ss. a. 


ip. will 
0.8. KYLE 


140 Ibs. 


1 
146 Ibs. 


110 Ibs. | 5 


f 
: 
: 


116 Ibs. 
85 Ibs. 


92 Ibs. 





The Sleclnaste (2201) “PROTECTOR” 


“Supre-safety"’ cabinette system that protects as it conceals. No 
one can tell by its appeorance. A modernly designed furniture 
piece that fits in everywhere—for everybody—every purpose. 
Assures “peace-of-mind”, 4-way keyed protection and addi- 
tional inside vault door and combination lock protection for 
“valuables” against petty pilferage. 


Avattable in Grey or Green 


OUTSIDE DIMENSIONS — 


ITEM WO. DESCRIPTION 


F2201 THE “PROTECTOR” 


art steel sales corp. 


SRR 


know your 
own secret 
combination 











The Steelnastr (F2200) “SAFO” 


“Supre-safety” cabinette system thet protects as it conceals. 
No one can tell by its appearance. A modernly designed furni- 
ture piece that fits in everywhere — for everybody — for every 
purpose. Assures “‘peace-of-mind", 4-way keyed protection and 
additional inside vault door and combination lock protection for 
‘‘valuables"’ against petty pilferage. 


DESCRIPTION 


THE “SAFO” 


LITERATURE AVAILABLE 


new york 63 n. y-, Us Se a- 








An original office ALL-IN-ONE designed by Futura to meet the 
expanding needs of hundreds of thousands of smal! businesses 
and enterprises, (and big business too! ). 

A natural—and wonderful for the home too! 


ptuatlable in Grey on Green 


ITEM NO. DESCRIPTION a 


F3A 3-ALL-IN-ONE TALL BOY 
(LETTER) 


F3APL Yale plunger lock 
FOR ALL DRAWERS (LETTER) 





(DOES NOT COME IN LEGAL SIZE) 














HI-BOY 


An original office ALL-IN-ONE designed by Futura that meets 
the requirements of every business in the country. A wonderful 
item for everybody! For office——for home! 


rvatlable in Grey on Green 
OUTSIDE DIMENSIONS | SHIP. WT. 
DESCRIPTION Tw] iD. +IF.O8. my. 


 Q6ALL-IN-ONE HI-BOY ‘ : : 
(LETTER) 100 tbs. 


Yale plunger lock ; 
FOR ALL DRAWERS (LETTER) j F 100 Ibs. 


~ 2-ALL-IN-ONE HI-BOY ; : ‘ 
(LEGAL) 106 Ibs. 





Yale plunger lock . P 
FOR ALL DRAWERS (LEGAL) r 106 Ibs. 


sthuatlatle tn Feeasonatle Quantities... Prompt 
art steel sales corp. new york 63 n. y., u. Sa. 
















“Taylor 
Chairs 










| the 
ses 
at the National 
i Stationers’ Association 
“MY. ee ’ 4837%2 PB Foam rubber 
= . Convention in Chicago overall. Modernly styled. Executive 
ths , posture ... rich, distinctive. 





Taylor Chair continues to build 







new models for dealers’ Profit 






and Prestige. No cut back at 
Taylor’s even in face of in- 


creased demands on production. 









' 
. 4900'2 HR Deluxe high 
4813 Club chair back with Posture comfort. 

\ comfort. Modern yet For presidents and top executives, 

E not modernistic. 

e 
Vrie fr care The Taylor Chair Company 
and dealer proposition BEDFORD, OHIO, U.S. 
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No. 81 Executive 
Posture Chair 


No. 81 Executive Posture Chair— 
rubber foam arms and back seat 
with rubber foam over a spring unit 


base. Your choice of fine leathers or 
in Gropoint material. 





RIGHT stylists, designers and craftsmen have the finesse of 

artists in fashioning beautiful leathers and woods into rich, 
luxurious, comfortable and durable furniture — furniture which 
enables executives to express their own individuality in their 
business quarters. And, with it all, BRIGHT creations are kept 
well within the reach of the buyer’s purse. They have the eye- 
appeal that gets the sale. 


No. 667 Judges Chair, a truly dis- 
tinctive number Arms and Backs of 
foam rubber. Seat, toam rubber over 
a spring unit base. Customed in the 
finest leathers, this chair is the last 
word in comfort and durability 





No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship 








Write for Catalog Now! 





MANUFACTURERS OF Wakolidered Luar” Somtler 


127-133 BLEECKER ST. NEW YORK 12, N. Y. 
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Commercial Office Equipment 


INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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One of the many reasons for our continued success 


COEDEROOEON EA ESEEEOcEONNET PUAUEOEOEOOUUCHUNOOEROROEGAEESEOODEOONNE 


: oe the ever poputar 


DESK 


CHALLENGER SUITE 


s 


No. 8269—69x38 Walnut Only. 


Made in a Complete Line 





f2 
CONTACT US Nepresentatives 
(Telephone MOnroe 6-0614)_ - Fred Deutsch 
: 3525 S. Western Bivd. 
... when you are in Chicago Dallas, Texas 
for the N.S.0.E.A. CONVENTION William (Bill) Tonkin 


a . 3515 Griffith Pk. Blvd. 
, iis j Los Angeles, Calif. 


CATALOG AVAILABLE ON REQUEST 


CENTRAL DESK MANUFACTURING COMPANY 


454-456 NORTH ARMOUR STREET « CHICAGO 22, ILLINOIS 
70 YEARS OF QUALITY CRAFTSMANSHIP 
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SPINDLE BEARING 


2§ VALUE POINT 








ANOTHER 


Sturgis engineers have added longer 
life to your swivel chair by a process 
called ‘‘Ball-Burnishing”’. This gives 
you a finished bearing that is per- 
fectly round and perfectly smooth. 
Ridges, high spots and burrs are 
gone. Result—a precision fit for 


longer bearing life. 








micro-tolerance fit 


greater lube film 
and less wear 


ADVANTAGES adds years to 
spindle life 





smooth swiveling; 
no bind or wobble 














And it’s Value Points such as these 


h ke i h roll = Fate 

; sé 4 ” 

at make it “smooth rolling”’ for FIT FOR 
Sturgis Dealers, and build repeat ENTIRE 
business for the complete line of O LENGTH 


Sturgis Chairs. 


Visit Us At The Convention! 
Rooms 556-A and 557-A 


THE 
Us POSTURE CHAIR CO. 











Kr 
bea 
of 
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W. T. POWELL 
General Manager 


T. R. PITTS 
Sales Manager 


JOSEPH WALLACE 
Covering Metropolitan 
New York, N. Y. City 


HARRY NECHAMAN 
Covering Metropolitan 
New York, N. Y. City 


HAL K. REYNOLDS 
Bryn Mawr, Pa., 
Covering the Mid- 
Atlantic States 


J. B. WAGONER, JR. 
Washington, D.C. 
Covering Maryland, 
District of Columbia, 
Virginia and West Va. 


E. V. SLACK 
High Point, N. C. 
Covering the Southeast 


at the 


STEVENS HOTEL 
Sept. 22-26 


I fohaitelatel| Stationers Convention 


Space 


W. H. DAVELER 
Dallas, Texas 
Covering the Southwest 


Cc. SCOTT PARNHAM 
Villa Park, Ill. 


Covering the Central West 


504-A, 505-A, 507-A 





¢ Us. i (hiciagg 4 


SIBLEY SMITH 
Covering the West Coos: 


HENRY TROWBRIDGE 
Covering the Pacific 
Northwest 


BILL POIL 
Covering Southern 
California 


Better 
Desks are 


made of 


\ eT 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 


a1) 6: 
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LAWRENCE W. GOODWIN OF L. J. PEABODY OFFICE EQUIPMENT CO., BOSTON, 
GIVES PRICES ON A CONFERENCE DESK AFTER A SUCCESSFUL SALES TALK 


Sales Strategy Emphasizes 


Ease of Office Transformation 





modernization offers rich field 


ACH NEW STYLE change in 
§ office f ire and related 
equipment naturally means new and 
profitable business for the office 
equipment merchandiser who has 
the ity and variety 

the trained 
to step forth and 
btain his share this profitable 
new demand ays Lawrence W. 
Goodwin, head of the sales staff of 
the L. J. Peabody Office Equipment 
Company, Bost The logical profit 
pportunity lies in the widespread 
field for office modernization which 
th 1 mechanical in- 

he pointed 


necessary quant 
yf stock, and of course, 


, roanizat 
saieS Organizath 


nese new styit 


ventions have reated, 


In the yea! ince the foundation 
of this successful business was laid 
in 1897, the isiness has found it 
necessary to expand the premises 
required for perations several 
limes, culminating in the present 


modern and impressive establish- 
ment. All of the warehousing, serv- 
icing, and selling activities are con- 
Solidated in one large building at 
299 Atlantic Ave 

The L. J. Peabody’s variegated, 
beautiful, and actually fascinating 


displays of office 
Clally the nev 


furniture—espe- 
els in desks—are 


OFFICE APPLIANCES, 


September, 


a virtual exposition of all the latest 
masterpieces of the desk-builders 
art. Conspicuous among these desks 
is, of course, the new and much- 
talked-about conference desk— 
probably the most popular of all the 
new furniture being displayed by 
the office equipment trade. 
Although the latest models of 
these desks are distinctively and 
characteristically designed with the 
island base plan of construction, the 
firm states that legs are not as yet 
obsolete in desk construction be- 
cause moulded legs are still being 
used on many individualistic cus- 
tom-built executive desks. 


This distributor 
sells both wood 
and steel furniture and features 
Gunlocke chairs in wood and Cra- 
mer and Harter chairs in its steel 
equipment department. 

The Peabody firm reports that 
walnut seems to be the preferred 
veneer in its trade territory and that 
there is a pronounced trend in 
preference for the new “Softone” 
non-glare sight-saving finish in 
desk tops. This supplier reports ade- 
quate stocks of wood furniture for 
prompt delivery and a proportion- 


1951 


by V. N. VETROMILE 


feature writer 


ately substantial inventory of steel 
office furniture, but as orders make 
inroads on the warehouse stocks, re- 
placement falls behind somewhat 
owing to the effect of the war on 
the supply of sheet steel allotted to 
the civilian industrial economy. 

From now on, and probably for a 
considerable period in the future, 
steel office furniture will not be 
quite as available as wood, the Pea- 
body firm points out, and this situa- 
tion will have a secondary effect on 
certain models of wooden furniture, 
notably the new secretarial desks 
that embody portable typewriter 
units. These typewriter mechan- 
isms, involving metals as they do, 
are currently in short supply which 
will naturally retard the supply of 
fully-equipped secretarial desks of 
the modern pattern. 

Speaking more particularly with 
regard to the retail phase of office 
equipment merchandising and dis- 
tribution, Mr. Goodwin, popularly 
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known in the Boston area of the 
industry as “Larry,” said: “The new 
style changes in our industry are 
especially strong and profitable 
sales levers in resourceful salesman- 
ship, when as is now the fact, the 
changes are not merely a matter of 
more beautiful architectural lines 
and finishes, but in addition, em- 
body important and revolutionary 
innovations in mechanical or con- 
structional planning. The new ideas 
are improvements which any ex- 
perienced executive or office man- 
ager can quickly recognize as such 
the moment they are brought to his 
notice by an experienced and ade- 
quately-trained salesman.” 
Speaking of the need for inten- 
sive sales training in the office fur- 
niture field, Mr. Goodwin told the 
writer: “Yes, in my opinion, there 
certainly is current need for good 





creative salesmen to dig up all the 
potential replacement business that 
every experienced dealer knows 
exists in our field 

“The introduction of new styles 
in furniture and office devices is the 
logical occasion for such replace- 
ment demand to be exploited most 
profitably, and prosperous times, 
such as the present, are the times 
when business houses are more re- 
ceptive to the salesman’s advocacy 
of complete modernization of com- 
mercial office set-ups.” 

“Especially in the matter of large 
multiple-unit installations that to- 
tal a considerable amount of money, 
there is, of course, some sales re- 
sistance—the natural inclination of 
a certain type of buyer being to 
view the expenditure required in the 
light of its cost. That is without 
adequate thought of the result as 





TWO TYPICAL L. J. PEABODY OFFICE EQUIPMENT CO. INSTALLATIONS, 


EACH FEATURING THE CONFERENCE TYPE DESK MUCH DESIRED TODAY 
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an investment, but in most in- 
stances, the only real factor of sales 
resistance in these prosperous days 
appears to be want of initiative, or 
in a few cases, the mistaken thought 
that the complete modernization 
installation is such a troublesome 
project that it will interfere too 
much with business. The salesman 
should be qualified, of course, to 
explain how easily and expeditiously 
the whole transformation can be 
carried out with minimum inter- 
ruptions to office activities. And, if 
necessary, he can also refer the 
negative-thinking prospect to firms 
for whom complete office transfor- 
mations of similar size were carried 
out so quickly and so smoothly as to 
amaze them. 


“When the manufacturers’ de- 
signers cause new models in desks, 
chairs, and tables to move into the 
office equipment field, it is the 
trained salesmen in the retail field 
who cause those new classics of the 
office furniture industry to move 
into the offices of the business world. 
The modern desk is the basic tool 
and facility of all busines planning, 
organization, and supervision; 
therefore, this function of the sales- 
man is one in which he can take 
justifiable pride because of its im- 
portance in the social and economic 
scheme of life. 


“After all, 

the only satisfactory 
test of selling ability is performance. 
No matter what tests of aptitude 
may be applied, ability can only be 
proved in the crucible of actual con- 
tact with prospective buyers in com- 
petitive selling. You can talk all you 
please about making sketches and 
plans for the prospect and inviting 
him to examine model office set-ups 
in the showroom, but you must first 
implant in his mind the idea that 
you have something that he ought 
to have, that he ought to buy it 
now, and that you can match all 
competitive offerings in the vari- 
ety and quality that you can supply 
for his selection. Not until the pros- 
pective buyer is actually ‘sold’ on 
this idea can the salesman, as @ 
rule, induce him to take time out 
to visit the showroom, either on his 
own convenient initiative or in com- 
pany with the salesman. 


Like other suppliers in the Boston 
market, this firm agrees that an en- 
terprising firm should be able t0 
widen its trade radius by creative 
sales work in contiguous smaller 
cities within practicable range of 
delivery. 


OFFICE APPLIANCES, September, 1951 








0! 


Store design puts buyers at ease 


Inviting Interior 
Lures Passersby 


by J. E. TUFFT 


special writer 


HERE ARE SEVERAL things to 
ap about the new store recently 
opened by the General Office Furni- 
ture Company at 932 S. Hill St., Los 
Angeles, but the first descriptive 
word that should be used is “home- 
like The store just naturally in- 








Atmosphere of the General Office 
Furniture Co., Los Angeles, Callif., 
is that of the lobby of a comfort- 
able hotel. At the upper right is 
a view down the center of the 
store. A receptionist at the desk 
in front center bids the customer 
welcome and the entrancing vista 
of office furniture helps the sale. 


Steel furniture (center left) is dis- 
played in a section under the mez- 
zanine. The customer is invited to 
shop in a homelike atmosphere. 
In another section under the mez- 
zanine (lower left) commercial of- 
fice furniture is shown. 








vites you in. Abe and Mildred (Mr. 
and Mrs.) Segal are the proprietors. 

The windows are not boxed off, 
but from the exterior one sees the 
full length of the store, so that the 
entire first floor interior is really an 
exhibit window. 

Executive custom built furniture 
is displayed in direct line with the 
main entrance, and there is always 
a receptionist at the desk, so the 
prospective customer sees a pleas- 
ing view and immediately enters 
into a welcoming atmosphere. Mr. 
Segal likes to speak of the atmos- 
phere as that of the lobby of a good 
comfortable residential hotel. Potted 
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plants are used to break up the 


harsh lines of the furniture 


Executive desks displayed in this 


central section are in no 


crowded. The chairs used with the 


desks are leather-upholstered, a 
fact which gives a richness to the 
first view. 


At the right of the central display 


is steel furniture—with desks, filing 
cabinets and chairs included 

At the left are the displays of 
commercial furniture, consisting 
also of desks and chairs 

The mezzanine floor, like the 
ground floor, has display windows 
extending the full width of the 
store, giving a clear view from the 
sidewalk on the opposite side of the 
street. 

Each window on the first floor has 
eight spot lights which give clear 
definition to displays. Outside signs 
are four-tube Plexiglass. Spot lights 
also line the balcony, eight on each 
side. 

The firm’s own executive offices 
are at the rear and to the right, 
furnished with functional furniture 


sense 





Naturally, this amounts to good pro- 
motional display for this type of 
equipment. 

The dominating color in the en- 
tire color scheme is green, with ac- 
cents of rust and terra cotta. The 
green tones may be classified as lime 
and hunter’s green. The flooring is 
asphalt tile with black flecks in 
white and green tile, and with some 
green tile, without accent colors, in- 
terspersed here and there. 

Generally speaking, departments 
have been placed with the thought 
of emphasizing types of furniture 
and at the same time tying in one 
type with another for related ap- 
peal 

The entire second floor is used as 
storage space. This makes it pos- 
sible to fill in the displays rapidly 
as merchandise goes out 

Other features of the new store 
are air conditioning, passenger and 
freight elevators, and, incidentally, 
an ideal location for foot traffic and 
easy access. The store is one of the 
first major office furniture stores in 
this immediate locality, about a 


block 
main department store, possibly the 
largest department store in down 


from the May Company’ 


town Los Angeles. The location wag 
carefully selected for this very 
reason. 

The General Office Furniture 
Company has had a history of 
steady growth ever since it was es- 
tablished. The first store was op 
9th St. and was opened about 22 
years ago. The next location was 
at 11th and Los Angeles Sts 

The firm also has a used furnij- 
ture store at 1026 S. Olive St., this 
latter store being spoken of as the 
Annex. The general warehouse for 
the firm occupies the Los Angeles St 
location where the main business 
was conducted until the fine new 
store at 932 S. Hill St. was estab- 
lished. 

Both Mr. and Mrs. Segal are firm 
believers in orderly, meaningful, 
and well-lighted displays, and they 
also place emphasis on a warm, wel- 
coming atmosphere as has been 
described. 




















The F. L. VanDerlip Co. business was founded 
in 1941 under the partnership of F. L. Van- 
Derlip and L. E. VanDerlip. A small store 
was opened on Ford St. having only 15 x 
20 feet space with basement. The business 
grew rapidly and was moved to larger 
quarters on Pearl St. before the present 
spacious quarters were prepared. The com- 
pany features the Metal Office Furniture Co.'s 
Steelcase line, the Hoosier, Leopold and Frank 
Scerbo & Sons executive furniture, the Sikes 
and Jasper Chair Co. wood chairs, plus rep- 
resentation of many other top lines 
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NEW VANDERLIP STORE 
IS DISPLAY ‘WINDOW’ 


The modern idea of the store itself serving 
as a display “window” is used by the F. L 
VanDerlip Co., for its new place of business 
at 221 Asylum St., Hartford, Conn. At upper 
left is view of the store interior while at 
bottom right is a closeup view of how the 
decorated interior is on parade for passers 
by. There are show windows on two streets, 
ample storage facilities and 4,000 square 
feet of space devoted exclusively to office 
furniture to handle expanding business. 
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it’s Not Necessary to Use 


Specialists for Success 





——— 


general line men can Sell furniture 


by R. C. STANTON 


special writer 


UST AN OFFICE equipment 
MM store employ a specialist if it 
is to sell office furniture success- 
fully? According to Heinrich-Sei- 
bold Stationery Company, Inc., 
Rochester, N. Y., the answer is no 

For years this firm, like many 
others, had a salesman who devoted 
all his time and effort to selling 
furniture. Other salesmen sold office 
machines, systems, and 
the countless other items which go 
to make up the stock of the modern 
office appliance house, but when it 
“ame to office furniture, the sales- 
tomer over to the 


loose le af 


man turned his cus 
furniture expert 

This is an age f specialization. 
We cannot expect man who sells 
carbons and ribbons to be an expert 
on furniture. So reasoned Heinrich- 
Seibold and other firms 

At times, some sales managers 
and other executives have wondered 
if this was always true. William Sei- 
bold, treasurer and co-owner of 
Heinrich-Seibold, had pondered this 
question off and on in the past, but 
it was not until last November that 
he came to a decision 


At that time, 

the store’s furniture 
Mr. Seibold deter- 
method. The 


man resigned 
mined to try a new 


furniture specialist was not re- 
placed, but each of the store’s seven 
outside salesmen was given the 


privilege of selling furniture. 

Furniture sales did not go to pot. 
On the contrary, dollar volume of 
sales increased one-third. Before 
the impact of shortages was felt 
early this year, furniture sales al- 
most doubled 

There are several 
highly satisfactory 
Mr. Seibold. The 
method takes the mystery out of 
furniture selling. It gives salesmen 
added incentive. Each man may sell 
anything in stock. Salesmen’s earn- 
ings have zoomed as they developed 


reasons for this 
showing, said 
firm’s present 
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ability in selling big-ticket mer- 
chandise. Where the store formerly 
had one furniture salesman, it now 
has seven. 

A few simple changes were made 
in connection with the new setup. 
The stock control for furniture was 
taken out of the department and 
placed in the office, near where the 
salesmen work. A man just out of 
college was engaged to handle the 
visible stock file which previously 
was taken care of by the furniture 
specialist. 

Mr. Seibold said there was a 
worthwhile saving in using the serv- 
ices of a moderately-paid man for 
routine file posting instead of the 
time of a highly-paid specialist. 

The college man is getting a good 
training in the ins and outs of the 
office furniture business from his 


TYPICAL HEINRICH-SEIBOLD, INC., OFFICE 
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file duties. Mr. Seibold thinks it will 
be only a short while before the 


young man will have learned 
enough to shift to selling. 
When that happens, the store 


may use a girl to take care of the 
furniture stock control, or it may 
hire another young man who can 
be trained later as a salesman. 

One of the greatest benefits from 
changing the location of the furni- 
ture stock file is that all salesmen 
are now encouraged to consult the 
file themselves instead of turning to 
a furniture man for needed infor- 
mation. 

This has speeded up business con- 
siderably. Under the old system, it 
often was a matter of interrupting 
the furniture man, or waiting until 
the latter had a chance to look up 
figures in the file. Now when facts 
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are needed it requires one man 
not two—to get the answer 

Of even greater importance, sales- 
wise, has been better knowledge of 
furniture stocks which all the sales- 
men have gained from constant use 


of the control file. In looking over 


the cards, a salesman notes mer- 
chandise which he may not have 
known was in stock. Often, a simple 
reference to a stock card will sug- 
gest several possible customers for 
the item. The salesman contacts 
these prospects and sales are made 

During periods of shortages, such 
as in steel equipment, it had become 
customary for the store’s furniture 
man to give preference to the needs 
of a few good customers or friends 
With furniture sales no longer con- 
fined to a single salesman, this 


practice has almost disappeared 
and a much larger proportion of 
customers are having most of their 
needs met. 

Still another benefit from the new 
method of handling furniture sales 
is the familiarity with costs and 
profit margins which salesmen now 
have 

Heinrich-Seibold salesmen are 
paid commissions based on the per 
centage of profit on the merchan- 
dise sold. The stock control gives 
the cost of every item, thus a sales- 
man consulting the records fre- 
quently is reminded of the big- and 
small-profit items 

Salesmen, having the figures 
readily available, 
more effort to sell high-profit mer- 


naturally make 


chandise, Mr. Seibold pointed out. 

The store’s salesmen have ac- 
cepted their new responsibilities 
and opportunities enthusiastically, 
No longer is it necessary for a sales. 
man to handle all the other needs 
of a customer and then be forced 
to call upon the furniture man 
when the customer mentions office 
furniture. Now the salesman does 
the whole job, to the greater satis- 
faction of both himself and the 
customer 

The firm, reviewing its increased 
sales of office furniture and de- 
creased selling expense, is also wel] 
pleased with the new method. 

“We would not go back to the 
old idea, now that we know what 
this new system can accomplish,” 
said Mr. Seibold 





Specialized Service Makes 
Clients Ultra Comfortable 





cater to '/3 of life in office 


HE PHYSICAL improvements 
ype in our store recently 
have improved service, made shop- 
ping more comfortable and resulted 
in more attractive premises 

But more than that, this refur- 
bishing program has been tied in 
with a specific phase of office fur- 
niture merchandising in which we 
have enjoyed particular success 

The model office program and 
theme which we have studied thor- 
oughly for many years came into 
being last year. It has exceeded our 
expectations, and we speak sincere- 
ly, in many ways which were un- 
foreseen as well as providing in- 
creased prestige. 

Our large second floor consists 
of various model offices each hav- 
ing matching color schemes in the 
new decorators’ colors such as for- 
est green, wine red, silvertone gray, 
chartreuse, cocoa brown and others 
These new office furniture displays 
each feature superb settings to show 
smart efficiency-designed desks, 
chairs and other time-engineered 
tools for business efficiency 

From the primary idea of show- 
ing office furniture with correct ac- 
cessories, two other suggestions and 
ideas developed. They jointly en- 
abled our firm not only to offer 
complete office planning service, 
but preliminary as well as contin- 
ued counsel on office layout, effi- 


186 


ciency and merchandise backed by 
the reputation of our manufac- 
turers 

It is our policy not merely to sug- 
gest and sell fine office furniture 
but to offer our clients specialized 
service for the tooling up of their 
offices in greater efficiency and out- 
put 

In one phase of our presentation 
we ask, “Did you ever stop to realize 
that you spend one-third of your 
life. in your office?” We suggest 
further that this is exactly’ what 
eight hours a day amounts to. 

It’s a mighty important eight 
hours, too, and if you’re like most 
of us, what happens during those 
eight business hours largely deter- 
mines whether you'll enjoy the 16 
hours that remain. Therefore, why 
not make your office more liveable 
with these comfort aids? 


The other advantage 

which we 
find that is accruing to us is that 
upon preliminary survey and con- 
tact with executives we learn their 
ideas and desires. Then, our repre- 
sentatives return to our store and 
complete model offices are set up 
specifically in accordance with our 
interpretation of their wishes, to- 
gether with other suggested furni- 
ture and related items highlighting 
such displays. Therefore, upon the 





by HARRY W. HANSON 


president, 
Jeffersons Stationers, Inc. 
Springfield, III. 


prospective customers’ visit to our 
display rooms, they are confronted 
with the completely packaged office 
in their minds’ eye 

We do not point out that this 
particular set-up was made espe- 
cially for them until further prog- 
ress in the sales presentation. From 
our short experience of approxi- 
mately nine months this type of 
suggested selling has been most im- 
portant in closing the sales of the 
majority of programmed layouts for 
more efficient offices 

Tieing in with the completion of 
our remodeled store we were en- 
abled, through the courtesy of 
OFFICE APPLIANCES, to prepare 4a 
brochure filled with pictures of our 
model offices and new store. This, 
we mailed to many thousands of 
customers and friends in central 
Illinois. This, likewise, we feel ties 
in with the program we have out 
lined in this article, and was ex- 
tremely beneficial 
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Smart Styling, Lasting Dura- 
bility and outstanding Com- 
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fort combine to make Boling 
Chairs a Better Buy .. . a fact 
quickly recognized by buyers 
everywhere! If you want to 
sell more chairs, sell Boling! 


See us at the National 

Stationers Convention — 

Chicago, Ill., Sept. 22-26, 
Stevens Hotel 

Space 504-A, 505-A, 507-A oe 
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a symbol of 


Excellence in the 
business world 











You are cordially invited to 
i visit the CLEMCO EXHIBIT at 
Hh, the NATIONAL STATIONERY 
AND OFFICE EQUIPMENT 


ASSOCIATION CONVENTION 
September 22-27 

Hotel Stevens, Chicago 

ROOM 526A 


CLEMCO DESK MFG. CO., INC. 


BLOOMFIELD, INDIANA 
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now! in metal too 


sets the pace 
for style, quality and value 




















2K fabulous seating comfort 
>k new trend in metal styling 


- super-value posture chair 


MILWAUKEE METAL-LUX has proved a solid selling 

ccess. Warmly accepted by the trade upon its 

METAL-LUX has shown no let-up in 

iles potential. The reasons are obvious. Functional 

design witl styling unprecedented in a metal 

posture cl it-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost 

these add up to incomparable value. METAL-LUX on 

certain to move briskly and profit- 

ify ent yet shared in METAL-LUx profits, 


t the taile now 
SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


See our exhibit at the N.S. 0. E. A. Annual Convention 
and Exhibit. Suite 524A, Stevens Hotel, Chicago 


MILWAUKEE METAL FURNITURE CO. 


120 S. LASALLE ST. ¢ CHICAGO 3, ILLINOIS 
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the finest tradition in 
wood office chairs 


























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service, 
American business everywhere looks 
to MILWAUKEE for its office chairs... 


the EXECUTIVE posture chair 


MILWAUKEE Dealers offer the aris- 
tocracy of posture chairs in this 
distinguished creation—typical of 
MILWAUKEE'S unsurpassed excel- 
lence. Here is the triumphant 
achievement in scientific “fatigue- 
proof” individualized comfort. 
Seat, back and arm rests are cush- 
ioned with body-conforming 
molded “breathing” Latex and 
integrated with perfect posture 
control and the most advanced 
construction. From every angle 
beauty, posture comfort, quality 

here is thechair built and bought 
for a lifetime 





A limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details. 


See our exhibit at the N.S. 0. E. A. Annual Convention 
and Exhibit. Suite 524A, Stevens Hotel, Chicage 


THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 
ES SoS sh 
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Jasper-Luilt Jackson Desks for 
€ 
Modern Shirt-Sleeve Management 
EFFICIENT TEAM-MATES FOR HARD HITTING EXECUTIVES! 
Shirt-sleeves and brass tacks. That's the kind to business meetings and conferences. They send for this 
of management today’s problems require And _ bring top quality at sensible prices. free booklet 
such problems demand the very best office The Jackson CONFERENCE DESK is offered 
tools. Jackson CONFERENCE DESKS as _ in three sizes—43 by 84 inches, 39 by 76 inches, 
illustrated for example. or 39 by 58 inches. Suntone finish, genuine 
walnut, or eye-ease, Softone Finish rift oak. 
Jackson—“Built like a Stonewall’—Desks are Send for you copy of our now-famous booklet 
engineered and plannéd to speed today’s man- “Lower Office Costs.” It shows how to take a 
agerial jobs . . . to add comfort and action giant slice off of office operating costs. 
WELCOME N.S.0.E.A. CONVENTION — VISIT THE JACKSON DESK DISPLAY. ROOM 515-A ? 
JASPER, INDIANA 
a a — - 
0 
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BUSINESS BUILDERS! 


for Defense Plant and Tough Competition 


GREAT VALUES AT POPULAR PRICES! 


RITEFORM Models 125-115 (and also 90, not shown) meet 793 federal specifications for stenographic chairs, 
requiring all welded (no bolts) steel tubular base construction, and positive seat height adjustment. 


Write, call us—for federal business, feature these wonderful values. New low prices, just effective. made 
possible by large plant expansion program because of our wonderful increase in business. 


DEALERS WILL DO BETTER ... SAVE MONEY . . . CONCENTRATING ON ONE SOURCE OJ 
SUPPLY FOR ALL CHAIRS WITH RITEFORM. 


WRITE FOR NEW CATALOG 502—VISIT BOOTH C12 AND C13 


StF 


1335—Executive 425—Deluxe 125—Springback 115—Rigid Back 
“Springback”’ Sec'y “Springback”’ 


Riteform POSTURE Fully Adjustable Chairs e e America’s Greatest Values! 


A complete line, thru one source . . . Saves Dealers Money . . . Lower Freight, Less Inventory Required! 


NEW “700 SERIES” EXECUTIVE CHAIRS MUMISTEEL TUBULAR FRAMES 


No. 715—Side Arm No. 745—Swivel Arm No. 740—Swivel Armless No. 720—Side Armless 
j (Seat 19x17 inches) (Seat 17x15 inches) 


FOAM RUBBER CUSHIONS e e SILVERY ALUMINUM BAKED ENAMEL 
ALL ABOVE MODELS e e NO “DO” REQUIRED 


Aluminum 1600 series executive chairs and side chairs, with new We invite inquiries from established dealers seeking a one source of 
features. See our new catalog. DO required on large quantity orders supply, for all types of metal chairs at prices that have given Riteform 
a position of leadership in the office furniture field. To buy right 


means you can sell right 


». | —— SEE US AT 
iimeteewies V.S.A. 
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F Help your customers find 
extra work room with the 


J 
eee 


rent national advertising, which stresses Art 
Me 

fetal planning services offered by branches New office layout for large industrial company 
and dealers. Tie in and cash in! 


It always pays to sell office equip- § mum use of floor space and stepup = making every effort nae suffi- 
ment that ts first in quality, firstin work efficiency. cient supplies of needed equipment. 
functional efficiency, first in endur- Keep your customers by your ac- 


With the aid of Art Metal equip- “eae 
ing values. os he ge tive interest and helpful service. 


ment and experience, you can give 
Feature the office planning service them constructive help in planning ; 
developed by Art Metal—to en- future expansions, alterations or Art Metal Construction Co., 
able your customers to make maxi- new layouts. Meanwhile, we are Jamestown, N. Y. 


For over 60 years the hall-mark of fine 
business equipment . . . desks « files « 
office chairs + safes and visible equipment. 














basement display can be effec tive 


Remodeling Program 
Comes After Fire 


by HUGH REX 


feature writer 


RIGHTENED AND WORRIED, 

Charles Peeper rushed to his 
downtown St. Louis office equipment 
store the night of August 19, 1949, 
wondering if he would arrive in time 
to be of some assistance in sparing 
his firm from the ravages of the 
fire which was sweeping through an 
adjoining furniture store. 

Little did he dare realize then 
that this was to be another major 
point in the amazing success story 
which started back in the depres- 
sion days of 1934 in quarters rented 
for only $25 a month—and sublet 
for $15 monthly to help break even. 

At the time he was heading to the 
fire, he was owner of the six-story 
Clark Peeper Company, which had 
soared past the $250,000 annual 
mark at the start of World War II 
and had been climbing steadily ever 
since. No wonder his stomach ex- 
perienced a sinking feeling as he 
hurried into his store that August 
night in 1949 to direct the firemen 
in checking the spread of the blaze 

Not only was Peeper able to 
escape with a minimum damage 
that night, but from the ruins next 
door has sprung an addition to the 
Peeper store that today makes it 
one of the most attractive and mod- 
ern office furniture quarters in the 
Midwest. 


What happened 

was that the fur- 
niture company next door never re- 
turned to business and the owners 
of the building tore down the ruined 
top three floors and remodeled the 
first two and basement after com- 
ing to terms with Peeper. Needing 
extra space, Peeper quickly had 
grasped the opportunity to expand 
his facilities. Instead of a ground 
floor space of 20 x 110 feet, he now 
has an addition with an extra 21 x 
110 feet. 

With the owners of the fire-struck 
building spending $35,000 on mod- 
ernization, Peeper went to work on 
his own quarters, bringing into ac- 
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A BASEMENT SERVES IN DISPLAY—One of the most difficult remodeling tasks faced by the 
Clark Peeper Co. in its expansion move was the rear end of the basement of the new addi 
tion. Pipes covered the ceiling and the walls were of rough stone. Charles Peeper covered 
the walls with dark brown water paint and utilized a beautiful mural of downtown St. Lovis 
with a flower box in front of it. On the side he placed green drapes and he covered the 
pipes with formed Masonite. Center picture shows basement display of executive suites made 
by Jasper Desk Co. and Jasper Chair Co. In the bottom picture a complete line of Jaspet 
office desks and chairs is displayed to good advantage in the basement. 
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tuality some ideas of his own on 
display and improved selling. 

He had already begun to use his 
basement for the display of execu- 
w he explored this 
Today, the Peeper 


tive suites but ni 


idea in earnest 


basement is colorful and fully 
equipped with displays of executive 
suites. An entrance has peen built 
through the wall to the basement 
of his adjoini ite and this, too, 
has been modernized and bright- 
ened with a complement of 
wood general ffice desks and 
chairs 


“For years 


I had always dreamed 
of a complete display of executive 
furniture, especially in the form of 
full suites,” the 42-year-old Peeper 
explained I felt executives would 
be more receptive to buying if they 


could see model offices, fully 
equipped 

With this ement setup of 
ours, we actually show five rooms, 
each a little different in arrange- 
ment, each colorful. The whole 
downstairs atmosphere is reserved, 


yet we have plenty of color on the 
walls, in our rugs and in the choice 
of furniture. We have divided our 
basement walls into room ‘sections.’ 
We get away fl any depressive 
feeling by alternating the use of 
dark green and cream on one wall 
and a nice gray the other side 
The rugs also help 

But don’t some buyers object to 
coming into a basement to select 
expensive suite 

“Not at all,” Peeper replied. “Once 
they come downstairs, they feel re- 


laxed. We’re away from the street 
scenes, interruptions and every- 
thing else. Invariably, the prospect 
will sink into one of the easier 
chairs, sigh and say: ‘Boy, this feels 
good.’ We'll usually be alone and 
that makes fo! better attitude 
He'll begin looking around, trying 
this and that. Sales of such suites 
complete suite have soared 
since we opens - basement.” 


On the first floor, 

customers are 
hting system that 
combines fluorescent and spots in 
the same fixture. The fluorescents 


aided by a new 


are used during the day and the 
spots at night. Because the new 
ore now ha open front win- 


than 40 feet, 


dow display of more 
the entire store is on view at all 
I 


mes Ience effective use of 
pots a nigh 

The new flooring is asphalt tile 
of a reddish and cream color com- 


bination. The s on the old side 
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SELLING BY NIGHT AND DAY—The open front display is particularly attractive at night as 
the top photo of Clark Peeper Co. reveals. Bottom view is of the remodeled first floor. Here 
are featured Corry-Jamestown desks and files along with Do/More and Artility chairs. 


are green, while on ‘the new side 
they are white now, but will be 
changed. 

The basement side of the old store 
is devoted to executive furniture 
and the new side to office desks, 
all produced by the Jasper Desk 
Company and Jasper Chair Com- 
pany, Jasper, Ind., while the remod- 
eled first floor of the old side car- 
ries a complete line of Corry-James- 
town desks and files along with the 
exclusive showing of Do/More and 
Artility chairs. The new first floor 
side shows a miscellaneous group of 
small files, card files and Cole and 
Art Steel combination cabinets. 

The second floor of the old build- 
ing continues to be headquarters for 
an extensive repair department, 
while the second floor of the new 
addition is taken up entirely by 
used furniture, still an important 
Peeper favorite. 


In remodeling 
his basement, 
Peeper encountered problems that 
undoubtedly have their counterpart 
in many other office equipment 
stores. He had ugly heating pipes 
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running the length of his basement. 
He had a rough, rubble stone wall 
as part of the scene. Heating equip- 
ment stared him in the face. What 
could he do? 

An estimate on covering the walls 
with metal lathe and plaster was 
placed at $3,000. Too High, Peeper 
thought, and he began to roll up his 
sleeves just like in the days when 
he repaired old chairs and cleaned 
used spittoons for resale. 

Here is where 

his able aides 
stepped into the picture. First, his 
ever reliable right hand, Gene Brod, 
suggested buying some formed ma- 
sonite with which to cover the pipes 
“and I can fit it up easily myself.” 
Then Norris Bushnell came forth 
with an idea—why not use photo 
murals and dark, green non-inflam- 
mable plastic drapes along the 
walls? Bushnell volunteered to 
handle that phase. 

And that’s just what was done. 
In addition, some of the back wall 
was water-painted a dark brown 
color over the roughest sections. 
Accordion, leatherette folding doors 
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keep the heating equipment out of 
sight. 

All told, Peeper spent $1,000 on 
the basement remodeling and the 
result is the peak in attractiveness 
and good taste. Of course, this 
wasn’t done overnight. It took 
months. But it saved $2,000 

Today, one side of the basement 
shows 25 major pieces of Jasper of- 
fice furniture, including eight large 
desks, while there are 39 pieces on 
the other side. 

Although the new addition was 
opened in January, it wasn’t until 
May 1 that the new Peeper store ac- 
tually was “opened.” The change- 
over was gradual and the doors 
were never once closed because of 
the remodeling. 

“We now have more light, more 
room, more color and more busi- 
ness,” Peeper commented. “I cer- 
tainly never figured the fire call 
that night two years ago would 
turn out like this.” 








THE CUSTOMER STAYS FOR LUNCH—As part of the remodeled and expanded Clark Peeper Co, 
opening in St. Lovis, Mo., Charles Peeper has been host to a series of luncheons for his cus- 
tomers in the basement of his own store. The idea has lured many longtime customers who 
never visited the place before. “We have always wanted these people to come in and the 


opening has given us an excuse to get them downtown, 


“ Mr. Peeper explained. A special 


catering service provided a complete lunch—actually, a dinner. 


Not only that, Peeper might have 
added, but he sold a stubborn cus- 
tomer as well. One day while in the 
basement of his store, he took a 
liking to his own sales talk on one 
of the executive suites and when his 


new addition was opened, it con- 
tained a private office for the boss, 
complete with an executive suite 
Peeper had picked out for himself 
in his own basement salesroom re- 
claimed from storage space. 





Forgetfulness is Unprofitable 








dont lose sight of sold customers 


NE OF THE WORST mistakes 

the office furniture retailer can 
make under present-day conditions 
is to “wind up a sale and forget 
about it,” according to L. L. George, 
head of George & George Office 
Supply Company, Enid, Okla 

“It is a facet of human nature to 
give a sigh of relief when a sale has 
been completed and the merchan- 
dise delivered,” it was indicated. 
“Under such circumstances, the 
salesman will normally have little 
contact with his previously-sold 
customer, until time comes to re- 
place the office furniture, or to 
make an addition, when the latter 
will telephone in. If, on the other 
hand, we have found, the salesman 
takes the trouble to call back reg- 
ularly, and to thus maintain friend- 
ly contact with the customer, this 
extra effort may readily translate 
itself into many more sales from a 
dozen different aspects.” 

A process of “automatic call- 
backs” has been set up by the 
George & George organization, 
whereby each salesman, upon de- 
livery of a set of office furniture, 
will make at least three “call-backs”’ 
during the 90 days following. The 
first call-back is usually made with- 
in a week after the office furniture 
has been installed, during which 
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time any “bugs” in its use are 
ironed out, and the office-manager 
instructed as to any extra advan- 
tages in connection with the furni- 
ture he has purchased. For ex- 
ample, the purchaser of a set of 
desks, tables, and chairs may not 
know that drawer space can be 
readily divided with a simple parti- 
tion, sent along with the desk. Such 
features as greasing of guides and 
making maximum use of flat upper 
drawer space and file drawers come 
in for some attention. “Invariably, 
there are bound to be several fea- 
tures about the office furniture 
which a customer has purchased, 
on which he is not as yet familiar,” 
it was added. “Calling these to the 
attention of the customer on a call- 
back thus implements a lot of good 
will.” 


Making his second 

call-back any- 
where from 30 to 60 days later, the 
office furniture salesman _ usually 
finds that the customer is glad to 
see him, and usually quite compli- 
mentary about the way the furni- 
ture has worked out during this 
early period. If there are any com- 
plaints arising from deterioration 
of appearance of the furniture, or 
damage to it, these can be caught 
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up immediately, and any source of 
ill-will nipped in the bud. For ex- 
ample, it may be found that the 
plastic material on a general-pur- 
pose table top has scuffed badly, or 
has become loosened at one corner. 
Making immediate repairs to this as 
soon as he returns to the store in- 
sures good will for the salesman 
concerned. 

On the second or third call-back, 
more practical results invariably be- 
gin to appear—in the form of the 
sale of additional office equipment 
to the customer, or in the garnering 
of the names of additional pros- 
pects, who may be similarly sold. 
Businessmen as a rule, are quite 
willing to vouchsafe the names of 
business associates or friends, who 
are planning to re-equip their of- 
fices, and it has been from such tips 
as these that the company has sold 
some of its largest office furniture 
volume. “We never consider a trans- 
action completely closed,” Mfr. 
George summed up. “While the cus- 
tomer may have ostensibly spent all 
the money with us that he will put 
into office furniture or equipment, 
we find that continued call-backs 
invariably result in more sales to 
the original individual, as well as 
developing valuable prospect leads 
on others.”—RAL 


September, 1951 





on iia. a a. — 


mam 


ta! 
po 
tal 
ins 
Sp: 
wh 


SEC 
act 
an 

the 
tur 


Ste 


OF 





Knowledge of the Market 
and Selected Inventory 
f fice furni ture Success fac tors 
a 
USINESS EQUIPMENT Corpora- ning to relegate the older styles of both steel and wood appear to be 
tion, Boston, Mass., a progres- clerical and secretarial desks to the running neck-to-neck with the an- 
sive young giant of the office vault of yesterday’s memories, drop- swer—a finish that is scientifically 
P*. furniture and equipment industry head desks excepted. designed to minimize so-called 
oui in the Boston market, reports brisk Perhaps the most noteworthy of “retinal” or eye fatigue for the per- 
who jemand for office furniture, both the new features in the latest models son whose work is concentrated on 
i the wood and steel, with supply in good of executive desks, and certainly an a desk top all or most of the working 
ocial balance except for special finishes outstanding advantage to the busy day. In the sphere of wood, this 
r unusual equipment that has to be executive from the viewpoint of has been accomplished in the new 
specifically designed convenience and facility, is the com- “Softone” finish, and its counter- 
con- Business Equipment Corporation modious file drawer, operated on part in the sphere of steel office 
Doss, sells all leading makes of nationally ball-bearings, with such a free, desks is what is known as the “Mist- 
suite advertised desks and chairs. The smooth action that the drawer can green” finish, both of which are a 
self eneral over-all merchandising pol- be pulled out or closed with one delight to the eye—not merely in 
| re- icy is to carry large and diversified finger. All the drawers have re- the sense of beauty, but also in the 
tocks of desk hairs, filing cab- cessed draw-pulls which add a touch immediately perceived sense of vis- 
inets, and all other office equipment of rich refinement to the whole as- ual restfulness. 
nd accessori« the price policy pect of these luxurious and stately 
innin the entire scale from low appearing desks. It seems certain 
to high. The scope of operation in- According to Business Equipment that buyers will 
ludes wholesal as well as re- Corporation’s experience, the so- be more and more interested in 
called “drop-head” typewriter desk these finishes, once they become 
is not yet obsolete by any means, educated to the significance of these 
The masterly styling seeming to maintain its place as the innovations from a sight-conserva- 
that imparts preferred model for a typewriter tion standpoint. Buyers are becom- 
he classical a irtistic touch to desk in offices where personnel are ing increasingly “office health 
e of the functional architecture of desk constantly typewriting all day. That conscious” since the advent of the 
om wuilding, continues to be predomi- is, notwithstanding recent innova- posture chair and the incidental 
the nant in the beautiful new master- tions in clerical desk designing and, educative publicity about the dan- 
pur- pieces of the leading desk manufac- of course, the numerous portable gers of sitting day after day in a 
y, OF turers who seem to be vieing with typewriter stands that have come chair that does not support the body 
heee ne another in the eye-capturing upon the market in recent years. correctly while one is working at a 
IS as beauty. solidit f construction, Where a large number of units are desk or table. 
-_ and work-expediting facilities built required for typing exclusively, this Business Equipment Corporation's 
— nto their product. This is the com- type of desk is the most economical turn-over of steel and wood desks, 
ination that has made the Ameri- unit available. considered on a yearly basis, is 
ack in-manufacturs lesk the major about equal, the firm reports. The 
be- ffice utility for the efficient han- In the Boston price and the profit-range is prac- 
the ling of the ninistrative func- and New England tically the same on each line; both 
1ent tions of busin management markets, according to Business can be conscientiously represented 
ring throughout the rid. The corpora- Equipment Corporation, the prefer- as having long-life finishes. Either 
ros- § tion is displayi1 n immense stock ence with regard to desk finishes can be equally beautiful and im- 
sold f these new desks in all sizes and seems to be continuing on the con- pressive, according to the individual 
uite for every conceivable application in servative side with dark finishes buyer’s concept, and for these rea- 
s of § the modern business office. more commonly specified, and yet, sons, the firm says, the sales policy 
who | The new isla ase desk is cer- especially very recently, there has is to leave the prospective buyer en- 
of- tainly maintaining its quickly won been some trend of acceptance for tirely to his own preference, ad- 
tips popularity, havi © many impor- the lighter finishes. This is owing vocating neither the one nor the 
sold tant advantage it does in keep- to increasing appreciation, the firm other. A possible exception could be 
ture ing under-desk floor space spic and points out, of the value of light- some recommendation that might 
ins- pan and the increased facility with colored furniture and fixtures in have to do with the physical en- 
Mr which desks ca! moved about. brightening up the whole environ- vironment of the premises in which 
cus- mental aspect of a large business the furniture is to be installed. 
t all In the category office. The firm advocates “color 
put of clerical and conditioning” of its customers’ of- Office desks 
ent secretarial desk the “free knee- fices, and assists buyers with prac- and office chairs are 
icks tion” desks, with special mech- tical suggestions for achieving the not made and sold in pairs—in fact, 
; to inism for adjusting the height of best possible color and lighting ef- each has traditionally been a spe- 
| as the desk for the comfort, better pos- fects in their composite office in- cialty produced, as a rule, by a man- 
ads ture, and working efficiency of stallations. ufacturer who makes one or the 
stenographe! e already begin- As to what’s new in desk finishes, other, but seldom both. And, in the 
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retail office equipment salesroom, 
according to Richard J. Feffer, who 
handles Business Equipment Corpo- 
ration’s advertising and sales pro- 
motion, the sale of a new desk to 
an individual does not always and 
necessarily result in the sale of a 
matching chair. But it logically 
should, and it usually does, if the 
salesman is of the highest caliber 
and can lead the buyer’s mind, tact- 
fully and without offense, to full 
realization and free acknowledg- 
ment of the incongruity of a beau- 
tiful new desk with a considerably 
worn and mis-matched chair. An 
efficient salesman, says Mr. Feffer 
furthermore, usually sells a ward- 
robe cabinet with each private office 
suite. 

Business Equipment Corporation 
has reared itself to conspicuous 
stature in the office equipment and 
office machines industry in Boston 
and New England in less than five 
years. The firm was organized and 
incorporated in 1947 by Richard J 
Feffer, Melvin L. Levin, Harry L 
Levin, and George E. Levin, all of 
whom are veterans of World War II, 
and all of whom had some previous 
experience in the industry. Growth 
of the business has necessitated ac- 
quisition within the last year of a 
five-story building at 250 Purchase 
St., which houses the packing, ship- 
ping, refinishing, rebuilding, and 
upholstering departments, and the 
corporation has its wholesale stock 
warehouse at 275 Congress St., Bos- 
ton. 


Outlining his views 
on business 
promotion, Mr. Feffer said: 

“In the field of office equipment, 
business in continually profitable 
volume must be developed by crea- 
tive selling that practically takes 
over for the inexperienced or pe! 
plexed buyer all the difficult and 
often more or less technical specifi- 
cations and details involved in the 
planning of an expensive office in- 
stallation. 

“This may mean several suites of 
private offices in a large mercantile 
or manufacturing business, a sump- 
tuous executive suite in a bank, in- 
surance company or railroad com- 
pany, or a clerical office covering an 
entire floor in a large building 

“The office equipment merchan- 
diser must, in a sense, know the 
prospect’s requirements even better 
than he himself understands them 
so as to achieve the most attractive, 
most efficient, and most profitable 
installation—profitable that is, from 
the buyer’s viewpoint—an installa- 
tion that will not have to be altered 
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in any major particular in a year or 
two because of lack of experienced 
foresight and expert planning coun- 
sel.” 

“Creative selling, based on a first- 
hand survey and study of the pros- 
pective buyer’s requirements, is the 
key to increased sales. The efficient 
office furniture salesman has been 
trained to catch immediately the 
first clue of buyer curiosity in new 
equipment, to know how to fan that 
curiosity into desire while the pros- 
pect is in the showroom, and how to 


DEMONSTRATIONS SELL 


TOP—"Mel” Levin of Business Equipment 
Corp., Boston, demonstrates the executive 
type Sikes posture chair. CENTER—Mr. Levin 
shows a prospective desk buyer the new re- 
versible writing slide which is a utility tray 
or writing slide, according to need or prefer- 
ence. The desk is a late Berger model and 
the executive posture and matching guest 
chairs are by Sturgis. LOWER—Mr. Levin 
demonstrates the easy sliding action of the 
new ball-bearing file drawer which can be 
operated with one finger. 
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close a sale out of a casual inquiry, 
BUT even with all these qualifica- 
tions, the salesman, in order to write 
the order, must be able to supply 
at once just what the buyer requires 
in quantity, 
range.”—-VNV 


variety, and price- 
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Saturday Morning Breakfasts 


Combined with Discussions 





raining program pays 


ANGING IN ONE corner of our 

office, for all to behold, is a 
small, bright nspicuous sign 
which says simply THERE IS NO 
PRODUCT SO GOOD IT DOES 
NOT HAVE TO BE SOLD.” 

And, then, in the other corner, is 
another sign we’ve found many a 
manufacturers’ representative eye- 
ing in a startled fashion for it says 
rather bluntly, “WE DO THE MOST 
BUSINESS WITH THE SALESMEN 
WHO DO THE MOST FOR OUR 
SALESMEN.” Those two signs brief- 
ly summarize ou! ng policy, and 
' Obviously, if we 
are to live up to those policy state- 
ments, we must ur sales per- 
sonnel, and for the last three years 
program which 


our sales policy 


we have followed 
has worked fo! 
Every Saturday 


a training meetl 


rning we hold 
The gang hiis 


the store at 7.30 a.m. and finds a big 
pot of hot coffee waiting. Over cof- 
fee cups, the meeting starts with 
the leader picki up the lesson 
answers, prepared in advance by 
everyone, including the boss. Then 
into the meeting proper, which can 
be made up of questions and an- 


‘ussion, or a 
leader: which- 
ilited to the sub- 


swers, iniormal 
presentation by the 


ever seemed best 


ject of the day 

The meeting | ne hour, and 
t the end of that hour, the entire 
group goes to b! t together, at 
me of the local irants which 
traditionally reserves the same big 
round table fo1 every Satur- 
day morning. U during break- 
fast, any point i at the meet- 
ing or requirin eaning up, are 
taken care of info! lly in a round- 
table fashion. 1T firm pays for 
the breakfa 


In the beginning, 
had to feel 


ir way alon lanning our own 
programs, colle needed ma- 
terials, and learni he importance 
f having every member of the 
group prepares lesson. Then 
NSOEA came along with its program 
Mf training manuals and they have 
been the foundation of our work 
since the first manual was released, 
although we nterrupt that 
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schedule for a particularly timely 
subject. 

We have nine in our group now, 
and every member receives a man- 
ual and the meeting preparation 
consists of answering the questions 
for a given lesson, and submitting 
those questions in writing. Experi- 
ence has proven that written an- 
swers to those questions are very 
nearly essential, with an emphasis 
on the preparation of answers 
which would be understandable to 
a customer. 


We have used 
every available 
training aid. For example, a recent 
meeting required the use of an 
opaque projector to project illustra- 
tions of various styles of filing units 
for everyone to see at one time. 
Actual filing drawers were brought 
into the class for examination, and 
a miniature model of a hanging map 
file was used to clinch certain points. 
Globe Wernicke’s film on filing was 
featured at one meeting, and then 
used on our office staff. The WOFI 
motion picture on Softone has been 
used twice in connection with our 
work on wood desks, and again in 
considering office layout. We have 
found it necessary to bring into 
class samples of various gauges of 
steel and a micrometer to gain an 
understanding of their meaning 
and importance. And, of course, 
samples of various woods and ve- 
neers have played an important 
part. Finally, we do not hesitate to 
dismantle and examine, in detail, 
any piece of equipment 
We have found it usually does not 
pay to use manufacturers’ repre- 
sentatives or salesmen at the reg- 
ular Saturday morning meetings, as 
they disrupt our longtime schedule. 
Special night meetings are best for 
them, and they are limited to two 
hours, if possible. We try to plan 
such meetings in advance, telling 
the representative what we want 
emphasized, and driving home to 
him the fact that he will be before 
a group accustomed to training 
meetings, and that if he does not 
do a good job, he will not be in- 
vited back. And some we have not 
invited back. 


1951 





by GENE CALKINS 


managing partner 

school, office equipment division, 
New Mexico School Supply Company, 
Albuquerque, N. M. 


Seriously, it is our feeling that 
the majority of manufacurers do a 
very questionable job of training 
their men to work with sales people. 
But the man who can do a good job 
of presenting his product is the man 
whose merchandise we move. 

The theoretical side of sales 
training is not neglected. And, here 
again, we have used our own men 
to present the problems of sales ap- 
proach, demonstration techniques, 
preparation of proposals, after-sales 
effort, and so forth. This work has 
been based on materials obtained 
from manufacturers, magazines 
such as OFFICE APPLIANCES, and 
standard books and texts in the 
field of selling. We have used our 
own men in this phase of training, 
as we feel they can best integrate 
these ideas into our day-to-day ac- 
tivities, and will benefit greatly 
from the effort necessary to leading 
off such a meeting. 


As can be seen, 
our program is 
positive and constructive. It is 
aimed at gaining a knowledge of 
the products we sell, and learning 
how to sell them. No product is so 
good it does not have to be sold! 

Preserve us from the old “Go out 
and do or die for good old New Mex- 
ico School Supply” brand of sales 
meeting. 

We know our program has worked 
for us. It has resulted in an excel- 
lent spirit in the organization 
grown out of good fellowship, mu- 
tual interests, and a realization of 
the fact that we are learning to- 
gether, and that we are an organi- 
zation determined to do the best 
possible job in our particular field 
of work. 
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NIEMANN ‘‘Luxury in Leather’’ 
Distinguished by the Company il Keeps! 


ee a 


Installation by Standard Office Supply Co., Monroe, La. 





Naturally we were pleased what company wouldn't be when Niemann 
’ ‘ . 4 
Men’s Lounge upholstered leather furniture was chosen for the Men's Lounge in Hatcher 


HATCHER HALL Hall—Louisiana State University, Baton Rouge, La. Part of the original 


fp) S V4 order for 116 davenports and club chairs is found in Hatcher Hall. Other 
e e e ' 
e Johnson and 


Niemann “Luxury in Leather” furniture has been installed in 
BATON ROUGE, LA. ; 







Hodges Halls on campus 

Representatives: The Niemann label is your assurance of unsurpassed excellence in leather 
MARION V. FOLLIN craftsmanship—the ultimate in modern furniture design for commercial use. 

O. D. MANN — 

ARTHUR R. FREY Dealer inquiries invited or if you're coming to Chicago for the NSOEA 
JAMES H. DAVISON Convention, drop in to see our Exhibit—Room 544-A 

HENRY L. GUTH 

HOMER NIX 
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WELCOME TO THE 45TH ANNUAL CONVENTION—NATIONAL 
STATIONERS & OFFICE EQUIPT. ASS’N—STEVENS HOTEL—ROOM 513 
SMART 
Public Relations 


ata 
Public Utility 
























GAS COMPANY INSTALLS 


wiltshire modern 
FOR CUSTOMER INTERVIEWS 


The Providence, R.!., Gas Company found in wiltshire modern, an office 


furniture offering: the warmth of wood . . . the bright cheerfullness of a 
bleached walnut finish . . . attractive, modern styling . . . 
adjustable height and other features that provide for the highest standards of 


comfort and work efficiency—all in a complete, matched line that 


ncludes specially designed executive, conference, consultation and clerical desks. 


This made an ideal choice for the department responsible for company 


public relations when interviewing customers opening 





new accounts and arranging for the purchase of gas appliances. 
Everywhere in America there is 


The result was another multi-installation of wiltshire modern office @ big backlog of public good- 

will for wiltshire modern ns 

furniture* another demonstration of why it pays to put your sales efforts ad tn 
, , . zines like these. It mokes your 

behind this value-packed, fast moving, modern line. sales efforts pay off faster, easier. 


‘Installation made by Bene & Co., Providence 


Eon perial 


desk company 


SAN S$ VW 6 kk e6. UT, hee Aah 


MEMBER OF THE WOOD OFFICE 
FURNITURE INSTITUTE 
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Space economy, with 
TECHNIPLAN, is accompanied 
by significant increase ii 










worker comfort, in proportion 


of useful work surface, and 


in con 
venience of working facilities. These 
combine to effect an important step-up 
in efficiency and time-saving. 
Standard, interchangeable and inter- 
locking units provide complete flexibil 
ity and hundreds of arrangements to 
meet every requirement of space and 









Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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working conditions. Ar- 
rangements can be changed 

easily, quickly, as conditions 
require, without special tools or 
skill. TECHNIPLAN is the original 


fully developed modular office sys- 


tem—distinguished in appearance, rep- 
resenting the latest and best of 70 
years of quality office equipment ex- 
perience, 


Write today for detailed information 


about the TECHNIPLAN office. 


Cincinnati 12, Ohio 
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original 
ENGINEERED 


MODULAR 
OFFICE 


*SPACE SAVING with 
TECHNIPLAN is computed 
by comparing the familiar 
66 desk and table for one 
worker (6336 sq. in.) with 
TECHNIPLAN “L” unit 
{4804 sq. in.) 


COUNTLESS 
ARRANGEMENTS 
NS ‘| , 
| ttle | 
Le= 

ld 


Basic ““L" unit—desk with 
pedestal and center draw 
er, auxiliary top with end 
supports. 











Partitions (medium height 
48”; full height 66”) affom 
privacy, act as sound bar 
riers, in all-wood, or com 
bination wood and glast 











Two Techniplan bays g 
semi-private work stati¢ 
for two persons. Ideal 
executive offices. Full 
height, all-wood partitions 
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visIT OUR NSA EXHIBIT—ROOM 549 me Thomas Furnicure Company, Dept. T-11 






~~ High Point, North Carolina 
» 
*» 
7% Please send me FREE nail-file cese (sampl b 
- » * nail-hle) and other information 
» 
\ oS %e 
\ * 
bs ». * NAME 
\ ~\ a —_—_— 
~ . *. 
: = ADDRE cients 7 
» 
» 
WHY THOMAS FURNITURE ee 
: eee ae 
* 
*e 
* 
COVERED WITH “ee 
*. P 
SHOWS PROFITS BUT NEVER WEAR... Jor free 
Sond an teat 
«pail? ~~ 
*. 
» 
*. 
When your customers see magnificent Thomas Furniture design joined with rich, luxurious Kalistron* covering—with its 


“never show wear” story—sales and repeat sales are sure! Thanks to exclusive Blanchardizing process, Kalistron color is permanently 
fused to underside of clear, extra strength vinyl sheeting. That's why nothing can mar or damage the colorful beauty of 
Kalistron. It stays beautiful year after year . . . brings customers back again and again. 


Kalistron resists scratches, scrapes and scuffs; won't chip, peel or crack; waterproof, yet cleaned easily with a damp 
cloth. Learn more about “never shows wear” Kalistron, winner of Modern 
Plastics award for furniture and interior decorating materials . . . 
SEND COUPON NOW for free “Nail-file” test. See for yourself if 
scratching and scraping of file can injure ever-beautiful Kalistron. 








* Trade Mark 
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a profitable 


investment 
for the user 


= me 


Take Advantage of 
LEOPOLD'S 
Big 1951 


Promotion Program 


Designed to help you sell and proft. 


Includes: 


¢ Dominant advertising in 
American Business magazine 


¢ A detailed sales promotion 
plan for dealers 


¢ A complete line of effective 
dealer helps 
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(Alice Bank & Trust Co., Alice, Texas. Installed by Stafford-Lowdon. ) 


IB. <<0o00// Office Furniture 


Throughout the country, successful business men 
know that there are sound, dollar-and-cents 
reasons for investing in Leopold office furniture. 


Increased office productivity, improved morale, 

reduced employee turnover . . . are but some of the Leopold 
benefits which add up to more profit for your customers. 
More profit for your prospects means more sales 


more profit for you. Yes, for user and dealer 
alike, Leopold is truly a profitable investment. 


THE Kéeqp0/d COMPANY 


BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 





OFFICE APPLIANCES, September, 











OFF 






‘Please be sealed in the new... 
COMPORTAIRE * 600" 





see this 

and other new 
SHEPHERD MODELS 
room 352 


N.S. 0. E. A. CONVENTION 





Stevens Hotel 


Chicago 


Shepherd UMAIR COMPANY 


1912 MAIN STREET - MELROSE PARK - ILLINOIS 
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THE MARK OF EXCELLENCE ON FINE OFFICE FURNITUR} 





SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY é 


206 






























A CRESTLINE LABEI 


CRESTLINE equipment has been cart 
fully developed to meet the exacting 
demands of the modern office. To efficient 
planning and beautiful design, Security has added the 
vital ingredients of skillful workmanship and peak quality materials to provide y 

with finer office furniture for the office of today and many tomorrows. 
For an individual unit or a complete office installation . . . look first! 


the finest... to equipment bearing the CRESTLINE Label. 





— as 
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Opportunity by Panoramic Showrooms 


executive appeal in modern display 


by GRACE BEYERS 


special writer 


gracious of- 

mbined with 

tion, oriental 

tures and out- 

standing color blends keynote the 
panoramic oms of Desks, 
Inc., New Y ‘ity. Organized in 
July, 1936, tl firm celebrated its 
by opening 

culminating a 

Alterations 

ting, furniture 

out progressed 

of the manage- 

nder, president, 

vice-president, 

man, secretary, 

the office furni- 

and 26 years, 





Blending business 
artistry and 
full utilization 
h of the 24,000 
nhowroom space 
aining the spa- 
ainting follows 
burg colors. The 
lays wood furni- 
revealing tones 
to walnut. An 
right of en- 
mirror draped 
and reflecting a 
lesk and chair 
experimenta- 
niture field, are 
e at strategic 
ranging from 
ration of Inde- 
spotlight the 
‘e theme has 





AN INVITATION TO GRACIOUS OFFICE LIV- 
ING—Three views from the panoramic show- 
rooms of Desks, In New York City. TOP— 
Emphasis is on the spacious dignity of 
decorative thems tilizing eight-foot mirror, 
Crewel drapery and 72-inch desk; CENTER— 
Striped partition n the background are 
movable and can be set up into various 
size offices to provide the prospect with an 
actual view of requirements; steel equipment 
holds prominence in this display. Wall shad- 
ings depict varied color tones 
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personality tempered to varied in- 
dividual tastes. 

Pictures have a definite place in 
this up-to-the-minute layout 
only reason they have not been sold 
more extensively before for offices,” 
said R. G. Gibby, assistant secre- 
tary, “is because no one promoted 
the sale of them.” 

On the left of the entrance, 
fronting the sidestreet, huge win- 
dows from floor to ceiling give a 
full view of the interior. The loca- 
tion was the former home of the 
original motorboat shows and the 
giant windows which lend added 
sales appeal to the showrooms, 
were constructed to swing in and 
out. 


Partitions on wheels 

are impor- 
tant primary considerations of the 
decorative theme. They can be 
moved about and meshed together 
to form a room. Into this can be 
placed any furniture chosen by a 
prospect so he may actually see 
his selection instead of visualizing 
it, pointing up a “selling by seeing”’ 
technique. 

Two actual room-size office models 
and a conference room suggestion 
are set off from the main part of 
the showroom by archways. De- 
veloped for the use of the executive, 
all are darkwoods furnished with 
just a splash of color. For example 


“The 


against a yellow background are 
arranged walnut executive desks 
containing huge ashtrays, matching 
chairs, and _  tooled-leather 
chairs in dark beige and sandtone. 
Spaced on small tables are six 
lamps, four brass base with green 
shades, and two sandtone base with 
beige shades. An Oriental rug com- 
pletes the setting 


easy 


In the conference 

room model, 
walls are mauve gray, a special 
paint blend from an English deco- 
rator. Woodwork is light lavender 
On one side of the room, two win- 
dows draped in Crewel are separated 
by a fireplace. Over the fireplace, is 
a large picture of George Washing- 
ton and his generals. The mantel 
holds two brass candlesticks, a 
burgundy bow! of glass, and a small 
green leather cigarette box. Plants 
encased in brass pails on stands 
are placed at angles to the fireplace 
On the wall directly opposite, be- 
tween two prints of the Declaratiqn 
of Independence, is a portrait of 
Thomas Jefferson. In the room 
center, resting on a deep pile bur- 
gundy rug, is the large mahogony 
conference table around which are 
roomy matching chairs blending 
the wood with deep wine leather 
The other furniture consists of a 
large couch in cinnamon, dark green 
wing and deep wine easy chairs, 


all leather. A small table holds a 
phone. A hand-carved ironwood 
bust is atop a small cabinet. Brass 
base lamps carry burgundy shades 

Toward the back of the main floor 
is the entranceway to the lower 
level showroom. This is bracketed 
by garden boxes in which are 
planted twining greenery, lending 
quiet dignified serenity. At corners 
are placed bowls, in dark 
brown, light green, and topaz. The 
Stairway is wide 


glass 


In the lower showroom, 
which is 
also large, wall sections are painted 
different colors—persimmon, yellow, 
sand, light beige, deep green, and 
pastel blue—to show the prospect 


how different furniture appears 
against these backgrounds. Spot 
lights show off special features. 


Steel furniture is the concentrated 
effort here. Examples: 

YELLOW BACKGROUND—Cur- 
rier & Ives print of “Sleigh”, 
Gray steel executive desk and 
chair, green leather trim. Ex- 
ecutive secretary desk plus two- 
drawer file cabinet flush to 
desk, giving added desk top 
space. Matching chair. 

SAND—Large marine print, wal- 
nut steel desk, matching posture 
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chair, and filing cabinets to 

match 

BLUE—Ballet print, gray steel 
MODULAR 
FURNITURE 


A typical office layout for 
flexibility pius rich, warm 
beauty of wood offered in 
Rock-a-File Modular furni- 
ture recently introduced by 
Rockwell-Barnes Co. The 
fundamental layout consists 
of desk, corner cabinet and 
two basic units—desk base 
unit and alternate unit, the 
latter providing a choice of 
components including stor 
age cabinet, a wastebasket 
section, telephone section, 
file cabinet, drawer section, 
typewriter shelf and book 
case 
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matching chair in dark green 


trim 
PERSIMMON—Blond modern, 
chairs pastel green or deep 
wine 
Equal effort is concentrated on 
both steel and wood Selection, 
choice and analysis are the deter- 


mining factors guiding installation. 
Offices of the concern are located 


to the rear of the main showroom. 
Sixty-two people are employed, 20 
of whom are associated with the 
sales staff. Windows fronting Fifth 
Ave. are newly-arranged every two 
or three weeks, exacting attractive 
eye appeal to the passerby. 

For efficient follow-through, 
handling and delivery schedules, 
the firm occupies a six-story ware- 


house containing back-in driveways. 

The co-ordinated effort of these 
services blending into a whole is 
emphasized in the warm friendly 
technique covering executive sales 
approach—the inception of initial 
installation—that maintains Desks, 
Inc., reputation as one of the largest 
firms in the country handling office 
furniture exclusively. 





Successful Policy of Texas Firm 





em 


sell everything or Stay out of furniture 


by D. L. KEENEY, JR. 


Keeney Office Equipment Company, 


Dallas, Tex 


HY FIND a customer and then 
be able to sell him only a por- 
tion of what he wants? 

At Keeney Office Equipment Com- 
pany in Dallas (the site of the 1952 
NOMDA convention) we have every- 
thing for the office from a straight 
pin to a safe. We service everything 
we sell. We carry our own mort- 
gages. We make « own deliveries. 

I have always said that I would 
either get in the business entirely 
r stay out entirely 

Does this policy} 


remember 


pay? I like to 
deals which we have 
made like thes« 

A custome! ne in to buy two 
$05 pencils. He remarked as he 
went out that he had spent $98 for 
fice furniture 

Another brought in a typewriter 
for a $1.50 adjustment and before 
he left had purchased one secre- 
tarial desk and chai 

Coming in for a bank envelope, 
a customer wrote his home office 
about the quarters he had just 
rented. He ret later and pur- 
chased office equipment in an order 
above $1,000 


Last month we sold one ma- 
hine, received trade-ins on four 
machines Befors the sale was 
actually stopped ross profit was 


more than $250 


A customer went to a ware- 
warehouse 
He saw a refinished 
desk and late! refinished his 
entire office. Afterwards, he traded 
the equipment for new steel furni- 


house to buv a ink 
desk for $150 


ture 
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THIS KEENEY INSTALLATION FOR WATSON ELECTRIC 
USES DESKS BY INVINCIBLE METAL FURNITURE CO. 


The installation pictured of 
Invincible Metal Furniture Com- 
pany furniture was made at the 
Watson Electric Company, Dallas. 
This layout started from the sale 
of one wood used file, one used oak 
desk and one chair to two brothers 
opening an electric shop. Since 
this picture was taken, they have 
purchased five other pieces of steel 
furniture. Once again, customer 
has enjoyed finding a dependable 
firm that can handle all his needs 
and save him time and trouble. 

We rent new or used furniture 
and find that 75% of rental furni- 
ture transactions turn into sales. 
We take the attitude that if a cus- 
tomer has a dollar to spend we 
won't turn him down 

We also try to keep an adequate 


1951 


display of stock, all tagged with 
the stock number and sales price. 
Customers like to do their own 
shopping and they have opportunity 
to browse in our store which, like 
the state of Texas, has plenty of 
depth. Here, we maintain a nice 
suite of office furniture with the 
latest of accessories in our display 
window which goes to the floor 
level. 

Advertising pays and we keep an 
ad every day in the newspapers. 
In addition, we maintain a listing 
under every heading in the yellow 
pages of the phone directory and 
plug away in most sports programs. 

Membership in all trade associa- 
tions, likewise, is worthwhile. I try 
to attend most of the conventions 
in order to keep well posted. 
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Lure Your Customers 
With Helpful Service 





entering wedge in furni ture Sales 


by L. E. DUNKIN 


feature writer 


OU HAVE TO HELP them think 

of your store first, when they are 
or should be interested in you 
stock in trade, if you want 
a customer,” explained H. M. Bundy 
manager of Business Systems, Inc 
South Bend, Ind., as he discussed 


them 


the sale of office furniture You 
know a business firm can go into 
any office furniture store to buy 


its furniture.” 

This Hoosier firm is not 
to sit back and wait for people to 
come to them, especially for office 
furniture. They go out after this 
business. 

“You 


content 


van’t walk into an office to 
ask a prospect to buy some of your 
furniture, and expect to get any 
Place,” he warned. “You have to 
go in with something the firm’s of- 
ficials know they need and wan 

So, we choose to enter with helpful 
service.” 

Business Systems, Inc., has two 
types of service which serve as an 
entering wedge for many sales of 
office furniture. One is a system of 
visual records and indexing to- 
gether with a complete payroll sys- 
tem. The other is bookkeeping and 
accounting systems. 


Salesmen specialize 
in one of the 

two. The floor salesmen do not at- 
tempt to take care of a ci 
who inquires about either system 
They take this person at once to 
their specialist in that field. The 
public is quick to recognize and ap- 
preciate that this man 
knows whereof he is talking 

The special salesman approaches 
the prospect from the angle of hav- 
ing a system that will save him 
money by doing a job efficiently 
Every alert businessman is open for 
anything along this line. At once 
friendly relations are established 

While setting up the system in an 
office, the salesman will often b 
able to suggest furniture 
needed for more efficient 


istomer 


con.ac 


that is 


work. In 
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SALES TALK—Raymond Tobin, salesman of Business Systems, Inc., South Bend, Ind., discusses 


office furniture with an 


this man 
customer 


most instances, immedi- 
ately becomes a for the 
office furniture department. He may 
ready to buy this at 
However, valuable friendly relations 
have been established Business 
Systems, Inc., holds first place in 
his thoughts when he is ready to 
buy that furniture 
High pressure is never used. The 
salesman merely talks furniture and 
the particular needs of 
this office. A friendly “we would 
like to figure with you when it 
comes time to buy!” will stay in the 


not be once 


1; 
Uilot 


uSSses 


mind of the interested man. The 
> is made eventually. 
A large display of desks, chairs 


and other office equipment is pre- 
sented on the sales floor for the 
benefit of people coming to the 


However, 70% of office furni- 
ture business is done by Business 
Systems, Inc., through outside sell- 
Most of this is done with the 
wedge of the service 


store 


ing 
opening 
ten 

Cut prices might be an entering 
Mr. Bundy suggested, “but 
a practical as well as an eth- 


Sys- 


Ve ive 9 


Irom 
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interested businessman. 
business through outside selling and finds the service systems an opening wedge. 


| ®& 
\ 
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ip 


This firm does 70% of its office furniture 


ical point of view it should not b 
considered along with anything 
which gives service.” 

When furniture gives valuable 
service, the price value does not 


have to fluctuate to attract sales 


according to the firm’s operating 
policy. 

“If you can go in and lay out an 
efficient office, you are still selling 
service,” Mr. Bundy said. “Service 
can be not only an opening wedge 


but also a selling point.’ 


Some offices 
like Topsy, just grow 
up with a desk placed here @ 
there, where a space can be made 
for it. This, in turn, is shoved 
around to make room for another 
The eye of the _ specially-trained 
salesman can _ spot poorly- 
arranged offices and make sugge* 
tions which will make them mor 
efficient. The business man appre 
ciates the help and when this sug 
eestion includes new furniture he& 
more in the mood to buy imme 
diately—and from that firm 
The payroll systems of the Sha 


these 
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walker firm, which cut the time 
ged in half, have appealed to 
maller and medium-sized firms. 
these systems have brought many 
ew nts office furniture 
sas needed, they developed into 

. ( oul Often it is 
h maller businessman who is 
most interested in what new and 
more efficient furniture can do to 
elp him, Mr. Bundy said 

He cited one instance to illustrate 
ghat office supp! lers could lead 
9 «€if.§6}§6followed igh closely. 
Among others, Business Systems, 


Inc., had the opportunity to bid on 


fice supplies fo! large defense 
indus The salesman got ac- 
qainted with the men in charge 
and built up a fri hip with them 
They part of the 


supplies, but the contacts were so 
well established that the transac- 
tions did not end there. They were 
notified of other bids later and 
again the salesman went to the 
plant and figured the bid. 


This was repeated 
several times 
with the orders amounting to com- 
paratively small amounts. Finally, 
the industry gave notice of the ac- 
ceptance of bids for office furniture. 
Naturally, Business Systems got this 
notification, since pleasant relations 
had been established and main- 
tained before through the many 
smaller orders. 
This bidding resulted in an order 
for office furniture which ran into 
thousands of dollars. This proved 


another point which Mr. Bundy 
made: “Know your customer and 
build up friendships so you are the 
one he thinks of when he wants 
something big.” 

The importance of friendly con- 
tacts is stressed in all selling con- 
nected with the store. Even if an 
anticipated deal is not closed, if the 
impression made has been one of 
friendliness, it may result in a later 
sale. ‘The salesmen are encouraged 
to develop as many of these contacts 
as possible. 

In line with service and public 
relations policies, Mr. Bundy also 
said his firm will deliver anything, 
even if it is so small that money is 
lost on it, because that act will build 
up good will and establish the serv- 
ice idea. 





There’s Plenty of Competition 
But Many Good Reasons Why— 





- WHAT EXTENT can the pack- 


aged air conditioner be made a 


profitable item for the office furn- 
iture dealer 

That depend says Parker 
Southern, merchan manager for 
Maverick-Clarke, San Antonio of- 
fice furniture tationery firm, 
on how alert y alesmen are to 


recognize an pening’ for an air 


onditioner an energetic they 
are in pushin litioner sales 

Sellin pack: 1ir conditioners 
is none too easy. For one thing, 
the office furniture dealer who en- 
ters this parti field is going to 
find plenty of mpetition—from 


ntractors, elec- 
department 


heating 
appliance 


other 


plumbers, 
ical 
stores and 
Again, people 

to thinking about air 


become used 
conditioners 





in connection with appliance stores 

ust as they about a new 
desk or chair in terms of the office 
furniture and nery firm. It 
is hard to break this “thought 
habit except ynsistant ad- 
vertising and ffort 

Finally, the average person who 
i thinking abi buying an air 
conditioner wants to be sure that 
he can get it serviced if it should 
get out of orde1 he is not sure 
that the office furniture company 
» equ ppea ( li 

I mention tl bstacles, not to 
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discourage the office furniture and 
stationery firm from putting in air 
conditioners, but to help it get off 
on the right foot. 

“The packaged air conditioner 
does have a place in the office furn- 
iture department 

“How much of a place will depend 
upon (a) what sort of an air con- 
ditioner it carries, (b) how well it 
is advertised and displayed, (c) if 
the salesmen are taught to recog- 
nize an air conditioner sale when 
they see one, and (d) if it can 
demonstrate the effectiveness of the 
air conditioner and thus close the 
sale.” 


Maverick-Clarke 
is agent in San 
Antonio and its surrounding terri- 
tory for the Mitchell air conditioner. 

It selected a refrigerated type 
air conditioner rather than the 
evaporative type because, in many 
instances, a water-cooled air con- 
ditioner might be difficult or im- 
possible to install—and of course 
could not control the humidity of 
the air. 

And it chose a packaged room 
unit because it felt that, with large 
office building being completely air 
conditioned in increasing numbers, 
and with air conditioning specified 
in many of the smaller buildings 
under construction, the “neglected” 
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gir conditioners can qualify ads furniture 


by J. H. REED 


special writer 


area would consist of small pro- 
fessional offices and business units 
which could use this type to best 
advantage. 

Who is the best prospect for the 
office furniture firm’s air condi- 
tioner? 

“The professional man,” says Mr. 
Southern, “such as the doctor, the 
dentist and the lawyer, and those 
who occupy Offices and small shops 
in outlying community centers. 

“These are the men who can 
afford to buy an air conditioner 
for their office, waiting room or 
shop. Whenever an office furniture 
salesman has a man of this type 
as a prospective customer, he 
should, if he is ‘on his toes,’ realize 
that he also has a good prospect 
for an air conditioner 

“That is what I mean when I 
say a salesman must be able to 
recognize an air conditioner sale 
when he sees one—and not be con- 
tented just to sell a fan.” 

Can fan sales be “promoted” into 
air conditioner sales? 

Sometimes. 

“Occasionally,” says Mr. Southern, 
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“a customer purchases a fan, finds 
that it doesn’t meet his require- 
ments, and goes on from there to 
buy an air conditioner. 

“But, for the most part, fan pros- 
pects and air conditioner prospects 
fall into two separate classes. The 
man who buys a $50 fan for his 
office is not likely to be one who 
can be persuaded to purchase a 
$200 air conditioner. But a shrewd 
salesman can come pretty close to 
telling, from a man’s profession or 
position and the type of furniture 
he is interested in, if he will be in 
the market for an air conditioner 

“The salesman can then govern 
himself accordingly—and often sell 
an air conditioner as easily as he 
could have sold a fan. 

“It is a matter of setting one’s 
sights.” 

What of salesmen’s aids? 

Obviously, a packaged air con- 
ditioner, like an office desk, cannot 
be carried around by the salesman 

“The next best thing,” says Mr 
Southern, “is to provide the sales- 
man with plenty of literature about 
the air conditioner carried 

“This, in turn, should be followed 


up by having an air conditioner 
included in the office furniture dis- 
plays and on the floor within easy 
reach of the prospective customer 
when he comes in 

“But let,fme add a word of warn- 
ing. The effect of all this ‘build-up’ 
will be completely lost if, when the 
prospect arrives at the store, the 
salesman on the floor doesn’t know 
anything about air conditioners 
and appears to care less. 


stated 
before, air 

conditioners are in a highly-com- 
petative field. They are not easy 
to sell. Not every man who buys a 
desk or a chair is a potential cus- 
tomer for one. So when, as and if 
a prospective air conditioner cus- 
tomer shows up, be prepared for 
him. See that all your salesmen 
know all about your air conditioner. 

“Finally, if it-is at all possible, 
have at least one room in the store 
actually cooled by the air condi- 
tioner carried 

“Demonstrate it 

‘No appliance salesman expects 
to sell a washing machine without 


“As I have 





giving a demonstration. Why she 
the air conditioner salesman exp 
to close a sale without one?” 
As for the servicing question 
which is almost sure to come up 
Mr. Southern believes that the b 
answer for the office furniture fi 
if it does not have the facilities an 
the knowledge itself to service 
air conditioners, is to make arrang 
ments with some responsible 
pliance or service firm to do 
work for it 
In any event, the office furnity 
firm will be held responsible f 
the air conditioners it sells, an 
must make arrangements to prom 
vide service. 
Will “big building” air conditiog 
ing gradually “kill off” package 
air conditioner sales? 
“No,” says Mr. Southern. 
“The more buildings, large ag 
small, that are air conditioned, tf 
greater will be the demand 
packaged air conditioner for p 
vate offices and small shops 
buildings not so equipped. 
Packaged air conditioners can } 
sold by the office furniture dealer 
if he knows what he has to sell. 






















NATIONAL OFFICE FURNITURE WEEK PROCLAIMED FOR SEPTEMBER 16-22 

The National Office Furniture Association has just to enable every dealer who can profit- 
announced early plans for the celebration of National 
16-22 

The week was designated by NOFA National Presi- 
dent Harry Hofherr, when it was clear to ‘him that an 
annual event to bring the public’s attention to the 
products and services of the nation’s $50,000,000 office 


Office Furniture Week, September 


furniture industry was called for 


The week-long event will be marked by special mer- 
chandising and public events sparked by NOFA mem- 
bers from coast-to-coast. NOFA’s membership includes 
both office furniture retail dealers and manufacturers 

At a meeting of the NOFA national advertising com- 
mittee in New York, the committee members voted to 
make Office Furniture Week the first 
NOFA’s 1951-52 advertising-promotion program 
Nemlich, and his 
fellow committee members, set the wheels in motion for 


Committee Chairman Bernard H 


ready for sale 


iest time of the 
NOFA dealers’ 


ucts up.” 
assignment of 


ably use one in his business to get one,” 
Nemlich promised. 

The NOFA seal will be the theme-symbol of Office 
Furniture Week and many millions of people from 
coast to coast will be seeing it during the week-long 
event that will signalize Office Furniture Week ... in 
ads, in showrooms, in window displays and in promo- 
tion pieces. And all the promotion will advise the pub- 
lic that “National Office Furniture Week is the thrift- 
year to modernize offices, to come in to 
showrooms and get acquainted with 


NOFA products, and the services that back those prod- 


Serving as a backdrop 


public on Office Furniture Week, a hard-hitting pro- 





Chairman 


to pre-sell the trade and the 


an ambitious and aggressive program which will get gram of publicity including newspaper releases, maga- 
going at once on the job of acquainting trade and busi- zine stories, special articles and photos will begin going 
ness circles and the public with the facts about the out to editors soon, it was said 

office furniture business, its people, products, and its ‘We have many things planned to go out from New 
services. By means of advertising, window streamers, York headquarters and the materials have been 
publicity, direct mail, special display pieces, the indus- planned not for use in any one special market. Instead, 
try will beam its message to the trade and business the material that gives the program the power it has 
gets its principal strength from the fact that the peo- 
ple who worked on it with us know the basic facts 
about the products and the jobs that they are built to 
do, plus the services that must come from dealers to 
make the products perform their promise. We in NOFA 
know that if those three factors are brought together, 
nothing but good for our businesses and our industry 
can come of it. The program will be the first step ina 
continuous program of business-building by keeping 
NOFA in step with the public and keeping the public 
informed about NOFA and what our products and 


A kit is now being prepared 

by MacLean Advertising 
Agency, Inc., which will serve as an umbrella for the 
entire National Office Furniture Week promotion 
Chairman Nemlich said. The kit will include adver- 
tising mats designed for local use by dealer-members 
and suggestions how best to use them, window display 
streamers and display material, direct mail and other 
promotion ideas and suggestions including radio and 
TV spot advertising messages. The NOFA Week Pro- 
motion Kit will be sold to dealers at cost—with a price services can do to help American business in time of 
tag under $10—on a _first-come-first-served basis peace or in time of defense emergency,” Mr. Nemlich 
“There will be an announcement when the kits will be said 
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Model 622R. Executive Adjustable Chair 
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It is true; you can fit 


this fine Gunlocke chair 





to your most exacting 
customers. Here is 
personalized working comfort, in a chair 
perfectly suited to each individual’s needs. It meets every 
requirement for comfortable, natural support, and provides 
pressure-free relaxation. Drop us a line and we will 


be glad to tell you more about it. 





ers 
Visit our exhibit at the NSOEA Quality for Custom 


Convention, Room 537 








-H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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GO WITH VALCO! GROW WITH VALCO! 


We feel that the announcement of a larger—more efficient 











No. 17-C 
VALCO factory is good news to our trade . . . but that’s not Po 
all. Even bigger news comes in our ability to supply ALL- — 
. , , AVAILABLE 
ALUMINUM COSTUMERS .. . delivery in approximately ta de 


Day Delivery 
Durable 14” diam- 


10 days. Now—you can step out again with the VALCO ay Agnes 
weighted. 1/2" di- 
ameter upright. 4 


Aluminum “Know How” built into the No. 17-C Costumer double hangers 


with finished pro- 
tective knobs 


and give your customers that Valco full measure of value. 
WRITE OR WIRE FOR FULL DETAILS 


VALco COMPANY 


1311-15 Ann Ave. ° St. Louis 4, Mo. 
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LONG-TERM INVESTMENT 
IN BETTER OFFICE TOOLS 














Super-Filer 


Has the efficiency of your 
customers offices increased 70%? . Sa 








LEADING insurance company recently released some 

\ rather startling figures ina report to stockholders. 
In 1940, it needed 52 employees for each $ 100,000,000 of 
life insurance in force. In 1950, only 30 employees were 


required to handle the same amount. The president of 







this company stated: “The increased efliciency has 
come largely as a result of greater mechanization of our Goodform 
oe , 29 Comfort Master 
many clerical operations. 
Chair 


Here is tangible evidence of the benefits of better 
office tools. ‘To an insurance company, the office is its 
factory. But the offices of many business firms have not 
kept pace with their factories. They are still trying to 


operate with obsolete, ineflicient office tools. 


It costs any company at least $2,500 a year in salary, 


space and overhead for ev ery office worker it employ s. 


Yet for 5% or less of this amount, it can outfit its | 
offices with the best in office equipment. @cedien 
. . tarial 
GF distributors must undertake the job of presenting nar ony 


these facts to management. Many of our largest indus- No. 2123 ge 
trial and commercial companies provide excellent ex- * CO 
amples of the benefits of using good office tools. Such tools 

quickly pay for themselves in increased productivity. 

When management once accepts the principle of Mode Maker 
buying office equipment on the basis of what it will Desk No. 1760F 
produce rather than on its first cost alone, they will buy 
(,F —the finest in metal business furniture. The General 


Fireproofing Company, Youngstown, Ohio. 


GENERAL 
FIREPROOFING 





Foremost in Metal Business Furniture 
DEA °S THROUGHOUT THE WORLD 


There is a complete line of GF metal furniture— 
desks, tables, chairs, files and shelving. 


OFFICE APPLIANCES, September, 1951 215 





en iene 
Fa 


a 
Se aie 


ime ane 


a me A 








FROM THE WOOD OFFICE FURNITURE INSTITUTE, THIS MESSAGE IS A SALUTE TO THE OFFICE FURNITURE DEALERS OF AMERICA. 
YOUR UNTIRING SERVICE TO AMERICAN BUSINESS IS A MAJOR CONTRIBUTION TO THE NATION’S ECONOMIC WELFARE! 


NINE YEARS AGO three leaders in the wood desk 
industry met to talk about the possibilities of forming 
a trade association. They were interested in establish- 
ing a common ground on which all wood manufac. 
turers could meet and exchange their individual ideas 
for the betterment of the entire industry. They real- 
ized that for the industry to progress and grow certain 
things should be done—things such as laboratory 
research for better products, consumer advertising and 


promotion, dealer assistance and sales promotion 


ae 
Fg things which could only be done effectively through 
P cooperative effort. 


Perhaps on that day, nine years ago, they were con- 





scious Of the words of Theodore Roosevelt: “Every 
man owes some part of his time to the building up of 


the industry or profession of which he is a part.” 


Those three forward thinking men started with a 


dream. Out of that dream has grown the Wood Office 
Furniture Institute, with its present twenty-two pro- 
gressive member manufacturers of both Wood Desks 
and Wood Chairs. The chair members, realizing that 
they too have an equally large stake in the future of 
the wood oflice furniture industry. and that their inter- 
ests are as one with the desk manufacturers’, joined the 


Institute shortly after its formation. 


The Institute is particularly proud of its record of 
service to the dealer. Dealers on their part have come 
to applaud the work of the Institute, because of such 
projects as national consumer magazine advertising; 
sales training clinics in major cities for dealer's sales- 
men; a complete dealer’s sales manual; a monthly 
magazine full of money-making ideas for the office 
furniture retailer; a fine motion picture in sound and 
color: product improvements such as Softone, hard- 
ened desk legs, stickproof drawers, burn-proof desk 


tops: and many other projects to help the dealer sell. 


These are the Wood Office Furniture manufacturers 
whose vision, unselfish effort, and financial support 


nake possible the work of 


THE WOOD OFFICE FURNITURE INSTITUTE 


Alma Desk Co. Indiana Desk Co. IN CANADA— 
Clemco Desk Mfg. Co Jasper Chair Co. Art Woodwork, Ltd. 
Commercial Furniture Co. Jasper Desk Co Office Specialty Mfg. Co., Ltd. 


Jasper Office Furniture Co. 


Gunn Furniture Co Jasper Seating Co. 
The Leopold Co. 


ena anne Sending & Chair Co. Myrtle Desk Co. 
Huntington Chair Corp New Indiana Chair Co. Preston-Noelting Co., Ltd. 
Imperial Desk Co. Wells Furniture Mfg. Co. Standard Desk Mfrs., Ltd. 


Doten-Dunton Desk Co The Preston Furniture Co., Ltd. 
(associated with 


Canadian Office & School Furniture, Ltd.) 





THE WOOD OFFICE FURNITURE INSTITUTE @ 730 11th Street, N.W., Washington 1, D. C. 
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If You Are Looking for... 





GENUINE CRAFTSMANSHIP 
HARMONIOUS FINISHES 
FUNCTIONAL DESIGN 
AUTHENTIC STYLE 
INDIVIDUALITY 
COST-ECONOMY 
DURABILITY 
IN OFFICE 
DESKS & 

FURNI- 


It's not standard untess ct’s Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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No. 1600 





No. 1601 






Nothing succeeds 
... like SUCCESS! 


a JASPER SEATING Connection 


assures you Chair Profits 


The SIXTEEN HUNDRED LINE illustrated on this page is an excellent example 
of what we mean. Fair Price—Unequalled Comfort—Quality Construction and 
Finish—and above all the kind of Eye Appeal that sells on sight. Available in 
Deep Buff or Top Grain leather . . . also Du Pont simulated leather. Offered 

in genuine American black walnut, northern birch and Indiana white quar- 
tered oak. Dealer inquiries invited. 


SEND for CATALOG and COMPLETE DETAILS 


JASPER SEATING COMPANY 


JASPER, INDIANA 





No. 1602 








Visit usa ai the... 
N.S.0.E.A. Convention 


Stevens Hotel, Chicago 
Room 539 


No. 1603 Ww 
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Another Distinguished Model in the All-New BERGER 5000 Series... 


rr 
Going Places 
Te its 


Business 
a 










STEEL OFFICE 


4 EQUIPMENT 





NATIONAL STATIONERS CONVENTION 
Stevens Hotel « Chicago, Ill. 


SEPT. 2226 
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ATEST FASHION in office furniture — 
L that’s the all-new Berger 5000 Series 
Steel Desk and Table Line. It’s really 
going places in the business world. 


Note those trim, tapering lines . . . new 
lower 29-inch height (adjustable to 
301-inches) . . . attractive modern “eye- 
comfort” top that reduces contrast, 
eases paper work . . . concealed center 
drawer . . . more-than-ample knee and 
leg room. Here’s smart office furniture 
that spells success! 


While dealer demand for 5000 Series 
Desks and Companion Tables is high, 
Berger is doing everything possible to 
maintain production schedules and to 
distribute all available products fairly. 


BERGER MANUFACTURING DIVISION 
Republic Steel Corporation 
1038 Belden Avenue, Canton 5, Ohio 


® STEEL DESKS and TABLES © FILE CABINETS 
© STORAGE CABINETS © BOOK SHELF UNITS 
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EXECUTIVE CHAIRS 

Riteform Chair Co., Inc., 

43 S. Oxford St., St. Paul 5, Minn. 
Executive posture chair No. 1345, top, is 
convertible by instantaneous hand shift 
from the conventional swivel tilt seat with 
rigid back to a spring back chair which is 
fully adjustable as to tension, and also 
has a 15-degree tilt seat feature. Cush 
ioning is of molded foam rubber. The 
back is posture curved in an aluminum 
tubular frame. Upholstery is available in 
gros point, Kalistron or Naughahyde. The 
No. 1645 executive swivel arm chair, 
below, is finished in silvery aluminum and 
is equipped with a Flo-tilt rubber cushion 
iron. The form fit back frame is welded 
so that bolt construction has been elimi 
nated. A companion side arm chair No 
1615 and a matching side, no-arm chair 
No. 1620 are also available in a leather 
grain texture, gros point and Naughahyde 











EXECUTIVE DESK 

Knoll Assoc., Inc 

575 Madison Ave., New York, N. Y. 

Below the expansive working surface of teakwood, and at one side, is a commodi- 
ous notural birch pedestal with two drawers. The top drawer has a container for 
desk equipment that slides back when not in use. Both drawers may be locked in 
one operation. The custom built wall-to-wall sliding cabinet set behind and at 
the level of the desk provides extensive storage space, housing equipment that 
slides out with ease on its own platform 


DAN-DEE No. 50 TABLE 

Vanpe, Inc., 

4615 S. State St., Chicago, Ill. 

This general utility and telephone table has a 
top of genuine solid walnut or genuine solid 
birch with an _ all-welded underconstruction 
of heavy gauge metal. Legs are edge rolled 
The shelf and rails are tube rolled, equipped 
with casters. Shipped one to a carton, Dan 
Dee tables are delivered set up ready for use 
The top measurement is 16'4 x 12 inches. The 
table weighs 16 pounds and is 28 inches high 
Underconstruction is gray-green or walnut 





CONFERENCE TABLE 

Herman Miller Furniture Co., 

Zeeland, Mich 

Made by Hansen of Copenhagen from designs by Peter Hvidt 
and O. M. Nielsen, this conference table is just 24 inches high 
The manufacturer feels that this is an ideal height because it 
doesn’t create a psychological barrier and is still convenient for 
making notes. Of beech with teak top and insets, the table is 
94'2 inches long and 31'% inches wide 
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SMALL DEPOSITORY 
Herring-Hall-Marv 
Hamilton, Ohio 

The H-H-M der 
providing limited 


rotection. Because 


nstalled in out-of-the 
has two compartment 
being used to prote 
bank deposit Money 


nner compartment throu 


on the inner coor req 


a different key in se 


door, is used to pr 
Both doors are ey 
that deadlock them 


displace the locks 
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Safe Co., 


sets new standards for 
with holdup and burglary 
ts compactness it can be 
way places. The depository 
the inner compartment 

t money accumulating for 
placed in the locked 
jh a slot. A two-key lock 
res two people, each using 


yuence, to open it. The outer 


compartment, within the 


key-locked, lug-type outer 


ect the change-fund at night 
pped with relocking devices 
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MOULDED PLASTIC CHAIRS 
Knoll Assoc., Inc., 
575 Madison Ave., New York, N. Y. 


Designed by Eero Saarinen this exec- 
utive swivel chair is made of a single 
sheet of plastic which forms the arms 
and back. Cushioned with foam rub- 
ber, the chair comes with either alumi- 
num legs or a cast aluminum swivel 
type base. 








ELECTRIC COUNTER DISPLAY 
Imperial Desk Co., 
1312 W. Florida St., Evansville, ind. 


This three-dimensional electric win- 
dow-counter display is in full-color. 
Two views of the same sign are shown 
since these two-in-one views are what 
you see. Top: model is shown pre- 
senting the Wiltshire Modern confer- 
ence desk. Below: The view obtained 
by the posser-by when he moves his 
position. The unit measures 9 x 11 
inches. The sturdy plastic frame is 
finished in metallic gold. The dis- 
play comes complete with extension 
cord ready to plug in and use. 


SECTIONALS 
Monarch Furniture Co., 
311 E. Green St., High Point, N. C. 


A popular grouping of sectionals is illustrated at left 
showing the No. 511 left section, the No. 51 center 
section and the No. 2512 right love seat section. 
These pieces are upholstered in unsupported plastic 
film such as Boltaflex and Duran, or in fabric-sup- 
ported plastic such as DuPont Fabralite and Federal 
Leather Co. Federan, as well as top grain leather. 
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No. 155 COSTUMER 
LaSalle Products Co 
2216 Clybourn Ave 
Chicago 14, Ill 

Known as the No. 155 cos 
tumer, this model features 
heavy gauge steel through 
out with unbreakable steel 
hooks of solid rod with 
rounded knobs. Hooks have 
a satin chrome finish These 
costumers are specially de 
signed to maintain their bal 
once under heavy loads 
The 16-gauge all-steel base 
has a 21-inch spread and 
the post is 142 inch in diam 
eter. A choice is offered of 
gray or olive green baked 
enamel finish and delivery is 
promised in from two to four 
weeks. Costumers are packed 
in units of six shipping 


weight 60 pounds 315 Fourth Ave., New York, N. Y. 
Just released by Remington Rand Inc., 


BURLINGTON GRAY-RITE DESK 


Remington Rand Inc., 































the new wooden desk, the Burlington Gray-Rite, 


is designed to supplement present steel models as well as to by-pass potential material 
shortages caused by emergency conditions. The desk is equipped with adjustable glides 
and a gray linoleum top. Available in the practical 60 x 30-inch clerical size only, the 


desk’s construction plus availability can solve steel desk headaches 


FILING SAFE 
Schwab Safe Co 
Lafayette, Ind. 
| The Pyro-Cell-Lith insulation used in 
| the new C-label one-hour Schwab filing 
safe is guaranteed by the manufacturer 





to retain its fire-resisting qualities in 
definitely The repeated laboratory 
tests and the carefully checked results 
of Schwab safes in actual fires are 
| claimed to prove that contents will be 





protected when subjected to fire tem 
perature reaching 1700 degrees F. dur 





ing a period of one hour. All safes 
are warranted against defects of ma 
terial or workmanship 
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SAFEGUARD CABINET 

Cole Steel Equipment Co., 
258 Madison Ave., 

New York 17, N. Y 

The heavy combination dial lock 
on the Cole double safeguard 
cabinet automatically locks all 





four drawers simultaneously. No 
keys are needed for this dial 
combination style cabinet. One 
of the construction features is 
the ball-bearing suspension cra- 
dle within a suspension cradle. 
It is equipped with safety 
latches and positive side lock 





compressors Both letter and 





legal size cabinets are con- 
structed in four and two-drawer 
styles. Depth of each is 28% 
inches. Height is 517% inches in 
the four-drawer model and 30% 
inches for two drawers, with 
corresponding widths of 14% 
and 17%4 inches. 


SECTIONAL METAL FURNITURE 

Royal Metal Mfg. Co 

175 N. Michigan Ave., Chicago 1, Ill 

This sectional metal furniture is designed for the 
reception room, lounge or conference room. The 
distinctive square steel tubing is finished in luxuri- 
ous satin chrome plating to provide a_ softer, 
warmer appearance than conventional chrome. 
The ensemble can be mixed and matched at will. 
Upholstery is Super-Tuftex leatherette or Royal 
Point, a recently-developed boucle frieze fabric 
claimed to resist soiling. Spécial casters prevent 
marring rug or floor 
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No. 740-T TABLE 
1 Nucraft Furniture Cz. 
1615 Eastern Ave., S.E., Grand Rapids 7, Mich. 














e 

This office table, No. 740-T, is made in genuine walnut and rift oak and 

has one shelf approximately eight inches below the apron. Legs and rim 

are of flush construction. The table is 40 inches long, 19 inches wide and 

29 inches high. Nucraft offers a comprehensive line of cabinets, book 

cases and tables in period styles suitable for fine offices and the accessories 

are designed to harmonize with other furniture. 
>ck 
ird 
all 
No 
ial No. 1000 STAND 
ae —- = Kol. Inc. 
s 410 N. Syndicate St., St. Paul 4, Minn. 
“3 Stands in the Kol 1000 series may be ordered 
sty with one or two wings, no wings, shelf or tray. 
ck Heavy gauge sheet metal is used for top and 
ail wings. Made in green, brown or gray baked 
al enamel finish, these stands have rust resistant 
val vinyl resin undercoating. Brazing of all joints, 
5% made without bolts or rivets, is claimed to elim- 
~ inate rattling. “Noise stopper” rubber-mounted 
M4 caster sockets house two-inch soft rubber casters. 
th With 16 gauge furniture grade tube for support, 
4 it is claimed that the stands have been loaded 

up to half a ton under factory tests. 
OFFICE CHAIRS 
Wells Chair Corp., 
SENTRY SAFE 725 S. LaSalle St., Chicago 5, Ill. 
Brush-Punnett ¢ The No. 821 chair, the Visitor, is especially 

the 545 West Ave., Rochester 11, N. Y designed and upholstered in Duran for the 
The Designed to fit well in any setting, the Sentry safe waiting room. No. 1271 chair (bottom) offers 
uel has modern design characterized by flowing curves the rigid back sometimes preferred to the 
ber and artistic color. Construction is such that the safes tilting style. Back rest has three-point 2'2-inch 
- have been tested to protect their contents for a period height adjustment and is self balancing. Height 
vill of one hour at 1700 degrees F. The interior of 15 x of seat may also be adjusted. This latter model 
yal 12 x 12%%-inch dimensions is designed with one free is also covered in Duran. 
pric and one lock drawer. The manufacturers of Sentry 
oa safes have been in the business for more than 20 





years and invite dealers’ inquiries. 
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POSTURE CHAIRS 

N. T. Shepherd Chair Company, 

1912 Main St., Melrose Park, III. 

Newest models of Shepherd posture chairs include the No. 600 
(left) and the Junior Executor (right). The former is particularly 
adapted for use by bookkeeping machine operators and has a 
shaped metal “saddle seat’ with two-inch seat cushion and one 
inch back cushion. The seat of the Junior Executor model is 
15% inches deep and 20 inches wide, covered with foam rubber 
cushion two inches thick. The chair is equipped with spring 
tilt back. 





RIGHT-O-LEFT TYPEWRITER PLATFORM 

Hoosier Desk Co., 

Jasper, Ind. 

By using the Right-O-Lleft typewriter platform any flat-top desk 
with an 11% to 14 inch opening can be converted into a 
typewriter desk, right or left. The unit clamps on quickly with 
no damage to the desk. The typewiter is said to operate more 
smoothly due to the rigidity of the platform. The unit provides 
50% more drawer space than a pedestal typewiter desk 
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COMPRESSOR FOR STORAGE FILES 
Diebold, Inc., 
Canton 2, Ohio 


The new compressor installed in tabulating card storage files locks 
cards in the file and keeps them free from wrinkling and warping. Under 
exhaustive laboratory tests, this compressor actually tightens and exerts 
greater pressure on the cards when the drawer is slammed shut. Nor 
does it loosen when the file drawer is opened, closed or carried ver. 
tically. The Safe T Stak compressor occupies very little space and is 
easily inserted or removed from the Safe T Stak drawer 


JET “’50-15’ LAMP 


The Mayfair Co 

315 N. Desplaines St., 
Chicago 6, Ill 

Now being made for the 
first time is this Jet “50 


fluorescent lamp in the popu- 
lor 15-watt size. The stand- 


ard 14-watt fluorescent is 
now being designated as 
the Jet ‘50-14 

COSCO OFFICE CHAIRS 

Hamilton Mfg. Ce., 

Columbus, Ind. 

Plans have been announced for immediate fullscale pro 


duction of a complete line of Cosco office chairs, including 
six models of three basic units. The company a year age 
entered the field of all-metal office seating with a secre 
tarial-type chair with a fixed back and featuring the Coseoy 
Finger-lift height-adjusting mechanism Now, a second 
secretarial chair is to be produced, similar to the originale 
but featuring a flexible, spring-tension back. Both of these 
models are adjustable in height between 16 and 20 inches 
and have a curved, upholstered backrest Frame and bast 
construction is of tubular steel with baked-on enamel finisi 
in gray, brown, or green. The saddle-shaped seat revolves 
on a lifetime-lubricated Oilite bushing. Designed primarily for 
men are the new Series 17 Cosco office chairs. There are 
two models in this group, one a junior executive chair with 
plastic armrests; and the other an armless general office 
chair. Pictured are Model 17-A (left) and Model 20-1 (right) 
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POSTURE CHAIRS 
Taylor Chair Co., 
Bedford, Ohio 


A new luxury chair for the Cadillac trade is this No. 
4900 deluxe high back Taylor chair. It has an ultra 
soft cushion head rest. The seat is pillow spring cush- 
ioned with resilient spring edge over an extra deep 
spring-filled platform. The new chair comes in genuine 
walnut, with the back measuring 29 inches from the seat. 
The sitting depth is 20 inches, width between arms is 
22 inches and the width of the seat at the front is 25 
inches. The No. 4825 Posture Leader chair for the 
general office features short arms and exclusive Taylor 
pivotal follow-through back. It is available in a walnut 
finish, a mahogany finish or a green or gray finish. 
Height of the back from the seat is 15% to 18 inches. 
Sitting depth is 19 inches. 











locks 
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Nor ¢ 
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No. 439 CASTER 
Faultless Caster Corp., 
Evansville 7, Ind. 
The new Faultless double ball bear- 
ing office caster contains two full 
rows of ball bearings in the swivel. ‘ 
This construction distributes the load 
evenly, holds the stem in a firm 
the upright position for swiveling and 
50 prevents undue wear of the hole WOODEN COSTUMERS 
opu- in the chair leg. Hardened race- Stempel Mfg. Co., 
and- ways are continuous, thus eliminat- 2830 Roberta St., Dallas 16, Tex. 
t is ing friction, wobble and the inter- 1. new tine of wooden costumers is designed to harmonize with modern 
as rupted flow of bearings. and traditional offices. Available in square, tapered or turned styles, the 
posts vary from 1% to 2% inches. All types are 72 inches high and are 
finished in natural ook or rich walnut with blonde oak. Deep mahogany 
is available on special request. Matched legs and hardware are packed in 
individual cartons to eliminate the chance of mismatch. They can be 
speedily assembled without special tools. 
pro 
ling 
age 
cre 
>$c0 ST60 SECRETARIAL DESK 
ond Columbia Steel Equipment Co., 
nal, Lincoln-tiberty Bldg., Philadelphia 7, Fla. 
on The new Columbia line of steel desks is designed for the 
aul utmost in efficiency, convenience and comfort. Popular 
idl models in the line include the DP6— double pedestal flat 
wall top desk measuring 60 x 32 inches and the SP45 single 
for pedestal flat top desk measuring 45 x 32 inches. The 
ore secretarial desk, pictured at left, is 60 x 32 inches. 
vith Accompanying tables are 72 x 32 inches, 60 x 32 inches 
fice and 45 x 32 inches. Desks are 30 inches high and are 
ht). adjustable. 
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DO/MORE is a name that signifies more than 
leadership in posture chairs. To thousands, large 
and smal! companies alike, it symbolizes a stand. 
ard of service that assures continuous satisfaction 
on the part of individual users, This nationwide 
recognition adds up to acceptance by both em- 
ployees and their employers ... the result of 25 


years pioneering in the field of posture seating, 


A Variety of Models, each tailored 


to the job, make Do/ More posture chairs easy 


to sell lor company \ le nsta tie Fac} chau 
adjustable to the ind lual for correct 
posture and day-long comfort 


DOMORE CHAIR COMPANY, INC. etxunarr 1, indiana 
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Work Flies 
Faster than Time 


at this Desk! 











, makes office work flow faster and smoother than a 
comfortable, eflicient desk. And that’s exactly the thought we had 
in mind when we designed the STEEL AGE Stenographer’s Desk. Every sturdy inch of this streamlined 
beauty spells work-ease and convenience. Ball bearing suspended drawers float open at a touch, 
idjustable gliders provide individual working height comfort and sloping stationery 


shelves keep letterheads, carbon sheets and forms separate, clean and easy to get at. 


And every construction detail reflects the fine craftsmanship and pride in product quality 
that have long been traditional at Corry-Jamestown. See the STEEL AGE Stenographer’s Desk 
and you'll know why people from coast to coast say **Sell STEEL AGE 


and you sell the finest in steel office furniture’’. 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 


to visit our display in 


ROOM 521 


at the NSA Convention 
Stevens Hotel 
Chicago *®& Sept. 22-26 
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. 977 TC 

. 78 REV. A/CH 
. 877 EXEC. DESK 
. 3078 SOFA 

. 78 A/CH 


The advantage of planned layout to conform with 
maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete 
satisfaction and best results. Our wealth of ex- 
perience is yours for the asking—Just send in a 
sketch of your plan and we will estimate at no 
additional cost. 
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DRUM TABLE 


877 CONFERENCE TABLE 








WRITE FOR OUR 





COLORFUL ILLUSTRATED 


CATALOGUE 
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“it doesn’t take ‘pull’ to open this file!” 


‘Nowadays, it sometimes helps to have a little ‘pull.’ But you don’t need 
pull with a Browne-Morse Glider File. Drawers in this file can be opened 
with the finest thread. They can be opened and closed a hundred times a 
day without effort—a fact that’s mighty important as you're scurrying about 
trying to keep track of today’s defense orders. When you want something 
in a hurry, you'll thank your lucky stars for your Browne-Morse Files and Filing Supplies.” 
We have no pull and therefore are not getting all the steel and ma- 
terials necessary for producing such high quality files in the quantity 
you would like. So, if often we are unable to satisfy your needs, 
remember it takes more and better steel to produce files with features 
like the Browne-Morse Glider File. 





Architects of Efficiency for America’s Offices 
This file will be on display 


ROOM 532-A, STEVENS HOTEL 
during the N. S. Convention ro wne- orse 


MUSKEGON MICHIGAN 











MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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WEIN er LR BIRS hin n. - 


For distinction, durability and 
sales appeal nothing takes the 


fovloler-Meyae i=) stbebat-WC-t-taat-5 












Fine office furniture . upholstered in Genuine 

Leather . . . is yours to sell with the satisfaction that 

comes from offering your customers the choicest in beauty. And the satisfaction that is yours in selling 
the field. For leather is genuine . . . leather is smart the finest . . . is matched by the satisfaction that your 
and colorful . . . leather is adaptable to any scheme of customer enjoys . . . the pride that is his in the pos- 
decoration . . . leather is the one material that takes on session of fine office furniture upholstered in Genuine 
a patina with age and use that actually enhances its Leather. 


THE UPHOLSTERY LEATHER GROUP ~- TANNERS' COUNCIL OF AMERICA «+ 100 GOLD ST. + NEW YORK 7, N.Y. 


American leather Manufact , npo Newark, N. J The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
Blanchard Bro. & lane, Newark, N. J Delaware Tanning, Inc., New Y N. Y Eagle-Ottawa leather Company, Grand Haven, Michige 
The Lackawanna Leather mpany, Hackettstown, N. J. Radel Leather Manufacturing Company, Newark, N. J. 
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UST as a man’s office has become the badge of his 
achievement and prestige in American Business 
Culture ... Stow & Davis Furniture has become the 


quality standard by which a fine office can be judged. 


STOW & DAVIS 


EXECUTIVE FURNITURE MANUFACTURERS 


GRAND RAPIDS, MICHIGAN 


OFFICE APPLIANCES, 





ret 
GRANI 
RAPIDS 


1951 231 











ir: 
Business Man of i atsage tes A Lesh of, Y, (sbinction 
Distinction 





ptteel ba 


Ati 











The “Goronation” by Jasper Desk Company 


It is with justifiable pride that we call your attention to the 
Installation photo CORONATION SUITE illustrated in the impressive executiv: 


courtesy of 
Kalmus-Golden. Office scene above. This suite a product ot Jasper Desk Co.., is 
Inc., 
45 W. 36th St., 
New York, N.Y. Genuine Walnut. This top executive suite has all the patrician 


a truly well designed George III reproduction in warm, glowing 


features of that English regime to make it the epitome of fine 
office furniture 
VISIT OUR DISPLAY — NSOEA CONVENTION — ROOM 546 
SEVENTY-FIVE YEARS OF PROGRESS IN OFFICE DESKS 


The JASPER DESK Company 





JASPER, INDIANA 
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Stop in and see 

why it’s easier to 

make more sales 
with MOSLER 


SAFES ——» 








Mosler — Label Record Safe 
with money chest for combined 
protection from fire and burglary. 
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1. MOSLER IS BY FAR the 
largest maker of safes 
and vaults in the world. 
(It’s always easier to 
sell the No. 1 product 
in any field.) 











(at the W.$.0.E. A. Convention in Chicago) 


2. FEATURE BY FEATURE, 
Mosler equipment is 
not only the finest, 
most advanced... but 
the greatest value. 


3. MOSLER IS THE ONLY 
safe manufacturer that 
makes so many cus- 
tomers for you, month 
after month, with ad- 
vertising in leading 
magazines. 


World's largest builders of safes and vaults, Mosler built the U.S. Gold Storage Vaults at 
Ft. Knox and the famous bank vaults which withstood the Atomic Bomb at Hiroshima 


4 Mosler Safe “””v 


September, 





HAMILTON, OHIO 


Since 1848 








pers onalized Service makes Sales 


Creative Thinking 
Always Has Appeal 


by PAM S. WEBSTER 


executive director of advertising, 


Comfort Printing & Stationery Co. 
St. Louis, Mo. 


DUAL-PURPOSE—The office of E. J. Hayes, vice- 
president of Coca-Cola Bottling Co., DuQuoin, IIL, 
as furnished by Comfort Ptg. & Staty. Co., St. 
Lovis, Mo., can be converted into a conference 
room as shown here in a matter 





INCE WE AT Comfort Printing 
S & Stationery Company feel 
that service, more service and still 
more service is one of any business 
firm’s most important assets in de- 
veloping sales, we try to approach 
each customer from the standpoint 
of his own individual needs 


This approach has proven highly 
successful, for example, in our office 
furniture department. We saw it 
this way: what had we to offer our 
customers that another office fur- 
niture company could not? How 
could we not only sell our customers 
but bring them back whenever they 
needed additional office furniture? 

The answer, of course, was to try 
to excel in service, and we summed 
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of minutes. 


Hayes, 


the whole idea up not long ago in 
a slogan we are using in all our 
departments, “PERSONALIZED 
SERVICE.” 

Perhaps the brightest facet in our 
diamond of personalized service in 
office furniture is creative thinking 
in interior decoration and planning 
Briefly, our objective is, not only to 
supply the customer with the finest 
in office furniture and furnishings 
but to help him plan his office for 
the greatest possible beauty and 
efficiency and to his own utmost 
satisfaction 

We do not feel it is enough just 
to make a sale. We want to make 
a sale that will so satisfy the cus- 
tomer that he will continue to bring 





“SECOND HOME”—The imposing office of W. R 
president of Coca-Cola Bottling Co., 
DuQuoin, 
executive comfort by the Comfort Ptg. & Staty 
Co., St. Louis. Mr. Hayes sits at his desk. 


was furnished in elegance and 


his problems to us. We feel the 
time is well spent in sitting down 
with him, going over his problems 
with him, sounding him out and 
learning just what he, as a cus- 
tomer, needs and, as an individual, 
likes. 

And then, we try to co-ordinate 
his needs and his likes in order to 
produce an office and working set- 
up that not only satisfies his re- 
quirements as a businessman but 
appeals to him as a person. It is 
easy to convince the progressive 
businessman and woman that this 
thinking is just as important for 
the general office worker in the or- 
ganization, as for the executive 


We remind 
the customer of the 
important fact that business peo- 
ple spend at least eight hours a day 
in one or two rooms at the office, 
far more waking time than they 
would spend at one time in any one 
room at home. Just as an effi- 
ciently-planned, pleasant kitchen 
eases the housewife’s burden, so do 
efficiently-planned, tastefully-dec- 
orated offices make for better, eas- 
ier, faster work, effecting a saving 
in time and money 
We are fortunate in having al 
excellently trained and experienced 
office furniture staff, headed by 
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James W. Miller, who majored in 
interior decorating at Washington 
University, St. Louis, and who has 
free-lanced in this field. Working 
with him ure two thoroughly 
salesmen, David 
Laymon and Richard Beste, who, as 
circumstance equire, work inde- 
pendently of, or in co-operation 
with, our general sales force 

Under the direction of Mr. Miller, 
this experien office furniture 
staff, with th istomer, decides on 
the most harmonious colors, de- 
ements in furni- 

vering and all 
m desk accessories 
No point is 
consideration 
when it is i rtant to the cus- 


I 
trained furnit 


mps an ures 


It is ir fi I as a company 
‘the customer 
knows what e wants,” is more 
ften than 1 not true at all. More 
often thal the customer does 
NOT kni e> y what he wants 
mind, and he 

only 1 it wants help in 
evelopin it H loes not want 
he wants 
restiol vice on what he 

that tisfy him as an 


to be ething; 


We cannot emphasize 
too strongly 
feelir n profitable ex- 
tl e customer is not 
thousands alike, 
an indi with individual 


There are erhaps several other 
that deserve 
example, we 

lear that, while 

ly I ir ideas and sug- 
io! tell the cus- 
mer what t and must not 

Che idea is to please 

regardless of 

he wants sky 

walls, we give 
him sky-blu irs and pink walis 
tefully as pos- 


And e I afe to say that 
10, we can, by 
showing him 
ve do know f experience what 
it, bring him 
n of thinking 
We feel tl a very happy 
medium between taking the easy 
it by se the customer the 
thing he ‘cs for simply to 
make a sa he other hand, 
irmin nto buying fur- 
shings he i ed he will learn 
ve whe! isn’t really sure 


all 
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In the first instance, we feel it 
very likely he will wish he had 
taken more time to decide what he 
really wanted, blame us (and just- 
ly) because we had not offered 
the time or inclination to go over 
his problems with him, and simply 
go somewhere else the second time 
he buys. 


In the second instance, 
he is just 
as likely to end up resenting us be- 
cause we had forced on him some- 
thing, no matter how tasteful and 
efficient, he had not really wanted. 

We know that, when we have 
satisfied a customer, he will come 
back. When he is satisfied, he be- 
comes one of our most inexpensive 
yet most important advertising me- 
dia, for by word of mouth, that 
medium which never requires a 
rate-card or a check-book, he will 
spread what we have done for him 
whenever he has the opportunity. 
We are always proud to hear a new 
customer say, “Mr. Smith of Smith 
Company sent us. He says he is 
sure from his experience with you 
that you can handle the job we 
want done.” 

In our system of personalized 
service, it is important to be friend- 
ly, informal, yet always business- 
like. We find that people who come 
to us appreciate being treated as 
valued customers and at the same 
time as valued friends. We do our 
best to serve our customer in every 


way, no matter how trivial his need 
of the moment may be. For, a lamp 
sale of today, courteously and help- 
fully handled, may very well be an 
office installation or renovation job 
tomorrow. 

Perhaps one of our greatest suc- 
cesses, one in which we take much 
pride, the Coca-Cola Bottling Com- 
pany installation at DuQuoin, IIl., 
may serve as an illustration. For 
more than a year our office furni- 
ture personnel worked with Coca- 
Cola executives in furnishing what 
has been called the most modern 
plant in the entire country. Each 
executive office was planned with 
the individual executive’s tastes in 
mind; every office, executive and 
general, was planned for the ut- 
most in beauty and efficiency. We 
were glad to be of service in every 
way we could, and we are proud of 
the results. We like to feel that 
Coca-Cola is glad it came to us. 


The Coca-Cola plant, 

only one 
example, is concrete proof to us 
that our system of personalized 
service, with its creative and indi- 
vidualized thinking, has paid off 
and is paying off for us in sales, 
return sales and customers who 
have become friends. Perhaps our 
greatest satisfaction lies in the sat- 
isfaction of these friends, for, after 
all, it is their satisfaction that is 
the true criterion of any success 
we may have had. 
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EASY TO 
KEEP CLEAN 


Joanne Jones shows 
how easy it is to keep 
metal furniture looking 
nice for many years. 
A light polishing with 
a damp rag, then oa 
dry one, removes most 
spots from either the 
baked enamel or the 
leather or leatherette 
uphostery. The chair 
is Royal Metal Mfg. 
Co.'s secretary's posture 
model, featuring both 
height and back ad- 
justments. 


235 








Get Them to Cross Store’s 
Threshold as Prospects 


window display—top sales device 


* 
8. 








The attractive entrance (top picture) to the 
Globe Office Equipment & Supplies, Inc., store 
at Cincinnati, Ohio, invites passersby to take 
a long and inclusive look at the store in- 
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.® 


terior. Center picture is a close-up view of 
one side of the entrance—the store mirrors 
its contents. In the bottom picture is what 
can be seen from the outside looking in. 


by JAMES “SCOTTY” 
ROBERTSON 


Globe Office Equipment & 
Supplies, Inc., 


Cincinnati, Ohio 


ANY FACTORS contribute to 

the success of any business 
and it is always a most difficult task 
to allocate a definite amount or 
degree of success, percentage wise, 
to any one factor. However, we 
definitely know that a cleverly- 
planned window display is an added 
aid or tool that can successfully be 
used in the promotion of office 
equipment. We use the phrase 
“added aid” advisedly, because we 
operated an office equipment busi- 
ness profitably, yet had no window 
display. We were located in one of 
the most prominent buildings in the 
city, on the second floor. There was 
little or no traffic through the store 
except by appointment 

Consider then 

the appreciable 
difference in traffic after locating 
the same company in a ground-floor 
store and fronting it with hard- 
hitting display windows. As the story 
goes, we know we can’t sell ’em all, 
but we certainly will get our per- 
centage if we can get ’em in ou 
home grounds, so to speak. Once 4 
person has crossed the threshold of 
a store, be he shopper or buyer, he 
immediately becomes a_ prospect. 
We know that a well-organized dis- 
play window will draw people into 
our store. 

The trend today in store front 
seems to run mostly to glass and 
as a matter of fact our front store 
wall is 100% glass. An entire glass 
front presents several problems, not 
the least of which is immaculate 
housekeeping at all times. We have 
found that no matter what our ac- 
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tual window display area is featur- 
ing, we make every effort to blend it 
in with the rest of the general area 
and deliberately do not block off the 
view from the front to the rear of 
the store 
The purpose of window display is 
two-fold—to attract attention and 
ereate desire. In fact, those are the 
two most important functions of 
any type of advertising, whether 
direct or indirect. It is our experi- 
ence that attention is 
the more important of the two and 
actualiy seems to be a by- 
product of the attention attracted. 
We change our window display 
nce every two weeks, confident in 
the belief that sooner or later we 
t the attention of 
have con- 
stantly missed over any given period 


attracting 


desire 


are golng to attract 


whom we 


that person 


time. We also know that our 
regulars” (those who pass our 
place of business each work day) 
are constantly looking forward to 


our next change. It logically follows 
then that the persons we are aiming 
are those cas- 
ual passersby who do not get on our 
street daily. We have conclusively 
least, the 
value of attracting the attention of 
the casual passerby during the holi- 
ticularly Christmas. 


our windows toward 


proven, to ourselves at 


day seasons, par 


For the most part, 

we try to make 
our window pleasing to the eye 
However, we have found that “then 
and now” win quite effective 
from time to time and there cer- 
tainly is nothing less attractive than 
and chair. We 
seasonal aspect 
stress it, as we 


} +4 lA } - 
a battered old desk 
lefinitely keep thi 


in mind, but do not 


feel it has no particular bearing on 
the promotion of office equipment. 
We are always interested in using 

r window display space for any- 
thing of civic nature, or in the 
ommon interes f all, ice. Boy 
Scouts, master ] yf city, baseball 
team, and so forth. However, we at 


irds having to 
eligious or po- 


The most important requisite for 
Iccessful wi isplay is imag- 
nation. After imagination, and not 
necessarily in the er of their im- 
portance come lighting, use of 
lor nmetry of objects displayed 
nd p on. In regard to lighting, 
we have ir | circuits timed 
) that he’ e automatically 
urned on at dusk and remain 
lighted until n I During the 
Winter months, they are turned on 


ry at 6:30 a.m. in an ef- 
tention of those 
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persons going to work early. To- 
morrow’s customer may be last 
night’s party-goer or yesterday’s 
“early-bird” going for the bus. 

We plan six windows ahead and 
develop the idea from a sketch. 
Very frankly, we are at present in- 
vestigating the possibilities of turn- 


ing the job over to a professional 
window display company. Today's 
high taxes coupled with personnel 
problems makes the thought in- 
creasingly attractive, and also no 
matter what type of display is being 
arranged, the use of professional 
props can be extremely effective. 





‘office engineers title 
builds furniture sales 


ACKING THE TITLE of “Office 

Engineers” on the store name, 
using it in all advertising, on in- 
voices, letterheads—and in fact 
everywhere where it will catch the 
attention of businessmen—is a pol- 
icy which has brought many addi- 
tional office furniture sales to Doug- 
las Office Supply Company, Bir- 
mingham, Ala. 


The “Office Engineers” 

slogan was 
developed by W. J. Douglas, head of 
the firm which recently completed 
a modern, all-glass front display 
room in the downtown Birmingham 
district. The store interior is laid 
out to exemplify the “Office Engi- 
neers” idea, inasmuch as posted on 
the walls of the store are photo- 
graphs of outstanding examples of 
office planning by the Douglas firm. 
Included are impressive executive 
offices, complete filing systems, gen- 
eral offices, and highly diversified 
installations such as insurance of- 
fices and open and partitioned of- 
fices in banks. 

The office engineering depart- 
ment consists of Mr. Douglas, his 
son, J. T. Douglas, and specially- 
trained salesmen, all of whom are 
capable of analyzing the office fur- 
niture problems of any businessman 
and recommending improved lay- 
outs to eliminate “bottlenecks” and 
otherwise improve efficiency. Expe- 
rience has been gained both by 
actual installations and by “classes” 
which are conducted by office furni- 
ture manufacturers’ representatives, 
according to Mr. Douglas. Each 
salesperson on the office equipment 
dealer’s staff has had plenty of op- 
portunity to “learn the hard way,” 
inasmuch as various personnel are 
detailed to office furniture installa- 
tions on a rotation program. 

Due to the sharp development of 
business in the Birmingham area, 
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which is once again booming as war 
contracts have kept the Vulcan 
City’s steel plants operating at full 
blast, use of the “Office Engineers” 
title has proven highly potent ad- 
vertising, according to Mr. Douglas. 
Many busy executives, who have 
little time to work out their own 
layouts, and scarcely time to select 
furniture, prefer to call the Douglas 
concern, ask for a salesman to call, 
and work out an installation plan. 
“Many office-holders currently are 
of the opinion that furniture, par- 
ticularly the necessary steel furni- 
ture, may be extremely difficult to 
obtain in the near future,” it was 
pointed out. “They therefore are 
going ahead with orders for effi- 
cient, well-matched layouts, when 
normally they might conceivably 
hold off on purchasing for an ex- 
tended period.” 


Design and layout 
of a modern 
office entails a lot of details which 
are not, at first glance, readily 
discernible to the usual customer, 
it was also emphasized. Included, 


* are such plans as economizing on 


space in a small office by using desks 
equipped with typewriter wells, 
which may double as flat tabletops, 
when the occasion demands it. An- 
other wrinkle is the specification of 
extremely narrow tables, where of- 
fices are set up in a rectangular 
room, to permit more passageway 
without sacrificing table capacity. 
Other developments include the use 
of rotary files instead of the drawer- 
type, and specification of overhead 
cabinets, where space along the 
floor is at a premium for displays 
and for portable equipment. The 
Douglas Office Supply Company has 
adopted the attitude of regarding 
each customer’s office as an “indi- 
vidual challenge” and working out 
every detail in the ultimate installa- 
tion “from the floor up.”—RAL 
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BUSINESS WORLD 


Gets Support 


FROM 


MURPHY-MILLER 


CHAIR IRONS 


Now available! 


delivering normal 
requirements within 
2 or 3 weeks 


Write for literature and complete 
details. 
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No. 1491 No. 1490 


You buy Dependability when you buy... 








. ‘So - 
You sell Maximum Value when you sell... A 
6 
INCORPORATED 
— 


CMdVECORG KEM UKY 
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nvite a man into this office... 


and he'll try to buy it from you! 


Experience of seventy-one years has gone 


into the design of this office. 


When you show it to an executive, it makes a solid 
impression even before you point out the detailed ady antages 


of each piece of “Y and E” furniture. 
This impression makes sales. 


“Y and E” leadership in planning office equipment 





for successful men puts the “Y and E” dealer first in his 
field. Look for the mark of success—*Y and Kk” — 


to keep you ahead in years to come. 


The franchise that means quality merchandise may be open in 


r community. Your inquiry ts invited 





Also Makers of Quality Filing Systems and Supplies MARK OF SUCCESS 














YAWMAN ND FRBE MFG.(O. 


- ROCHESTER 3, N. Y., U.S.A. 

















MARK OF SUCCESS 


CH, 


IN THE NATION'S 
LEADING OFFICES 
SINCE 1880 

















INSULATED SAFE 


RECORD FILE 


BY HERRING-HALL-MARVIN 


Visit Booth No. 139 
NS & OEA CONVENTION 
Stevens — Chicago 


sept. 22-27 


-- 








MANUFACTURERS NATIONAL Asso, 
aD Si rac iMSULATED RECORD CONTAINER ATION 
SMNA CLASS cat 













Opens New ACCOUNTS—MAKES OLD AccouUNTs New CusTOMERS 


The universal need for these Files, labeled for withstanding 
standard 1-Hour fire endurance, explosion and impact tests, 
is especially urgent under emergency conditions. 


For Secret — Restricted —Confidential Documents. 


Government agencies, defense contractors and executives 
need positive control over these documents to prevent un- 
authorized acc vital information. H-H-M Files answer 
their varied ements by providing independent locks 


for each drawer. 


Individual And Dual Control Options Any of the 
following may pecified for one or more drawers. Single- 
key CORRUGATED KEY LOCKS for individual control, 
keyed alike or differently. Key-changing COMBINATION 
LOCKS that , 
vidual control 


dials Two 


1 


control. with 


attempts at manipulation, for indi- 

r dual control by adding key-locking 
, CHANGEABLE KEY LOCKS for dual 
ird and opening keys set as required. 


Easy Operation — 24-Hour Protection. Drawers open 
easily on heavy progressive ball bearing, roller suspensions, 
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extending to full depth. Two steel, spring-bolts securely 
hold each drawer closed for 24-hour-a-day fire protection. 
Each drawer forms an independent insulated unit, protected 
by the same reinforced monolithic fire-resistive insulation 
used in H-H-M Class “A” and “B” Underwriters’ Labora- 
tories’ tested and listed safes. Insulated Safe Record Files 
are available in 4-drawer legal and letter sizes. 


Write for full information on these new Files backed by the 
exclusive H-H-M franchise that helps you increase sales and profits. 


Herring-Hall-Warvin Sale Co. 


gee THe, HAMILTON, OHIO 





Q Craftsmen in. . . Safes ® Insulated Record Files @ 
J Vault Doors © Money Chests © Rotary Record Files 
© Steel Storage Files © Bank Vault Equipment © 

Drive-in Windows ® Depositories @© Under-Counter 
Work © Stainless Steel Hospital and Building Products 
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Penguin 


refrigerated 
furniture 





Refrigerator 
Bars for 
Office— 
Club—Den— 
Conference 
Room—- 








Superb, custom-built cabinet work . . . rich finishes in 
hardwoods and veneers of selected grain Mahogany, 
Walnut or Limed Oak .. . 
lustre, delicate in tone, but most durable. When 


hand rubbed to a soft 


console is open, mirrors set off glassware graciously. 


Contemporary 


Console 





18th Century 


Console 
@ 4.5 cu. ft. Refrigerated Storag: @ Sturdy built-in Cabinet locks 
Space with k 
@ 2 Aluminum lee Cube Trays @ “Tecumseh” hermetically sealed 
we I condensing unit 
° ubes. 
@ I yr. guarantee against defective 
@ Glass Defrosting Utility Tray parts and workmanship 


@ Mirror-backed and Formica sery- @ Height 42”, width 42”, depth 


ing section. 18 


SMALLER CONSOLETTE AND CABINETTE MODELS AVAILABLE 


Write fer catalog and prices: 


SPRINGER INDUSTRIES, INC. 


31-28 Queens Boulevard, Long Island City 1, New York 
Telephone: STillwell 6-8811 





| Announcing the ae 


C-LINE ONE HOUR 
FILING SAFES 


with UNDERWRITERS LABORATORIES 
CT20 LABEL 









































ITH the introduction of the Schwab C-LABEL 

ONE HOUR Filing Safes, the SCHWAB line 
of safes is now more complete than ever before. 
We need not tell you that the Schwab name has 
always stood for excellence . . . that the new line 
will carry on the traditional quality of this long 
established firm. 

Schwab dealers derive great satisfaction from 
providing modern, efficient protection against losses 
by fire or theft . . . losses that might wipe out a 
business at one fell swoop. There is a SCHWAB 
model that will suit the requirements of your cus- 
tomers exactly. Help them choose with the cer- 
tainty that this business protection will serve them 
for many years to come. 


Dealer inquiries invited. 
Complete catalog on request. 














SCHWAB SAFE COMPANY 


LAFAYETTE, INDIANA 
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Rarest case | ever had —he 
 .. oie can’t even relax in a Barcalo 
ee, | Oe ee Executive Reclining Chair * 


ag uine Leather 
Suites with warmth, loveli- 
ness and serviceability. 








Take a good look at poor Pliny W. Popbottle ... but 
if he walks in your store, don’t throw him out. Take 
pity. His kids go around saying, “Our pop’s the onl) 
man in the world who can't relax in a Barcalo 





Executive Reclining Chair!” 


CTUALLY, you'd have a hard time finding a man who 
A couldn't sit down in one of your Barcalo Executive 
Reclining Chairs and get a refreshing rest in just five 
minutes! The thing to do is invite more of ‘em to sit 
down . . . whether they've come in to buy a desk, a file 
or just get a drink of water. Let the Barcalo do the 
selling. Let that amazing Scientific Reclining Action ease 
them back into complete, tension-less comfort . . . lifting 
the feet from the floor and reducing the strain on the 
heart. Let patented “Floating Comfort” features show their 
stuff .. . buoying the body, refreshing nerves and muscles. 
You can point out, of course, that the Barcalo Executive 
Reclining Chair /ooks like a chair, and looks swell in any 





ee cs Our Secra Type typewriter office. Do these things and you'll find a rich market, 
Patent No. desks do not restrict use to wherever you are! 
2133807. large size desks. *PATENTED 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 


write... FLOATING COMFORT 
j I, FEATURES 
be te 
Executive Chair Division 


Worden Company BARCALO MANUFACTURING CO. 


200 East 17th Street ¢ Holland, Michigan 
) | 166 Chandler St., Buffalo 7, New York 


For particulars or literature, 





RELAX 
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No. 202 


DESK-HI-FILE $ 2 5 00 


Letter size. 30” high, 15” 


wide, 8 deep rey or List 
Green. Individual Locks, . 
$2.00 per D-awer Price 





No. 204 


stor-o-rite, ur. 9,5 °° 


Gray or green. 30” high, 

15” wide, 18” deep. Stor- List 
age compartment: 18x15x12 ° 
inches. Price 





No. 203 


STOR-O-CAB $2 3 7 


2 adjustable sheives, tock 

and key. 30” high, 15 List 
wide, 18” deep. Green or ° 
gray. Price 
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No. 205 


STOR-O-FILE* 


Combination File and Storage 
Cabinet 


$ 75 
Overall Size: 30’ high, 
18” deep, 29’ i 


' wide 
List 
Price 


Two letter size files equipped with easy 
rolling bearings, spring compressor fol- 
low-block. Storage section has 2 ad- 
justable shelves with lock and key. 


Gray or green. 


Either cabinet may be obtained with 
special locking device to automaticaliy 
drawers Add $5 to List Pric« 











DEALERS DISCOUNTS 
STevenson 2-1312 
STevenson 2-6099 
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DORSET 
STEEL EQUIPMENT CO. 


Dau 
2514 West ™ 
Philadelphia 32, 





No. 305 


UTIL-O-FILE* 


vine MGA 


18” deep. Green, gray 
List 


Price 
















A cabinet to answer a host of needs. 
Has a double index drawer with DOR- 
SET’S exclusive feature that makes it 
possible to file either a 3x5” card ora 
4x6” card. 2 ball-bearing filing drawers 
for letters. Storage cabinet has 2 ad- 
justable shelves under lock and key. 



































No. 100 Here 
PERFECT STAND act 


Dimensions: 


To 14% x 1814 Leaf 81/2 x 14% nami 
When Fully Opened 14/4 x 3514 


Built to precision, no sharp or open 
corners. Made of heavy gauge steel, [prot 
designed in the most modern fashion, 

finished in latest Hammertone baked ond 


enamel in gray, brown, green. ‘ requ 
P 

$795 soles 

fo th 

List 

Price Then 

Shipped K.D. easily assembled, individually facts 
cortoned. Easy rolling casters PERFECT 


STAND” will increase your sales and elimi- the li 
nate all headaches of inferior construction. . 


phin St. 
Pa. 





















: 4 COMPLETE NEW ROTECTION LINE 






‘OR DEALERS... Manufactured by 
e Fon Name in Protection 
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THE “KEY TO NEW PROFITS” This complete new 
FOR DEALERS line offers you... 
Here is the golden opportunity that you've been waiting for. 1. Modern design Safes, Chests and Vault 


Doors that carry Underwriters’ Labora- 


A COMPLETE protection line built by one of the most reputable tories and SMA lakes es Commie: 


names in the business ... York Safe & Lock Co. And every 2. A complete “‘back-the-dealer” Sales Pro- 
safe, chest and vault door in this line is of advanced modern motion and Advertising program ~ ot 
bpes : ; . : , ulate and keep up a high volume of sales. 
teel, Eprotection design, fully covered by Underwriters’ Laboratories 
hion ; ae 3.A complete range of models—small 
skeg |°Nd Safe Manufacturers National Association labels as office and home safes, 1, 2 and 4 hour 
required. Yes sir, this line is a beauty that will really produce safes with interiors designed for your 


customer. A variety of chests for all types 
of uses—plus a complete range of File 
fo the right and see what it means to be a York Dealer! Storage Room and Record Vault Room 
doors in ¥%2, 1, 2, 4 and 6 hour sizes 
(non-grout). 


soles for you! But that’s not all—check the facts in the column 


Then act promptly—the coupon below will bring you more 
illy Plocts or a Dealer Supervisor's call for a complete review of a 


FECT Complete dealer identification window 
the line—but be sure to get the attached coupon in today! decals, mailers and stuffers bearing your 


imprint for promotion purposes. 


Get your Key to New Profits at the All in all York's the line you can't afford to 


ye 
N.S. OLB. A. Convention: Room 345—Third Floor be without—send the coupon in now! 





York Sofe & Lock Company 


Dept. 102 
Centon, Ohio 
'es Sir, I'm interested in the York line of protection equipment—put my name down for 
__ More information York Dealer Supervisor's call. 
NAME_ = i) Se (Oy, 
COMPANY 


951 ADDRESS_ pnememgnemnmatmaneanasen 


azn ; _ =< ZONE STATE =e 











Designed and styled exclusively by 
Lionel Algoren for the Midwest Fur- 
niture Co., Sheboygan, Wis., the fur- 
niture pictured here represents a new 
trend in contemporary sectional-type 
reception room or "home-like" office 
pieces. There are three basic units 
of this Sectional Modarn for the in- 
terior decorator to work from: a chair 
having a seat width of 22 inches, a 
love seat 48 inches in length and a 
davenport 76 inches in length. The 
six different arm styles add to the 
number of groupings possible. Choice 
of colors and textures is possible in 
the fine fabric coverings. Corner and 
end tables are made by Dillingham 
Manufacturing Co., Sheboygan, Wis. 
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Je ee © © © Model offices 


The streamlined entrance to this mod- 
ern executive office replaces an 8-foot 
archway decorated with Mid-Victor- 
ian wall sculpture. The egg-crate 
ceiling with plastic panels lighted 
from above conceals a high-beamed 
ceiling. George Reinoehl, Executive 
Furniture Guild, Grand Rapids, Mich., 
was the designer; Stow & Davis Fur- 
niture Co. supplied the furniture. 
This is one of a series of rooms ex- 
ecuted by members of the American 
Institute of Decorators, in collabora- 
tion with Grand Rapids furniture 
manufacturers, now displayed at the 
Furniture Museum in Grand Rapids. 








oice 
e in 
and 
How an old and outmoded 
room can be successfully con- 
verted into an attractive and 
functional modern office is dem- 
onstrated in another of the 
series of interiors on display at 
Grand Rapids, Mich. It was 
furnished with pieces secured 
from Stow & Davis Furniture Co. 


ham 
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Thank You! 


TO OUR MANY CUSTOMERS WE ARE GRATE- 
FUL FOR THEIR PATIENCE. 


OUR PLANT IS BEING TAXED TO THE UTMOST 
TO MEET GREATLY INCREASED DEMANDS. 


YOU HAVE OUR ASSURANCE THAT EVERY 
EFFORT IS BEING MADE TO FILL ORDERS AT 
THE EARLIEST POSSIBLE TIME. 
























MODEL ILLUSTRATED 


$74°° List 
ALL-STEEL 



























e DESK, FILING CABINET AND STORAGE 
CABINET COMBINED 


e SOLID ALUMINUM SATIN FINISH 
HARDWARE 


e FULL-DEPTH FILING CABINET 
15” x 30” x 24” 
Each drawer glides on 40 ball bearings 


e STORAGE CABINET 
15” x 30” x 24” 


Automobile handle lock and key 


e STURDY STEEL TOP 
50” x 2412" 
(NO BOLTS NECESSARY) 
Designed for full utility and space saving 


e CHOICE OF GREY OR GREEN 
in baked-in finish 


Write for Literature and Price List 


SECT-O-DESK 
SALES CORP. 











350 MORGAN AVENUE 














BROOKLYN 6, N. Y. 
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TIFFANY 
STANDS | 


ce 
Fir st choi 
office work , 
manageme” 


iffany Stands give costly machines the pro- 
tection they deserve. Tiffany Stands provide 
easy, safe portability are completely adjustable, 
compensate for uneven floor surfaces, afford complete 
protection against tripping and snagging hose. A firm 


foundation for every type of office machine. 











POPLAR BLUFF, MISSOURI 
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WAITING... 
JUST FOR YOU 


Come up to Room 553, Stevens Hotel, 
Chicago, during the N.S.0.E.A. Conven- 
tion, starting September 22. 


Again a beautiful line — of Protectall 


Safes for you to see. Attractive — 
streamlined, 


Our President and Sales Manager — 
and the man who covers your territory 
will be there to greet you, too. 






PROTECTALL SAFE CORP 








926 S. Salina St., Syracuse 4, New York 
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WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301'/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 301!/, 
is so beautifully designed ...so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 
No. 300 (without arms). Write for illustrated 
literature and prices. 


STANLEY MANUFACTURING CO. 
2310 N. Main Street, Fort Worth, Texas 
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Withstood the fiery Ordeal of LONDON BLITZ 
Tested in Peace — Proved in War is CHUBB’S proud Record 


INSULATED FIRE FILES ae most a 


1-2-3-4 DRAWER CAPACITY with EXTREME DEPTH 
TABLE LINE 
for the 


CLASSROOM OFFICE 
LIBRARY CAFETERIA 


DEALERSHIPS 
AVAILABLE 


STUDY HALL 


Write For 
Illustrated Literature 
And Dealer Prices 





BELOW IS PHOTOGRAPH OF ACTUAL TESTING OF A 


CHUBB INSULATED FILE 
HAVE YOU CONSIDERED KNOWN PROTECTION AGAINST 
UNKNOWN PROTECTION? 
No. T560 


THIS INSULATED FILE HAS UNDERGONE MOST RIGID TESTS ah 


30°’ x 60°" 
30"' x 72 
With or without 2 drawers 








No. T1060 


34" x 60 
36'' x 72 
42'' x 9% 
With or without 2 drawers 





Here are office tables designed to boost your table sales and 
satisfy your customers. Every unit uses Quality Materials and re 
flects Superior Cabinet Work. 


SPECIFICATIONS: Tops: 5-ply, 1° veneer banded with veneer 





Iustrated here is one of the combined fire and drop tests of CHUBB Security edging. Tapered legs. All rails rounded. Ali interior material 
sm * age” being subjected to 2 HOURS intense furnace heat, file was im hardwood. 

m liateiy ropped to solid concrete floor, then put back into furnace and . ‘ > 
ogee subjected to intense heat for a period of half an hour. File was then Standard K.D ——— neavy std —— m “te eight. 
allowed to cool and all contents, consisting of loose papers of various square at largest point with ampie rounding on edge. Bases are 
textures, found to be perfectly intact finished in sateen sheen, with two finish coats after sealing. Tops 

Detailed descriptions of construction, special features and tests supplied receive three coats lacquer rubbed dull 
upon request. FINISHES AVAILABLE: Natural, Light Oak, School Brown, 


w h ‘ 
Manufactured by alnut and Mahogany 


CHUBB & SONS LOCK & SAFE CO. LTD., LONDON, ENGLAND WRITE FOR COMPLETE LITERATURE 
Makers to the Bank of England 
’ 
L. O'D. LEE JASPER TABLE 
DISTRIBUTOR FOR U.S.A 
90 WALL STREET NEW YORK 5, N. Y. eum §«€©6COMPANY, INCORPORATED 


LLL AAA JASPER -- INDIANA 
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WE HAVE MOVED! we have purchased a modern 
new plant and equipped it to produce the finest and 
most economical line of steel storage files .. . 


BECAUSE OF YOU! your excellent co-operation in 
helping to create a consumer demand far beyond our 
capacity to produce has made this move possible and 
necessary 


WE PROMISE! to continue making every effort to 
improve our product and use every means to develop 
production economies which we will pass along to you... . 


WE KNOW! you will continue to do the same fine 
job with the DOLIN line—THE line for profit and good 


customer relations... 





DOLIN 
Steel TRANSFER FILES 


MAKE THE DIFFERENCE! 
When Storing Inactive Records 





Constructed of heavy gauge furniture steel, electrically 
welded throughout. Finished in handsome office green 
baked enamel, with brass handle and card holder. Four 
rollers for smoother drawer action. 


A SIZE FOR EVERY NEED 


WRITE FOR DESCRIPTIVE LITERATURE ON ALL SIZES 





DOLIN METAL PRODUCTS, INC. 


315 LEXINGTON AVE., BROOKLYN 16,N. Y. 













eee 
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PROGRESS DESPITE TODAY’S 


RESTRICTIONS 





POSTURE CHAIRS 


Model 585 
Secretarial Posture 
Chair 


p> 


Model 900 Swivel 
Armchair — produced 
in five-color range of 
perforated U. S. Nau- 
gahyde, plus broad 
selection of luxurious 
Goodall fabrics. 





IKE ALL aluminum fabricators, the 
manufacturers of RestAll office chairs are presently 
alienated to a great extent from their dealers—by 
restrictions on material on the one hand and the 
necessity of shipping most of the limited number of 
chairs that are being produced to the holders of 
rated orders. 

Nothing can be done to change these conditions for 
the present. But the Ohio Chair Company is 
already planning and working for the day when 
restrictions lift. The Model 900 Swivel Armchair 
has been developed and added to the line of four 
RestAll designs. Greatly increased plant space 
and production facilities are on paper. Quality on 
present production is zealously guarded, without a 
single compromise thus far. Other planning for the 
near-future is in constant process. 

Whatever Ohio Chair Dealers have done to instill 
top preference for RestAll quality, beauty and long- 
time durability, among actual and potential custom- 
ers, their efforts will not be wasted. The Ohio Chair 
Company is building with confidence in the future. 





© 
HAIR CO 4, 
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ANDERSON 
HICKEY 


1900 tine: 


Here’s a worthy addition to any office—the Ander- 
son-Hickey 1900 Line Filing Cabinet. Whether it’s 
in a dealer’s show-window, on a convention floor or 
at work in an office, its lustruous finish and smart design 
win plenty of plaudits. Anderson-Hickey “know how” of 
office equipment manufacture provides additional sales 
appeal in assured longer life and trouble-free perform- 
ance. You too, will find the 1900 Line the best dollar- 
for-dollar filing cabinet on the market. 


Here’s four drawers of 
efficiency The 1900 Line 
is available in all 
drawer-combinations, in- 
cluding insert - drawers 
for filing cards or checks 





SOLE DISTRIBUTOR 
5631 W. MADISON ST. CHICAGO 44, ILL. 
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STYLE V 


Precision-Built 


a | FOR A 

~\/ LIFETIME OF 
/) = TROUBLE-FREE 
SERVICE 





SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you 


You know this is true... so, SPECIFY 
SENG CHAIR ACTION CONTROLS 


on the office chairs you buy. 


It’s good “profit-insurance.” 


DENG 


COMPANY 


1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 


THE 


SINCE 1874...WORLD’S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 
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STEEL STORAGE FILES 
‘double’ as anacziuefile 


Engineered for “easy” action and hard, 
daily open-and-shut use. Ruggedly built 
for stacking . . . wont bulge or sag. 
Handsome. too! Choice of Hammerloid 


Gray or Office Green oven baked finish. 


\vailable for prompt shipment. 


Check these outslanding 
dual-seruice features 


Positive, simple stacking provision 
Four rollers for easy operation 
Index guide rod with brass knob 
Self-locking follower available 
Brass finish cardholder and handle 


Beautiful. oven-baked finish 


Letter and legal sizes 


WRITE TODAY FOR CATALOG AND PRICES 


Vanguari 


aging nating Company 


53 WEST JACKSON BOULEVARD -« 
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Toe Clearance 






FOR SELLING ME 
A GREGSON CHAIR! 


Gregson Arm Swivel Choir 
(No. 53) and companion Arm 
Choir (No. 51). Available in 
solid ook in light, soffone, or 
lime finishes; ond weolnut or 
mahogany finish on pecan. 
Upholstered in Tolex Plastic 
Leathercloth, top-grain leather 
or buff leather. 


= 
L 


A satisfied customer is a big asset . . . and you are sure 
of customer satisfaction with every Gregson chair you sell. 


GREGSON CHAIRS are handsomely styled in a variety 
of woods and finishes. There is one to fit the taste of your 
fastidious customer. 


GREGSON CHAIRS are comfortable. You can work all 
day long with a minimum of fatigue. 


GREGSON CHAIRS are top dollar values. A popular 
priced chair line that is smart, handsome and comfortable. 
Dollar for dollar, you can’t offer a better buy. 


YES ... your customer will thank you for selling him a 
Gregson chair. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 


On Display at National Stationers Convention, 
Sept. 22-26, Stevens Hotel, Chicago — Room 561-A 
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In the president's office at Trans- 
continental Oil Co., Joske's of Hous- 
ton specified a five-section davenport 
custom-made by The Taylor Chair 
Co. together with the Taylor head- 
rest executive desk chair. 
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The executive library at Transcon- 
tinental Oil Co. features Taylor chairs 
of the No. 4802 type. 





Joske's installed Luxury chairs, No. 
4813, by The Taylor Chair Co. in 


Transcontinental Oil Co. board room. 
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Barco Office Equipment Co., Kansas 
City, Mo., uses desks by All-Steel 
Equipment, Inc., in the offices of the 
Cook Paint & Varnish Co. in Kansas 
City. The accounting office features 
No. 6350 calculating machine desks. 








In the sales manager's private office 
at Cook Paint & Varnish Co., the No. 
6677 executive desk appears in the 
foreground while the No. 6629 desk 


is used in back as an auxiliary unit. 


Several A-S-E No. 6300 fixed-bed 
typewriter desks are shown in the 
back of the billing department. Barco 
Office Equipment Co. handled the 


complete installation of 200 desks. 
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Finger Office Equipment Co., of 
Houston and Dallas, Tex., handled 
this impressive installation for the 
new home office of the Transconti- 
nental Pipeline Corp. There are 29! 


of Leopold's No. JSL-360 and 
JSL-660 desks with a few JSL-760 
tables placed in strategic locations. 
A total of 435 of B. L. Marble's No. 
5592!/, and 5592 chairs also were a 
part of the oil company installation. 
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. » » installations 


Chairs by The Milwaukee Chair Co. 
provide comfortable seating as well 
as beauty at the First National Bank 
of Peoria, Ill. The Business Equipment 
Co., also of Peoria, made the in- 
stallation for the large banking house. 














Spitzer Office Furniture Co., Chi- 
cago, handled this installation of Mil- 
waukee chairs in equipping the 
Greenebaum Investment Co., Chi- 
cago. 


Chosen for their attractive appear- 
ance as well as their comfort, Mil- 
waukee chairs grace this office of the 
Marathon Corporation. Lippin Office 
Supply Co., Wausau, Wis., was the 
dealer who handled the installation. 
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Partial view of a side chair installa- 
tion at the Dayton-Biltmore Hotel, 
Dayton, Ohio, used in the Grand 


Ballroom, Junior Ballroom and the 





Hilton Room. Chairs are by Cramer. 


Horder's, Inc., Chicago, made this 
typing chair installation at the Oak 
Park & River Forest Township High 
School, Oak Park, Ill. Chairs are 
Model FS-3 Special by Cramer Pos- 
ture Chair Co., Inc. 





Cramer's Model FS-3 chairs, designed 


especially for typing classes, are fea- 





tured in a Newark, N.J., classroom. 
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Philip Morris Co.'s quarters at 100 
Park Ave., New York, N.Y., recently 
were named "Office of the Year." 
Secretarial posture chairs by the 
Domore Chair Co., Inc., are used 
throughout the general office. 





A Do/More executive chair in this 
private office at Philip Morris Co. 
means that it has been custom fit 
and will be periodically serviced. 





Another view of the Philip Morris 
offices showing Do/More chairs care- 
tully selected to suit the needs of the 





individual workers. 
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in the new offices of Morton Feeds, Inc., Dallas, Tex., are 10 No. 301 side arm chairs 
by Stanley Mfg. Co., upholstered in top grain leather. Executive offices throughout 
the new building are equipped with Stanley No. 301!/, swivel chairs and matching 
side arm chairs. E. A. Morrison, of Vance K. Miller Co., Dallas, was in charge of the 
installation. BELOW: Marshall-Jackson Co., Chicago, Ill., Rockwell-Barnes dealer, 
saved 20°/, of floor space by installing this Rock-A-File equipment for a well-known 
Chicago concern. Adequate aisle space has been allowed so that all compartments 
can be open at one time without interference with movement of file room personnel. 


' 
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@ This grouping of desk 
and chairs with turned 
treatment is a refreshing 
departure from the plain, 
severe lines of the Modern 
motif that has been so pre- 
dominant in recent years. 














upholitoned, chaine-for use wit | Boxned] dovke- 








8 
. . . e 
% There is a friendliness to the so-called 
® 
“Conventional” designs that is heart-warming, 
a 
especially the Colonial which features 
j gy 
graceful turned members. Always in good 
e 
taste, there seems to be a revival of interest 
e 
in office furniture of this period design. 
& 
These two new distinguished additions to the S 
B. L. Marble line of upholstered chairs, 9 9 9 O27 Ss * a 
with turned arm pillars and front legs, will be Ss 
welcome news to those progressive dealers ° 
who pride themselves on “creative” selling. © 
e 
Viiséd our display at the e 
NSOrA Convention, Chicago, 2 
September 22nd to 26th inclu- 
sive. Exhibit space 517A at the e 
Stevens Hotel 
- 
€ 


© Gor such an intimate piece of furniture at a chair, there i4 mo satisfactory suhililule Jor WOOD! 


THE B. L. MARBLE CHAIR COMPANY « Ledford, Ohio 


e9esgseeees?s@€e2s @ 
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AVAILABLE in many distinctive 


styles, Samson tables have been the choice 






of leading companies since 1893 






Beautifully grained walnut, oak or 






mahogany finishes ...in lengths 






6 to 16 feet. Special sizes, finishes, 






heights and styles are available on 






special order. Write today for 






complete information. 






MUTSCHLER BROTHERS COMPANY 
NAPPANEE, INDIANA 
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OFFICE AND DIRECTORS’ 
ROOM TABLES A 


READY FOR DELIVERY! 


NOW—convert any standard office desk’ 
to a typewriter desk in SECONDS 


*Any single or double pedestal desk (wood or 
steel) with a 1142” to 14” pedestal opening 


TYPEWRITER DESKS ARE HARD TO GET—THE RIGHT-O-LEFT 
TYPEWRITER PLATFORM IS TODAY’S ANSWER TO THIS NEED! 





























Take out dictation slide. Insert Right-O 
Left Platform 


4 Now, when typewriter desks, are short in supply because of the 
» ever increasing shortage of steel mechanism Hoosier Desk Com- 
pany brings you the answer to YOUR typewriter desk requirements. 


i > The Right-O-Left Typewriter platform lets you convert any standard 

, ~ office desk—single or double pedestal, wood or steel, new or old 
‘ to 14” pedestal opening to a typewriter desk in a 
few short seconds—with only a screwdriver. 


with a 11%’ 





This patented typewriter platform has many advantages. 


Tighten three screws to secure platform to @ Easy to install or remove 
desk. The screws do NOT fouch the desk 


so it tb It clamps on quickly without damage to the desk 
ivf cenno e morred 


o 
@ It saves time and is always ready for use. 
* 


Because of the rigid platform the typewriter works more 
smoothly 


Typewriters are less liable to damage. 


No mechanical parts get out of order. 


This platform provides 75 more drawer space than any 
pedestal typewriter desk 


Available to all dealers in Oak or Walnut finish. Send us your order today for 
as mony units as you need 





They are ready for immediate shipment 


Place the typewriter in position—the plat MANUFACTURED BY 


form is ready to use 


HOOSIER DESK COMPANY 
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Attotes FUNCTIONAL 
OFFICE - efte 


THE PERFECT Packaged OFFICE 


ACCEPTED BY SALES... 
PROVEN BY PERFORMANCE 





Serving private industry and 
the National Defense Program 


NOW available in both wood and steel 


ARNOT AND COMPANY, INC. « 922 PARK AVENUE « BALTIMORE 1, MARYLAND 
ERR ee mennammemmcmmmmrmmmees 








You don't have to be a 


College Graduate 








TO RECOGNIZE THE QUALITY OF 


PEERLESS FILING CABINETS 


ask the person who has used them—or better yet, 


try one yourself. 
‘It's easy to convince yourself” 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. 
LOS ANGELES DALLAS, TEXAS CHICAGO NEW YORK 
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america’s foremost collection otf modern furniture 


write department OA-9 for handsome illustrated brochure 


herman miller furniture company 








——GUARDSMAN announces 


a ONE HOUR SAFE LINE 
bearing the C-T 20 UNDERWRITERS LABEL! 


Production now starting . . . send for complete details. 

















are you passing up Profits . do you have the latest 
GUARDSMAN CATALOG No. 17? If not... write at once 


for your <opy. Jolen ‘ 
GUARDSMAN SAFE COMPANY 


La Porte Indiana 
- _- 
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foremost collection ot modern furniture 
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FINE CHROME 


| ARDS 








No. 14CB 8-Hook Revolving 

Pedestal Costumer designed for 

moximum space to hang coats 

and hats and easy accessibility 

to wearing appoare! Eight 

gracefu) triple-bend hooks are 

mounted on a 12” diameter No. 1AH4. This fine chair with 

polished wheel its padded, Duran tailored seat 
List Pr 28.90 and curved paneled back and 


streamlined appearance is 
available in all DC Duran col- 
ors and combinations; immedi- 
ate shipment on most colors 


FURNITURE 


for the modern 
reception room 
and office 


No matter what your customer's 
needs may be, the attractiveness 
and durability of ARD CHROME 
will appeal. Ard Chrome wears 
longer, stays brighter. A complete 
selection of chrome chairs; single, 
double and triple lounge chairs. 
Also chrome costumers, wall coat 
and hat racks. 


Genuine Formica table tops made 
to order with bases of chrome or 
wood. 

SOLD THROUGH DEALERS ONLY 
Write for complete illustrated 


Deep, wide, comfortable Lounge 


One of the most versatile chairs 





catalog and price list to 
31 Vine St. 


Choir No 22C with resilient 
$type chrome frame Heavily 
podded and upholstered in rich- 


in Ard's Crest line. 
List Price $15.90 





hved Durasol or Duran at no 

extra cost. No-sag spring con 

struction. Seat 22° long, 2112 

deep; Back, 22 wide 31! 3 
over-all height MAN UF AC T URIN G 
No. 22C List Price 59.50 

No. 44C Double Loung: 91.90 EVANSVILLE 

No. 66C Triple Loungs 119.00 








Centinuous Piano 
Hinges 


Heavy Gauge All 


ACKNOWLEDGED ws 
LEADER =, 


IN ITS FIELD ! 


Elbow Type of 
Drop Leaf Arm 





Exclusive One 
Piece Rigid 
Leg Bracket 






MASO’S 
“E-CON-0O-ME” 


ALL STEEL UTILITY STAND 


IT’S YOUR ANSWER TO THE DEMAND 
FOR QUALITY AT A PRICE! 





One Piece, Rigid 
Center Brace— 

Offset for Greater 
Leg Room 


Curved Leas for 
Beauty, Strength 
and Added 
Leg Room 













tically a custom built job. With your Free, Easy Rolling 
n or brown, beautiful hammerloid fin- Casters 
pany for any oflice setting. The rolled 
vol, free of burrs with no sharp edges 
| Takes all you on and still holds its shape and rigidity. 
And he elts all sales resistance No. 695 
MY 2 on YOU ARE CORDIALLY INVITED 
Top, Hinges, | f Arms and Leg Bracket are all assembled at To See Our Complete Line 
tl factory. S Its for the legs and 4 for the Bottom Offset 
B nd t | ompletely assembled in about ten minutes’ ele) 50 
Meas x] 27” high, closed. 144%4”x 35”, open. R M 2 
—_ . Hotel Stevens — N.S.A. Convention 
KEEP YOUR STOCK UP On This Big Profit Maker 

















MASO STEEL PRODUCTS. .«2t.f:. 


Chicage 5, Mlimeds 


Steel and Weed Office [Cquipenemt 
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DESIGN APPEAL... best from the West 


e e FAST SELLING — QUICK PROFITS 
positive buyer reaction to superior design, color 
and finish. Complete line. Fills modern de- 
mands. Something different. 


+ + + 


e e QUALITY YOU CAN RELY ON 
Hardwood lumber core panels throughout. Mas- 
sive construction. Top finishing material and 


practice. 
+ + + 


e e WORKMANSHIP OF MERIT 

Over ten years manufacturing experience. 
Thousands of installations attest to ruggedness 
and functional usefulness. 


e e WRITE TODAY 
Send for illustrated brochure. Ask for exclusive 


dealership plan. 





PROMPT ATTENTION TO SAMPLE ORDERS 


AVALON PRODUCTS, INC. 


1332 E. 16TH STREET, LOS ANGELES 21, CALIF. 














ON DISPLAY AT THE NSOEA ANNUAL CONVENTION—SEPTEMBER 22-27—THE STEVENS. CHICAGO 






Ado 


“10002000” 





Price Lists 










and 
. Literature 
Ling D : 5 K 5 on Request 
EXECUTIVE * SECRETARIAL * CLERICAL ee ee 
Top 59'%4"x33'4"—Het. 29” (adjust- Meet us in room 529 
able to 30%”) Walnut only. Also —Hote!l Stevens, Chi- 





available in Secretarial models. 





Federal Equipment Company, makers of the famous 
space-saver “’Econo-Form”’ series, offers additions to 
its line of quality desks in the ‘'1000 Line,” square 
leg desks, available in oak or walnut—and the 
"2000 Line,” skid-base desks in genuine walnut. 







*One or a 
Car-Load 
Without DO's 








No. 1231A Secretarial Desk: Top 

60x34"; het. 30 left or right 

2412 PENNSYLVANIA AVE. N. Ww typewriter pedestal; counter bal- 
s anced retractable typewriter mechan- 

WASHINGTON ie D. €. ism; available in walnut or oak. 





e SOLD FROM COAST TO COAST THROUGH AUTHORIZED DEALERSHIPS -¢ 
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. . are yours with the Monarch line of 
office lounge furniture — designed, built and 
priced for maximum turnover and volume. 


FIRST QUALITY CONSTRUCTION ... 










@ Covered in top grain leather, © Rubberized hair filled 
or fabric back Vinyl plastics 


@ Full coil springs tied 8 ways double dowels 


@ Web bottoms 


. SENSIBLY PRICED FOR SURE SALE 


@ Five-quarter frames with 


@ Waterproof glue throughout 


High Point,Norwth Carolina 














‘cael Gicttclitinns 


You will be interested and impressed, 


we are sure, by this first showing of desks and office 
furniture by Hekman Industries . . . designed by Karl F. 
Schmidt, honestly built, beautifully finished . . . truly 
fine furniture with that unmistakable Grand Rapids look. 
Be sure to see them—a cordial welcome awaits you. 


HEKMAN INDUSTRIES-GRAND RAPIDS 


Edsho yt PRESIDENT 


At the annual N.S. 0O.£&. A. Convention .. Third Floor, Stevens Hotel, Chicago 
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2 olte Desks 


Worthy of the Name 


“OUR SEATING MUST 


LAST FOR VEARS |jj 
... that’s why we chose //— 
Krueger over all others!” / 


Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 
WIDEST SALES APPEAL 


>| | 






‘LOOK AT THESE FEATURES! 
@ Double-beaded channel 








A DEALER INQUIRIES INVITED. MANUFACTURER 


; an ve catalog 
f onan line. 


OF SAFES 
GET THE FACTS, THEN THE PROFITS! a “y 


> RU SCRE W seus. PuNNETT co. 2» 


LMETAL PRODUCTS » GREEN BAY . WISCONSIN meee “EST AVE. - ees TER ae. Y 
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NEW: 


“4. for less money «°° 


' st Complete | 


















; ve 
\ with revolutionary ‘ : 
new “no-straddle” ast. 
steel legs! 
Here it is—from the makers of the 
famous Foldaway Table . . . the new 
plywood-and-steel folding table that’s 
engineered to give you more quality, 
durability and convenience at lower 
prices! Quick, easy-folding operation of 
legs enables setting up or clearing of 
room in a few minutes — saving time, 
work and storage space. 
e STU ly MAKE YOurR 
W bh 
a ns «| OWN TABLES | 
Ro P 
@ EXCLUSIVE d fo ( 
max leg 
Ba teame < 
‘ = 
Legs evailab 
le 
stely ready to atech 
P © wood or Masonite 
MADE IN 4 POPULAR SIZES : 
Model 500: 30° x 96” top, 30” MID Motching Benches ovailable 
Model 501: 30” x 72” top, 30” high for Rectangular Tobies 
Model 510: 60 nd, 30” high 
Model 511: 48” round, 30” high 


SEND FOR FOLDER 
AND PRICE LIST 


AAAS LIN Gazz 





Dept. P - 43 N. Third St., Phila. 6, Pa. @ LOmbard 3-5405 
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come up’n see me 
sometime during the 


.5.0.E. 
HOTEL STEVENS 
sept. 22 


CHICAGO 





A warm welcome awaits you at the Haskell 
Booth where your Haskell Representatives 
will be waiting to greet you and serve you 


Victor C. Corkran heceialiaeeiad New England Area 
SO TOR sitccinetnticitannvien Southwest 
NO yada ciesicacscceccsitibistbcaniel Chicago Area 
Fe ip eitcccennncnemeninnn West Coast Area 


David Kohansky......... New York and Export 
Sid Lichtenstein............ Middle-Atiantic Area 


George Slater.................-.ccr-00 Southern Area 
Ee Missouri Area 
Bud Haskell 

sd Wasket 077 Home Office 





Po 


a 
Manufacturing Company, Inc. 
303 E. Carson Street, Pittsburgh 19, Pa. 
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“Luxury in Leather’ davenports and 
club chairs by Niemann, Inc., are fea. 
tured in the Men's Lounge of Hatcher 
Hall, Louisiana State University, Baton 
Rouge. Standard Office Supply Co, 
Monroe, La., furnished 116 Niemann 
pieces for this campus _ installation, 


An atmosphere of impressive dignity is 
maintained in Walter E. Masland's of- 
fice. Chairs and sofas are upholstered 
in Masland Duran all-plastic. The swivel 
chair was made by The B. L. Marble 
Chair Co. Other chairs shown here 
were manufactured by the Kittinger Co, 


wary i. ge : ‘ LLL 
5 a 














es S39 Bn ek a 


Blueprint filing cabinets are put to good 
use at the H. G. Daniels Co., art mate 
rials store in Los Angeles, Calif. The cab- 
inets for this firm's purpose were manu- 
factured by Stacor Equipment Corp. 
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installat 


The Leopold Co., Burlington, lowa, 
furnished the fine wood executive 
type desks used for the three in- 
stallations pictured on this page. 
Stafford-Lowden Co., Fort Worth, 
Tex. equipped the University 
State Bank of its city in the im- 
pressive manner shown in top pic- 
ture. Center view is of Kaiser 
Aluminum & Chemical Co., Wash- 
ington, D. C., installation by Chas. 
6. Stott & Co., Inc., that city. 
Another view from the University 
State Bank, Fort Worth, Tex., ap- 


pears in picture at lower right. 
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COME TO THE 
STEVENS 
\ HOTEL 


ROOM 507 
f SEPT. 22-26 


aA 
errr 
il 
Pal 


" AWAPLELLILI 


io \ 
Write for your copy of latest \ } 


price list and cataloque 


WESTERN MFG. C5 


AURORA, ILL. 


WESTERN MANUFACTURING COMPANY 


—D AURORA, ILLINOIS @G 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 


describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls... 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 


\ 





Se Rs og 
COLLIER-KEYWORTH CO. 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H Ww D 


12" x 35%" x 12" 
15" x 353%" x 12" 
18" x 35%" x 12" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 


DOUBLE DOOR 
COUNTER HIGH CABINETS 
THESE STURDY 

STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





SIZE 42''x36''xi8"' 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Steel . . . Electrically welded 
construction and completely reinforced throughout. . 
Baked-on enamel finish in Green or Grey. 


Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 


-_ eee 
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aluminum 
chairs 


Now more than ever is the time to exercise your 
best brand of salesmanship where your customers 
are concerned. 

Restrictions and shortages of goods tend to make 
relations with your customers difficult during this 
trying period. 

We urge our FINE-REST dealers to display their 
utmost tact and patience in explaining unavoidable 
delays and curtailments. Please feel free to call on 
us in any ticklish situation. We may not be able to 
solve it in shipments, but we will do our best to 
verify your explanation of the situation to your 
customers. 


FA 


- . 
p< Yo raion 
K 


RON 8, OHIO 







ALUMINUM SEATING 


17 Ss. CHERRY STREET 






A 
AETNA SAFE CO., 46-50 W. 29th SFT. x. Y. 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 


Dishibulor 
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SARE, TAPERED, or THRKED | yahity 


Your customers buy fine sofas and chairs, only to have them covered 
up by coots, hats, and brief cases. Sell a customer for every reception 
room and office . . . chairs and sofas are for sitting, not a catch-all 
for garments and hats. 








performance 


Costumers come in five styles 
. . « beautiful square 1% 
post with four sturdy brass 
finished hooks, or same 
model with hand turned 
post; sturdy costumer with 
2'/g"" square post or same 
model with hand turned 
post; or tapered post to 
harmonize with modern of 
fices. 


Oak or Walnut Finish 


All costumers available in 
natural oak or rich walnut 
finish. Blonde oak and deep 
mahogany on request. Cos 
tumers 72" high. 


Standard Package 


6 posts to carton 


Matched legs and hardware 
packed individually; no 


THE BENTSON 
“‘60p-F /zte 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 





lf you haven't received your con- 


venient file folder of BENTSON 





chance of mismatch. As catalogs, write for it today. 


sembled in seconds without “The Line of Most Assistance” 


special tools. Also available 


for dein" Mage =| “Ohe BENTSON MFG. CO. 


' MANUFACTURERS OF STEEL OFFICE EQUIPMENT 


STEMPEL MANUFACTURING CO. AURORA ° ILLINOIS 


2830 Roberta St. ° WEstbrook 3831 ° Dallas, Texas 




















} @ @ © ANOTHER 





Remember Uld Faithful 


Wardrobes, Supply Cabinets, 
Telephone Tables, Telephone 
Cabinets, Costumers, Hat 
and Coat Racks, Umbrella 
Stands, Check Desks, Recep- 
tion Room Tables, Display 
Tables, End Tables, Book 
Cases, Magazine and Type- 
writer Stands 





RUBBER CUSHIONED 
CASTER SOCKETS 
FOR QUIET 


EFFICIENCY QUIGLEY FURNITURE CO. 


Phone Utica 6-321 
WRITE FOR CATALOG WHITESBORO, NEW YORK 


KOL INC 410 N. SYNDICATE ST. 
@ ST. PAUL 4, MINN. =< A LLL 
274 
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CATALOG AVAILABLE 
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Designed and created by 


NEW 


No. 1005 A 
Side Arm Chair of 


Grand Rapids 





Office Chairs, Davenports 
and Related Furniture 


Overall Height 33" 
Overall Width 24" 


Seat Depth 20" 
Between Arms 20" 


Back Height 
from Seat 17" 


Revolving 
Chair to Match 


Write for illustrated literature and prices 











GRAND RAPIDS 
LEATHER FURNITURE CO. 


Grand Rapids 4, Mich. 


201-207 Front Avenue, NW. 






STEEL 
STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes 


36” wide, 


18” deep and either 72 or 78” high. 
Shipping weight 150 pounds. 


Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL ManuracturiNG Co. 





1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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SMOKERAGK wy SO-KING 











No. 200 
CHROME 
PLATED 


Magazine rack is 
16" wide, 13" 
high, and the 
26"° smoker has 
an easy cleaning, 
removable 8’' am- 
ber glass tray 
with 4 cigarette 
rests. Shipping 
Weight: 16 ibs. 
Packed in indi- 
vidual Cartons, 


set-up. 





SMOKERACK is a natural, combining a magazine rack and smoking stand 
into one useful and beautiful space-conserving accessory 
SMOKERACK features sturdiness, balance and a gleaming triple-plated 
chrome finish for lasting protection ond service 

Write for the new 1951 Smo-King Catalog. 





SMO-KING PRODUCTS 


Designers and Manufacturers of Quality Smokers 
602 Wythe Avenue, Dept. O, Brooklyn 11, N. Y. 











ie 


Fritz-Cross 











Always... 
the metal posture 
chairs of Quality 





No. 410 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 
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the NEW, IMPROVED ‘Lecamrest” 





Pat. Ne. 0144,677, ether Patents Pending 
® Ideal f 
e oe.” - « « Raise the headpiece to any desired 
© OFFICES ; : 
© Sonamronns position . . . it will automatically stay at 
@ HOTELS that position . . . To release the ““Magic- 
© GAME ROOMS 
© DENS Hold,” raise the headpiece all the way. 
e NIGHT CLUBS 





© tenmmenss it can then be lowered to the ‘‘flat’’ posi- 


® Doctors tion. Available in the finest plastic mate- 

e GYMS : 

e institutions Trials in a wide variety of colors. Show 
Leisurest for extra sales!!! 


WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 


— teleme 


1 5 2S = aie wr 









. NE W YORK 19 









-¢ i NI © FOLDING CHAIRS 
SIDE CHAIRS 


POSTURE CHAIRS Oe 
The KING of All Posture Chairs HA Rey 
King chairs are scientifically 
designed and engineered for TABLET ARM CHAIRS 
true posture seating all METAL CHAIRS | . 
chairs feature instant 3-way AUDITORIUM UNITS ; |] Write us when you 





finger-tip adjustment. New im- 
proved glossy-smooth infra-red 
baked enamel finish. Modern 


have inquiries 






from churches, 



















massive molded aluminum schools, clubs, etc 
base, wide caster spread and e , 
optional backrest supports All types of wood and steel folding, 
sors gg ne Best a non-folding chairs and folding tables 
ular ases an severa : : . ‘ é 
other models available in stock. Save time! State type and 
quantity under consideration. 
WRITE TODAY FOR OUR NEW P 
ILLUSTRATED LITERATURE | 
a: ee ADIRONDACK CHAIR CO | 
KING POSTURE CHAIR CO | 
. Dept. 1, 1140 Broadway (Nr. 26th St.) N. Y. 1, N. Y. 
953 So. Raymond Ave. ©@ Pasadena 2, Calif. 
Aa aaa as AAA AAAAAAAAAAAAAL 











ola Salle COSTUMERS 
SMOKERS (0) Sitmctar smote type 
SEE US AT BOOTH 142 N 


EXHIBIT HALL— 
NSOEA CONVENTION 2 





Extra Value Featui es 
To Help You Sell 







































NEUBAUER “TWIN-POST” 
\ st Sheiving 1s 
c \ ai 
No. 155 Heavy rner NEU 
gauge steel No. 150 by maf By 
costumer. SMOKER inset 
Unbreakable , oe Seceth: 
atentec collar l able 
Hooks keeps top rigid at 
ae ae a all times. Substan- Ive 
signed for per- tial, 11 heavily * a 
fect balance un- weighted base, 8” O Air 


der heavy loads 
Height 68” — om 
Post 1". 16 in 942" diameter 
gauge Steel Height to top of 
Base — 21 

d. Hook 
aude ieoms sol- Satin chrome fin- 
id rod, finished ish. Shipping 
— rounded weigh 13 Ibs., as- 
nobs. 
Finish: a 
Grey or Olive use. 
Gray with 
chrome hooks 
Packed in units 
of six. Shipping 
weight 60 Ibs. 


amber glass liner 


glass liner 2442”. 


sembled ready for 





ay ! et in 


Write for Catalog. 


LA SALLE PRODUCTS CO. oo 
2216 N. Clybourn Avenue Chicago 14, Ill. CLAD TTT BLAM Minncapons 18, Minnesote | 
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sell the best... SELL 
WELHAM 


nonsuspension files 





4-3 and 2- 
Drawer Non- 
suspension 
Files in Letter 
Size Only. 





FINISHED IN ATTRAC- 
TIVE OLIVE GREEN OR 
METALLIC GRAY BAKED 
ENAMEL 

¢ DULL CHROME FIN- 
ISHED HARDWARE 


WRITE FOR INFORMATION 


METAL PRODUCTS 
e COMPANY e 
INDIANA 


WELHAM 


MICHIGAN CITY 











QUALITY WOOD 
72 Inches High 
22 Inch Heavy Base 
4 Metal Hooks 
Oak and Walnut Finish 
Packed 6 per Carton K-D 
— Immediate Delivery — 
N 1750—13% in. Square Post $7.90 List 
€ n. Square Post $11 -90 List 
DALE OFFICE FURNITURE 
MANUFACTURERS 
61 West Hubbard Street 
CHICAGO 10, ILL. 


N 2250 No. 1750 





OFTEN IMITATED. 


sur Never Equalted 


ont POSTURE CHAIR 00 +, 
1205 Charlotte Kansas CIty bt 








SEE CRAMER 


at the National Stationers 
and Office Equipment Convention 
in Chicago, September 22-26. 





Stevens Hotel. 


BOOTHS 147-148 


Cramer POSTURE CHAIR CO., Inc., Kansas City 














FOR EVERY PURPOSE 
WOOD SEATED STOOLS 
STEEL SEATED STOOLS 

ADJUSTABLE LEG STOOLS 
REVOLVING STOOLS 
POSTURE CHAIRS 
LINOTYPE CHAIRS 
Special Equipment Built to Order 


ANGLE STEEL STOOL CO. 


600 W. Oak Street Plainwell, Michigan 
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4 elie 
TOPS 


orf 





’ 

‘ 
SEAT MORE PEOPLE 
WITH MORE LEG ROOMI 


Automatic Lock Secures Legs 


in Ploce . . . Won't 


Collapse 


MIDWEST FOLDING PRODUCTS 


277 














The Months Were Long, 
But the Rewards Large 








by HUGH REEVES 


sales manager, 
Jacquin & Company, 
Peoria, Ill. 


HIS TITLE comes close to de- 
cutting a recent order we re- 
ceived after several years and many 
calls on this customer 

The customer is the Equitable 
Life Assurance Society with home 
offices in New York City, an organi- 
zation that is third in volume in the 
life insurance field. The original 
contact was made not by our calling 
on the prospect, but by the prospect 
calling us. Most office equipment 
and supply salesmen know they 
cannot sell the branch offices of 
such large concerns. They have 
heard many times, “Our home office 
buys everything.” In this case that 
statement did not hold true 


This district 

of Equitable Life 
Assurance Society was being en- 
larged and Fred Holderman, Jr., the 
agency manager, found himself in 
need of new furniture promptly and 
he was shopping for someone ‘to 
deliver. It was back in late 1946, 
and deliveries were still slow. We 
were fortunate in that we had sev- 
eral matching desks and chairs on 
hand and we were able to secure 
what more were needed to take 
care of his requirements. Upon 


JACQUIN INSTALLATION—Typical of the ex- 
tensive steel furniture installation by Jacquin 
& Co., are these Peoria offices of the Equitable 
Life Assurance Society of the United States. 
TOP: A private office of one of the assistant 
managers. This office is all gray steel with 
aluminum chairs upholstered in dark green 
leather with Gros Point seats. BOTTOM: The 
secretarial office where secretaries handle 
the correspondence of Fred G. Holderman, Jr., 
agency manager, and his assistant. This 
office is equipped with gray steel and alv- 
minum chairs. Globe-Wernicke steel desks 
and files and Blair aluminum chairs were 
used almost exclusively in the installation. 
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completion of this order, Mr. Hol- 
derman made the statement that 
he hoped in the near future to be 
allowed to re-equip his own office. 
Naturally, this is invitation enough 
for any salesman to start to work. 

I went to his office with a tape 
and sketch pad for the first step in 
making up a presentation. After 
consuiting Mr. Holderman’s secre- 








on large installations 


tary, I had some information to 
direct me in selecting the style of 
furniture to use in my presenta- 
tion. After several weeks a presen- 
tation booklet with Mr. Holder- 
man’s name in gold was made up. 
All photographs and catalog cuts 
were mounted and covered with 
acetate protectors. This was pre- 
sented to Mr. Holderman and some 
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time went by. Nothing happened, 
but we found that the home office 
| would not approve such a fine office 
for an agency manager, even of 
the largest-producing area which 


become. For a long 
this possible order 
occasional call 
nothing developed 
ther could be done. 


this district had 


period ofl 
! 


was made 


Late in 1949, 

Mr. Holdeman be- 
possibly the time 
began working 
office, not how- 

‘ffice, but on the 

entire Peoria office. This comprised 

the cashier’s office and quarters for 
five assistants and their secretaries, 

onference room, 
his private office 
to look big, 

We could not 

see how the home office would allow 

the purchase to be made locally 

Nevertheless kept punching and 

getting information needed. We 

made a presentation now on Globe- 

Wernicke steel and Blair aluminum 

chairs with the same wood for Mr 

Holderman’s office as _ previously 

offered. As this job had reached 

such proportions, we expected local 
competition, although none had ap- 
peared. The b was now really out 
of our hand We had to depend 
entirely upon Mr. Holderman to sell 
New York fo! 


had come, and Nhe 


‘ » +} } ry 
iln on tne nome 


: . 
tne Ssaies 

mal room 
This 


ana oI course was 


job rea pegan 


He evidently was sold, 
because he 


convinced N« York the order 
should be placed locally. Approval 
came through early in 1950. This 
should be the end of our story but 
before we could get underway 
New York sent word to hold 
everything further expen- 
ditures fot ipment would be 
made. Mr. Holderman was disap- 
pointed, as hi really been set 
on having hi ffices modernized 
He began a ampaign to ob- 
tain New Y ipproval. Useless 
to say he vw iccessful, or this 
story would ve been written 
This time he not only received per- 


mission for hi lite of offices in 
Peoria but i 11 outside offices 
throughout th tate of Illinois. 


We had pr sly received com- 
mittments from The Globe-Wer- 
nicke Co. and Blair Aluminum Fur- 
niture Con supply the 
needed equipn Now that this 
order had increased to this size, we 
had a selli b of our own in 


reverse. It was to sell our suppliers 
on going ahead. We had been given 
a reasonable length of time to com- 
plete the order, so both firms finally 


agreed. The job was practically 
completed when controls began to 
hurt. We had to turn to some other 
suppliers to furnish some of the 
steel items. 

This order was probably one of 


the largest and most complete or- 
ders that this writer has ever had 
the pleasure of securing. All desks, 
chairs, waste baskets, letter trays, 
costumers, card files, visible cabi- 
nets, in fact everything but ma- 
chines, are being replaced in the 
district as well as the 11 sub-offices 
in the state. The total cost is well 
over $50,000.00. 





meeting Shortage problems 


OW CAN THE OFFICE furniture 

retailer best prepare himself 

for a repetition of the furniture 
shortages of 1942-1946? 

There is no doubt that curtail- 
ment of manufacturing and other 
influences will force the office fur- 
niture dealer to go onto a semi-war 
footing, according to Oliver Pech- 
man, head of Denver Stationery 
Company, Denver, Colo. “While we 
are not crying the blues as yet, we 
may be reasonably sure that there 
will be a return of war conditions,” 
Mr. Pechman said, “which again 
will mean back orders, inability to 
fill requests, and the problems of 
customer dissatisfaction and loss of 
good will.” 

The Denver store’s first step in 
preparing for a restricted office fur- 
niture operation has been to build 
up the inventory heavily—not by 
huge orders to single sources of sup- 
ply, but by many small orders, 
spread among all manufacturers, 
which get a far better response. “We 
did the same thing previous to the 
rush which ensued the beginning of 
the Korean war,’ Jack Pechman, 
son of the store’s founder, indicated. 
“Through a fortunate hunch, I was 
able to buy enough additional stock 
to meet the temporary scare mar- 
ket which existed late this summer. 
We are attempting to follow out the 
same terms in setting up a better 
inventory for allocation. Naturally, 
this will not last forever, but we 
believe that diversified orders, sent 
out more often, are bound to pro- 
duce a better stock than depending 
upon limited sources of supply.” 


Many dealers 
will benefit through 
making a close study of the used 
furniture market, and scouring it 
for possible purchases, Denver Sta- 


tionery Company’s officials believe. 
For example, there are many 
younger business and professional 
men being called back into the ex- 
panding military services who will 
leave complete offices behind and 
would prefer selling the furniture 
off than placing it in storage in 
these uncertain times. “Of course, 
used furniture will be only a drop 
in the bucket in comparison with 
the demand,” Mr. Pechman added. 
“But there will be many instances 
in which the ability to sell the cus- 
tomer something on which he can 
feasibly get by, will build valua- 
ble good will instead of irritation.” 


There are already 

evidences that 
the unseasoned woods and poorly 
finished furniture of the last war 
will appear on the market, the Den- 
ver stationer further indicated. “We 
stand firmly against amplifying the 
stock in this way,” he said. “During 
1946, we had bad experiences with 
buying office furniture which at 
first glance appeared satisfactory, 
particularly in the low-priced field, 
but after a few months’ use, the 
finish came off, the veneer warped, 
and simple stains became apparent- 
ly ineradicable in the tops of desks 
and tables. The result was a severe 
loss of good will, and surely the 
elimination of many prospects 
whom we might have sold later on. 
Lowering quality is a very poor sub- 
stitute for inventory shortages, we 
have found, and thus we will build 
up our stock entirely with good 
furniture.” 


Denver Stationery Company, is 
currently urging its customers who 
can foresee need for new furniture 
to buy now—and avoid any risk of 
shortage in the future. 
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DARNELL 
CASTERS 


1 Complete Customer 
SATISFACTION 


Prote 
2 ct Business 


REPUTATION 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST.. NEW YORK 13. N Y 
36 N. CLINTON CHICAGO 6 ILL 









POTLATCHING yitht™ 
REGON HRAILERAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 





The annual Oregon Trail Traveler picnic, under the 
able management of Entertainment Chairman Bob 
(Eagle Pencil) Anderson, was held at Gaffney’s Lake 
Wilderness, just out of Seattle, last month and at- 
tracted many travelers, accompanied by wives and 
youngsters 

The Carlson, West Davis, Williams, Vaughn, Court- 
land, Howe, McColloch, Kennedy, Whitcomb, and Pills- 
bury families were out in force, arriving early and 
remaining late. Food, drink, and sunburn were the 
order of the day and the only disappointment for the 
kiddies was the omission of Pill’s annual fancy roller 
skating exhibition; a broken strap keeping him 
grounded this year. 


* * * 


The popular Gus Lipp (Kistler’s, Denver) and family 
recently motored to the Northwest for their annual 
summer vacation. Gus was kept busy renewing old 
acquaintances among the stationers of this area and 
the high-point of his visit was the surprise banquet 
tendered him by a group of his close friends in Port- 
land where plans were laid for another get-together at 
the convention in Sun Valley in ’54. 


” ” 7” 


A traveler recently lost to the armed forces has 
received a warm welcome back to our midst again, none 
other than Ed Moore. Ed is currently enjoying the 
extremely pleasant duty of recruiting for the WAF in 
the Seattle area so don’t be startled if you find him 
peering at you from your TV screen some evening ex- 
tolling the glamors of the air force for ladies. 


* * «* 


Glenn (Le Page) Grant has not only lost a couple 
of vest buttons but has also been busy passing out 
cigars of late. The reason being the two new additions 
to his family—a new son and also a new Mercury 
convertible! 

a 7” aa 

The clams inhabiting the Oregon coast will long 
remember 1951 as a tough season. Not only was the 
lowest tide in the past 36 years an extreme hardship 
but word has gotten around that Charlie (Wilson- 
Jones) Nunn will be on their trail again enroute back 
from his annual summer visit to his ranch in the San 
Joaquin Valley. Charlie always insists that there is 
no nectar like clam nectar! 


* x * 


Recently, George Abelsett and Al Osborn of the 
Tacoma Office Supply, Tacoma, Wash., invited Howard 
Armstrong of The Stationers, Inc., of the same city, to 
a lengthy but entertaining luncheon. This was no 
ordinary courtesy being extended to one business com- 
petitor by another—it was the observation and celebra- 
tion of a 25th anniversary! That many long years ago, 
Howard employed George and Al as salesmen for The 
Stationers, thus introducing them in a field which 
they were to make their life’s work. The passing of 
time witnesses many changes and today finds Howard's 
old employees as friendly competitors entertaining 
such a high regard for him, and the opportunity he 
presented them, that they desired his presence at their 
anniversary luncheon. It is heart-warming incidents 
of this type that testifies to the high plane of the 
stationery business—and those engaged in it 

“Out Where The Hand Clasp’s a Little Stronger.” 
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NOW! A NYLON 
TYPEWRITER RIBBON 

WITH NEW, 
LONGER INK LIFE 


REMINGTON RAND The new, improved Remington Rand ink formula with 
TOP ° i- greater penetrating value gives TOPflight Nylon Ribbon 
longer ink life than ever before. 


Combine this longer ink life with the superb lasting qual- 
NYLON RIBBON 7 : 


ities of TOPflight Nylon fibre and you have the finest 


ASSURES COMPL ETE typewriter ribbon made —a ribbon that gives clean, sharp, 


beautiful printwork ...a ribbon that gives longer lasting 


C USTO M E Be service with complete customer satisfaction. 


Order a supply of Remington Rand TOPflight Nylon 


SATISFACTION Ribbon today! 


KMemington. Fb curacl —-PEALER SALES DIVISION 
3 315 Fourth Ave., New York 10, N. Y. 


REMINGTON PORTABLE TYPEWRITERS + TOPFLIGHT ADDING MACHINES + INVINCIBLE SUPPLIES + VICTOR SAFE & EQUIPMENT PRODUCTS 
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Slated for 





Don’t wait another minute. Start now...today! Tie-in 
with the big Esterbrook School-Opening Promotion. 
Capitalize on the pre-selling Esterbrook’s colorful 
campaign is doing for you. 


Feature Esterbrook products in your windows, at your 
pen counter, in your local advertising. Let your cus- 
tomers know that YOU have the Esterbrook Pens, 
Pencils and Desk Sets they see advertised everywhere. 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
In Canada: The Esterbrook Pen Company of Canada, Ltd., 
92 Fleet Street. East, Toronto 


\S 
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LOOK for ESTERBROOK ADS in 


LIFE... COLLIER’S ! 
SATURDAY EVENING POST | 
NEWSWEEK ... AMERICAN. } 

PATHFINDER . . . TIME | 
NATIONAL GEOGRAPHIC } 
TODAY'S SECRETARY 
GRADE TEACHER | 
INSTRUCTOR | 

and 
SCHOLASTIC | 






TIME 
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News Notes from the Maritime Provinces 


WILLIAM J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N.B. 


A reorganization of J. & A. McMillan, Ltd., St. John, 
N. B., has been made since the death of Frank J. Alex- 
ander, Sr., who had been president of the company, 
one of the oldest office supply firms in the world. The 
new executive board is headed by L. T. Allen, president, 
after many years as secretary-treasurer. The vice- 
presidents are E. P. Mason, Marshall B. Urquhart, and 
Robert Alexander, second oldest son of the late pres- 
ident. The new secretary-treasurer is Frank J. Alex- 
ander, Jr., oldest son of the late Mr. Alexander, who 
for 40 years had been on the McMillan staff. The firm 
has been functioning for about 115 years as manufac- 
turers, wholesalers and retailers. 


. * s 


The first president of the St. John Boosters Club, an 
organization of business and professional men of St. 
John, N. B., is Aubrey T. Snodgrass, long an office 
supply dealer. The affiliation of Mr. Snodgrass with 
the baseball promotion does not develop from remote 
control. As a boy and young man, he was very active 
in amateur and semi-professional baseball as a first 
baseman for teams representing St. John, and also his 
home town, Fairville, an immediate suburb of St. John, 
and where he continues his home. 


* * > 


At the annual meeting of the St. John, N. B., County 
Liberal Association, Frank J. Alexander, successor to 
his father as the head of J. & A. McMillan, Ltd., was 
named the new president of the association. 


a7 - * 


J. E. Cole, manager of the St. John, N. B., branch of 
Underwood, Ltd., has been directing demonstrations 
of Underwood-Sundstrand at the branch premises. 

7 ca > 

Howard E. Soulis, president of the Soulis Typewriter 
Company, with base in Halifax, N. S., and subsidiaries 
in St. John, Fredericton and Moncton, N.B., is marking 
his twentieth anniversary of his participation in the 
business established by his father, the late Major P. O. 
Soulis, of Halifax. H. E. Soulis has not only succeeded 
his father on the latter’s death in 1942, but his uncle 
who died in 1945. He was the late Roy Soulis, who for 


about 14 years headed the Soulis office supplies activi- 
ties in St. John, and penetrating through the provinces 
of New Brunswick and Prince Edward Island. 

* * * 


Walter C. Stirling, head of Stirling Business Ma- 
chines, St. John, N. B., reports that the construction of 
a viaduct for about 150 yards in front of the local 
railroad station has adversely affected business for 
his firm. The construction of the overhead concrete 
thoroughfare for motor vehicles and pedestrians has 
reduced the volume of people walking from the city 
proper to the north end. The Stirling base is in the 
lower north end and includes a street front showroom 
and with repair shop at the rear. 





Mac-Mieth Company, Inc., Moves to Florida 

The Mac-Mieth Company, Inc., recently announced 
its removal to Port Orange, Fla., where the mailing ad- 
dress is P. O. Box 832 

Formerly located at 44 Hunter St., Newark, N. J., the 
32-year-old firm manufactures loose leaf punches, 
ticket punches and hand punches including round 
holes, assorted designs, letters and figures. 


| Of ablee Stork i 


William Michael Hedberg, son of Mr. and Mrs. Harry 





Hedberg, was born on July 14, 1951. Mr. Hedberg is on 
| the staff of the Hedges Manufacturing Company, 
s Chicago 


) 
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“With this 
Display, our 
Flo-masters 
practically walk 
off the counter” 


— a typical remark from a stationer 


e We expected this effective new Flo-master display 

to do a job but we were not prepared for the demand for 
“more displays” from all parts of the country. We now have 
a new batch on hand. Why not put one on your 

counter — and another in your window! 


You'll find it one of the best “silent salesmen” 
you've ever used. “Attractive” is no word for 

this display. It holds six Flo-masters, each with 
a gayly colored cap (red, green, blue, silver, 

gold and black). 


Here is one of your most effective ways of tying 

in with Flo-master’s national advertising — 

more than 25,000,000 individual messages during 
1951 reaching “prospects” in homes, schools, 

art studios, commercial offices and industrial plants. 


Boost your profits with Flo-master — the 
“fountain pen with the felt tip’ — the instrument | 
that writes on any surface. Stock and sei! both ati 
sizes — POCKET SIZE for general use; itl 
KING SIZE for big, BOLD, heavy-duty marking. 
Used with Flo-master Inks—Transparent and } 
Semi-Opaque — instant-drying, waterproof, 
non-smudging. 











Cushman & Denison Mfg. Co. 
153 West 23rd St., New York 11, N.Y. 


Flo-master 


FELT-TIP PEN 





283 

















DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 








HERE IS YOUR CHECK 
EISe cee 


HIGHEST 
QUALITY 


CARBON PAPER 


Typewriter 
~ Pencil 
Billing 
Saddleback or Reverse 
Prompt Speed-e-form 
“— Hectograph 
Efficient ca 
enci 
° Bind 
Service —_ 
Jacket 
Book 
° One Time 
Special Strip 
Specializing For Ozalid process 
INKED RIBBONS 
packaging for 


Typewriters 
Adding Machines 


Billing machines 


under dealer's 


private imprint 
Bookkeeping machines 
Addressograph 
Dupligraph 


Speedaumat 


“The Complete Multigraph 
oe sa Multilith 
Line Daters 
Stands the test Time clocks 
Flat bed presses 
of time Special purposes 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 





Neon (asbestos) marking 





— L Teletype 
®teonns erern* he , 
veace nane Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 





284 


SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Gordon E. Miller, president of the Southern Cali- 
fornia Adding Machine Company, 943 S. Broadway, 
Los Angeles, has returned from a two weeks’ vacation 
which took him to various California recreational and 
vacation points. 

* * 

William H. Jones, treasurer and sales manager of the 
Los Angeles Desk Company, has returned from Yose- 
mite, San Francisco, and other central California 
points where he spent a three weeks’ vacation 

* 


* * 


As an aftermath of the recent floods that swept 
portions of the Mississippi Valley, the Clary Multiplier 
Corporation, San Gabriel, Calif., has offered all Clary 
users whose machines were damaged by the floods 
loan machines at no cost until the damaged machines 
can be repaired. Fifty machines, as loans, were rushed 
from the factory to Kansas City and ads were inserted 
in Kansas City newspapers inviting Clary users to take 
advantage of this offer, according to M. S. Bandoli, 
vice-president in charge of distribution. A similar of- 
fer was made in a number of other cities 

“a * * 

The formal opening of the Chipron Stamp & Sta- 
tionery Company’s new headquarters at 627 S. Hill St., 
Los Angeles, will be held some time in early Septem- 
ber, according to Wallace C. Button, the manager. The 
company, which was established 60 years ago, has 
been located at 224 W. First St. for many years. The 
detailed story on the opening will be reported later 

Russell Davis, proprietor of the Alhambra Office Sup- 
ply, 112 W. Main St., Alhambra, and governor-elect of 
the Fourteenth District of NSOEA, reports that the 
1952 convention will be held May 8 and 9 at the Hun- 
tington Hotel, Pasadena. Plans are already in the 
making for an outstanding two days’ program 

t * x 

The Parker Typewriter Company, 156 E. Colorado 
St., Pasadena, is now Pasadena area representative for 
the Olivetti Calculator made in Italy, and for the 
Gestetner Duplicator made in England 

Howard C. Parker, the proprietor, acompanied by 
Mrs. Parker, early in the summer visited in Topeka, 
Kans., their former home. 

Mr. Parker established his first typewriter store in 
Topeka. In 1921, the family moved to Pasadena where 
he opened a new store. In 1947, he semi-retired from 
active business life and turned the major respon- 
sibilities of the business over to his two sons, Robert 
and Warren. Robert is general manager and Warren 
is in charge of the shop. 

- +. 

John English, who joined the publicity department 
of the Clary Multiplier Corporation, 408 Junipero, San 
Gabriel, early in March, has as one of his duties the 
publication of the Clary house organ 

Mr. English, who comes originally from Alliance, 
Ohio, has a fine background of newspaper experience 
having worked on the Kansas City Journal, the Wash- 
ington Star and the Cleveland Plaindealer, as well as 
in the police news department of the Los Angeles 
Examiner and the Los Angeles Mirror. Mr. English 
also spent four and one half years in the Office of 
Strategic Service Division of Psychological Warfare. 

Herman Schlorman, proprietor of the United Desk 
Company, 1200 S. Olive St., Los Angeles, who opened 
a wholesale store specializing in French provincial fur- 
niture, at 8820 Beverly Blvd., Beverly Hills, in Sep- 


tember of last year, states that he now has a large 
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Eaton’s new, compact Display Unit 
featuring Berkshire Typewriter Papers in 


100-sheet Packets increases sales immediately, 








leads to ream business. 


lo make sales are you still relying on that 
Sta- old chestnut “What you don’t see, ask 
1 St.. 


tem- 
The Aside trom positive needs. people buy 





for!”? Customers just won't, they don’t. 


has what they see. That's why Eaton designed 
The 


this special point-of-sale unit to help you 
ater . 


make extra sales... to help you make 


Sup- them faster 


ct ol me ‘ , 
the Chis merchandising display is compact, 


iun- sturdily built of plywood (treated to with- 
the stand soil, finger-marks), has room for 18 
packets (as many as 5 kinds of paper). 
rado It comes to you with your selection of 
e for packets, complete with price tickets. It’s 
the kind of display customers walk up to, 
i by a display that encourages self-service, 


ye Ka, 


suggestive sell 


e in 
here 
from 
pon- 
»bert 
rren 


AND REMEMBER, these 100-sheet Packet sales are just the beginning. Berkshire Type- 





writer Papers give satisfaction. Once the customers have tried them they come back for 

nent 
San | 
the 


more .. . that’s when you sell your new customer the same Berkshire paper by the ream. 


As a means of making more sales, new customers, you'll want to order this new display. 
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THE BERKSHIRE TYPEWRITER PAPER LINE includes a correct paper for every business 
need — finest bonds. onionskins, manifold, mimeograph and copy papers, manuscript covers, 


executive stationery, air mail specialties, tablets and envelopes. Stock BERKSHIRE to 


make every sale. 


Desk 
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Sep- . BERKSHIRE TYPEWRITER PAPERS © pavers Ay Eaton Paper Corporation, Pittsfield, Mass. 
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Gu Only One Dealer in Thousands | 


»-. but I had forgotten that fact until I sat down here to try 
to figure out a way to speed up delivery of orders my cus- 
tomers placed weeks ago. They needed the merchandise at 
that time, and because production levels for consumer 
goods were still high they expected prompt delivery. 
That was logical reasoning because most manufacturers 
reported shipping more merchandise than ever before de- 
spite the fact that the requirements of defense industry 
and government agencies were taking a big bite out of pro- 
duction. Why then, I wondered, couldn't I get quicker 
delivery on my orders? Sure, maybe my sales were up some- 
what over last year, but still my slight increase shouldn't 
have caused . . . and then suddenly it dawned on me... 





_MORTH TONAWANDA 
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THE VICTOR SAFE AND EQUIPMENT COMPANY INC. 


i mn 
cncnttes é abel i sae eit 


my increase alone, no; but I’m only one dealer in thousands! 

Here, then, was the bottle-neck . . . the nationwide total 
of increased business had created this delivery problem! 

Well, what's the answer? I'd say it is in anticipating 
future needs ahead of time—and encouraging my customers 
to place those orders NOW! Then, in months to come when 
this merchandise is really needed, it should be available. 

It's really a simple problem, with a simple solution. From 
now on I'm going to encourage my salesmen to do more 
“anticipated” selling with future requirements in mind. In 
that way, I will be better able to serve my customer’s needs 
and at the same time will eliminate many of these “rush 
delivery” headaches I have today. 


5 
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NEW YORK . 


os we 2 ee an 


OFFICE APPLIANCES, September, 1951 









ee aT, 
=, 


ands! 
total 
lem! 
ating 
ymers 
when 
lable. 
From 
more 
id. In 
needs 


‘rush 


1951 








clientele of architects and interior decorators as well 
as dealers throughout the United States. 

Mr. Schlorman, who has long made designing of 
furniture his hobby, specializes in French provincial 
furniture and fine executive suites for private offices 
and homes. He has done special work for the motion 
picture studios for many years. 

Attractive displays are set up at the store at all 
times for the benefit of buyers. 

. > > 

Betty Louviere, secretary for the National Associa- 
tion of Cost Accountants, Los Angeles Chapter, 210 
W. Seventh St., accompanied by Joyce McElroy, switch- 
board operator for Arden Farms, returned the latter 
part of July from an extended motor trip. Some of 
the points visited were Yosemite National Park, Lake 
Tahoe, Reno, and San Francisco. On the return trip, 
they spent a few days in Sacramento. Miss Louviere 
says one of the most exciting parts of the journey was 
the drive over Tioga Pass, which required skill and a 
bit of courage, too. 

ad . > 

From the secretary’s office of the Stationers Associa- 
tion of Southern California, we learn that Payton 
Stationers, 4326 University Ave., San Diego, Donald S. 
Payton, proprietor, has recently been purchased by S. 
Douglas Fisher, proprietor of Office Machine Service, 
4010 Forty-third St. Mr. Fisher has moved the Office 
Machine Service to the Payton Stationers address and 
is retaining the stationery lines. 

* > > 

Clarence Conrad, assistant to Blake Lockard, secre- 
tary of the Stationers Association of Southern Cali- 
fornia, announces the arrival of a daughter at his 
home on July 14. The baby, who has been named 
Linda Suzanne, has a brother, George Patrick, who is 
about one-and-a-half years of age. 

+ > * 


E. D. Glossman, proprietor of the Typewriteria, 5216 
Wilshire Blvd., announces the appointment of Alberto 
Mencado as manager of the service department. Mr. 
Mencado was formerly in charge of the service de- 
partment for Remington Rand Inc. in Mexico City. 

He and his family moved to Los Angeles in the early 
summer. Mrs. Mencado is an American citizen and Mr. 
Mencado plans to take out his naturalization papers 
before long 

Mr. Glossman also announces the appointment of 
Mrs. Helen Neville as head of the commercial sta- 
tionery department. Mrs. Neville, formerly of Cleve- 
land, Ohio, has been with the Typewriteria for a little 
over a year 

Servicing of office machines for the army, navy and 
defense plants is fast becoming a major part of the 


work done in the service department of the Type- 
writeria, according to Mr. Glossman, who says there 
is also an increased demand for new machines by 
these groups 

> * > 


Marna Hauser, daughter of A. C. Hauser, proprietor 
of the Columbia Stationers and Printers, 315 S. Spring 
St., Los Angeles, late in July returned from a four 
months’ trip through the East. She visited in New 
York City, Washington, D. C., and many other points 
of interest. Miss Hauser, who graduated from Los An- 
geles High in February, plans to enter the University 
of California this fall. 

Mr. Hauser reports that Columbia’s Tia Juana store, 
under the management of Manuel Mayo, is doing well. 
He says that all indications point to increased busi- 
ness in both stores this fall. 

> co > 

Frank Matthews of the Utility Wholesale Stationers, 

717 Francisco St., Los Angeles, at this writing has just 


completed the regular six week’s coverage of his ter- 
ritory 
* > > 
F. C. Charles, proprietor of Charles Office Equipment 
Distributors, 2436-40 E. Eighth St., Los Angeles, reports 
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Prescribe UL: KLATTER 


for ADDED PROFITS 


HOW TO CUI DOWN ON 
OFFICE HEADACHES | 





Klatter type 
ter pads is about the simplest 


careless 


Drineises that cause errors, 
ness and headaches. 








A month-in and month-out advertising program is the 
KIL-KLATTER way of helping you to increased profits 
... and, in addition, valuable sales aids such as catalog 
cuts, two-color envelope stuffers, newspaper mats and 
counter cards are offered to you without cost. Order 
your stock of KIL-KLATTER typewriter pads and free 
sales aids today. 





AMERICAN HAIR and FELT CO. 


Dept. B-19, Merchandise Mart 
Chicago 54, Ill. 











287 








ON RSI RR 


; 
} 
: 
j 
: 
: 





PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


JUMBO MODEL 1400 


The two drawer upright Jumbo 
has an outer case constructed of 
extra heavy gauge steel. The two 
drawers are equipped with ball- 
bearing suspensions and a sepa- 
rate frame of heavy gauge steel! 
with smooth runners on which the 
hangers glide. Capacity — !400 
stencils, 700 to 1400 offset plates 
or masters. 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need: 
DSH Hangers for stencils 
SH Hangers for offset plates 
PSC Hangers for x-ray films, 
blueprints, stencils in file fold- 
ers, etc. 
GRIPDEX Hangers for group 
and specialty filing. 

















ATLAS 
TWIN-DELUXE 
For 600 x-ray films, blueprints 
offset plates or 1000 stencils the 


Twin-DeLuxe is one of the many 


vertical filing cabinets manufac- 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers. 


ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wa Frame 

File-A 


Write for illustrated literature on the complete line 


Visit the Atlas display at the NSOEA Convention 
Booths C-2 and C-3 


7. il FP 





“a STENCIL FILES COMPANY 


om SS ee oe ° orHio 


STREET ADDRESS «+ 1662 E. 118TH ST. 
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that his son-in-law, Ralph D. Moore, who is associated 
with him in business, returned home July 12 from the 
hospital following an operation. Mr. Moore is recuper- 
ating nicely and at this writing plans to return to 
work soon. 

- io * 

A. C. Sousonge, branch manager for the L. C. Smith 
& Corona Typewriter Company, 533 S. Spring St., re- 
ports that W. J. Buckland, regional sales manager with 
headquarters in San Francisco, conducted a regional 
sales meeting in Los Angeles July 18. 

* ” > 

Bob Chapman of DuCommon Metals was appointed 
publicity director for the National Association of Cost 
Accountants, Los Angeles Chapter, at a meeting of the 
association held June 30. Mr. Chapman succeeds 
Howard Mackin, who is now program director for the 
Los Angeles Chapter. Mr. Mackin is also publicity di- 
rector for the National Office Management Association. 


» * * 


The Skeyhan Stationery, 1120 N. La Brea Ave., In- 
glewood, has been sold to Harry D. Tyler. J. F. Skeyhan, 
the former proprietor, has opened a new store under 
the name of Security Stationery & Printing Company 
at 8830 S. Western Ave., Los Angeles. 

. . . 

The Southern California Office Machine Dealers As- 
sociation held its July meeting at the Old Dixie Cafe, 
Los Angeles. Harold (Hal) Pettit of the Southern Cali- 
fornia Typewriting Company and president of the as- 
sociation, reports a very good attendance and very in- 
teresting reports on the national convention held in 
Detroit. 

Those reporting were Harold Mann, national secre- 
tary; Elmer Anderson of the Anderson Typewriter 
Company of Pasadena; Gordon Miller of the Southern 
California Adding Machine Company and past presi- 
dent of the national association; E. D. Glossman of the 
Typewriteria and David Ligon of the Glendale Type- 
writer Exchange. 

Five members of the San Diego association headed 
by the president, S. Douglas Fisher, were special guests. 

A joint meeting of the four California associations 
is to be held in September. 

Mrs. Ligon and Mrs. Glossman accompanied their 
husbands to Detroit. 

Mrs. Dorothy C. Kramer of the Brown Shop, Pasa- 
dena, has been appointed secretary of the Southern 
California OMDA, succeeding Mrs. Grace Van Dalfsen 
of the Beverly Office Equipment Company, who re- 
signed because of the press of other duties 

Mr. Pettit spent one week vacationing at Carmel 
by the Sea and San Francisco 

. . “ 

Sid Holtby of the Los Angeles Desk Company, presi- 
dent of the Office Furniture Association of Southern 
California, announces that the Association will hold 
no meetings during July and August but the fall acti- 
vities will begin on Monday, September 2, with the 
usual dinner meeting at the Rodger Young Auditorium, 
Los Angeles 





Publish New Edition on Record Retention 


A new edition of “Retention and Preservation of 
Records with Destruction Schedules” has just come 
from the press, published by Record Controls, Inc., 
209 S. La Salle St., Chicago 4, Ill., formerly Chicago 
Bureau of Films & Indexing. The price is $1.50 

With many changes made in the law recently, this 
booklet should be of value to those who are organ- 
izing a retention program 

Legal provisions for retaining records such as prom- 
issory notes are listed and complete information is 
given regarding retention of payroll data for Govern- 
ment purposes 

The retention experience information gained from 
55 nationally known companies is quoted as a guide 
to those wishing to set up a record keeping schedule. 


OFFICE APPLIANCES, September, 1951 














lated - 
n the 
uper- 


Cost 


f the 


ceeds e 
r the 
y di- 


ition ; . 


In 


a . 4 iff 7, fit | . 
= isn't yours! ami zg AN 
inder s - : . hd ¢; vaN ‘\ 
tr? ¥ g oy f f \ 


pany 
































4 \S 
Cafe. This fingerprint could be yours ... "Se ‘ . 
Cali- if you use ordinary spirit duplicating he f, z, ‘ ‘ / ‘ *. 
e as- carbon papers. But hands always stay . ~ae: f/y . 
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therm spirit duplicating carbon paper 

sie: @ recommended for long runs 

armel | @ recommended for sharp, clear copies 
| Unlike ordinary spirit duplicating carbon papers, the new QUEEN 
presi- , 0 Coal’ spirit duplicating carbon papers, ore coated 
thern by a new process that safeguard your hands (and clothes, too) 
hold against stains and smudges. Eliminates need for special stain- 
. removing soaps and cleansing preparations. 
mn tne 
rium Available in flat sheets or master unit forms—either plain or 
pre-printed. Write today for your free sample of QUEEN 
‘“protect-o-coat"’ spirit duplicating carbon paper. 
’ 

See the new QUEEN protect. coat” spirit duplicating 
mn of carbon papers . . . National Stationers Convention, Booth 
come 330, Hotel Stevens, Chicago, Ill., September 22nd to 26th. 
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vern 28 Wythe Avenve Brooklyn 1! New York 
guide Manufacturers of 
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[ Machine For Every Purpose In Every Price Range 
* > & 
> 7 sd 
a 
* © ¥ F ad e 
a re ry 
—— 
Number 11 @® Number 203 Standard 4 P-22 Hand Stapler € Arrow Longarm 
UTILITY—ECONOMY VERSATILITY HEAVY DUTY PLIER Reaches Areas inaccessible 
e Reaches into € to ordinary Staplers 
Grey Wren wie Combination Stapler, Tacker ° hard-to-get-at places neue aoe tendered Stagtas 
Overall rubber pad on bas Grey Wrinkle Finish Base All Steel Construction — 12" reach 
Fastens up to 35 sheets @ Fastens up to 40 Sheets * All Chrome Finish @ 1S’, reach 
Loads 100 A-44 staples for Loads 210 Standard Staple Loads '/,"' or 5/16" staples 18°’ reach 
greater penetration e Temporary, Permanent Stitch 
» 2 
& * * 
6 3 * ARROW 
STAPLE REMOVER 
a * e Quickly and Easily 
Number A-44 Number 202 Standard Removes from Paper 
DURABILITY AT * PRECISION—LOCKED @ NumberT-32GunTacker ® Every Sise of Staple. 
i a 9 a ec” =, Tommawre coms =| Soar. 
Cembination Stele, Tecker © AN Cures ‘ak @ LEVERAGE ACTION ® debate 
rey wrinkle finish base Fastens up to 40 sheets Shoots a Staple wherever a 
astens up to 35 sheets . Loads 210 Standard Staples e Tack can be driven e 
Loads 100 ha4 Staples Temporary, Permanent _ h a ———- 
. Loads 3/16 I/q 
ad a ad oe /16" size staples e 
4 ; Locks to fit in pocket e - 
. >, |} ® SCREEN ATTACHMENT ; _ Use Only 
«0 j SS Genuine ARROW Staples” 
® ~~} iY * e For Best Performance 
Of Your 
a y \ a tives - @ ARROW Stapling Machine 
WI WwW "“G i ARROW Staples” 
Number 105 Standard ° Number 200 Standard ° INDOW SHADE bad ans wiestiiananain ~ 4 ‘the 
STREAMLINED BEAUTY . SMOOTH ......... i wean eh ay, 
Stapler, Tacker, Plier WRIST ACTION deep penetration and a firm 
All Steel Construction — Hardened Steel Construction gripping power. Only ““Gen- 
All Chrome Finish * All Chrome Finish * uine ARROW Staples’ are 
Fastens up to 40 sheets Fastens up to 40 sheets your assurance of top per- 
Loads 105 Standard Staples Loads 210 Geonducd Staples formance of your ARROW 
Temporary, Permanent Stitch e Temporary. Permanent Stitch ® Stapling Machine 
KARARARRARAARARAARAES 
elite ati ati $5 . . . 
C SI Your ARROW Stapling Machine is a product of 
Guarantee x) traditional high quality, sound workmanship and 
Arrow Stapling Machines are (51 years of engineering progress. So when you buy an 
teed inst defective (> . 
workmanship or materials pro- (> ARROW stapler, you. are buying DEPENDABILITY 
vidi | Genuin Arrow (> . “ier 
Staples are used. Use Arrow ( and Time-Proven Manufacturing KNOW-HOW. 
Staples to insure top stapling 
| performance. \ 
“STAPLING IS OUR BUSINESS—OUR ONLY BUSINESS” 
California R _ “PIONEERS AND PACESETTERS FOR A QUARTER OF A CENTURY” | R 
aiiornia KNepresentative : anadian Kepresentative: 
B. Sternberg, Los Angeles SEE US at the NSOEA Show, Booth 48 and Rm. 546A Lightstone Sales, Montreal 
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We 30-38 MAUJER STREET © BROOKLYN 6, N. Y. 
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vas a salesman for a 
1927, he married the former Ellen Gooch, 
iim. Also surviving are one daughter, 


overnor of NSOEA District No. 5, died at 
General Hospital in 
= on 


his home city of 
Saturday, July 28 of a heart 
was hospitalized the night of July 20 
a heart attack 

. long time Beckley resident and owner 
In his death, the industry lost 


THE LATE 
HARRY R. MAY 


aggressive leaders and a person who 
much to the success of the Fifth 
and West Virginia Office Dealers 
which he was past president. 
n civic affairs of Beckley he was past 
of Lions International and president 
County Chapter, American Cancer So- 
vast president of the Beckley Chamber 
former city councilman and served 
for a short time 
May Office Service in 1934. Prior to 
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1 active for many years in the station- 
t city, died July 11 in Battle Creek, 


1 member of an old Louisiana fam- 
n Grand Coteau, the son of the late 
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i Cora Reynaud Petetin. He was edu- 
les College in Grand Coteau and came 
$a young man. He had been in busi- 
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the time of his death a member 
Club, the Chamber of Commerce, the 
etic Club, the Stationers Club of New 
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BASSICK 
DIAMOND-ARROW CASTERS 


se Oe smooth - rolling, 
easy -swiveling casters. 
«*Baco”’ rubber - tread or 
‘*Atlasite” hard compos!- 
tion wheels. Types for 


: wood and metal chairs, 
& typewriter stands, etc. 
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BASSICK 
RUBBER-CUSHION GLIDES 


-.. bros g i 
ae ve flat, Polished, hard- 
eel Dase makes furniture 


ide easy. | 
. n ° _ 
to attach. “xPensive, Easy 





IN FLOOR PROTECTION, 


NOMAR 
CUPS AND SHOES 


_.. keep desk legs from dam- 


i inoleum, etc. 
aging rugs, lino 
Glove-fitting square rubber 
shoes or round and square 


«« Atlasite”’ cups. 





SELL BASSICK 


Make your store headquarters for nationally- 
advertised Bassick products, and profit from the 
prestige of representing the world’s largest line of 
casters and floor protection equipment. THE 
BASSICK COMPANY, Bridgeport 
2, Conn. Division of Stewart- 
Warner Corp. Jn Canada: Bassick 
Division, Stewart -Warner- Alem- 
ite Corp., Ltd., Belleville, Ont. 
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Orleans, and the National Stationery & Office Equip- 
ment Association. He had been a member of the Kj- 
wanis Club and served as a lieutenant governor of the 
organization. He was secretary of the Investors Home- 
stead Association of New Orleans and was auditor of 
the National Stationers Association in the late 20’s. 

Besides his widow, Noemi Gendusa Petetin, who wil] 
carry on the business of Henri Petetin, Inc., Mr. Petetin 
is survived by two sisters, Misses Julie and Alice Pete- 
tin, and a brother, Eugene P. Petetin 


H. Grover O’Connor, 

vice-president of the W. H. Gunlocke Chair Company, 
Wayland, N. Y., died suddenly on Wednesday, August 
15. Mr. O’Connor was well known in the office furniture 
industry. At the 1948 convention of the National Office 
Furniture Association he was active as chairman of 
the organization’s finance committee. News of his 
death came as this issue was being put to press 


Martin Siegel, 

president of the Lincoln Office Supply Corporation, 
stationers in New York City, died at the Presbyterian 
Hospital of that city on Tuesday, July 24, of a heart 
attack. His age was 50. 

Mr. Siegel spent all of his business life in the sta- 
tionery business in the Metropolitan New York area 
Starting at the age of 16, he was connected with sev- 
eral stationery firms and in 1935 he and his associates 
founded the Lincoln Office Supply Corporation 

During his business career he made a host of friends 
throughout the trade. He was a member of the Sta- 
tioners 12:30 Club and the Nerdacs Club of New York 
City. 
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George H. Potwin, 
former superintendent of the old Lake St. plant of 
A. B. Dick Company of Chicago, died June 25. He had 
retired in 1944 after 21 years of service with the com- 
pany. Since his retirement he had been a realtor in 
Lombard, Ill., where he lived. 

Mr. Potwin was born in Batavia, Ill., and lived on 
the West Side of Chicago for more than 50 years. 

For some years the decedent was connected with 
Henry O. Shepard & Company, publishers of the Inland 
Printer. In 1917, he joined the Accounting Devices 
Company, a division of W. G. Lloyd Company, loose leaf 
manufacturers, at 564-570 W. Monroe St., Chicago. He 
was employed there until he went to A. B. Dick Com- 
pany 

Surviving is the widow, Nancy 


George A. Sylvester, 
83, member of Samuel Ward Manufacturing Company, 
Boston, Mass., where he was active for more than 60 
years, died suddenly of a heart attack July 15 at his 
home. He had retired from active business last March 

He entered the stationery business as a boy and had 
been with the Ward company since he was 22 years old. 
He was head of the engraving department at Ward’s 
for more than two generations 

Surviving are his widow; a son, Richard E.: three 
daughters, Helen, wife of Adelbert Jones: Marion, wife 
of Leland Sproul, and Ethelyn B., wife of Hollis P. 
Tirrell; five grandchildren and four great-grandchil- 
dren.—_VNV 


vy y ’ 
<< roy -< 
- 4 4 


William H. Kemp, 
died in Sarasota, Fla., on Friday, July 20, it is regret- 
fully anneunced by his brother, John B. Kemp, the 
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president of Ever Ready Calendar Manufacturing Com- 
pany. 

William H. Kemp was associated with the company 
for 30 years prior to his retirement as vice-president 
in 1947 


Harry R. Wells, 

veteran office furniture salesman, died July 19 at his 
home in Ferndale, a suburb of Detroit, Mich. He was 
around 60 years of age and for a long period was popu- 
larly known to the trade. At the time of his death he 
was covering the New England territory for the Nu- 
craft Furniture Company, the Jasper Office Furniture 
Company and also a manufacturer of office chairs. 


+ + +; 
John H. Kochi, 


owner of the Southern States Ink Company at New 


Orleans, La., died on June 27. A native of Switzerland, 
he had been a resident of New Orleans for 17 years.— 
JHR 

+ ok + 


George Elmer Schlagel, 

64, officer manager of the Chicago office for Eberhard 
Faber Pencil Company, died July 7 at his home at 
110 N. Karlov, Chicago. He had been an employee of 
the Faber firm for the past 50 years. 


Surviving are the widow, Elsie, and a brother, John. 





Canadian Firm Adds Ink Specialties Co. Line 


Edward J. Brisbois, president and director of sales, 
Carbon Paper Service Bureau, Toronto, Canada, an- 
nounces that his organization has been appointed 
Canadian sales representative by the Ink Specialties 
Company, Chicago. Mr. Brisbois expressed confidence 
in the sales potentials in Canada of the extensive line 
of Canode inks, particularly in consideration of the 
new flexible bottle in which the Ink Specialties Com- 


pany’s new Dri-Rite black duplicating ink is packaged. 





A ROYAL AWARD 





George Feifer, student at the Passaic, N. J. High School, is awarded 
a Royal portable deluxe typewriter by the school’s principal, A. O. 
Kennedy, for the prize-winning editorial entered in the Scholastic 
Quill and Scroll contest. The editorial was judged best over entries 
submitted by students from more than 110 schools in the nation. 
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FOR MORE EQUIPMENT SALES 


Have Your Salesmen Carry This 
Actual-Sample Card of 


os e 
«4 A 





+> 
a™ FILE 
SIGNALS 








Attached to file cards or ledger sheets, these 


signals locate important groups of facts for instant 


reference—saving hours of valuable time. Made of 
stainless spring steel in 12 non-chipping colors. Types 
for all filing systems. Will remain bright under damp- 
est conditions. Easy to attach, relocate, remove, yet 
always stay put. Every office needs them. 

Once adopted in an office, these signals become 
a permanent source of profit in themselves. But their 
use also helps sell Systems and all the equipment and 
furniture needed to operate them; and this, as the 
saying goes, is not “hay”! The card, shown above, 


containing one each of all current Cook Signals, is 


FREE TO DEALERS 


in any quantity needed to equip their salesmen. Say how 
many men you travel and we'll send the cards at once. You'll 


find them a really big-time item in your selling. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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MULTI-RITE accouNTING PEGBOARDS 
MULTI-RITE. the New Accounting Pegboard, 


saves time—writes 3 forms at once. Sells for 
as little as $10.00. Repeat form orders yield 
additional profits. Multi-Rite is a long term 
customer holder. 


FLAT-RITE visiBte BINDERS 


Flat-Rite is the amazing new binder for hous- 
ing Visible Records— it lies 20% closer to the 
desk. Has a flatter writing surface. Its auto- 
matic shift makes insertion and removal of 
sheets easy. 


THIN-PRONG siNnbeRs 

A new binder for housing marginal punched 
forms. IT’S A CLOSED BACK BINDER, 
with a catch that permits the book to open 
quickly or stay shut. 


THIN-POST sinpbers 


A perennial best se ‘ler for marginal punched 
forms. Does the job economically and efh- 
ciently. Ideal as an inexpensive marginal 
punched forms binder. 


Get Complete Details On Cesco 
The Line That Builds Sales 








opp 


ong Island City 1 


44-07 Twenty-First St. 
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SWAP COLUMN PUBLICIZES STORE 
OPERATED AT COLUMBUS, MISS. 


VERYBODY IN northeast Mississippi knows Mc- 

Clure’s of Columbus, Miss., and they come from 
miles in every direction to make their purchases from 
the firm that has earned their good will. This build-up 
stems from the swap column, which has been success- 
fully conducted for the past seven years. The plan was 
inaugurated by W. E. McClure to be of service to his 
community and, incidentally, to publicize his name 
and lines. 

A 15-minute radio program goes on the air at 12:15 
noon each week day over three radio stations, the en- 
tire time being devoted to the reading of articles which 
people wish to buy, sell or swap. Residents within lis- 
tening distance of the three stations are invited to 
take advantage of this service by sending a post card 
or short letter to the store, advising the article they 
wish to buy or sell, together with a description of the 
quality, condition and price. 

This information is transferred to a card in a con- 
cise form and given to the announcer of the program. 
These cards are read in the order in which they are 
received, and the announcement is made on three 
consecutive days, unless the party cancels it. Users of 
this radio service need not be customers of McClure’s 

though practically all who have had good results 
from using this column do become patrons. The items 
can be telephoned in, or given direct to the store 
employees, as well as sent in by mail 

The idea of service to the citizens of Columbus is 
further carried out. Sales people are asked to post 
themselves on the dates of special events of the schools, 
churches, lodges and civic organizations; on the names 
of doctors, dentists, lawyers and ministers; and the 
location of the different stores, buildings and places of 
special interest, so as to give this information. This 
fact is generally known and they receive many tele- 
phone calls and over-the-counter inquiries, all of 
which are pleasantly and courteously answered, the 
friendly service resulting in many sales——WBS 





Burroughs Occupies New Branch Quarters 

Two appointments of new branch quarters have been 
made for Burroughs Adding Machine Company 

L. S. Young, manager at Worcester, Mass., advises 
that new quarters are now occupied in that city at 98 
W. Boylston Ave., in a one-story brick structure with 
about 2300 square feet of available floor space. 

At Denver, Colo., L. J. Funderburg, local manager, 
announces that new and larger quarters have been 
taken at 1035 Lincoln St., where 699 square feet of 
space are available in a one-story brick structure with 
limestone trim. 


VICTOR VISIBLE AT ATLANTIC CITY 








Shown clockwise around the table at the Victor Visible Training School 
held in April at Atlantic City, N. J., are: Lucien M. Stern, National 
Stationers, Philadelphia, Pa.; Seymour Seclow, New Jersey Office 
Supply Co., Newark, N. J.; H. W. Barnes, educational director, Victor 
Safe & Equipment Co., New York, N. Y.; Louis Yaffe, National Sta- 
tioners, Philadelphia, Pa.; Philip C. Greene, South Shore Office Supply 
& Equipment, Inc., Brockton, Mass.; John Mehserle, R. P. Andrews 
Paper Co., Washington, D. C.; George A. Denninger, Heinrich-Seibold 
Staty. Co., Rochester, N. Y., Walter J. Seitz, York Office Supply Co., 
York, Pa., and Jeroe D. Gluckman, D. M. Feldman, Inc., Norristown, Pa. 
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helos you pull 
for profit 

















Ever need a helping hand on the other end? Ever lose chips 


because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer. 


Wouldn't give you special packing, or an imprint, or 


information that might keep the wolves away. Once he sold you, 


you could go climb a tree till he wanted to sell you again. 


That doesn’t happen when you deal with WRITE. 


WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 


We sell you stock ... but in addition we give you service. 
W e’re growing big, but any dealer can reach our management 


and get service right away. 


Everybody knows we make excellent carbon papers, typewriter 
ribbons, Typ-Rol type cleaner. Ask around and 

you'll find out about our excellent service to dealers... 

and how hard we work to keep a dealer’s goodwill. 


write 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: 
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Ask 
us today 
for 
more 
information. 











BRIDGEPORT 2, CONN, 
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RECORD STORAGE BOXES 


for Storing INACTIVE RECORDS a¢ Low (ost 


Today the storage filing of practically all business records is universally 
recognized as a prudent policy. These records often jam current files. The 
vital necessity for saving INACTIVE RECORDS when there is need for 
only occasional reference makes extreme economy desirable. Storage fil- 


ing is approximately 95% safety 


only 5% reference, safety is the big 


point. LIBERTY Boxes assure safety against dust, dirt, mildew, spillage 
and loss. Cost per year—actually a few pennies. 


Only the highest grade corrugated 
fibre-board is used in LIBERTY 
Record Storage Boxes. The rein- 
forcements and the fittings are of 
the highest quality. Heavily gummed 
reinforcing tape is used exclusively 
at all points of strain. Set up—easy, 


“LIBERTY’S” patented closing 
method closes or opens the box in a 
second. It operates swiftly and se- 
curely, without mechanical faults; 
and, provides positive insurance 
against spillage. Countless thou- 
sands of LIBERTY Record Storage 















Boxes now in use are in good condi- 
tion after more than 30 years. 


quick, ALL IN ONE PIECE~—no sep- 
arate parts or mechanism to wear or 
get out of order. 
LIBERTY Boxes have been proving themselves superior, 
to the most exacting buyers in the field, since 1918 





Deposit Slips and 
Tabulating Cards 





a ee sana 


Forms 8'2" x 5'2"’, 842" x 7” 
9'2"' x 6”, also 2 rows 4” x 7” 
in No. 18 





Letters, Legal 
or Cap. Invoices 





Cancelled Checks, 
Drafts and Warrants 





12a Ft Ft oe ee ’ 
eeeerereee | 


gece wEre 





Card Records 
a 2. oe et el 


Documents and 
Folded Vouchers, Etc. 


25,0 ae 
Ledger Sheets 





ROITH 
LFARE 


CITY of DET 


eric we 
DEPT. of a ~—- 





QUALITY - ECONOMY - EFFICIENCY 


Sold ly Leading Stationers From Coast ts Coast 
BANKERS BOX COMPANY 


720 S. DEARBORN ST.* CHICAGO 5, ILL. 






298 OFFICE APPLIANCES, September, 1951 


~~ * SS ee , a a. ae ee ee ee 


wy = 


“> 


2a = Ff DO = oe 4. 


Si 


b= Es a | 


id 
ds 


INDIANS GOOD BUYERS OF OFFICE 
SUPPLIES AND STATIONERY 


N GALLUP, N. M.—known as the Indian capital of 
the world—where the Indians comprise one-fourth 
of the permanent population of 10,000, the trade of 
the red men is a considerable factor in the success of 
a business,” said Mrs. Helen Vergers, who, with her 
husband, D Vergers, are proprietors of the large 

ationery, printing and office supplies firm of Vergers. 


“There are a number 

of Indian schools in this region 
though not nearly enough to take care of all the 
supported by the Government, and 
irding schools, by different religious 
i most Indians are anxious that their 
eceive education. All who receive the 


hildren, m 
wners, MOSuUy DVD 
rganizatiol 


nluidren sn 


1dvantage hool are good patrons, buying prac- 
tically ever sold to the white people. They do 
not as a rule have very much money, but their word is 
is good as their bond, and they are loyal patrons when 
ney are treated weil 

As a case in point: Nineteen years ago a young 
Indian and fe, both educated, came in with their 
little daughter, aged seven. They wanted her to have 
1 typewrite1 bought one of the best models of 
1 portable. The little girl attended school, and when 
he was 10 she decided she wanted a standard machine, 

they trade: heir old portable on a new standard. 


fi high school and was ready to enter 

llege she decided that she wanted a portable again, 

they bi t her one. In the meantime they had 

ilso purchasé ne for their own use, so we sold four 

machines t e family—and in the meantime they 
ight all t pewriting supplies here. 


‘In August each year 
occurs the great Indian Cere- 
nial, whicl ngs to our city of 10,000 a gathering 
cluding Indians from five different 
ribes, who pert their age old ceremonial rites, and 
white visitors fr ill over the United States and even 
from Europe. Of course an immense business is done 
luring s the visitors want cards, stationery 
ountain pens, and the Indians—many from a 
reat distance me in to supply their yearly needs. 
In addition to our stationery store we have a large 
printing plant in the basement, where we print one 
monthly paper, and several smaller sheets. We also 
a steady business in cards, letter heads, envelopes 
ther stationery for local business and professional 
rms, both in Gallup and trading posts and small 
trade territory includes a radius of 


f 185.000 pe 


h population is Mexican, and they 
seem inxious as the Indian parents that 
ldre1 ve an education, though the facil- 
However, most of the children 
go through the ides at least, so they purchase a great 
quantity of pri ry and grammar school supplies. The 
majority of hases—except for pencils, scratch 
pad ind the e—are made on the lay-away plan. 
We secure 01 rd down and the balance in weekly 
or monthly pa ents 

V Gallup for 20 years, so know prac- 
everyol i this personal acquaintance is the 
: acto! ules volume. We run a newspaper 
ad on an ave! f once a week, and keep a standing 
ad he classilt section. We also go on the air with 
pecial announcements at the holiday season, and 

nv ' thing special to offer.’—WBS 


1tle are ial f e! 





New Firm oe in Natchez, Miss. 


Business ma ry ulators, duplicators, sales and 
service will be red by the Office Appliance Com- 
pany, which opened “a doors for business August 6 
at 120 S. Commerce St., Natchez, Miss.—EEG 
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@ Colson’s 


peps up your caster sales, brings you extra 


attractive new counter display 


business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
Millions of these 
“Silent 
merchandising plan can help 


—also two sizes of glides. 
products are sold and the Colson 
Salesman” 
you get your share of this sales volume. 


Mail Coupon Today 


— — a l cee eal 


THE COLSON CORPORATION 
ELYRIA, OHIO 


Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 

Name__ 

Company 

Address _ 


ELYRIA, OHIO 
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Cash Box 
Sensation 
of the 
OFFICE SUPPLY 
TRADE 






No. C-30 
with New Snap 
Spring Lock 





Length 1034 
Width 72 
Depth 41% 


Distinguished by a stun 
ning gray Silverlux finish 
that blends with newest of- 
fice furniture . . . equipped 
with a cantilever tray that 
works automatically 

these popularly-priced Mas 
ter Cash Boxes ore pro 
ducing sales and profits 
many dealers never experi- 
enced before Many of 
these boxes are also sold 
as take-home items! 


e Shock-proof seamless 
drawn construction 
heavy gauge 


Expensive spring-type 
nickel-plated key lock 





Same dimensions as Tamper-proof, welded 
No. C-30 continuous spring hinge 


SATISFY EVERY NEED WITH 


These 
Three 
Models 


Start increasing your 
cash box business 
now. Get the extra 
profits these boxes 
will bring you. 
Send for literature 
and prices 








No. C-71 
Length 11/2"; Width 51/2"; Depth 356 


MASTER METAL PRODUCTS, INC. 


371 Chicago St., Buffalo 4, N. Y. 
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AUTOMATIC PENCIL SHARPENER COMPANY, 324 N, 
FOOTHILL RD., BEVERLY HILLS, CALIF.—Mammoth 
pencils 18 inches long are repeatedly “pointed” in new ani- 
mated window and counter displays just announced for Apsco 
pencil sharpeners. The displays are colorfully lithographed 





cut-outs, sturdily mounted and equipped with plug-in motors. 
Iwo versions are available. One features the Apsco Midget 
sharpener for home use, the other pictures the Chicago deluxe. 
Both displays have recesses for the display of sharpeners and 
a front platform usable for counter demonstration. These dis- 
plays are offered at no additional cost with a “package” assort- 
ment of new-model sharpeners. 


E. H. HOTCHKISS COMPANY, NORWALK, CONN.— 
A colorful counter display featuring the Hotchkiss Bantam 
stapler and Hotchkiss Chisel-Pointed staples is announced for 
free distribution to the trade. The copy is printed in bright 
red and black on white to set off the soft gray and gleaming 





chrome of the Bantam stapler, calling attention to current 
special combination offer of the machine complete with 1,000 
staples at a suggested retail price of $2.59. The display stands 
less than 10 inches high and takes only seven inches of counter 
space. 


SKINNER & KENNEDY, FOURTH AND ST. CHARLES, 
ST. LOUIS 2, MO.—Hoppy, the S. & K. grasshopper, is 
featured in a new series of blotters issued by this firm of 
commercial stationers. The blotter is prefaced by a catchy 
grasshopper story and follows with illustrations and copy to 
feature a number of S. & K. offerings each month. Included 
are a number of ideas on how to save money on printing and 
sprightly ““Hoppy Says” notes such as, “Man who covers chair 
instead of territory is on bottom all the time.” 


VAN DYKE INDUSTRIES, INC., 2559 W. 21ST ST.., 
CHICAGO 8, ILL.—A new catalog illustrates and describes 
the complete line of fluorescent desk lamps. Described are new 
appointments such as new bronze pencil bars for all wood 
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“Rush” is the production plea today. forgets .. . is your protection, your proof, 


Government prodding industry, contractor | Your permanent legal record of who said 


prodding subcontractor. Specifications what and why. 
change daily ... materials lag . . . bog down Outstanding features like “Quick Review” 
production that must go through on time! microphone, disc-on-dise recording, discopy- 
Here’s the spot for teamwork between your ing, on-the-disc indexing and lightest weight 
telephoneand Tycoon.* With for portability ... to name a few . . . make 


Tycoon youcan record verbal Tycoon the world’s most functional! dictating 


. instructions... make sure ©4¥ipment. 
euacale of Award they’re right ... get a run- Get Tycoon today; get rolling faster to- 
ning start on production. morrow with the “secretary” that lets you 
That little green disc never “rush but get it right.” Write for details. 





JSOUND/CRIBER 


Trode Mork 


SOUNDSCRIBER CORP, \ 
First All Electronic Dictating System ¢ First Disc Dictating Equipment New Hoven 4, Conn : 


Please send me “Tycoon” Brochure 
230 Sales and Service Centers Coast to Coast 
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Whadya 
. MICGH cece 
> DOG-EARED? 


it's something that shouldn’t 








happen to a dog . . . and it's 
something that doesn’t easily happen 
to Quality Park school wallets and 
school portfolios. The answer is the 
Quality Park quality stock that keeps 
its neat appearance and keeps on 
wearing year after year .. . 


but not dog-eared, no sir! 


eee Fy 


uality ark u 


(Quality Products — Quality Packaging — Quality Service) 


SCHOOL WALLETS 


A compact, durable carrying case for 
students (salesmen and businessmen, 
too), in four index card sizes and seven 
portfolio sizes. One piece construction 
from 13 Point Red Fiber. Flaps and 
tapes keep contents safe. 


SCHOOL PORTFOLIOS 


Students’ notes and papers are neatly 
and securely held in the two inside 
pockets that are stitched at the fold and 
securely gummed at the edges. Size: 
942" x 1242” folded. Available in Red 
Fiber and Cameo Kraft. 




















Sold Only Through Dealers 





QUALTD 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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base models and new style clocks for Models No. 975 and 976. 
Shades have also been streamlined. 





ART STEEL SALES CORPORATION, 170 W. 233RD ST.., 
NEW YORK 63, N.Y.—Moldmaster in conjunction with Steel- 
master has produced a window display miniature manual free to 
the trade. This 18-page manual by two manufacturing concerns 
in the office equipment field is contained in an attractive hard- 
board book cover, and capitalizes upon the fact that every 


DEAVING 






buyer is at heart a sidewalk superintendent, and the “impulse 
to buy” is induced by seeing it in the window. This manual is 


tied in with a set of eight easels illustrating the Moldmaster line. 


Requests for the manual and set of easels should be addressed 


the advertising department at the above address. “The dealer’s source of supply for every- 
UNDERWOOD CORPORATION, ONE PARK AVE., thing in the typewriter field.” 
NEW YORK 16, N. Y.—An attractive 30 x 44-inch display 
poster has been prepared in seven colors to advertise the com- 


plete Underwood line of machine ribbons, carbon papers and 





vb tees 

me ~ BUSINESS 

pO RELIES 

> 4 a of 

© UNDERWOOD 
ORPORATION. 

_* supPties 


other supple s The bax kground color of the poster is the 
characteristic hectograph purple, and other colors include red, 
yellow, silver, black and white. The design was created by 


Franklin Studios, and is reproduced by the silk screen process. B i G e) e) D R | C i 
R.R. Minnis Called Back in Service PLATENS and FEEDROLLS 












R. R. McInnis, « e salesman with Cox & Bartlett 
Desk Company, 206 W. California St., Oklahoma City, ' . INC 
Okla., recently left with the 45th Division of Oklahoma e PARTS . daar PLATING 
National Guard. The unit was called back into service niele) e ENAMELING 
is now in Jal He is a master sergeant, head- e RIBBONS e WELDING 
ters company the 179th Infantry.—EVH e CARBONS e REBUILDING 









New Firm Established at Peru, Ill. 





Arthur C. Matt ecently established a new firm SHIPMAN WARD M C 
at 1005 Fourth St., Peru, Ill., dealing in stationery, office - FG. 0. 
equipment and oft nachines. He is acquainted 325 WN. WELLS ST. - CHICAGO 10. ILL. 
through the industr rough servicing of office ma- J 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


paul ay, 


AND VALUE 


ON Lm | MFG. CORP. 


564 W. Monroe St. 
Chicago 6, Ill. 


401 Wood St. 
Pittsburgh 22, Pa. 





270 Lafayette St. 
New York 12, N.Y. 





IN SEPTEMBER OF 1881, WHEN: 


Farwell, Bradley & Company's inks and mucilages, long pur. 
chased by the barrel for banks and railroads, were first intro 
duced for retail trade through the concern at 45 Eldridge Ct., 
Chicago. . . . Farnham’s arm rest was a new device offered to 
the stationers. . John Holland, the penmaker at Cincinnati, 
Ohio, placed 12 sizes of barrel pens on the market, the largest of 
which weighed four pennyweight. . Boorum & Pease Company 
brought out several new lines of celluloid covers for autograph 
ind photograph albums. ... It was so hot in Chicago that a 
correspondent said, “fishes came boiled from the lake and the 


‘attle came roasted from the stock yards From »s of the 
American Stationer 
IN SEPTEMBER OF 1891, WHEN 

Henry W. Bidleman and Walter C. Atchison opened a new 
stationery store in St. Louis, Mo. . . . Walter Cushing of Gree- 
nough, Hopkins & Cushing, Boston, Mass., returned to his desk 


1fter a summer vacation. Mr. Foster of the same firm then left 
for the green hills of Vermont to spend two weeks James 
Brewer Crane of paper-making fame died at the age of 74 

The Eagle Pencil Company first introduced its ink erasers 

The Carpenter Paper Company was becoming one of the leaders 
»f the jobbing stationery houses. . From files of the American 
Stationer). 


IN SEPTEMBER OF 1901, WHEN 


Irving P. Favor, American manager for the firm of L. & C 
Hardtmuth, pencil manufacturers, returned to New York after 
making his usual summer trip abroad to the factories The 


Hayne suspended inkwell was offered for roll-top and bookkeep- 
ers’ desks. Bates Manufacturing Company marketed the 


Edison automatic hand numbering machine. . . . Samuel Mayer, 
manager of the Chicago office of the Joseph Dixon Crucible Com- 
pany, returned after a trip to the East From files of the 


American Stationer 


IN SEPTEMBER OF 1911, WHEN: 


The modern traveling salesman is no less the missionary of 
peaceful progress, the most powerful peace arbiter in the world,’ 
declared an article in Office Appliances Frederick E. Reigger 
was the inventer of the Universal pedal attachment meta! type 
writer stand. . . . Two new floors were added to the main build 
ing of the Remington typewriter factory at Ilion, N. Rolland 
A. Waltz became the first member of the Pecan Gap Tex.) Cluk 
promoted by the “mayor,” the late Charles P. Garvin From 


f 


iles of Office Appliances 


IN SEPTEMBER OF 1921, WHEN: 


The Burroughs Adding Machine Company purchased the Mc 
Hopkins Billing Machine Company of St. Louis, Mo Frank L 
Severance was appointed general manager of the Wilson-Jones 
Loose Leaf Company . Frederick B. Patterson succeeded his 
father, John H. Patterson, as president of the National Cash Reg 
ister Company. . W. R. Cummings became the new general 
sales manager of the Monroe Calculating Machine Company 
The sixth annual field day and outing of the Chicago Stationers 


Association was held at Fox River Park, near Aurora. Harry 
Horder, Horder’s, Inc., won the 100-yard dash for “bosses and 
buyers : Elmer Krumweide, then with Stevens, Maloney & 
Company, finished third in the open event century dash 


E. Y. Horder observed his twentieth year in the stationery busi- 
ness on August 5, recalling the beginning of an enterprise with 
little store on LaSalle St. in Chicage From files of Office 


Appliances 
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"WE USED TO BUY the small 25c rolls of “SCOTCH” 
Cellophane Tape. Then our stationer’s salesman told 
us the ‘large-roll story’—showed us how we could cut 
tape cost-per-inch as much as 57% by buying 2592- 
inch rolls. Result—we bought 12 additional Heavy 





~se2 ES | 
nal & 


ee © oi. ® 


rolls to every customer. Big, economical rolls stimu- 
late extra tape use in office, mail room, shipping de- 
partment—bring increased refill orders, too. 





“Our stationer gets bigger tape orders 
since he told me the ‘large-roll story’!” 


Says Charles J. Trus, Asst. Purchasing Agent 
Hudson & Manhattan Railroad Co., 30 Church St., New York, N. Y. 


rE 


Lay tee 


~ 7 


Duty Dispensers and 48 big 2592-inch rolls as a start- 
er. Besides cutting our unit cost, this has encouraged 
wider use of tape by our office workers. That means 
plenty of time saved on little chores . . . another cost- 
cutter for us!” 


6 aANO 


Cellophane 
Tape 


scores 





a aie > 


SELL YOUR CUSTOMERS the brand of tape they ask 
for... . the “SCOTCH” Brand with the bright red-and- 
green plaid on the container. It’s America’s No. 1 
brand of cellophane tape. 


Made in U.S. A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers of other “Scotch” Brand Pressure-sensitive Tapes, “Scotch” 


Sound Recording Tape< 


General Export M 2 Mining and Mfg. Co., International Division, 
0 Park Avenue, New York 17, N. Y 
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nderseal” Rubberized Coating, ‘“‘Scotchlite’”’ Reflective Sheeting, ““Safety-Walk’”’ Non-Slip Surfacing, ““3M"’ Abrasives, “3M’"’ Adhesives, 


In Canada; Minneso:a Mining & Mfg. Co. of Canada, Ltd., 
London, Canada. 
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RESPIRATOR 


The name of a seat cushion that 
is being used all over the world 


Today RESPIRATOR is the most asked-for-by-name seat cushion 
on the market, and we of the L. M. Bickett Company are very proud 
to be the manufacturer of such an outstanding product. 





Cross Sectional View — Upright Position 
Cups Compress and Expel Air 


The patented features incorporated in RESPIRATOR 
cushions provide a degree of ventilation that affords 
cool, comfortable seating and makes the user forget 
the thermometer. 


Without doubt hundreds of your customers are 
using RESPIRATOR cushions, however, with very little 
effort on your part, the hundreds can be increased 
to thousands. 


Not a soft, flabby seat that creates discomfort, 
but a scientific seating device designed for one pur- 


L. M. BICKETT Company 


Cross Sectional View — Leaning to Right 
Cups which were Compressed 
Inhale Cool Fresh Air 


pose only—to be sat on. 


Be fair to your customers who are not now using 
a RESPIRATOR cushion and provide them the oppor- 
tunity of securing greater comfort. 


Good will is a valuable asset, and there is no 
product on the market that creates good will to as 
great an extent as a RESPIRATOR cushion. 


During warm weather when sitting comfort is a 
timely subject, RESPIRATOR cushions can be sold by 
display, demonstration, or by recommendation. 


MANUFACTURERS OF RUBBER PRODUCTS 


WATERTOWN 


WISCONSIN 
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THAT’S NOT FOR ME 


BY GEORGE D. TAYLOR 
DISPLAY SPECIALIST 
229 E. THIRD ST., LONG BEACH, CALIF. 

NE OF THE MOST amazing things to observe is 
O the stubborn resistance put up by some business- 
men who have been very successful in their own busi- 
ness sphere. The resistance of which I speak is their 
reluctance to accept any modern approach to finding 
sales prospects. This modern approach is only modern 
because it is taught in progressive business schools 
who have for their authority those progressive mer- 
chants who have pioneered successfully in the fields 
of advertising 

How many times in my experience have I heard busi- 
nessmen listen to what I have to say about advertising 
and display and then come back with the final decree, 
That’s not for me. This business, this store, is dif- 
ferent. That would not work here.” 

These same men are students in a lot of things. 
They are keenly interested in a lot of facts about their 
business. They have studied their merchandise lines 
until they can tell you all about them with very little 
effort. They speak of “taking a chance” and by this 
they mean buying merchandise AT A PRICE and 
gambling on being able to sell this “price conscious” 
merchandise at a big profit, or having the deal fall 
flat and scrambling to get their money out of the 
proposition. This takes much time and money and, of 
course, if the merchandise does not sell they are out 
considerably 


When you speak 

to these men about hazarding entry 
in the advertising field they look at you as if you were 
crazy and yet these same men are constantly worried 
about “business prospects” and come up with the all- 
wise observation It won’t be long now.” They are 
afraid to gamblk 1 sure thing and would rather walk 
around hoping that somehow someway they will suc- 
ceed in their future operations. 

I spoke in the Middle West once on window display 
and had gone to a lot of work preparing the presenta- 
tion. I had carried some photographs and some ma- 
terial which I believed would be of interest to the 
folk I had come to address. While waiting for the 
meeting to begin, some men came up to my table and 
one remarked “What’s this?” His companion, not 
knowing who I was, came back with the crack, “Oh, 
I don’t know, just a bunch of baloney.” When he 
found out who I was he became very cordial and tried 
to impress me witl 1e fact that he had been want- 
ing my help for a long time. That gave me an oppor- 
tunity for reprisal in this manner, “If you want 
baloney in your window, my friend, you had better 
see a butcher and not bother me.” 


] 
th 


It is just this sort 

of indifference to what should be 
intensely interesti to them that will cause men to 
lose money. It is just this self-satisfied indifference 
keeps them from taking full advan- 
ge of what is theirs if they will but take heed. 
It is not enough to open your doors and just sit 
in today’s world. People will not beat a path to your 
door. You must them know and keep them ad- 
vised of your store, your merchandise and your poli- 
cies. I know whose only conception of adver- 
tising is to run an ad in the newspaper and sit and 
wait for the customer as soon as the door opens in 
the morning. If this does not happen, they condemn 


to progress that 
e 


ta 


advertising as 1 od and “not for me.” Nothing 
could be further f1 the truth. Unless they dispense 
once and for all with these delusions, it may not be 
long before they actually reach the end of their busi- 


nes 


taken the trouble to study the 


These men 


OFFICE APPLIANCES, September, 1951 








CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis 
tributes the papers of your daily 
wor Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Can't Scratch 
the Desk. Olive Green Art Steel 


No. 104. Letter Size, Olive Green $7.50 


Sorting Tray 
For ready reference. Opens like a 
book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes 
Corrugated bottom 


No. 115. Letter Size, Without Index, Olive Green $5.00 
No. 116. Legal Size, Without Index, Olive Green $6.00 


Correspondence Separator 
A HANDY MEANS OF CLASSIFY- 


NG Correspondence. Price Lists 
or Catalogs for Immediate Refer 
ence. Not Adjustable. Special 
Sizes Made to Order. Many firms 
have simplified sorting routine by 
purchasing special Separators 
with 4” to 12” partitions and from 
four to thirty pockets. Olive Green 
Art Steel 


No. 105. Letter Size, 5 Pocket, 154° Wide $6.00 


Stationery Separator 


Insert for desk drawer. Holds 
letter heads, carbon, and copy 














paper. Saves time, space and 
stationery 
No. 310. Letter Size, Olive Green $4.75 
. ’ 
Cashier's Pad Rac 
7 all Every business has variou: 
pa pads, bank checks, receipt: 





contracts, partial payments 
delivery and service forms 


This rack holds each in a 
pocket easy to reach. Saves 
space and confusion. Art Steel 
electrically welded. All one 
piece. Hollow space inside 
Olive Green only. 6 to carton 


No. 566 Six Pocket $4.00 
No. 568 Eight Pocket 5.00 
No. 570 Ten Pocket 7.50 


Center Drawer Desk Trays 
ADJUSTABLE 


P Clips, Pencils, etc., quickly available without 
clutter and confusion. Art Steel Olive Green Finish 
No. 425—4x17/gx18 to 31”; Adjustable $2.75 


ORDER TODAY 
Currier Manufacturing Co. 


2448 W. LARPENTEUR AVE. 
ST. PAUL 8, MINN. 
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SAustrits 


K eporr Card 
Pockets 








School-Time is just around the corner—and with it 
comes Report Cards and the problem of keeping them 
presentable during long months of “Hip Pocket Filing.” 
Which is precisely why we want to tell you about Justrite 
Report Card Pockets 

Justrite Report Card Pockets have long been a 
favorite in both Public and Parochia hools for protect- 
ing report cards while being carried by pupils. They are 
durable and will withstand much rough usage. Available 
in a wide variety of sizes, and in many grades of stock, 
they come either plain or printed to your copy 


As an Advertising Media 


Many schools will use them with an a ivertising 
imprint when supplied to the school without cost. Report 
Card Pockets are an excellent, long lived ad for Banks, 
Fuel Dealers, Opticians, Merchants, School Supply Stores 


and others. They carry their a ivertising message t 
parents at home as well as to the pupil! 


Write today for samples and complete 
prices. Special size samples will be furn- 
ished on request. For any Specialty Envel- 
ope Problem consult Justrite first. 


/ 
eth 





eS 
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ISTPETCES, LINE 
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CHICAGO SAINT PAUL 


308 





lates 
ENVELOPE Gi COMPANY 








various phases of advertising. They do not realize 
that advertising can be of several types. They don’t 
class display windows as advertising and therefore 
they never spend any money on them. The truth of 
the matter is that the windows are probably the best 
medium of advertising they have, and should not be 
neglected. They never look on club affiliations as 
advertising and yet here, also, is a strong medium. 
They never feel that a golf game with the right people 
could and many times does culminate in a very size- 
able and desirable sale. Church membership results 
in many contacts if the salesman is active in the 
work of the church. This applies to clubs also. If 
the salesman takes a keen interest in the work of the 
club, he draws attention to himself which is highly 
desirable publicity or advertising. If you watch the 
careers of many successful men you will find that they 
are keenly interested in this type of activity. They 
have made a host of friends by so doing. 


Now to recap 

successful advertising. It simplifies 
itself in this manner: Get your store name on as 
many desks, in as many offices, as many times as 
you can and as cheaply as you can. Never let it be 
said that when the man was ready to buy, he did not 
know where to buy it. Start with post cards if you 
have to, and build your publicity up from there. This 
personal mail advertising is a very important medium 
for the smaller merchant because of its moderate 
cost. Jt must be on a permanent basis, however, and 
it’s cost should be based on a reasonable controlled 
percentage of the budget. I would say that the per- 
manent basis for the average small furniture store 
is about 500 post cards directed to the right individ- 
uals. The telephone book is a good source for the 
addresses of business and professional people. 

Next, publicize your store by means of the service 
club. Place your salespeople so that, if possible, you 
have one salesman in each of the most important 
clubs in your town. Try to show these men that if 
they take an active part in the activities of these 
clubs they will make many contacts which will be 
valuable to them in their business careers. “By their 
works shall ye know them,” is an adage that can be 
proven in club life. Even as the salesman devotes a 
part of his career to the service of his community and 
his nation, he will receive returns, not only in the joy 
and satisfaction that service gives, but in a more con- 
crete manner as those friends and associates buy 
from him and influence others to do the same 


The church life 
of the individual salesman is indeed 


a very important medium of advertising among those 
thousands of business men who are devotees of the 
Christian way of life. They, too, are more apt to pur- 
chase from the man who shows an interest in the 
ethereal way of life which they have embraced as 
their pathway. It has been said that God was the 
greatest advertiser and that He “Placed the stars in 
the Heavens so that man might learn of the glories 
of God.” The salesman who lets his star shine in 
the community involuntarily advertises himself and 
the firm he represents. 

The show window, of course, is the best medium 
for actually spotlighting the merchandise. In pro- 
gressive stores, window display is studied in minutest 
detail. No haphazard job will serve. There has to be 
an idea, there has to be an attention-getter, there 
has to be harmony of color, there has to be a silent 
sales talk, and there has to be artistic arrangement. 
All these things are important advertising. They ap- 
peal to people in all walks of life. They are as much 
advertising as the copy we call an advertisement in 
the newspaper and the mailing piece we send out 
under the caption “Direct Mail.” 

Yes, the publicising or advertising of a business 
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Capillary-Action Moistener 


Jeng ahd Savy Handipen Desk Set 
| rd e Money 
aM Joo fi 


Off 





DePENdable 
Desk Fountain Pen Set 





— 


Ideal 
Moistener 


New DePENdable desk fountain pen sets and beauti- 
ful Handi-Pen desk sets for easy, effortless writing. 








A complete line of moisteners to fit any need, Time- 
saving Kleradesk, Heavy-duty Cata-RacK for catalogs 
and books, All these aids and more too make up the : 
Sengbusch line aoebipen ests bet 
Sound design and attractive styling make them easy 
to sell. We also supply sales aids free of charge — 
circulars, blotters, display cards, etc. Turnover is 
fast and highly profitable. 
Now is the time to stock the entire Sengbusch 
family to be prepared for the increased Seasonal and = 
Holiday buying. Mail your order today and get set Kleradesk No-Over-Flo 
to make yourself some money. (Steel and Steeless) = Sponge Cup 
Cata-RacK 













SELF-CLOSING INKSTAND CO., 39: sengbusch Bidg., milwaukee 3, Wis, 























NEW 
FLUORESCENT 


TECHNYSCOPE 








The Lighting Unit 
is entirely enclosed 
no loss of light, and 
all parts are fully 
protected within a 
Steel case. 

The entire writing 
area of the stencil 1s 
amply and evenly 
illuminated. 

The glass of the 
scope and the stencil 
remain cool, 





MODEL F-2 


$35.00 
COMPLETE 







TECHNYGRAPH CO TECHNY, ILLINOIS 
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The Famous 


TEMPO TEMPO 500 INK 
FILM STENCIL 











That‘''almost unbelievable 

high-speed, quick-drying ink! 
No offset on mimeograph 
paper. Every copy a perfect re 
production 


TEMPO Electric DUPLICATOR 





Here's the reason operators 
prefer TEMPO—(and deal- 
ers get repeat business): Im 
partial tests* prove that TEMPO—the ORIGINAL 
Film stencil—will produce better copies than any other 
stencil, regardless of typewriter used for cutting. Tr; - + + push button control 
TEMPO FILM just once—you'll never be satisfied e High speed production without waste 
with any other. e Single sheet feeding—no wasted paper 

e Metered ink control—no wasted ink 
e Automatically jogs copies into even stack 
e Built-in Tempo Interleaver for finer papers 
e Fully guaranteed. 


*Write us f 


Write for catalog showing complete 
line of Tempo Duplicoting Supplies. BUILT FOR LIFE-TIME PERFORMANCE 


i 
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MILO HARDING COMPANY ex 


Established 1904 
i eee ee eee eee ek he ee) ee eh ay ace 2 See ©) 7 317 THIRD AVENUE, PITTSBURGH 22 








Redifixt Standard h 











di 
Invoices + Bills of Lading in 
W-2 Withholding Tax Forms 
Save money and shop-around time 
by making us your headquarters m 
for stock forms, ready for prompt m 
delivery. ve 
pr 
oy or 
(Tih Mm Tailor Made th 
hi 
Modern business demands — 1-time Carbon Interleaved me 
form-simplification. We main- , forms for any and all purposes th 
tain two highly efficient ca 


plants for the designing and Quality ees Always lalpemaam Ie you intwiaee! r- 


“ae ; quirements. 
printing of every conceiv- 
able Carbon Interleaved | Redifixt | fir 

an 
DU 


form. Write us regarding 











your form needs in Invoices, Sums tiation € ad 
Sales Slips, Shipping Records, Se ee ha 
Production and Accounting In stock; also tailored to your own Ge 
needs. We keep our promise on an 

forms. deliveries. +n 
in 

DEALERS: — Send us your customers’ \; ew es wl 
forms for prompt quotation, faithful \<>~~.¥6' : ‘g 
delivery and liberal. trade discounts. a “ onsclideled | 
’ 30 Vesey Street, Dept. 27 do 

Many Lucrative Territories Still Open ) eo Y,,. New York 7. N ; th 
oe oc nt . ~. 2 < F in 
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calls for far more than casual methods. The com- 
munity should be studied and many policies adopted 


that will help minimize the cold canvass. In a small 
ommunity, this procedure makes the whole program 
easy. In a larger community, it will help the sales- 
man warrior as he assails the ramparts of the busi- 
ness world. Be sure that every phase of advertising 
receives it n share of attention in your business. 
If you have 1 ich program, start one and you will 
rradually come to see the wisdom of this procedure 

There i 10 more money wasted, in fact not as 
much, by discarded, unread post cards and literature 
than there is by the unprofitable time spent in cold 
canvass calls made by the salesman. How many false 
starts does the average salesman make? That would 
be a hard thing to estimate, but you may be sure 
that the mailin jiece makes an impression even if 
the recipient only reads your firm name (which he 
is almost ire to do) before discarding the printed 
matter. This is one of the prime objects of advertis- 
ing, to get your firm name before as many people as 
possible, as 1 y times as possible so that they will 
be constantly reminded of your existence. This is tre- 
mendously important in a big city, not because your 
present effort e a failure, but because of the added 
business you in by adopting a permanent direct 

ysven 

The difference between success and failure in the 
maller business f the nation often lie in lack of 
tality. By tl I mean that an otherwise mediocre 
business can be reactivated and brought back to life 
by the adoption of such a program as I have mentioned 
here. This has been proven again and again. Leave 
no stone untu! use every reasonable method to 
put over that tore. Sometimes even the smallest 
extra push will do the trick. 





PROSPECTS’ VANITY, NOT PRICE, 
HELPS TO SELL EXECUTIVE DESKS 


ANY FACTORS such as price, size, finish, and 


color effect the sale of ordinary office furniture, 
such as table files and chairs. But there is a quite 
different and highly potent “extra factor” prevalent 
elling the executive desk, according to Jack Pech- 
} head of the office furniture department of Den- 
er Stationery Company, Denver, Colo 

That all-important factor is vanity,” said Mr. Pech- 
man smilingh We have found in many years of 
merchandisin: ffice furniture in the downtown Den- 
ver business di that we can readily sell desks in 
price ranges of $100 or more higher than the prospect 
originally contemplated buying merely by seeing to it 
that we shov 1. big, impressive desk, which fits 
personality which instantly becomes highly 
desirable to hi [If the office furniture retailer will 
keep this in mi nd make a psychological study of 
the prospect, | ften find that desk sales profits 

onside idvanced.”’ 


rhe Denver stationery 

company, with the Denver 

inancial distri a stone’s throw away, has had 
an opportunity 1 leal with just about every type of 
“tyco ossible during the past two dec- 

le Mr. Pech and his large staff of salesmen 
have sold everything from the lowest-priced plain oak 
desk up to sum] is, luxurious “Hollywood creations,” 
ind, in doing have found definitely that while the 
poration pre ent may keep economy uppermost 
in his mind whe irchasing all other office furniture, 
where the desk neerned, he is often willing to 


F that rea Denver Stationery Company’s large 
downtown office furniture department features one of 
dest choice f executive desks offered anywhere 
in the Colorad pital city. There are two model 
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LOOSE LEAF 
COVERS 
HAVE 


Pulling 
Power 





Like a powerful magnet, Duo-Tang at- 
tracts users of loose-leaf covers . . . those 
demanding a better and easier-to-use 
binder. 

A complete line offered in 42 Ellingsworth started this ‘‘pull’’ when 
different colors and 5 grades . : 

of material they designed the original brief cover 
mmc, with built-in DUO-TANG Fasteners. 


The “‘pull”’ has grown in intensity as 
each new material was added and has 
become an even greater sales factor 
with the wider choice of varied and 
attractive colors. 


Dealers know that Duo-Tang 
covers have a “‘pull’’ because cus- 
tomers consider them the “‘handiest 


Duo-Tang Personalized thing in loose-leaf.”’ 
Covers for reports, presenta- 


tions, etc. Let DUO-TANG 


customer “‘pull’’ increase 
your loose-leaf cover 
sales, too! 

i 


Write today 
for information 
or catalog 


Duo-Tang Portfolio, ideal for pres- 
entations requiring samples, litera- 
ture, etc. 


9 Ming” th 


MFG. CO. 
200 So. Peoria Street, Chicago 7, Illinois 





311 











You’re invited 
TO VISIT 
Booths C-14 and C-15 


and see 


the complete line of 


Ennis C4%xc0 


Office Supplies and Salesbooks Carbons and 
Guest Checks and Tags Ribbons 


Be sure to pay us a call at 


the Ennis-Amco Suite 


ENNIS TAG & SALESBOOK CO. 
AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas, and Chatham, Va 














MONROE 
CALCULATING and ADDING 
MACHINES 


Write to C.E.C. for information 
about models available and prices 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S. A. 
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offices at the front, both of which invariably show the 
finest, most expensive desks in steel or wood which 
the firm has been able to obtain. Likewise, scattered 
through the office furniture department are many 
variations of desks in blondewood, rich, polished wal- 
nut, mahogany and oak. Oversized and unusual crea- 
tions in metal are also displayed. “We very seldom 
show two desks of the same type on the floor,” Mr. 
Pechman said. “That is not only for space reasons, 
but because so large a variety automatically gives us 
a reputation as ‘desk headquarters’ which we find 
immensely valuable. When the desk prospect is 
brought in and is encouraged to seat himself at vari- 
ous types, the chances are that he will automatically 
grade himself up to better price lines. Naturally, we 
attempt to sell up every customer to buying as large 
and ornamental a desk as possible, if his personal 
inclinations lie that way. To help this along, we put 
no price tags on any of the desks shown, and leave 
it up to the desks to sell themselves on intrinsic eye- 
appeal and buy-appeal to the prospect.” 


There are many 
means by which the office furni- 
ture retailer can determine which prospects will be 
most likely to “please themselves” in ordering a desk 
subjugating such elements as price, space, and color 
schemes to their own personal vanity, Mr. Pechman 
has found. Among such indications are the fact that 
the prospect drives a large, expense automobile, the 
type of clothing he wears, whether he is dolled-up 
with diamond stickpins and large, colorful rings. “We 
watch particularly for the man who is a self-made 
executive, and proud of it,” Mr. Pechman smiled. “In- 
variably, in making a study of a prospect’s business, 
with the idea of equipping his office, the fact that he 
started out from a small beginning, and built up the 
business on his own personal initiative, also crops up 
if this is true. Such a man is an ideal prospect for 
the largest, most impressive-looking desk which we 
can offer, and therefore, we shape our suggestion pro- 
gram on a combination of the executive’s personal 
appearance, in the information he disseminates in his 

own conversation.” 

In the model offices, and out on the floor, Denver 
Stationery Company frequently shows a large 72-inch 
desk, fitted with extra drawers, swinging doors and 
wells. Behind each is always a magnificent chair, 
which rates an august impression upon the visitor to 
the office first, with “maneuverability” second. Seating 
a prospect, who is proud of his business, and well 
aware of the psychological impression which a massive 
desk makes upon the visitor, and allowing him to pull 
open a drawer, is “gilt-edge” selling, Mr. Pechman has 
found. It is nothing unusual for Denver Stationerv 
Company to sell a complete office full of general fur- 
nishings from the lower-price departments, and to 
sell a desk from far up in the better-price bracket 
all because the purchaser was magnificently impressed 
with a beautiful, executive model desk.—RAL 





KEEPING YOUR SUPPLIERS HAPPY 


OW MANY OFFICE appliance and supply dealers 

ever make an honest effort to win the approval 
of their suppliers, with the hope of increasing the 
mutual benefits arising from this relationship? 

For a good starting point, try not to bother suppliers 
with details you could just as easily work out for 
yourself. Certainly they will do all they can, yet every 
needless inquiry takes time that could be used to bet- 
ter advantage. For example, file loss and damage 
claims directly against the transportation companies: 
ask suppliers only for any additional records you re- 
quire to complete your claims. 

Perhaps you have turned invoice checking over to 
a new member of your personnel. In the office equip- 
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The World’s Number One Platen BACKED BY 
»* “9 
Active Years of Platen History 
ss 1902 - 1951 
Yq] THE ONLY PLATEN TODAY 
* / l ' l/ R / AY F / (’ & COMPLETELY CONTROLLED BY 
PLATEN SPECIALISTS 
From Raw Rubter to Finished Platen 


© Ames Rubber Corp. 
®@ Ames Research Lab. 


:< 2 @ Ames Supply Co. 


Manufactured and Distributed to Office Machine Dealers By 


AMES SUPPLY COMPANY 


ATLANTA 3 CHICAGO 6 DALLAS 1 LOS ANGELES 21 NEW YORK CITY 7 SAN FRANCISCO 5 
156 Alexander, N.W 564 W. Randolph 19134 Commerce St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 


STAR 
PLATEN 


EXPORT DISTRIBUTOR 


AMES INTERNATIONAL, INC, 


564 W. Randolph St., Chicago 6, Ill. Cable Address——-AMESINTER, Chicago 











America’s Most Practical, Most Durable 


TYPE and ADD TABLE 


FEATURES YOU EXPECT TO FIND ONLY IN 
MUCH MORE COSTLY STANDS 


IMMEDIATE DELIVERY 


The New Dan-Dee 
Telephone and General 
Utility Table 


@ Top—Genuine Solid Walnut or Genuine 
Solid Birch 

e@ All Welded 

@ Underconstruction of Heavy Gauge 
Metal 

@ tecs Edae Rolled 

@ Shelf and Rails Tube Rolled 





All Stes! Welded Construction 





@ Equi with Casters . 
@ DAN-DEE Tables are delivered set-up % Tube Rolled Edges — Snagproof 
ready for use *% Heavy Gauge Metal 
FINISHES: Usderconstruction can be hod % No Nuts or Bolts to Loosen 
in Grey, Green or Walnut % Continuous Piano Hinges 
% Drop Leaf Arm Supports 
SEE THEM AT *% large Brake Wheel Casters 
NSOEA % NON-SKID RUBBER MAT Inserted into 4" recess 
SS FINISHES: Grey * Green * Walnut * Hammerloid + Plein 


SoS PS GPGPGASPSAIEG SPS PSPSESPSEGESeSPSESPSeSeSeSeSeGA 


BOOTH NO. 349 
STEVENS HOTEL, CHICAGO ; ' : 
SEPT. 22-26tn, 1981 write for information 














55525 25P 9552 


4613-17 S. STATE STREET 
VAN PE, INC. CHICAGO 9, ILLINOIS 





ESP beh eb 252525252525 2b 5252S eSebebe se bebe SebebeSe 
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PINS 
PAPER CLIPS 
PAPER FASTENERS 
STAPLES 
THUMB TACKS 





LARGEST 
PAPER CLIP 
MANUFACTURERS 
IN THE WORLD 


The Most Complete Line 
of High Quality Desk and 





Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
many years of successful performance in the world of business. In these difficult days 
demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 
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ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


© MINIMIZE 
FIRE HAZARDS 
@ SAVE FLOORS 
AND CARPETS 
e KEEP PREMISES 
NEAT, CLEAN 


Foremost “Lobbyists” 
for the American Public 






\ 
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* Pressed steel construction for 
greoter strength 


* Rolled inside top head for max - 
imum rigidity. 


* 20 inches high, 10 inches in 
diameter. 


* Washable boked enamel! fin- 
ishes 


+ Shipping weight approximate- 
ly 7 Ibs 

No obligation: Write for 

Prices and Complete Data 
on other Compco Equipment 


Co 
iets 4 ded ceaes 


Dept. |. 2251 W. St. Paul Ave CHICAGO 47, ILL 





Square or Round? - 


OUR BUSINESS IS furnishing you 
with the right WASTE BASKETS 


Illustrating our 
popular No 
1600 12'4 by 
12% by 14% 
inches high 
ALL STEEL Rub- 
ber “Bumper” 


Basket 


No. 1600 
WALNUT 
GREEN 
GRAY 
4toa 
carton 





Send Your Order Today 


Also request catalog of “Mayfair's Products for the Office.” 


THE MAYFAIR co. 


315 N. DESPLAINES ST. e CHICAGO 6, ILL. 
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ment and supply field there is no better training! 
However, keep an eye on his correspondence with sup- 
pliers so he doesn’t waste his time and theirs with 
questions when the information is already in your 
files. If he finds what he believes to be errors in 
invoices, talk them over before he sends letters to sup- 
Maybe he has discovered matters that need 
attention. Or he may not understand certain trade 
customs, extra charges or similar details that you can 
easily explain to him. 

Every supplier wants you to have his latest price 
lists and catalogs. But he appreciates your keeping 
them in central files where your entire organization 
can use them. Avoid asking for additional copies un- 
less they are actually necessary. Printing and paper 
costs so much today that he will appreciate your co- 
operation in this respect. 


pliers 


Exhaust every 
possibility before claiming shortages 
in shipment Check and re-check. It saves corre- 
spondence for the office appliance dealer as well as 
for the supplier. Best of all, it avoids earning the 


reputation of being one of those people who “holler 


before they’re hit 

Don't jump to conclusions about defective stock. Go 
into the whole subject to determine whether damage 
might have occurred in shipment, or whether improper 


handling caused any part of the trouble after the stock 
reached you. Suppliers want to make matters right 
when they are at fault but very naturally they do not 
enjoy being blamed for everything that happens re- 
is really responsible. 

Your office appliance and supply store has customers 
with whom especially like to transact business. 
They are considerate, fair and co-operative—so you 
and your employees go all out in serving them. 

In the same manner, if your suppliers think of you 
as the ideal customer, you gain a lot of advantages, 
too. You may be surprised how well it pays to take 
irces of supply—perhaps now and in 
the near future more than ever before.-—GMD 


gardless of wh 


care of’ you! 





WELL-BALANCED CREDIT SALES SYSTEM 


LEADS TO FURNITURE SALES VOLUME 

NE OFFICE FURNITURE dealership which has 
O exploited the credit system of selling with a 
high degree of success is Hester Office Supply Company, 
Lubbock, Tex.—where Dealers W. L. and Ross Hester 
have found the carefully-supervised credit selling has 
done away altogether with the sales slump which has 
been experienced in other parts of the country. 


The Hester concern 

began offering credit two years 
ago, when noticeable that the traditional cash 
payments or 30-day open accounts which are standard 
in office furniture dealerships the nation over, were 
giving customers trouble. “Even though we are in an 
area notable for predominantly cash sales, the gradual 
tightening ut the loose money encouraged by the 
war, and steadily high cost of living, has caused 
office furniture purchasers to think twice,’”’ Ross Hester 
indicated We have been able to make many large- 
scale installations of all furniture, files, equipment 
and machines, delivered at the same time, entirely 


because we were able to place it on a long-term con- 
tract basis, and thus, make it unnecessary for the 
office manage! business owner to scrimp to get 
together enough for a cash payment.” 

Credit sales on office furniture, at the Hester Office 
Supply Company, are run on a strict contract basis, 


the firm carryit 


20% down on the 


its own financing paper, and asking 
purchase. Most sales are written on 
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SPHINX MEANS PROFITS 


WITH OVER 7000 STATIONERY ITEMS 
TO TURN EVERY SHOPPER INTO A SALE 


Write Customer Service Dept. for information 
& new price catalog 


SAXON PAPER PRODUCTS, Ine. 


240 WEST 18th STREET, NEW YORK ll, N. Y. 











Enetng 


pitta 











“Something Extra”—the care and skill and research that 
goes into every index system designed and produced by 


the G. J. Aigner Company. 


AIGNER INDEXES 


Chicago: 444 South Clinton Street (7) 


New York: 97 Reade Street 


315 

















LITEMASTER 
Executor 2 LITER 


LITEMASTER 
EXECUTOR 





No. 60 


TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE - HOME 


a distinguished new lamp 


e No. 60—Handsome desk lighting accessory for the finest office 
home or institution. 

Genuine Telechron 3'/,"" diameter electric clock, 

Smart die-cast base 6!/,"" x 9'/4"". Height 14%". 

Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce 
lain white enamel. 

U. L. approved construction and electrical materials Automatic 
on and off switch. 

Rubber bumpers for surface protection 

Shipping weight I! Ibs. 

For standard 15 watt T8 fluorescent tubes. A. C. only 


Retails for $19.95 


Slightly Higher Denver West 


FLEX0 INTERNATIONAL CORPORATION 
3245 West Lake Street Chicago 24, Illinois 





—— 
—— 


PAPER PUNC 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 


Order from your Wholesaler 


MODEL 3... Punches 3 holes 
\%" dia., spaced 44" on centers, 
\%" from back binding edge 

standard spacing 11"x8'4" sheets 


<i * 


NEW ENGLAND PAPER PUNCH CO. * | PAPER PUNCH 


NATICK, MASSACHUSETTS 


WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST., SAN FRANCISCO 2 
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a six-months contract, which has proven long enough 
under normal circumstances, according to Mr. Hester. 
Interest is charged at the rate of 6% on the unpaid 
balance, quite similar to the terms charged by large- 
scale automotive firms, FHA and other financing 
organizations, with which the Texas public is familiar 
“We find that we would rather have the office furniture 
purchase on a contract basis and carry all financing 
ourselves,” he indicated. “For example, we have sold 
some $20,000 worth of office furniture and machines 
in recent months, which is traceable entirely to this 
form of selling.” 

One of the most important angles, Mr. Hester pointed 
out, is that the additional $20,000 worth of business 
sold via the credit route consists of probably $10,000 
which would not have been sold due to the fact that 
the businessman would try to “get by” with old- 
fashioned, obsolete equipment, and the other $10,000 
represents sales which might have gone to used furni- 
ture houses, to which the budget-straitened customer 
might have turned. “There is no question but what 
eredit selling is going to increase in office furniture 
sales,” Mr. Hester added, adamantly. “Under present 
conditions, almost any item which costs $25 or more 
can be bought on a time-payment basis, and it is 
ridiculous that office furniture purchases, amounting 
to $1,000 or more, should not likewise be as readily 
available.” 


The office furniture 

market represented by West 
Texas has grown steadily during the war since the 
end of the year, according to the Hester concern. Due 
to tremendous increases in the number of oil refineries, 
oil equipment agencies and practical operating con- 
cerns in the area, as well as setting up of new dis- 
tributorships and much increase in rotation farming, 
business has multiplied steadily, in the 100,000 popula- 
tion area which is centered around Lubbock. As a 
result, Hester Office Supply Company has found it 
necessary to keep three outside men on the road at 
all times, making many calls in areas which formerly 
had little or no business opportunities. The trend, 
surprisingly, is split equally between wood and steel 
office furniture, the Texas retailer indicated. ““Texans 
seem to appreciate the friendly feel of wood, over 
steel,” he indicated. “Except in areas where the 
furniture is subjected to extremely hard usage, or 
where extreme modernity demands steel. Nevertheless, 
we expect the steel market to grow slowly, but surely. 
Wood furniture gives very little difficulty in our arid 
atmosphere, which does away with swelling and warp- 
ing which is true of areas further south.” 

One remarkable point which has impressed itself 
upon office furniture retailers in the Lubbock trading 
area has been a consistent demand for smaller furni- 
ture. Most desks are sold at 32x50 inch measurements, 
with fewer calls for larger sizes, than at any time in the 
past. Smaller office buildings, built with efficient use 
of space to permit air-conditioning, is given as a 
strong reason. “Most business offices in the Southwest 
are finding it necessary to air-condition in order to 
maintain some semblance of comfort and efficiency, 
in hot weather periods,” it was pointed out. “In order 
to operate air-conditioning economically, there can be 
no waste space, and therefore, office buildings are 
being built smaller. This results in a demand for 
smaller furniture, which we expect to grow in the 
future.” 

Lubbock, itself, a pleasant West Texas community 
with a remarkable number of smart new stores, and 
headquarters for the west Texas oil industry, has grown 
substantially during the post-war years, until it is 
only slightly smaller than Amarillo to the north and 
the eleventh largest city in Texas, a state noted for 
large numbers of population centers, according to Mr. 
Hester. For this reason, the office furniture department 
has been considerably expanded. It is located in a 
separate buliding, away from the main store, with a 
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MAYLINE 





The Professional Drawing Kit 





DEALERS 


You can offer your customers prompt delivery on 
this popular item. It is a handy, portable board 
and straightedge combination for that busy engineer, 
draftsman, or executive. 


MAYLINE 
INIIAVW 


Place your orders now for a stock of all sizes from 
the 12” x 14” board thru the 30” x 42” size. If you 
do not have a display rack, ask about our special 
combination offer 


ENGINEERING MANUFACTURING CO. (o™a 
625 NO. COMMERCE ST. . SHEBOYGAN, wis. | MAYIINE 





MAYLINE 


Don’t let 
noise 





and 





vibration 





—run away with youl 


NO 
DENTS 


NO 
GOUGES 





Cushion your floors with... 


MASTER 
NO DENT FURNITURE CUSHIONS 


WRITE FOR COMPLETE DETAILS 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 
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thar THE ALL 


PURPOSE FLUORESCENT 
~% 
LAMP THAT GOES s"3 


EVERYWHERE 










Prices Higher 
Denver West 


wa THE NEW Ploeg IS HERE NOW! 
> * 


| The lamp of a thousand uses. 
Only has the patented 





oe double-spring device for giv- 
“s==A./ ing finger tip flexibility. 

U.L. approved materials . . . 

ri 3} bronze, grey and green oven- 


GENERAL MODEL 
atignt $4575 
Blight $4998 


fired enamel finishes. 
DESK MODEL 


Puts light where you want it, |2 4" Sgg%e 
\ home, industry or institution. 
— 15 watt fluorescent tubes packed MOOR MODE 











in lamps, available extra. & Lignt$og78 

Standard Dealer Discount ac omy 
FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. CHICAGO 24, ILL. 


VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 


Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 














Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 





135 GRAND STREET 
NEW YORK 13, N.Y 
CAnal 6-5728 
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Erra;= 3 CARBON PAPER 


-» SAVES WORK, TIME, 
3 CUTS OFFICE COSTS 








Tu 
i v4 


arma! 


7 


Stenographers, secretar 
ies, billing and other 
machine users, once they 
try NEV-R-KURL car- 


bon paper, stay with it 


NEV-R-KURL gets permanent copies out cleaner 
and faster. NEV-R-KURL’s plastic back prevents 
slippage. NEV-R-KURL won't smudge, curl, tree 
or wrinkle in any weather. It’s thinner, yet has 
more body to make it easier to handle. These time, 
work and cost-cutting features of NEV-R-KURL 
bring you repeat customers, new business and grow- 


ing profits. 








PITTSBURGH CUT WIRE CO. MA US\\\Nia ms 


1112-20 Galveston Ave., Pittsburgh 12, Pa. bee a Ss V 


q7 wat ST " preside 
La MU 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 





—THE LOWEST IN PRICES 


A quality line of stands and pads featuring all 


populor styles and sizes. All stands are made of write or REGALRITE BRAND 


metal and equipped with 4 rubber feet 


Calendar pads are lithographed—on high-grade phone for RIBBONS AND CARBONS 


bond paper with the date in red and the monthly complete 
calendar in black. 
Fast, 2-color lithograph printing enable us to details PROVEN-BEST BY TEST-—BEST FOR LESS 


give you the best in quality and prompt service. 


GTARK CALENDARS xcorporated a TYPEWRITER COMPANY, - INC. 


200 HUDSON ST. NEW YORK 13, N. Y. 





100-112 BISSELL ST. + PHONE 7557 + JOLIET, ILL. 
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howroom in front, and a small print shop 
in the rear. Here, in the office furniture showroom, 


capacious 


ire shown umber of “model office groupings” which 
save a lot f verbal explanation in dealing with 
prospects 

Selling is becoming more and more competitive,” 


Mr. Hester said Particularly where office furniture 
is concerned. Our only answer has been to get out and 


hustle more energetically, to make more calls on the 
ustomer, and to get a better understanding of what 
he will need. We have had very little unfair price 
ompetition in the state, and although there are six 
lealers here in our own community, we have found 
extreme harmony the rule ever since the end of the 


al RAI 


“DECENTRALIZED DISPLAY” KEY TO 
BETTER VOLUME IN BRIEFCASES 


Axor ri AND EFFECTIVE means to increase sales 
of briefcases, brief bags and catalog cases, is to be 
found in “decentralizing” display of these items at 
various points through the store, according to Strong’s, 
Abuquerque, N. M 

Strong’s has experimented with many promotional 
stunts in merchandising its line of fine “business leath- 
ers” and after many years of testing various ideas, has 
determined definitely that “breaking up the briefcase 
department ets the best results 





Therefore, Strong’s 

displays briefcases at anywhere 
from six to 10 different points around the large store, 
which contains in addition to general office supplies, a 
complete stationery department, office furniture de- 
partment, photographic department, gift shop, and 
commercial stationery shop. One display for example, 
consists of a dozen briefcases from one leading manu- 
facturer, shown in a wire rack pyramid just inside the 
sloping all-glass front of the store. Near the left-center 
of the store, atop a counter, is a divided bookcase type 
of display which shows from 10 to 12 examples of fine 
gift briefcases another price bracket. In the right- 
rear corner of the store, a glass case displays a huge 
selection of fine monogrammed leathergoods, with ex- 
pensive briefcases leading the parade. Still another 
wire-rack display appears in the commercial stationery 
department, and a number of briefcases, catalog cases 
and briefbags are shown atop desks and tables in the 

yffice furniture section 
This deliberate “decentralization,” it has been found, 
has the effect of selling many fine briefcases via the 


impulse route where a customer sees a briefcase 
which appeals instantly to him because of its color, de- 
sign, extra compartments, or other features. If all 
briefcases are shown at one point, on the other hand, 
the customer usually must have come in with the in- 


tention of buying a briefcase definitely in mind, before 
he pays much attention to the department. “What we 
lave done is to insure that no matter what merchan- 
dise the customer came in to buy, he is bound to pass 
within a few feet of a briefcase display while in the 
store,” it was indicated. “All of the displays are out in 
the open, where the store visitor can pick up a brief- 
case, open it up, examine the contents, feel its weight 
and the texture of the leather, without calling upon a 
This, naturally, means that far 
more visitors per day convert themselves to briefcase 
prospects, and eventually will, on the law of averages 
alone, result in many more sales.” 

Women visitors the store, it has been found, are 
far more susceptible prospects for selling under this 


salesperson to help 


heading than men. Therefore, in addition to putting 
the displays out where every store visitor can “bump 
into them,” all salespeople in the store are instructed 
to point out one the handy, convenient briefcase 
displ Oo wom ustomers for other merchandise, 
inviting them t ok over the selection, against the 
time when gift ill be needed for husbands, male 
re ves ( associates.—_RAI 
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THE,COMPLETE LINE 
INSURES MORE SALES 


PROFITS come from SALES 


Because Ideal Systems are designed to meet 
exacting requirements of each type of busi- 
ness, they are recognized as the most prac- 
tical system on the market. As a stationer, 
you know that the most practical system is 
the one that is most in mand and from 
which you will enjoy the greatest volume 
sales, quick turnovers and profits. The many 
new, exclusive Ideal features, such as Fac- 
simile Specimen Sheets, Depreciation Charts 
and other innovations, make Ideal the sure- 
fire-profit winning line. 


IDEAL ENJOYS YEAR-ROUND SALES 


Because Ideal Systems can be started any time 
of the year, are simple and easy to keep and 
require no bookkeeping experience, you will 
enjoy year-round sales. 


PRICES: 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts + Free Delivery 
FOR EVERY BUSINESS, 
PROFESSION, HOME, 
FARM AND RANCH... 


Write today for catalog and select the books 
best suited for your trade 








See the complete Ideal System line 


at the N_8. @ O. 8. A. Convention 


Booth 131 — Brhibit Hall 


Immediate delivery from LOS ANGELES or NEW YORK 
and wholesale stationers in mafhy cities. 


The IDEAL SYSTEM (ompan) 
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Joslin Eclipse 


PRECISION TIME STAMP 











FOUR STAR 
SUPERIORITY 


* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


4. D. JOSLAN wee. company 


MANISTEE MICHIGAN 


























ACCO 


originated this type of fastener, and as 


pioneers maintain the highest quality in 
material and serviceability. That's why 


your customers prefer Acco Fasteners. 


ACCO PRODUCTS. Ine. 


Ogdensburg, N. Y. 


In Canada: Acco Canadian Co, Ltd., Toronto 












0 mmm 
"tenance 











_ACCO FASTENER 























Buckeye 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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5 M.P.H. .. . IS TOO SLOW 


BY W. R. AUL 
OU THINK TRAFFIC jams are a modern malady? 
Well, they’re just about 2650 years old now—give 

or take a few years. Way back in 700 B.C., the Phoeni- 

cians built the first system of good stone roads—and 
struggled with the first great traffic problem. Traffic 

in downtown Carthage was limited by law. And a 

little later the Romans had to restrict traffic in Rome. 

Throughout history—medieval, Elizabethan, Victorian, 

and modern—restrictions have been the ultimate, 

effective traffic control. But today, we search for a 

more agreeable way to relieve traffic congestion. 

The automobile has given us the greatest system 
of private transportation the world has known. Motor 
transport is the life blood of American cities, but now 
it threatens to destroy the effectiveness of the same 
cities it has helped to build. We have impressive high- 
ways over, under, and through our cities. We have 
parking garages, parking authorities, and parking laws. 
But we still don’t have enough room for all of the cars 
that clog our downtown streets during rush hours. 


Even if we move 

or raze buildings to make room 
for wider downtown streets, we still have to find some 
place to keep our cars while we work. That requires 
parking space. Based on the proven average of about 
1.75 people per car, we would need, conservatively, 140 
square feet of modern garage space for every person 
who rides to work in an automobile. We learned dur- 
ing the war that car-pooling doesn’t raise that average 
signicantly. So for every building full of people who 
ride to town in cars, we need another building of the 
Same size to house the automobiles they ride in. As 
we build new parking garages, and new multiple-lane 
boulevards, they become quickly clogged with more 
people crowding into town in automobiles. 

And those wide, no-intersection freeways do not pro- 
vide really efficient mass transportation. Hundreds of 
speeding automobiles blurring by on four, six, or eight 
lanes of gleaming concrete seem to say movement— 
big movement. And they do move lots of cars—fast. 
If automobiles with normal loads were used exclusively 
on a separated freeway like the Holland Tunnel in 
New York, 2625 people per hour could be moved past 
a point along the road. But this is smaH compared 
with public transit. If you were to fill the same lane 
with trolley coaches, about 10,000 people per hour could 
be moved through each lane; while a lane of streetcars 
on a regular surface street would carry 13,500 people 
an hour—five times the capacity of a lane of auto- 
mobiles on a freeway. Rapid transit operating on a 
private right-of-way, is real mass transportation. A 
subway or elevated line, with two local and two ex- 
press tracks, can move 100,000 people per hour in 
each direction. Rapid transit is expensive, of course, 
but to move 100,000 people per hour by automobile 
would require 20 four-lane, separated highways. And 
these would cost about ten times more than equivalent 
rapid-transit system. 


Today, public transit 
provides the bulk of transpor- 
tation that we use in our everyday business and social 
life. In cities with populations over a million—where 
10% of us live—the number of daily rides on public 
carriers is 98% of the population of those cities. And 
the American parade to metropolitan areas continues. 
An 80% increase in population listed since 1940 has 
occurred in communities containing 50,000 or more 
people. Most of that has been in suburbs on the out- 
skirts of large cities. This only tends to worsen the 
already serious problem of moving people in and out 
of the congested business districts of our large cities. 
We would rather not be told when and where we 
can drive our cars, but unless downtown traffic can 
move faster than the present five miles per hour, we 
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IT WILL PAY YOU! 


TO 


DISPLAY 
WMim-£-O 


ALL STEEL 


STATIONERY 
RACK 


It's a Fast Seller 





One of the fine 
A dandy leader—sells on sight. Display it—feature it in your 


t little items that has come along in a long time. 
advertising and find it a profitable item. Fine for home, 
office and fact Hangs on wall, stands upright, lies flat on 


aesk r tits in Gesk aGrawer 


ONLY 3725 ust—tess dearer DISCOUNT 


slightly ft r west of the Rockies 
high wide, 4° deep. Weight 412 lbs. 4 compart- 
Finish—g hammerloid baked enamel. Secure rubber 
feet on bottom and back. Packed; 6 to a carton. 
ORDER A’ HALVERSON SPECIALTY SALES 


CARTON 
TODAY 


2827 BELMONT AVE. 
CHICAGO 18, ILLINOIS 

















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been offerin, 
our wares through the dealer exclusively. 


W rite for our Illustrated Price Lists 
Manufacturers 


SUSPEND-O-FOLDERS + FILING SUPPLIES 
EN iicelGem (ele) OU Madd) Ba d:ma Seelet Gisela ks 


ADVANCo 
ADVANCO PRODUCTS 


Division of Advance Salesbook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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CRAM 
QUALITY 
GLOBES 
FOR 
FALL 
SELLING 


+ 


CRAM‘S 
Display Stand 
Helps You 
Sell Them. 


+ 


Refer to 
Catalog No. 61, 
or write if you 


do not have one 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. 








Indianapolis 7, Ind. 

















‘THE MACHINE TO COUNT ON" 










ASK FOR 
BULLETIN 
RO-95 
FEATURING 
THE NEW 
sRAY-TONE 
MODEL 


DEALERSHIPS 
AVAILABLE 


ADDS « SUBTRACTS « MULTIPLIES 


Dual purpose operating keys--Non-add and electric correction 
keys No idle strokes -Rubber cushioned mechanism and fast 
inidirectional main shaft for long life, speedy and quiet opera- 
tion—-Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 
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s+ @& 
* Scecause you have customers whe need 
/ CHECKWRITERS 


Y CHECK SIGNERS 
Y¥ COPYHOLDERS 









/ CHEXSIGNO 


/ SPEEDRITE / ERROR-NO 


Demonstrate and sell these three business 
necessities and your sales and profits will 
grow. Every business is a prospect for one 
or all, 


Sahl Welter 


COMPANY ROCHESTER 7.N Y 





ADDRESS: 40 MT. HOPE AVENUE 








A QUALITY LINE 


Carefully Fashioned 
for Business, School 
and Professional Use 


ZIPPER RING BINDERS 
PORTFOLIOS BRIEF BAGS 
BUSINESS CASES 





Available in a range of grades from Highest 
Quality to Popular Priced Items for Students as 


well as Salesmen and Executives 


SADDLERY CO. 
CHICAGO 6, ILL. 


CHICAGO 
105 SO. JEFFERSON ST. e 














*Tinius Olsen Test No. 31517 





~ SHARP POINTS® 


IN YOUR FAVOR WHEN YOU BUY BOSTON 


That's the record held by the famous BOSTON KS Sharpener 
The facts prove the point . . . for durability, speed, precision 
and economy. 


You can’t buy better than a BOSTON! 
Backed by a full year’s Guarantee. 


C. HOWARD HUNT PEN CO. 
EAA 





CAMDEN 1, N. J. 


Also Manufacturers of Speed- 
ball Pens & Products—Hunt Pens 


WRITE FOR CATALOG 


PENCIL SHARPENERS 
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Visible Record-Control 
Filing Equipment 
All Metal 


Reconditioned 
Practically Brand New 


Standard Makes: Reming- 
ton Rand Kardex, Acme 
Insite Files, Ledger Trays, 
Tubular Index Systems 
and others. Various card 
sizes: 3°x5" and up to 
10°x15”". Also, different 
drawer capacities. 


























Ledger Posting Trays 
All Metal 
Reconditioned Like New! 


Made by Library Bureau, 
Wilson-Jones, Tatum, etc. 
Various sizes and styles for 
all accounting purposes 
(Insulated and Regular). 








7, 546 BROADWAY 
Neor Spring St New York 12 


EST. 1876 CAnal 6-0350 
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mordial muck of the Pleistocean age 
Traffic restriction is an ancient 
device, but it works. At least it did 
winter. During the “Big Snow” au- 
was hampering the huge job of snow 
removal, so all non-essential traffic was kept out of 
the Golden Triangle. As a result, the clean-up was 
ympleted public transportation moved freely, 
poor conditions of the streets, most 
people managed to get home from work not much 
later than us Ironically, streetcars ran ahead of 
schedule because the usual crawl through congested 
areas took only two-thirds as long as it normally does 


luring rush 


it of the 
have no 
and disagreeable 
in Pittsburgh 
tomobile traffix 


alternative 


and in spite or the 


The rush hours 
are the big headache—for the transit 
company as well as the individual driver. In some 
cities just elimination of street parking and stopping 
during traffic peaks would get traffic moving. Others 
would require greater cuts in rush-hour use of auto- 
mobiles and trucks in congested areas. With proper 
1utomobile is still the most attractive 
fringe-area parking could take 
haul commuter who prefers to drive 
But public transit from the parking 
congested area would have to be 
riction will work unless there is ade- 
portation available for everyone who 


freeways the 
way to tr 
care of the longs 
most of the way 
facilities into the 
provided. No rest 
quate public tra 
must use lit 

But we seem determined to make it difficult for the 
industry to operate. A combination of dis- 
excessive taxes, operating costs that 


‘ na 
aAvel aiid 


translit 


criminatory and 


have just about doubled in the last 10 years, and de- 
clining revenues have squeezed the industry. We levy 
’ taxes against transit. Our gov- 


federal, state, and local (which get the 
lion’s share take 10% of the industry’s operating 
income; and skyrocketing operating costs devour 80% 


Wages alone take 55 cents of every fare-box dollar. 
Income has not kept pace. Each fare increase, which 
is granted slowly and painfully, alienates some more 
meager affection the public has for public 
Since the wartime peak in 1946, the number 
of rides per yea! public vehicles has increased 26%, 


while automobile use has increased. As a result, the 
transit industry averages less than 3% profit—in a 
regulated business that is usually limited to a fair 
profit of 6 by , 

The greatest need 


of the transit industry today is 
to sell itself to government and to the public. We 


must realize that reer and faster freeways by them- 
selves cannot lve our rush-hour traffic problems. 
Publi transportation—must be the basis 


for any solution. Large-capacity public vehicles are the 
that can move crowds of people 
efficiently. And many of us, for 
to ride public transit. Whether 


only transpor 
In anda out 


son nave 


streetcars, troll aches, buses, rapid transit or some 
new form of ti rtation furnishes a solution, each 
city must find the blend that bests fits its need. There 
is no universal panacea. Kind and volume of passen- 
ger traffic, terrain, money—all these will affect the 
final decision 





Safeguard Corporation Plans New York Exhibit 


Safeguard Corporation will mark many “firsts” in 
his display at the National Business Show in New York 
City this fall. It ' be the first showing of the Low- 


ston D-R-T dry rubber tool typewriter type cleaner, the 
Ritchie sound absorbing cushions for business ma- 
chines and the Ritchie typewriter clamp 

In addition will be inaugurated by which the 
company will give 1 discounts on orders placed by 
dealers at the sh thus partly compensating them 
for their traveli 


enses 
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NEW-Low Cost Addressing MACHINE! 


THE ADDRESS Ki 


Aas New and 
Exclusiue 
Features 
That Produce 








THOSE 
PROFITABLE 
SALES! 
* Foolproot Wickless Fluid Con- + No Rewinding Necessary 
2 ee © Operating Lever May Be Heid 


Throughout Entire Run 


Quicker * Quickly, Easily Adjustable To 
Size Of Item To Be Addressed 


Forward Or Reverse 
* Push-On Spools For 
Easier Loading, Unioading 


it’s A Real Trouble-Free Performer 


address comes clear, clean, sharp with 
The Address King. The address tape moves 
forward, reverse, automatically, at operator's $42.50 
The breaking or tearing of tape is prac- (tus F.e.7 
It's speedy, fool proot, with bear ta 
' $48.75 

List, inctudes 
1 CaT- supplies for 


5s names 
and F.€.T 


very 
Mode! A-List 


wish. 
tically eliminated. 
nothing to go wrong or get out of order. And 
it's quality built for long and rugged wear 
You won't get a kick or a comeback in 

load. Don’t pass up this new, worthwhile profit 
maker, Write for literature. Dealer's discounts 


ORDER YOUR SAMPLE TODAY! 
AMERICAN PHOTO LABORATORIES 


Makers of the Famous ‘‘PRECISE'’ Trimming Board 


DEPT. A—28 N. LOOMIS ST. CHICAGO 7, ILL. 








THREE QUARTERS OF A CENTURY’S SERVICE 





Dorson Jr. 







Clock-Movement 


Time Stamp 


Hand or 


Key Set 


A handsome clock with etched black and silver dial 
. . 40 hour jeweled-balance movement . . . 

plate-glass crystal. 

Dates easily changed by a simple turn of a wheel. 

Patented Spring Base keeps the rubber 

printing surface off the ink pod when 

the stamp is not being used. 


Style H is Hand Set + Style K is Key Set If, 


WM. A. FORCE 
INCORPORATED 
YORK <tr. om J 


& COMPANY 


64 WHITE STREET NEW 











GIT 9 Soe 






A good question 
with good 
answers 


First—Southworth 
makes only quality 
typewriter papers—a 
grade and weight for 
every typing need. 
Second—Southworth typewriter papers are sold only 
through stationers. 

Third—Good will and profits are built with the 
Southworth line. 


Inquiries invited on Southworth franchises. 












WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 


527 South Wells Street, Chicago 7, 






illinois 
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FINE QUALITY DESK PADS 


WITH MATCHING ACCESSORIES 


Available in. gold or silver tooling or handsomely 
embossed design. 
leather. 


Genuine leather or imitation 






Visit Desk Pad Headquarters 
During the N.S.0.E.A. Convention 


ROOM 500 AT THE 
HOTEL STEVENS 


THE CHICAGO DESK PAD CO., INC. 


9 NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS 


eI 
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WHAT MY TRADE ASSOCIATION 
MEANS TO ME 


BY HAROLD J. ASHE 
CO-FOUNDER AND FORMER 
PRESIDENT OF A NATIONAL 
TRADE ASSOCIATION. 


NE OF THE MOST frequent criticisms leveled at 

America is that we are “a nation of joiners.” 
There’s considerable merit in this viewpoint, and cer- 
tainly there are extreme cases giving it weight. Some 
few individuals seem to believe their sole function on 
earth is to see how many societies and organizations 
they can affiliate with before death cuts them down 
and they join that final great fraternity. 

The critical implication is that joining is slightly 
wicked. Perhaps! But there is an impressive body of 
evidence which should lead to a contrary conclusion 
by thoughtful observers. This awareness on the part 
of Americans for the need to associate with each 
other along the lines of their natural interests may 
very well be one of the minor factors from which we 
derive our strength. 


As a footnote 

to this urge to join, it needs pointing 
out that linking up with any organization in America 
is a purely voluntary process. It is completely devoid 
of the compulsions and the dragooning now peculiar 
to certain other countries. Whether an American be- 
longs or does not belong to a particular organization 
is always subject to review by the individual in the 
light of his own needs and experiences, and in con- 
sultation with his conscience. 

In perhaps no field of organization are the benefits, 
both to members and to society, more evident than in 
typical American trade and business associations. In 
place of old world cartels there is new world free 
association of competitors. Instead of secret agree- 
ments restricting competition, there is open debate on 
business practices. There is a constant trading up of 
ethical values and standards, as expressed in volun- 
trily determined codes of conduct by which members 
strive to live and let live within the framework of 
our free enterprise system. 

In local meetings, and in state and national con- 
ventions, association members come together to find 
new and better ways of doing things that have social 
value to the community and the nation, and which 
contribute to the well being, not only of themselves, 
but of all Americans. Here, in the best tradition of 
the town meeting, old approaches are re-examined and 
new concepts are formulated, later to be tested in the 
hard school of practical business experience. 


Under the healthy 

sunlight of reason, members 
freely exchange know-how. They soundly believe that 
an informed competitor is a better competitor. Self- 
criticism is encouraged. Without blunting the razor- 
edge of competition, they recognize that members of 
their trade have more things in common than they 
have differences or conflicts of economic interest. Mis- 
takes are recognized after democratic debate and a 
free exchange of divergent opinions. Only in a free 
society is this possible—or even considered desirable. 
The free trade association is an unmistakable mani- 
festation of a free society. 

Those who sée something reprehensible in organiza- 
tion, per se, make the fundamental mistake of con- 
fusing form with content. Presumably, if such critics 
read history at all—which is doubtful—they must even 
conceive the first primitive tribes of mankind as an 
evil. Probably, in its dim-witted way, this view was 
held by the long extinct saber-tooth tiger who ov- 
posed the free association of the cave man for his 
own protection, and for his advancement up the scale 
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2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 


Packed Six of a Degree 
in a Protective box 


Smoothness, Strength, Uniformity 
combined with long 
lasting qualities 


By 


2200 KOH-I-NOOR 


 SH/c0zz FLEXICOLOR LEADS 





L &C HARDOTMUTH.ine."KOH-I-NOOR"KISII & 2H x 


AGL in 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


* 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 


By the Makers 
of The Famous 


os 
vo. 





KOH-1(-NOOR DRAWING PENCILS 


KOH-I-NOOR PENCIL COMPAN N Bl MSBURY 





PERMA 
CHAIR MATS 
Are Reversible 


Beveled Edges — Black, Brown, 


Green, Maroon, Grey 


$90 FH ho 









Style 9648. Style 9649. 
36" wide, 48” 48" wide, 54” | 
to end of lip. to end of lip. 


LIST PRICES EACH IN DOZEN LOTS | 
LIBERAL DEALER DISCOUNT 


GEO. E. FOX & CO. 


SAMPLE ROOM. OFFICES AND FACTORY 
1051 N. THROOP ST., CHICAGO 22, ILLINOIS | 


| 




















SOMETHING OLD 
SOMETHING BLUE 
WE'LL BE THERE 
WITH SOMETHING 


NEW 


N. >. O. e. A. 
Sept. 22nd thru Sept. 26th 


HART MANUFACTURING CO. 
WRIGHT DUPLICATOR DIV., HART MFG. CO. 


ST. PAUL 4, MINNESOTA 
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Your Business will have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 












N ow 1. K. Lasser has written a new guidebook especially 
for proprietors and operators of small stores, factories, and 
erviee companies that shows how to buy, sell, manufacture, 


operate, control . . . handle all parts ef your business better 
In it, you will find an amazing list of do's and don'ts—ideas, 
methods, pointers, to help the small businessman not only stay 

Lusiness, but also, more important, make a satisfactory prefit. 


HOW TO RUN A 


1001 profit- 





SMALL BUSINESS 


building ideas 
By J. K. Lasser, C. P. A. oa; 
Adjunct Professor of Taxation, Chairman, TAXES 
Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x 9, $4.50 PRICING 
TI°HIS book is a valuable, realistic guide to sound, profit- FINANCING 
able, enduring business management. In the form of 
check-lists and brief fact-filled statements, it covers every- MAIL ORDER 
thing from how to get good records and check a customer's CREDITS 
credit to how to train new salespeople and lay out « 
plant. Presents every opportunity for building business etc., etc. 


plugs every leophole for escaping profits. 


13 big sections 
provide scores of 
ideas on: 

*® How to Build for Profits 
© How Best to Handle Your 


Credit and Installment ; 
return privilege.) 


Sales 
© How to Buy an Estab- EMBO ooeeceees 
lished Business Address oosenes 
City... ‘6 Zone . State 
*® How to Operate a Store r= 
Most Efficiently Company os: 
Position 


* How to Moke Profits in 
Wholesaling, etc. 





-SEE THIS BOOK 10 DAYS FREE - 


McGraw-Hill Book Co., Ine. 

330 W. 42nd St., New York 18 

Send me J. K. Lasser’s How to Run a Small 
Business for 10 days’ examination on approval 
In 10 days I will remit $4.50, 
delivery, or return book postpaid. (We pay for 
delivery if you remit with this coupon; same 


This offer applies to U. 5. only. 


plus few cents for 
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On Display at NSOEA Exhibit | | 
POSTING TRAYS Prey | 
AND STANDS Booth 306 — Stevens Hotel | 
Monthly — q r 
25¢ List Melton s , Stenpli fie d ‘a ome Tex Record 
Weekly— and Travel Expense Book Cc 
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s. i @ Every P.E.C Posting Tray saettpai | a 4.3 Z —- 80 La S\s0_ d 
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A NEW SERVICE CHAIR MAT SIZE -DAV-SON 





































The Standard of LE 
e 
34” Lip Bulletin Board \ 
. 

Quality . 

Greater é 
Dav-Son Cork Back Bulletin Boards eq 
Foot Space For Pinning Up Announcements, th 
Photographs, Letters, etc. Bi 
e Indoor and Outdoor Styles ; 
e Hardwood or Metal Frames pe 
5 Colors e With or Without Locking Glass Doors cu 
e Many Sizes in Stock ad 
“al 
re} 
Dav-Son Changeable Letter Direc- for 
tories For Lobby, Office or Outdoor tor 
Use. do 
owne vaste t. Styles and Sizes / 

e Glass Enclo Front : 
EXECUTIVE MAT of ey oF Metal Frames P fo. 

oe 7 ig est uality t ackgroun in . 
No. 1502—-48"x54 Choice of Several C olors sto 
e Many Letter Styles and Sizes ser 
Protects carpets. Covers worn spots. Made of durable rink a 
Tempered fibre. Also available—Standard size 36" x 48". INFORMA: \Y ; 
Colors: Brown, Green, Black, Maroon and Silver Gray. ash 
3 SHIPPING POINTS Dav-Son Name Pilates For sto 
Long Island, N. Y. * Chicago, Ili. © Laurel, Miss Desk, Door or Wall Mounting pe! 
WRITE TODAY FOR FULL e Choice of Matching Wood Bases fac 
N M Be ( Ze ( "le 
PARTICULARS AND PRICES e Names May Be Changed at Low Cost oe 

- r Oy yap AL 1 t : 
Tiss i\5. DNV ZN POR? 2 SON. IMG. _ 
x ~ — ESTABLISHED 1932 1e 
LV Were) 02202 87,9 9) 7 [NDUS i 5 2 8 De. [Nc. == SOM 311 N. DESPLAINES ST., CHICAGO 6, ILL. nev 





MANUPFACTUBTAS OF BULLETIN BOARDS FOR EVERY NEED The 





3500 OAKTON 3 A Chicago Telephone CO 7-2600 SKOKIE, ILL. 
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The urge 1 in, the need to belong, is far older than 
the first crude wheel from which all modern trade and 


trade association means to me: 


1. It affords me an opportunity to know my com- 
petitors and t njoy their friendship and earn their 
é pect 

2. It pl es a means for co-operation with my 

mpetitor ir mutual self-interest; 

3. It vastly rengthens my relative position in busi- 

Te: ae medium of exchange with others 


ving simil roblems, so that we all benefit; 
5. It serve my spokesman when, alone, my own 
not carry farther than a whisper in 


e tun 
6. It kee informed of trade trends and 
oe 
It fight attles aggressively when, by my- 
I co at best only a rear-guard delaying 
It spe 1 code of ethics and business con- 
both lidance and protection; 
It hely letermine uniform trade practices, 
the a y out of business; 
It prov forum through which my views can 
é presst permits and encourages me to 
( hape policies by which—even if I were 
memb«e [I am competitively obliged to abide 
ll. It give vehicle by which I can carry my 
fair share of load in fighting the common battles 
f the trade tead of riding free on the backs of 
ott ft 
2. Ifa ti worth being in, it is worth being 
organized, a t should be a privilege to be a member 
Because my effectively organized, it is now 
trade is one of which I am justly proud. 
Only orgal made this possible 
Note: A } the foregoing article are expressly 
Ce j 





YOUR WILLINGNESS TO PROVIDE 
ACCOMODATION SERVICES CAN 
LEAD TO LARGE UNIT SALES 


ILLINGNESS TO DROP another operation to 


give the istomer the benefit of some sort of 
accommodation service is a field in which the office 
equipment retailer should “stand out,” according to 


Godwin Stationery Company, Inc., 


‘ 
he managemge 


Birmingham, A 


The Godwin {1 has instructed all of its sales- 
people to be : lpful as is humanly possible to the 
customer who is | trouble of some sort, and needs 
advice or help, f the solution. Typical are such 

uccomm odati making simple adjustments or 
repail n sma ffice machines, cleaning and refilling 
fountain pe! ( nging filing systems for the cus- 
omer who i xe up over their use and tracking 


to-! erchandise items for the customer 


pica] : cleaning out and adjusting of 
fount pel Nhile visiting another stationery 

n anothe e, I saw an incident which well 
serves to point the need for friendly, courteous 
accommodation t istomers, no matter how small the 
purchase 1 spol n pointed out. “In this instance, 
a customer bi n a clogged fountain pen, and 
asked the clerk t ean it, probably assuming that the 
store had ons e whirling machines for fountain 
pen cleaning, v e put out by various pen manu- 
facture! As it ened, the store did not, and the 
lerk told the coldly that ‘we don’t do that 
type of work.’ Hi rupt statement left the customer 
emb ussed, al t-ease, and it was obvious from 
the the latt ft the store that he would probably 
neve er j make any type of purchase 
The erk in thi hould merely have taken the 
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to consider the unusual 


You can realize substantial profits on the somewhat un- 
usual items in the inked ribbon and carbon paper field. 


Consider spot, one-time and saddle-back carbons . 
all used extensively in business . . . as well as account- 


ing machine ribbons, time clock and time stamp ribbons. 


Are you getting your share of this profitable business? 


Let us help by sending full details, including prices that 
promise real profits for you. 


General Offices & Plant 


U. 5. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. - PHILADELPHIA 6, PENNA 
Established LO95 








STREAMLINED FOR GREATER EFFICIENCY 
THE 


DRI-KWIK 


STAMP PAD 





SPECIAL FEATURES OF STAMP PAD BOX: 


1. Cellophane wrapping insures freshness of Pad—your guar- 
intee of a new stamp pad 


Sizes No. 0 (244"x3%"), No. 1 (2%"x444") and No. 2 
(344"x6'4"), the most popular sizes, have redesigned boxes 
Rolled edges and round corners prevent pad cover from 
jamming 


Extended lip on the cover for fingertip control in opening 
Insert board keeps inside of your pad clean 


For Performance, Style and Your Satisfaction 
Order Dri-Kwik Stamp Pads and Inks Today 


Complete Line of Crown Self-inkers, 
Daters and Numberers 


New, Improved Porous Price Marking Kits Now Available 


FULTON Marking Equipment Co. 


82 Fulton Street Elizabeth 1, New Jersey 
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Let BIG JOE Do It! 
BIG JOE 


ALL-PURPOSES LIFT 
Price $236.50 


F.O.B. CHICAGO 
















Extension plates and 
Safety Brake furnished 
without additional charge. 


IT LIFTS AND MOVES 
LOADS UP TO 750 LBS. 


BIG JOB? 


Order Your “BIG JOE” 
Today! 


Write for Illustrated Folder 


BIG JOE MFG. CO. 


184 N. Franklin St., 
Chicago, Ill. 
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SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 


~ Nationally Advertised 
\ . 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUS 


; 0, Ot er Ole) 


BERKLEY ST PHILADELPHIA 44, PA 
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. » “this 


gales! 


CLIP BOARD 
DISPLAY 


does the trick” 
say Office 
Equipment 
Dealers 
Every- 
where 








YOU TOO can Sell More Clip Boards with 
this new Counter Display — it’s FREE with 
our Clip Board Display Package. 


Write for Complete Details 


Manufacturers of 


CHAIR MATS—CLIP BOARDS 











HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. . ST. LOUIS 7, MO. 
























JOIN TODAY 
Se SECURITY 
TOMORROW 





PAYROLL 
SAVING 











If it’s money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. S. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Pian where you bank, is a 
sure cure for the between pay day 
*theebie-jeebies.’’ And—your money 
GROWS—S4 for every $3 you im 
vest, in ten short years. 

U.S. Treasury Department 
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C-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 


chool. Their high quality and mul- 
tiple utility have won world wide 
renown. They're priced for profits— 

designed for eye appeal— 


a real Golden Rule” line. 





Send for Catalog. 





RULERS @ TRIANGLES @ WAVIGATIONAL INSTRUMENTS ©@ STENCILS © PROTRACTORS © OTHER DEVICES 


CT i. Ri U fil limywniy 


Cc ON WN 


HARTFORD, 





NEW POSTING 


TRAY 





Discounts 


Expandable from 7'/, to 9/, in.—Keeps Record Sheets properly flat— 
Eliminated card-sliding annoyance—2-Position right arm adds speed 
and efficiency and shifts at a mere touch—No waste space in tray. 
Has working file capacity of I1'/, in., including 25 quides and up to 
2,000 sheets—Weighs less—Made of 2-tone aluminum and stainless 
steel 


Weler Bros. Metal Works 


108 N. Jefferson St. CHICAGO 6, ILL. 














INTER- 


PLASTIC cunceame 
NAME PLATES 





ime piate 


Beautif dignified, permanent. Desk type in grey or brown. Door 
plate transparent plastic with name embossed on black background 
with gold or white lettering. For desk type plate imprinted name 
board can be interchanged quick as a flash make the change 
to sit your rec ements 


PROMPT DELIVERY 
Write for Catalog Sheets and Dealer Discounts 


ACME PRODUCTS CoO. 


406-408 N. VAN BUREN ST. 
GREEN BAY, WIS. 
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Easy to Sell— Profitable to Handle 












A ready seller 
with 10” eye 
guide at 


a | 77 


TAX EXTRA 











i _— ; 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 





Attachments for copying from wider sheets 


15” extension eye guide $1.25 
20” extension eye guide $1.50 


For full particulars, discount, etc., write to 
RITE-LINE CORPORATION -~ 10725 I5th St., N. W., Washington 5, D. C. 
“~ #44, a % Lie of i i 


_ 


inate.) 




















| your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 
INTO YOU DRE! 









en all precedent with the 
roduction of a dealer file 
handle a complete line of 





We have brok 
manufacture and p 
and display unit to 
CLEARTYPE MAPS. 

Ask for detai 
ynit, help you to advertise on 


to YOU. 


ls about how we install this 
d bring PROFITS 


Reply Dept. A-1 


AMERICAN MAP COMPANY, INC. 
16 East 42 St. NLY. 17, NLY. 














SAFEGUARD | 


for 


Increased 
Office © 
Efficiency - 














a a TWO NEW 
swFG SAFEGUARDS 


] Ory rubber to keeps typewriter 
p clear N } 1s n 


notes vibrotion on , se 





For information write, wire 


Safeguard Corp. 


Lansdale, Pa. 
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a ee an” | 
Peblougze 
SPEEDS PROFITS YOUR WAY WITH BIGGEST POSTAL 
SCALE IMPROVEMENTS IN 35 YEARS! 










—Instantl 


1125 


Dealers claim these scales 
hit the jackpot for sales! 





NIE 





* RED POINTER BEHIND DIAL 


y shows all postal 


and airmail rates. 


* WEIGHING TIME CUT IN 
HALF—Parcel Post Rates ar- 
rangedin easy-to-read table, 


* NON-SWAYING PLAT- 


FORM— Eliminates 
costly errors; 
3-inch wide post 
holds platform 
steady. 





ee 

ial — 
== PROMPT SHIPMENTS ON YOUR CHOICE OF FOUR MODELS: = 
— A-5—Capacity 5 Ibs. by 1% ozs. $195 — 
— A-10—Capacity 10 Ibs. by ozs. .. oF 
— A-25—Capacity 25 Ibs. by ozs. (Parcel Post Only) 11.95 — 
— A-50—Capacity 50 Ibs. by 2 oz. (Parcel Post Only) .. 12.95 lites 
Remember Pelouze time-tested NATIONAL and RAPID, as well as 


STANDARD BEAM (2 and 4 Ib.) Scales for added profits. 
For further details, send for colorful catalog sheet No. A-51 


PELOUZE MANUFACTURING CO. 


1208 CHICAGO AVENUE 


EVANSTON, ILLINOIS 











YOIN THE 
OPPORTUNITY 
DRIVE 














Invest in 


U. S. 


SAVINGS 
BONDS 
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pen, and us¢ razor blade or a pan of water to put 
the pen into working order, without resorting to me- 
chanical means, or irritating the customer in this way 
Little instance if this kind come up almost daily in 
our store, and are always met as cheerfully and as 
efficiently as possible by the salesperson, whether we 
have the facilities to carry out the necessary work 
r not 

Therefore, 1 Godwin firm’s salespeople are day-by- 
day earning an unusual reputation among the busi- 
nessmen in the downtown section surrounding the 
store. It is nothing unusual for a Godwin salesperson 
to help an office manager remove a wedged staple 
from a hand stapling machine, to install a new spring 
in a check-writer, or to teach the customer how to 
se an ink ¢ tor by actually taking off an un- 
wanted word, spot or stain, from the papers the cus- 
tomer brings in. Many small mechanical repairs and 
1djustments a1 nade every day, and through doing 
them with a heerful and complaisant attitude as 
possible, it i eadily noticeable that customers are 
quite pleased We like to see the same faces in the 
store year aft ear,’ it was stated, “which indicates 


that our service ire building the proper good will 
which, translated into its simplest terms, means that 
they will be repeat customers.”—RAL 





Kushmers Find rr Business Fortunes 


rhe busine fortunes of the Fred W. Kushmer fam- 
ily, operato! f ffice equipment store in Braden- 
ton, Fla., since 19 represent a barometer of Ameri- 
an business for the period 

Starting in the boom days of the 1920's, business 
soared steadily until the depression, when it plummeted 
to its lowest « taggered, began recovering in 1936, 
and every year since has shown a steady increase in 
the volume of l 

But they al represent the courage, fortitude and 
foresight of the Kushmers—Fred, Sr.; his wife DeLisle 
Kushmer, and their son Fred, Jr 

Mr. and M1 Kushmer came to Bradenton from 
Tampa, Fla., August 25, 1925, to open a branch store 
of the Tampa Office Equipment Company, and also a 
branch in Sarasot Then, in 1932, again on August 
25, the Tampa any closed its two branch stores, 
victims of the depression. The Kushmers elected to 
stay in Brade1 nd risk going into business for 
hemselves 

With only hoestring capital,” they opened their 
own office equipment house. Doggedly, they weathered 
the depression i1 n expanding business 

Specializing in verything for the office from paper 
clips to desk and fes, Bradentown Office Equipment 
Company now al ffers adding machines and type- 
writers and is four times larger than when it was 
organized. A ( e has been added 

We cast oul ith Bradenton and have seen our 
business grow with the city,” says Fred Kushmer, Sr., 
adding that the f ily’s long association with Manatee 
County has bee! ppy and stimulating —JL 





Laurence Edland Visits Ames Research Lab 


In the inter f further development and perfec- 
tion of the Ames Futuristic 5-Star platens for office 
machines, Laurence Edland, executive vice-president 
of Ames Rubber Corporation, Hamburg, N. J., recently 
visited the Ames Research Laboratory, Chicago. 

This ne of e regularly-scheduled conferences 
held between the ber plant and the Ames Supply 
Company. Alternately with Mr. Edland’s trip to Chi- 
cago, A. R. Ame J e-president of the Ames Sup- 
ply Company and ervisor of the Research Labora- 
tory, travels to H rg to confer with the officials 
of the rubber pla 

Through these ex inge visits, close and careful 
check is made of regular production of platens 
and development esearch for the improvement of 
all type I later 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
« PLATENS 11x13” all from Eva-Press and 
¢ INSIDE CHASE 10°x12” have finished Rubber Plate 
More detailed directions 
supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 





















SILENT, BUT JUST AS EFFECTIVE, 
NU-VIZ SIGNALS CALL 
FOR ACTION ON VISIBLE 

RECORD SYSTEMS. 








SIGNALS 
and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 
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CONVOY chen - hoard’ * 
STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files . . . are priced 
in the corrugated paper board 
range—with serviceability in the 
steel range ... take less than 
10% more space than steel files 

. can be stacked to the ceiling 








without supports ... mate to- 
gether top-to-bottom and lock 
together side-to-side ... have 
wax-like texture that makes 
drawers slide easily . . . are ship- 
540 pounds is only a part ped assembled for easy installa- 
of the load these wonder tion without tools ... are water 
files will carry and permit . . . 
fr _ resistant — moisture will not 
ee peration of the 
lrawers! weaken them. 


) Chem-board is the product of Convoy’s exclusive chemical 
mpregnation process that hardens the raw corrugated paper 
beard and thoroughly binds the fibers. It is widely used to 


replace steel and wood industrial tote boxes 
You'll like Convoy quality and 
% economy. Write today for de- CONVOY 
———— scriptive folder and prices on 4 -boardf 
14 standard sizes; and details “ 
THE CLAROTYPE CO., INC, about our dealer franchise. STORAGE FILES 
261 Broadway, New Vork 7 CONVOY, INC. «+ P.O. Station B, Canton 6, Ohio 








When You re Asked 
for ,@m FACTS 








CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade aossip every month. The Service Bureau helps you 


: . eh L IY gain information, lists and data gratis, almost impossible to 
COLUINE LL EATEN RAVE A'S gain elsewhere at any price. 
MA ; ‘ ss 


Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


r Duplicating Matcrials 


t. Skokie, 1 OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicage 
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WANTED: EXCLUSIVE 
DEALER SUPERVISOR 


Leapinc MANUFACTURER of protection and office equip- 
ment desires experienced dealer representative for the 
states of Ohio, Pennsylvania, New York and West Virginia. 
National firm in business nearly 100 years with nation wide 
organization of established dealers. Salary, expenses and 
bonus. Send complete resume and photo, if possible. All 
replies confidential. Our personnel know about this ad. 


Send reply to: Office Appliances, Box X-71 
600 W. Jackson Bivd., Chicago 6, Illinois 








ACCURACY 
means QUALITY 





* Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. wei 
As to quality, neither can sconab tans 


be excelled at any price. 
Samples on request. 


@ Carried by the following paper merchants: 
New York City Cineinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co. Carpenter Paper Co 
Pittsburgh Detroit Houston 
Chatfield & Woods Co. Seaman-Patrick Paper Co. L. 8. Bosworth Co., Ine 


THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. ~ CHICAGO 5, ILL. 





















JOIN THE 
OPPORTUNITY 
ORIVE 

















CASH REGISTER 
PARTS 


1s 
Q 


WORLD WIDE SERVICE—-HIGHEST QUALITY 


WRITE FOR OUR LATEST CATALOG 


INTERNATIONAL CASH REGISTER PARTS COMPANY 


cessors t Register 


2810 W. ADDISON ST CHICAGO 18, ILL 
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TWO VERSATILE IDEAL 
BOOK STANDS 


No. 930 


Has Wide Appeal 
asa 











1. Dictionary Stand 
2. Bookcase 
3. Speaker's Stand 


You will find many buyers 
for this handsome moder- 
ately priced Ideal utility 
stand. 


Schools and colleges use it 
not only in libraries 
as a reference stand 
and bookcase but in 
auditoriums and 
classrooms as a lec- 
tern. 

IDEAL STAND NO. 930 


Height at back 42 in. 
Height at front 3612 in. 
Width 25 in. 

Depth 1134 in. 

Shiped K.D. Wt. 45 Ibs. 


Business firms also 
buy it for purchasing 
agents and research 
libraries. 


Sturdily built of selected hardwood with plywood back 
and finished in natural wood or walnut, this Ideal multi- 
purpose stand will look well in any setting. Also avail- 
able unfinished. 


No. 935 
Revolving Type 


For use in libraries or 
offices. Will hold large 
reference books at 
proper reading angle. 
Made of selected 





IDEAL STAND NO. 935 


Height at back - 
hardwood. Finished in Height at front = 
Light Walnut or Nat- — 13° 
ural. Shipping Weight 22 Ibs. 


Write for Details Dept. 9-OA 


IDEAL SCHOOL SUPPLY CO. 
8318 Birkhoff Ave., Chicago 20, Ill. 








Different? —Yes— but 
exactly alike in their pees 
dependence upon 
BEACH'S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


Beach Publishing Co. § 


7338 Woodward Ave. 
Detroit 2, Mich. 
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Attention California & Western 
‘DEALERS 


ete. . . . and Free-Lance Salesmen—who do not 
stock the heavier items of Office Furniture—SELI 
FROM OUR STOCK—Office Chairs, Drafting Lay- 
outs, Files, Desks, Steel Shelving, Clothes Lockers, 
ete... . Call, write or Wire to 


The Blank Desk Co. 
830 Wilshire Blvd., Los Angeles, California 


*If you're working on an order, we can help you 


of Typewriters, Stationery, 


Adding Machines, Printing, 


+ Warehouses also in N.Y.C. and Miami, Fla 





icen®® ; 


OD Fy 
Mise 


=Fu= 


DAYTON STENCIL 
WORKS CO. *ciis”™ 








ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
© Radio @ Appliance Stores 





Make Those Extra Commissions 







OVERS 
ONALIZED CHECK © 
PERS 7 sHeeTs 


STATEMENT Oe TING PASSBOOKS 


ooKs PO 
passsook MACHINE 
sayin BooKs STRAPS 
AN PASS BooKs pit * PERS 
i Pass COIN ware FORMS 


COMMERCIAL CASES 





cH w~ RU 
os s500 EnveLores [EDGER i 
veosiT SLIP pime SAVE 
SV MENT passBsooKs 
P 
ER iL 





l» Witten XKLINE Ye 


1270 Ontario Street Cleveland 13. Ohio cnn! 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 

















THE iewenreren KEY WITH SPRINGS 
MASTER 


SPEED KEYS 


“A guaranteed product” 
Speed Keys protect fingers and 
nails, lighten touch, and improve 
machine action. Typing is made 
easier and work gets done faster 
Finger formed plastic tops are 
easy on the eyes as well as fin 
gers. Characters are underneath 
transparent plastic and do not 
wear off or become dirty and 
illegible 
Sample Key sent FREE on request. 


SPEED KEY CORPORATION  2°2t.Shewncey &* 

















Brooklyn 33, N. Y. 
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TYPE CLEANING MADE EASIER 


with the amazing 


yf 


CLEANS 








Typists and business 
¢ Typewriters 


machine operators want 7 Bilt . 
i Machines 
*p 1 Plastic Ty Cleaner @ Billing 
' a oi mass ¢ Adding Machines 
‘s eas y to use > mess édileaies Bites 
wees FO ¢ Marking Devices, etc 
*NORTA THE ORIGINAL PLAST TYPE CLEANER 
Free sample se n request...write 


NORTA DISTRIBUTING COMPANY 


1123 Broadway, New York 10, N.Y 








All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO’. 


1717-19 S. HALSTED ST. a CHICAGO &, ILLINOIS 





MARKILO” 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (fiame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markilo Company, Mfrs. 


8633 S. Racine Ave. Chieage 9, U. A. 
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This punch has a 3-INCH REACH 











_e 
For punching bonds and other documents, but useful for 
a any long reach job. Supplied to punch %”, 3/16” or 4” 
: round holes, also assorted standard designs. Letters and 
figures made to order. 
a 
Cc 
4“ ASK FOR 





NO. 470 












SSREBE OSES S ESE EEE EEE SE En 


PHOTO MAILER 


AT LOW PRICES TO 


STATIONERY DEALERS 


12 Sizes—May be assorted for quantity 
—substantial markup and bolted. 
WRITE FOR PRICE LIST 


3705 NICOLLET AVE. 
PIERCE CO. MINNEAPOLIS 9, MINN. 


Se ee ee ee ee ee ee ee ee ee ee ee ee ee 


Dees” Plaques of Distinction 


Plastic « Walnut e« Bronze 
tee ham Ao HONOR ROLLS 


for Servicemen and many 
other purposes. 








NAME PLATES, 


all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 


(Plaque & Name Plate Walter E. Kutch Co. 


Specialists Since 1942) 18229 W. McNichols Rd., Detroit 19, Mich. 


The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT mates anent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 

ihiin and medicine stains from paper, 

Straight Side Style Manufactured by Library Style hands and clothing. 


1. D. COTTERMAN 435% terezerasd Ave 


a. 2 ee ee en ne 

















/ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of.- 
fices, Vaults and Store- 
rooms 















Made of Oak and Birch, 
in a variety of heights 
und styles, with wheels 
and Automatic Safety 
Brakes. 





Send for Folder 
and prices. 























Faster Turnover... Bigger Profits Your customers will 
want to buy 
PLAS-T-CAP The NEW 


“NEED-L-POINT” 
THUMB TACKS 


Coy RIGHT 


(line-by-line) 
COPYHOLDER 







@ TACK LIFTER iw every @ SAFES Suc wor paess Thau MEAD ? 
ELLOPHANE WRAPPE ACKAGE @ SULLY visiBLE Revolutionary meee im- 
© 21 DECORATOR COLORS ONE DOZEN PACKAGE provements. Office GRAY finish. 
Defense economy creating 
e THREE FAST SELLING STYLES ® FOUR DOZEN DISPLAY UNIT wide demand... from new 
ROUND — ROSETTE — STAR @ NATIONALLY ADVERTISED users . . . and for replace- 


ments to speed up for defense. 


Copy Right Mfg. Corp. 
» 53 Park Place, Dept. D-9 
watt sor => S SHELTO NES ok New York 7, N. Y. 


CATALOG SHEET WATERBURY TACK Di¥ V . SHELTON, ¢ Canadian Agents 
WORLD'S LARGEST THUMB TACK MANUF ACTUR UNDERWOOD Ltd. Toronto |. 






America’s Fastest 
Selling Thumb Tack Line 
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a 


soon to be unveiled... 





modern, new executive office furniture ensembles by royal, 
at the national stationer’s association annual convention 
at the stevens hotel in chicago, september 22nd through 27th 
visit us and see these beautiful new pieces-in room 561 


metal furniture since '97 





COO DP IR 


~ 


here’s EVERYTHING you want- 
for much less money! 


The Heyer Model C Lettergraph costs sub- 
stantially less than other duplicators of 
i ' comparable quality . . . it is still delivered 
: complete with supplies . . . and now, with 


the new improved Positive Paper Stripper 


7 \/ \Z | ae and Take-on Plate, it’s a greater value than 
" i before! 
DD PV ever 


> 
‘ $ \ 
‘ 
» TS 
. \ — 
‘ 
Be 
? 
- id 


Other Models from $29.50 to $84.50" 


Model E— Automatic Feed —Inking, Roller Re- 
; ' lease. Has all features of other models, plus new 

‘res evervth — as - ‘ at a : . . 
He “ 2 everything Model C has Wy Gs improved automatic inking cylinder, lettering guide 
tial feature a first quality duplicator should and stylus. - « « « « Complete $84.50* 


have. Delivers clear, sharp copies in any quan- ; “a -  tedel @— Automatic Feed and Meller Belen. 

tity desired—at speeds up to 100 copies per ™ plus new positive paper stripper and take-on plate. 
° ° + 

minute. Handles paper up to legal size. Has Complete $74.50 


automatic paper feed, high capacity feed = ee Model 24 — Inexpensive; most popular duplicator 

~ . ; oe ’ * 
table, and quick, easy-setting paper guides. “.. at this low price. . . . Complete $29.50 
Write or ask for the Heyer Catalog—shows the complete 
: one é ‘ ‘ * ae Heyer line of duplicating equipment and supplies. Heyer has 
ment since 1903, for everything induplicating! everything! 


Depend on Heyer, creators of quality equip- 


-fine duplicating equipment since 1903 


THE HEYER CORPORATION, 1852 S. Kostner Avenve, Chicago 23, Illinois 


Eastern Office Western Office Canadian Distributors 
17 East 17th Street 420 Market Street The Brown Brothers Ltd. 
New York 11, N.Y. San Francisco 11, Calif. Montreai— TORONTO —Vancouver, 


» 








You can’t blame girls for complaining when 
hands and clothes get stained from hectograph 
carbon... especially when they know it’s 

so needless now. 

Underwood Corporation has put an end to 
this nuisance of stains and smudges. 

The new Overcoted Master Sets are finger-proof 
and stainless. They eliminate stained hands 
and clothing, avoid need for special stain- 
removing soaps and cleaners. 

Sell Underwood Corporation Masters! 

That’s the easy way to overcome employee 
reluctance to use hectograph carbon. 


Prove it FREE. Just ask on your letterhead for free sé 


Please specify purple, black, or blue. 








= ae 





Urge your Customers to 

Change to UNDERWOOD CORPORATION 
Hecto Sets and Hecto Carbons... 
they're Overcoted and Finger-proof 


In addition: 


Underwood Corporation Hecto Master Sets 
and Hectograph Carbon Papers give sharper 
masters, more and better reproductions. 


There are no typewriter feed roll smudges... 
always uniform intensity of type characters. 


“Summerized,” too! Even on the hottest, most 
humid days, reproductions are sharp, crisp 
and, of course, free from stains! 


Gm The Key 


amples. CORPORATION) 


: ” to Better Impressions 
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